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Resisting the Market 


= AT is entirely possible to build a dam 

that will temporarily stop the flow 

of a stream, but eventually the 

waters will rise above the barriers 

* and sweep on in their course. 

Likewise, it is possible to temporarily dam the 

current of business with high prices, but event- 

ually the pressure production and demand will 
either break the dam or sweep 


per cent, we are making more money than we 
did in war time. 

“In my judgment the chief trouble has been 
in manufacturers resisting the market. Instead 
of reducing and taking their losses as we did, they 
have held out and bucked the market and unem- 
ployment has resulted.” 

A whole volume could not better tell the story 
of what has happened, the rea- 
son for the depression through 





on over the top of it. No man- 


which we are passing, nor bet- 


ufacturer or merchant, not 
even a combination of manu- 
facturers and merchants, can 
long resist the market except 
at his peril. 

All through the period of de- 
flation the retail merchants 
have been painted as men who 
have built the dam, have re- 
sisted the flow of business and 
thrown a monkey wrench into 
the wheels of progress. It is 





“While we reduced prices ap- 
proximately 50 per cent, we are 
making more money than we did 
in war time. 

“In my judgment the chief 
trouble has been in manufactur- 
ers resisting the market.  In- 
stead of reducing and taking 
their losses as we did, they have 
held out and bucked the market 
and unemployment has _re- 
sulted.” 

Jackson Johnson. 








ter point the way out of our 
present difficulties. 

The manager of one of the 
largest retail shoe businesses 
in the country only recently 
said: “We have had to part 
company with some of the 
largest shoe manufacturers of 
the country, concerns with 
whom we have done business 
for years and years, because 





refreshing to hear a big, broad- 
minded man like Jackson John- 
son, chairman of the Board of Directors of the 
International Shoe Company (the largest shoe 
manufacturing concern in the world), lay some 
of the blame at the doors of the manufacturers. 

Mr. Johnson is a member of the Conference on 
Unemployment appointed by President Harding. 
In a recent statement given out in St. Louis he 
said: “Of course, every man has his panacea, 
and there is also, of course, as yet no crystalliza- 
tion of ideas, and will not be until suggestions are 
all considered. So far as our company (the Inter- 
national Shoe Company) is concerned, we our- 
selves feel we have solved the problem. We 
haven’t a closed factory, have not reduced wages 
and have more business than we can attend to. 
We are employing about 21,000 people, which is 
more than we ever employed before, and have 
sold a great many more goods. 

“While we reduced prices approximately 50 


they held up before them an 
inflated overhead and insisted 
on figuring shoe prices on that basis. I told them 
repeatedly that I was not buying their overhead; 
that what I wanted and must have was good 
shoes figured on the price of materials and labor. 

*“We have succeeded in finding manufacturers 
who were willing to figure prices for us on this 
basis, and in this way we have been able to show 
a considerably larger volume of business both 
in pairs and dollars during September than was 
obtained a year ago. 

“I am confident, as we go into the fall season, 
that the idea of a volume of business on a closer 
margin will more firmly take hold upon manu- 
facturers and retail merchants.” 


What Twenty Cent Cotton Has 
Done for the South 
The sensational increase in the price of cotton 


within the past thirty days has put new life and 
(Continued on page 89) 
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Spats Entering the Realm of 
the Novelty 


Appearance More Than Utility Influences Sales—Oniginally 
Worn Only By Men—Low Shoes and 
Short Skirts Aid Sales 


as a protective garment. Not so much 

attention was given in the early days to 
artistic appearance or beauty but merely to pro- 
vide an article of protection. Eventually, they 
were taken up by the nobility of Europe and came 
into the style class of dress accessories. 

Originally they were worn almost exclusively by 
men and it was only when women adopted them 
that they began to be developed with an idea of 
artistic use. 

We of this country adopted the spat idea from 
Europe, but as is the case with many other things 
which we have adopted we have added fitting quali- 
ties, artistic appearance, refinement and dressiness. 
We have popularized the wearing of this article of 
apparel as a fashion. 

The woman to-day who buys a pair of spats or 
boot tops is not 


() is protect or spats were originated 


die Boot Top Company, St. Louis, “that the ankle of 
the average woman measures in girth the same as 
the ball of her foot. There is, therefore, not a very 
great variety of sizes of ankles. Naturally the 
length of the foot and the width of the foot regu- 
late the grade of ankle measurements of shoe pat- 
terns. A size 4-C boot top has the equivalent meas- 
urements of a 4-C shoe, except that the boot top in 
fitting over the outside of the shoe must necessarily 
be slightly larger over the foot portion of the shoe, 
but the ankle measurement is standard, or, in other 
words, conforms to the recognized shoe standard of 
measurement. Above the ankle, say 6% or 7 it. 
from the base line of the foot, there is a very rapid 
change in the girth measurement of legs. You 
might take fifty women, all wearing size 4-C shoe 
and no two pairs of legs would measure the same 
8 in. above the base line of the foot. To provide for 
this difference we make A, C and E widths and also 

slim and outsize 





looking alone 
for protection 
from cold and 
storm, but just 
as is the case 
with her foot- 
wear and other 
garments’ she 
wants some- 
thing that will 
add to her at- 
tractiveness. 
The manufac- 
turers of spats 
have not been 
asleep or even 
slow in capi- 
talizing this sit- 
uation. Spats 
are not only be- 
ing produced 
that more care- 
fully follow the 
lines of the 
ankle and foot 
but are being 
made with deco- 
rations that ap- 
peal to the 
woman of good 
taste. “It is a 
well-established 





patterns for 8- 
in. and 9-in. 
heights. We sell 
very few slims, 
but quantities 
of outsizes be- 
cause shoe 
clerks are en- 
abled to fit a 
variety of legs 
without _ reset- 
ting the  but- 
tons.” 

The  perfec- 
tion of glove- 
fitting patterns 
of spats has 
taken away the 
appearance of 
sloppiness and 
untidiness that 
prevailed when 
“Overgait- 
ers” were made 
and worn only 
as a means of 
protection from 
inclement 
weather. 

The preva- 
lance of low cut 
footwear and 
shorter _ skirts 








fact,” says 
Charles Twee- 
die of the Twee- 


Upper left—Strap novelty by Columbia Overgaiter ¢ Legging Co. Upper center by 

Gierlick & Sons. Upper right by Tweedie Boot Top Co, Lower left by Tweedie Boot 

Top Co. Lower center by —— Pt a ge onl é& Legging Co. Lower right by 
ierlic ons 


has created a 
demand not 
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only for more spats but spats of a fancier and more 
novel type. 

“There is every reason why women should love ta 
wear low.cut footwear and just as many reasons 
why they should love to wear spats,” says A. E. 
Oberndorfer, president of the Columbia Overgaiter 
& Legging Company of Chicago. “Low shoes allow 
a freedom for ankles that is not possible with a high 
shoe and spats over low shoes do not hamper this 
freedom. Homes, as a rule, are well heated and high 
shoes are uncomfortable while indoors. When low 
shoes and spats are worn the spats can be removed 
while in the house if desired and the extra warmth 
is more noticeable while out of doors. Spats fit 
more closely and wrinkle less than leather tops to 
shoes and consequently present a more tasteful ap- 
pearance.” 


Garment Materials.and Colors Influence Spats 


Since it has been conceded that black and dark 
blue will be used more extensively than for several 
seasons in dress materials there has been a stronger 
demand for blacks and colors that will harmonize 
well with this color of garment than for several 
years back. 

Since silks are to be used extensively for garments, 
and black satin and patent leather will be popular 


for footwear, the demand for satin and moire spats 


has materially increased. 

Patent leather for footwear will call for spats in 
colors and materials that will harmonize and this 
may create a larger demand for pearl gray and 
white in kerseys and also for similar shades in 
satins and moires. 


Spats for Afternoon and Evening Attire 


Whether or not women will wear spats of novelty 
types to any great extent for afternoon and evening 
functions is still somewhat of a question, but that 
they do want spats to wear with garments for these 
functions has been clearly demonstrated. Spats in 
novelty types of gold and silver cloth and gold and 
silver brocaded silks have proven excellent sellers 
with several factories specializing in. this kind of 
merchandise and with stores that have featured 
them. 

“Spats for occasions” are just as logical and 
practical as “footwear for occasions,” and the cash 
register can be made to ring many times extra if 
the matter of proper spats to wear with footwear 
and with garments for afternoon and evening dress 
functions are properly presented when the sale of 
shoes is being made. Gold and silver cloth, black 
satin and patent leather will be the prevailing ma- 
terials for evening dress in women’s footwear. Beau- 
tifully made spats in the novelty patterns that har- 
monize with this footwear and the garments to be 
worn with the footwear are really essential to make 
the costume complete. 


Prevailing Seasonal Colors 


According to leading manufacturers colors in ker- 
seys and similar materials for street wear for fall 
will be about in the following order—dark fawn, 
beaver, brown, black, dark gray (smoke), light gray 
(squirrel), light fawn (champagne). 

This variety of shades will provide harmonizing 
colors for most of the garments worn for street and 
general wear. 
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There are indications that fuschta shades will gain 
considerable popularity in garments for afternoon 
and evening wear and if so there will undoubtedly be 
more or less limited demand for spats in these 
shades, but to a great extent these spats will be 
made of satins or moires and will not materially 
affect colors in kerseys and other wool materials. 


Nine Inches Standard Height 


The prevailing height from present indications 
will be 9 in. Some 8-in. patterns are being shown 
and in strap effects and other novelties even lower 
types are proving popular, while on the other hand 
there is a limited demand for spats 12 in. high. In 
the latter instance it is necessary to provide some 
means of adjustment to provide for variations in 
calf measure because, as pointed out by Mr. Tweedie, 
the variations of the girth of legs at this height 
vary so materially. 





HOSIERY MILLS WORKING. OVERTIME 


The hosiery mills of Milwaukee are working two 
shifts a day and at that are far behind with orders, 
especially in certain lines that are having an un- 
usual sale. : 

This condition in the hosiery mills of the west is 
due in part to strike tie-ups in the east, but largely 
on account of the unprecedented demand for hosiery 
that has the call of stylish dressers at the present 
hour. 

Factory orders are proof positive that more shoe 
stores are featuring hosiery than ever before. Shoes 
and hosiery logically belong together and should be 
sold together. 





ANNUAL MEETING OF TANNERS’ COUNCIL 


Mr. Fred A. Vogel, general manager of Pfister & 
Vogel Leather Company, Milwaukee, and Mr. 
Thomas S. Keirnan, vice-president of the Griess- 
Pfleger Tanning Company, Chicago, program com- 
mittee, are preparing an interesting program for the 
annual meeting of the Tanners’ Council which takes 
place at Hotel Drake, Chicago, Oct. 20-21 next. 

At the opening session a well-informed manufac- 
turer from the middle west will discuss the impor- 
tant subject of trade revival. In connection with 
this subject there will be some unusually valuable 
statements by representatives of all the groups of 
the tanning industry in regard to conditions in their 
respective branches and prospects for increased 
trade in the near future. 

Mr. Frank L. Seymour-Jones of England will give 
an illustrated lecture on the warble-fly. This gen- 
tleman is one of the leading leather chemists of 
Britain. 

Revision of national tax and tariff laws are very 
live topics at this time and they will be discussed by 
prominent authorities. 

Since modernizing of tanneries is essential to the 
life of our industry this subject will be gone into in 
detail. ; 

Industrial education will be the theme of a cele- 
brated university head who has specialized in this 
field. 

’ Complete details concerning the program will be 
announced in a few days. 
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The Correct Costume Revue 
A Style Show and Then Some— 


National Convention Committee 
Making Elaborate Plans 


this evening gown?” 
“T want a pair of shoes to wear with 


this suit. What would you recommend?” 

Questions like these 
are becoming more and 
more frequent in good 
shoe stores all over the 
country. Merchants have 
been advertising their 
stores as “shoe experts” 
—as having footwear 
that is correct—and the 
public is beginning to 
take them at their word. 

The wise ones, those 
who are alert and edu- 
cated in correct attire 
and correct matching of 
footwear with costumes 
are reaping the lion’s 
share of business from 
people who care. 

The successful farmer 
is he who is “making two 
blades of grass grow 
where only one grew be- 
fore.” The successful 
shoe merchant is he who 
is selling two pairs 
where only one was sold 
before. 

It takes knowledge, 
the right kind of fertil- 
izer and the right kind 
of cultivation to accom- 
plish these results in 
farming and in shoe re- 
tailing. 

This is the big, out- 
standing reason for the 
Correct Costume Revue 
to be staged at the Na- 
tional Shoe Retailers’ 
Convention and Shoe 
Exposition, January 9 to 12, 1922. 

The Convention Committee will provide properly 
gowned models, two hundred or more of them, each 
a professional and experienced in displaying gar- 
ments and shoes to the best advantage. 

America’s best shoe manufacturers will provide 
the footwear, and rest assured that footwear will 
be the best, the newest, the smartest that these mas- 
ter shoemakers know how to produce. 

The hosiery worn by the models will be provided 
by the leading makers of hosiery and will represent 
the weaves, patterns and materials that will be good 
for the forthcoming spring and summer. 


‘éc W “this kind of shoes should I wear with 





BE SURE TO SEE 200 LIVE MODELS IN 


ORRECT COSTUME REVUE 


AT 11TH ANNUAL 


mC EIFOSITION ee See 


1 IDTHD-1022 


A four-color poster stamp is being supplied to shoe manu- 
facturers and wholesalers by the Convention Committee of 
the National Shoe Retailers’ Association 





Shoe merchants are more interested in hosiery 
than ever before, and hosiery manufacturers are 
more interested than ever before in shoes and shoe 
merchants. 

Shoe styles have a big bearing on hosiery styles. 


Correct Costuming 


No model will be per- 
mitted on the ‘“Board- 
walk” who is not cor- 
rectly clad from head to 
foot. The headwear, 
jewelry, gown, hose and 
shoes must harmonize in 
every instance. The girls 


whether the gown be of 
silk, satin or whatnot, 
the hosiery and _ shoes 
will harmonize and be 
appropriate. 

The women dressed for 
shopping, golfing or other 
outdoor wear will be just 
as carefully and _ cor- 
rectly dressed. The girl 
wearing knickers’ will 
have hosiery and shoes 
that harmonize with her 
suit and are correct for 
occasions when knicker 
suits are approved. 

The gentlemen clad in 
full evening dress, the 
man wearing a Tuxedo, 
the sportsman in golf rai- 
ment, the man of busi- 
ness will each be shod 
with footwear correct for 
the costume and occasion. 

Boys and girls from 
kindergarten to _ high 
school will appear on 
the “Boardwalk” attired 
in the approved fashion 
of the hour. 


Entertainment and Education 


The Costume Revue will be an entertainment in 
itself. Get the vision—a boardwalk or runway over 
700 feet long, circling the main auditorium of the 
Coliseum, brilliantly illuminated by a system of con- 
cealed lights so arranged that no shadows will be 
cast on the models, nor will any dazzling spotlights 
affect the vision of the spectators. Four thousand 
people can see the show at each of the two daily 
performances and each have an unrestricted view 


of the models. 
The scenic effect will be wonderful and dazzling, 
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put the educational value to the merchant in styles, 
lasts, materials and correct footwear for occasions 
is a feature worth all the time and expense entailed 
in attending the convention and an education that 
cannot be obtained any other place on earth. 


VETERAN SHOE MERCHANT CLAIMED BY 
DEATH 


George Schlaegel, one of the best-known shoe men 
of southern Ohio, passed away at his home in Pom- 
eroy, Ohio, Saturday, September 17. Mr. Schlaegel, 
who was sixty-three years of age, was one of the 
most prominent men in Meigs County, having been 
engaged in the shoe business since boyhood, first 
with his father and later with his brothers, John W. 
and Conrad, under the firm name of Schlaegel Bros. 

Besides his shoe store interests he was actively 
engaged in salt manufacture and in other enterprises 
in his community. Mr. Schlaegel was of an affable 
disposition, highly respected and enjoyed the con- 
fidence of a wide circle of people both in southern 
Ohio and West Virginia. He was a member of the 
Ohio Valley Shoe Retailers’ Association and active 
in association work in his State. 


NEW SHOE WHOLESALE HOUSE IN KANSAS 
CITY 


When the International Shoe Company and the 
McElwain Shoe Company interests were merged, the 
Barton-Wheeler Shoe Company took over the Mc- 
Elwain-Barton business in Kansas City. Recently 
H. R. (Jack) Barton has formed a new organization 
for the wholesaling of juvenile shoes. The follow- 
ing announcement has been recently sent to the 
trade in his territory: 


BOOT AND SHOE RECORDER 89 


ANNOUNCEMENT 

Jack Barton, recently an executive and director of 
the McElwain-Barton Shoe Company, will open a 
new wholesale shoe company on October 15, under 
the name of 

JACK BARTON SHOE COMPANY 
Located at 
404 West Ninth Street 
Kansas City, Missouri 

Clyde E. Vantrees and English O’Connor, formerly 
with McElwain-Barton, will be associated with the 
new concern. 

The purpose of the new enterprise is to give retail 
merchants in this section of the country the oppor- 
tunity of buying correct styles in boys’, girls’ and 
infants’ footwear at popular prices. 


FRANKFORT, IND., SHOE MERCHANT ANSWERS. 
THE FINAL CALL 


Horace W. Miner, pioneer shoe merchant of Frank- 
fort, Ind., passed to the Great. Beyond, Tuesday, 
September 20, 1921, after an illness of six weeks from 
septicemia. Mr. Miner entered upon his business 
career in 1862, becoming the junior member of the 
firm of which his father was the head. The business 
was carried on under the name of Miner & Son Shoe 
Company until 1897, when the elder Mr. Miner re- 
tired, and since that time Horace Miner has been 
the able head of the firm. Under his management 
the store has become one of the best-known retail 
concerns in the State. 

Mr. Miner was an aggressive, public-spirited citi- 
zen, an enthusiastic believer in and a booster for 
his town. He was a man who stood firmly for the 
things that he knew were right in politics, in social 
relations and in all the responsibility that comes 
to a citizen. 








(Continued from page 85) 

new energy into the business of the cotton belt. 

It is estimated that the rise of cotton from 
.1175 cent a pound the first of August to around 
20 cents a pound the first of October has added 
approximately $540,000,000 to the purchasing 
power of the cotton belt. The wealth of this 
section of the country has increased that much 
by the rise in the price of cotton. Already farm- 
ers and merchants are beginning to liquidate old 
overdue accounts and notes held by banks. The 
banks, in turn, are reducing their indebtedness 
to the Federal Reserve Banks, which places them 
in a stronger financial position and better able to 
take care of the needs of local merchants. Mer- 
chants are buying with more courage and more 
confidence. As a rule their stocks are low, and 
shoe stocks are reported to be exceptionally low. 

There is a considerable quantity of last year’s 
cotton crop still in warehouses, but the most of 
it is low grade. The new crop which is being 
gathered is estimated to be about 42 per cent of 
normal. The shortage is due partly to curtailed 


acreage and partly to the ravages of the boll- 
weevil. 

While cotton crop acreage was restricted the 
land was cultivated and has produced larger food 
and feed crops than ever before raised in the 
cotton belt. Consequently, the Southern farm- 
ers will not have to pay out the enormous amount 
of money for corn, hay and other feed that has 
prevailed heretofore. 

The new crop has been raised at a cost far less 
than has been possible for several years back, 
it being estimated that the cost of production was 
about 8 cents a pound. The prevailing prices, 
therefore, will yield a handsome profit and the 
South will rapidly come into its own again. 


Haughty! Haughty! 


“Where will I find the lace goods?” 

“Right here, ma’am—lace, button, buckle—shoes 
with all kinds of fasteners.” 

“Young man, I am not in quest of footwear.” 

“Madam, this is the shoe department. For location 
of other departments kindly.consult a floorwalker.”’ 
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Business Conditions Show Improvement 
September Business More Pleasing than 
Predicted at Beginning of Month 
CHICAGO 
September Business Good 


At Least a Half Dozen of Larger Stores 


Show Increase in Pairs 
and Dollars 


HILE September was unusu- 

ally .warm and merchants 
all over the country were complain- 
ing more or less of business conditions 
a number of exclusive shoe stores and 
shoe departments of the big depart- 
ment stores of Chicago had no seri- 
ous complaints to make when the 
total volume of business for the 
month was finally figured up. 

At least a half dozen of the larger 
establishments in the loop have 
shown an increase not only in pairs 
but in dollars for the month of Sep- 
tember as compared with the cor- 
responding month of last year. 

In practically every instance the 
explanation was that “we have figured 
with a short pencil.” One depart- 
ment manager said that in his store 
the fact had become accomplished by 
careful selection of styles, keeping 
constantly in touch with the sales- 
people and playing for large volume 
at a close markup. 

Another store explained that they 
had featured popular price merchan- 
dise in high-priced styles and had 
made their show windows produce a 
large volume of the business. 

In an exclusive men’s store the 
feat was accomplished through ad- 
vertising both direct and in news- 
papers in which no comparative 
prices were used but the quality of 
the merchandise together with. entic- 
ing styles was made the main points 
of argument. 


October First Real Beginning of Fall 
Season 


Early fall styles have been the 
burden of talk in advertising and 
show window cards for several 
weeks in Chicago’ shoe _ stores. 
While considerable volume of busi- 
ness has been done the first real 
snappy day’s business of the fall 
season was Saturday, Oct. 1. A 
few days of cool: weather intermingled 
with rain had created a desire on the 
part of the public for new fall foot- 
wear and merchants who have been 
advertising cashed in on the publicity 
which they had been doing. 

Practically every store in the loop 
did a capacity business. It was notice- 


avle, however, that the stores which 
had featured popular priced merchan- 
ule, which means neither low grade 
cheap merchandise nor extreme high 
priced merchandise, reaped the big- 
gest share of the business. 

Women’s departments were busier 
than men’s, although men’s stores did 
a very satisfactory and pleasing busi- 
ness. 

Very little complaint was heard as 
to prevailing prices, although more 
complaint was heard in men’s stores 
than in women’s stores. 

One store manager said he was at 
a loss to explain why this should be 
in view of the fact that men’s shoes, 
as a rule, showed a larger percentage 
of decline than women’s. He believed, 
however, that the complaints were 
more general on men’s shoes because 
men watched the hide markets more 
closely and are judging the price of 
shoes from this angle. 


Demand for Boots 


C. H. Gleiesbac, manager of all the 
Walk-Over Stores of Chicago, in 
checking over sales was surprised at 
the number of pairs of women’s boots 
sold Saturday, October 1. Black and 
brown kid and brown Russia made up 
the bulk of sales. Boots have been 
sparingly bought by most large city 
merchants and even in the smaller 
cities and towns the quantity of boots 
purchased has been very limited. 
Should cold weather develop sud- 
denly there will undoubtedly be a 
shortage of women’s boots developed. 


Gain in Sales of Welt Sole Oxfords 


While patents and satins remain 
the leaders in sales in practically all 
Chicago stores the cooler weather has 
developed a demand for more welt 
sole oxfords in both brown and black 
leathers. Medium shades of Russia in 
both plain and boarded leathers are 
selling much better than was the case 
during the warm weather. 


Metal Cloths for Evening Wear 

As social functions become more 
prevalent the tendency toward goid 
and silver cloths for evening wear is 
developing rapidly. Both plain and 
brocaded materials are popular. The 
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metal cloths harmonize well with ti:c 
proiusion ot beads that are so popu- 
1ar lor evening dress occasions. They 
aiso harmonize well with most of the 
shades of silk that are popular in 
gowns for these same occasions. 

Plain opera pumps and various 
types of strap eftects are being shown 
in the metal cloths, some of them 
ornamented with rhinestone buckles 
and others perfectly plain. Metal 
cloths in combination with black satin 
both plain and in brocaded silks are 
among the newer things that are 
proving popular in the high grade 
stores. 


New Front in Cutler Store 


The Cutler store on State Street 
has almost completed the remodeling 
which has been in process for the past 
sixty days. The installation of an 
entire new front has necessitated con- 
siderable remodeling on the inside of 
the store. Fifteen feet were added 
onto the length of the store at the 
rear, this representing the depth of 
the windows in front. Consequently, 
all the shelving had to be moved and 
reset. 

The Cutler store has a frontage of 
sixty-four feet. They removed the en- 
tire front and reconstructed the build- 
ing so that there are no piers or pil- 
lars, an engineering feat difficult of 
accomplishment. 

A concrete base six feet in thick- 
ness imbedded down thirty-six feet 
below the street level is the’base on 
which the structure rests. 

One hundred and five feet of show 
window space is obtained in the front. 
One hundred and forty lamps are used 
for illumination. No valances are 
used in the windows, the lights being 
concealed by silvered glass transoms 
above the main show windows. 

The backgrounds of the windows 
are of Circassian walnut beautifully 
The floors are of 6 inch 
squares of walnut. 

In the construction of the windows 
no clips are used for holding the glass 
together at the corners. The panes 
of glass are beveled and cemented, an- 
other feat which'is unusual in show 
window construction. 

The base of the windows is of dark 
Italian marble carefully -selected to 
obtain a uniform coloring. 


Chicago Shoe Factories Busy 

Chicago shoe factories are all 
working to capacity. The Florsheim 
Shoe Company is turning out more 
pairs than ever before. The original 
factory is running full and the new 
factory, which was put in operation 
sixty days ago, is working well up to 
capacity. 

J. P. Smith Shoe Company is turn- 
ing out about 3200 pairs a day which 
taxes the capacity of the original 
plant and the new addition’ 

The Levy Shoe Company has in- 
creased its output to around 1200 
pairs a day. 











the 
DU- 





October 15, 1921 


The J. W. Carter Company is pro- 
ducing more shoes than at any time 
within tne past year and is displaying 
help wanted signs in several depart- 
ments. 

The J. E. Tilt Shoe Company is 
running ahead of their record a year 
ago on men’s shoes and booking a 
gratifying large volume of business 
on their special lines of women’s 
mannish oxfords. 

Orders in factories are largely for 
at once shipment, but many mer- 
chants have adopted the plan of pro- 
viding month by month shipping dates 
so that the factories are assured a 
good run of business for several 
months hence. 

Oxfords for February and March 
delivery have been taken by all of 
the factories, which indicates that 
merchants are not fearing the future 
so far as their men’s shoe business is 
concerned. 


Shoe Travelers Report Business 
Spotted 


Shoe travelers are reporting busi- 
ness somewhat spotted. Merchants 
in the larger industrial cities are buy- 
ing for their immediate wants, but 
are skeptical about placing orders for 
spring delivery because of the unem- 
ployment condition which prevails. 

In the smaller cities, especially 
those surrounded by good agricultural 
communities, merchants are less ap- 
prehensive and more inclined to take 
a chance on the future. 

It is a.well known fact that 
merchants did not buy heavily for fall 
and consequently a constant business 
in moderate quantities may naturally 
be expected. 

Archie Weisberg of the Novelty 
Shoe Company says buying among 
merchants is showing considerably 
better tone and in speaking of the 
business for later fall said, “Mer- 
chants have. bought light and have 
spread their buying to cover a wide 
range of styles; consequently, a few 
days’ active business will ‘demoralize 
stocks. and it will be surprising if 
merchants do not rush into market to 
cover their needs on wanted merchan- 
dise within the next thirty days.” 


Fortieth Wedding Anniversary 


On Oct. 8 Mrs. J. Leffler of 1062 
Hollywood Avenue, Chicago, enter- 
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tained in commemoration of her for- 
lieth Wweduing anniversary of her 
parents, Mr. and Mrs. kalph Stad- 
exer. About seventy-five guests, in- 
umate triends ot the ‘pride and 
groom,” were in-attendance.. Mr. and 


Mrs. Stadeker are the parents of 


three children, two daughters and one 
son. There are five grandchildren in 
the family, all of whom were present 
at the celebration. 

Mr. Stadeker is one of the best 
known shoe travelers of the Middle 
West. For thirty-three years he has 
sold shoes on the road, for thirty of 
which he has represented E. P. Reed 
& Co., of Rochester, New York, and 


he says he expects to represent them — 


thirty years longer. In this time Mr. 
Stadeker has built up a wide circle of 
friends among merchants and shoe 
travelers and few enjoy the confidence 
of their customers to a greater ex- 
tent than Mr. Stadeker. 


Chicago’s Newest Shoe Store 

A new shoe store devoted ex- 
clusively to the sale of women’s smart 
shoes was recently opened in the 
Venetial Building on the second floor, 
15 West Washington Street. 

This new shop is tastefully ar- 
ranged and decorated; nothing elab- 
orate or bizarre but soft tones of 
wall, carpet and furniture that blend 
harmoniously and present a pleasing 
appearance. The owners of the store 
are all well known Chicago shoe men 
who through the years have built up 
personal followings among the better 
class of women’s shops. 

W. S. Hill and S. H. Maixell, to- 
gether with David Solomon are the 
men behind the enterprise. Each of 
them is personally interested, giving 
their undivided attention to the new 
store. Mr. Hill and Mr. Maixell were 
formerly with O’Connor & Goldberg’s 
Madison Street store and Mr. Solo- 
mon was assistant buyer of women’s 
shoes for all O. G. stores. Miss 
Greenwald, also formerly connected 
with the O. G. organization, has 
charge of the hosiery. 

Previous to the opening invitations 
had been sent out announcing that 
tea would be served and several times 
during the afternoon of the opening 
day the doors had to be locked be- 
cause of the throng of women who 
sought attention. 


MILWAUKEE 


Milwaukee Retailers After Men’s Sales 


Local Newspaper Advertising Shows Tendency 
—Steadily Increasing Call for Patent. 
Low-Cuts for Women 


ITH the women’s shoe trade 
now seasonably active, and 
children’s footwear moving better 
than at any time since last spring, the 


only development that at this moment 


is greatly desired is that business in 
men’s goods assume a greater volume. 
Good progress has been made along 
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this line since the middle of Septem- 
ber, but it seems certain that it is 
going to require the snap and pep of 
cold weather to inject a similar spirit 
-uto the call by the men. ae 

A great deal of attention is being 
devoted by Milwaukee boot shops to 
the problem of attracting the interest 
of the men. Advertisements in the 
local daily newspapers in the last two 
to three weeks show this influence 
strongly. Usually shops selling gen- 
eral lines use separate space to present 
offerings of women’s and of men’s 
shoes in order to get undivided atten- 
tion. The shops selling. men’s goods 
exclusively are advertising more per- 
sistently than they have all this year. 

An outstanding feature of business 
in ladies’ footwear is the steadily in- 
creasing call for patent leathers in a 
variety of styles in the low-cuts. Pat- 
ents are not wanted only for dress, 
since there is a relatively excellent de- 
mand for the stouter walking types, 
such as the strap oxford with low 
heels. The satin pump or slipper in 
strap and tongue effects is moving 
well in black and brown. Brogue type 
oxfords in calf, plain and grained, in 
light tan and mahogany shadés, are a 
favorite in the call for service foot- 
wear for women. High cuts are ex- 
periencing no better call than before, 
although cold weather in a few weeks 
probably will bring a revival. 

The moccasin styles have been 
shown in Milwaukee shops since the 
beginning of October and are attract- 
ing some attention. Dealers have not 
gone into this style to a heavy extent, 
preferring te feel out the popularity 
of the new goods before committing 
themselves. It is somewhat early to 
judge wether or not the moccasin is 
going to be what its advocates hope 
for it. 

The Beals-Pratt Shoe Mfg. Co., Mil- 
waukee, is employing large newspaper 
display space in this city and some 
other communities in Wisconsin to 
popularize as a home product a brown 
calfskin whole quarter. blucher for 
men at $5 and $6. The style is num- 
bered 1000 and is made in a wide toe 
as a modification of the English last 
and has a Wingfoot heel. The Beals- 
Pratt company tells of its 1000 deal- 
ers in Wisconsin and in each commun- 
ity lists the names of its dealers for 
the benefit of customers. In Milwau- 
kee the names of eighty stores are 
given, and supplemented by fifteen 
dealers in suburbs in Milwaukee 
county. 

The Fred Rueping Leather Co. of 
Fond du Lac Wis., has_ recently 
amended its corporate articles to 
chanve the authorized capitalization to 
$3,000,000, consisting of 15,000 shares 
of cumulative preferred and 15,000 
shares of common each with a par 
value of $100. 

Otto A. Hensel 3527 North Avenue, 
president of the Milwaukee Retail 
Shoe Dealers’ Association, is taking a 


ua 
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leading part in the project of the 
North Avenue Development Associa- 
tion to Build a three-story building 
costing $100,000 at Thirty-second 
Street and North Avenue, to serve as 
a clubhouse and community center, 
with stores on the main floor and 
offices on the second floor to provide 
principal revenues. Mr. Henzel is a 
director of the association which con- 
sists mainly of business men located 
along North Avenue, from Twelfth to 
Fortieth streets. The project is said 
to be one of the most pretentious ever 
undertaken by a neighborhood com- 
munity business men’s association in 
this part of the country. 

The Newark Shoe Stores Co. of 
Baltimore has formally opened its new 
store at Sheboygan, Wis., located on 
North Eighth Street, the principal 
business thoroughfare in this city of 
25,000 people which is noted for its 
chair and furniture industries and as 
a center of cheese and dairy products 
production and distribution. On open- 
ing day silk hose were presented to 
each lady customer and a safety razor 
to male buyers. 

“We’re the goats!” is the title of 
an advertisement which appeared in a 
recent issue of the Antigo (Wis.) 
Daily Journal, underwritten by nearly 
all merchants of the city. The ad- 
vertisement was placed to refute the 
statement made frequently that it is 
the retail merchant who is preventing 
prices from going down as rapidly as 
some people would like to have them 
go. It called attention, for one thing, 
to the fact that in 1913 and 1914 
motorists were able to buy gasoline for 
9, 10 or 11 cents the gallon, while 
to-day the price is 24 to 30 cents. 
Comparisons also are given to show 
that prices of staples and specialties 
are lower in Antigo than in other 
cities of its size in Wisconsin. The 
comparisons are not pharasaical in 
any manner, for they show that in all 
cities retail merchants are taking the 
brunt of the readjustment of prices. 
The advertisement was.a novel one 
and is attracting wide attention. 

Milwaukee newspapers, canvassing 
employers of the city in regard to 
views on daylight saving, presented 
the following interviews: 

“We find that there is a great loss 
of time through misunderstanding 
about standard time and daylight sav- 
ing time by the general public. Trains 
and appointments have been missed at 
considerable expense to us. We are 
much in favor of daylight saving as 
soon as it becomes a national law.”— 
G. E. Musebeck, vice-president, Ed- 
monds Shoe Co. 

“As a whole, our employees like the 
plan and are in favor of its continua- 
tion,” said William G. Hanson, vice- 
president and general manager Alb. H. 
Weinbrenner Co. 

“Although I voted in favor of day- 
light saving, my experience thisgsum- 


mer leads me to the conclusion that * 


unless daylight saving can be made 
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national in effect, I should not be in 
favor of its continuance.”—August H. 
Vogel, vice-president, Pfister & Vogel 
Leather Co. 

“We have heard very little com- 
ment but feel that daylight saving is 
favored by a great majority of our 
organization.” — Official of Nunn, 
Bush & Weldon Shoe Co. 

It is just coming to the attention of 
the general public that the Wisconsin 
Legislature at its biennial session, re- 
cently ended, enacted a law which 
abolishes the method of making as- 
signments by embarrassed individuals 
or firms through the State court, and 
that henceforth such steps may be 
taken only through the federal courts. 
The law is known as Section 45, Chap- 
ter 590, Laws of 1921, and reads: 
“Chapters 80 and 179 of the statutes 
of 1919 are withdrawn from the stat- 
utes and shall not be hereafter printed 
in the statutes so long as the national 
bankruptcy act remains in force.” 
Chapter 80 refers to assignments and 
179 to relief of insolvent debtors. 
This means that from now on persons 
seeking to be discharged from their 
debt must go through the bankruptcy 
court. The change was made, it is 
explained, because of the conflict of 
jurisdiction between State and federal 
courts. 

Vincent J. Schoenecker, Jr., head of 
the V. Schoenecker Boot & Shoe Co., 
Milwaukee, was a member of the class 
of eighty which was inducted into the 
mysteries of the Knights of Columbus 
by Pére Marquette Council on Sept. 
29. Mr. Schoenecker has been promi- 
nent in fraternal circles for many 
years and is a former city treasurer 
and member of the board of public 
works of the city of Milwaukee. 

The Teeple Shoe Co. of Waupun, 
Wis., a new organization, started 
quantity production Oct. 1. It was 
formed by D. H. Teeple of Holland, 
Mich., and J. F. Teeple of Richmond, 
Ind., and took over the factory of the 
former Palma Shoe Co. of Waupun, 
which later was acquired by the 
Davies Shoe Mfg. Co. of Racine. The 
plant has been re-equipped throughout 
and has an initial capacity of 250 
pairs a day. It is specializing in boys’ 
and youths’ dress and service shoes. 

Philip Weitz of Nekoosa, Wis., has 
sold his boot and shoe repair shop to 
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C. E. Farley of Hancock, Wis., who 
has transferred the machinery and 
equipment to the latter city. Mr. 
Weitz intends to engage in other busi- 
ness _ locally. 


American Hide and Leather Plant to 
Be Rebuilt 


A decision regarding the reconstruc- 
tion of its Milwaukee tannery will be 
reached as soon as insurance adjusters 
have completed their work, according 
to officials of the American Hide & 
Leather Co., which sustained practi- 
cally a total loss by fire on Sept. 29, 
as already noted in the BooT AND 
SHOE RECORDER. The company car- 
ried insurance amounting to about 
$1,500,000, supplemented by indemnity 
for use and occupancy. 

The Milwaukee tannery was located 
at 658 Commerce Street, on the Mil- 
waukee river front, and covered a 
square block from Reservoir Avenue 
to Harmon Street. It was one of the 
lagest plants of the American group 
and had been operating practically at 
capacity for some time, with a force 
of 360 to 375 workers. It was under 
the supervision of G. C. Riker, local 
manager. 

The fire was discovered at 10.10 
p. m., Sept. 28, and was not declared 
subdued until noon the next day. 
Buildings were burned to the ground 
and the machinery was rendered unfit 
for further use. There is little or no 
salvage. It was one of the most spec- 
tacular conflagrations in the history of 
Milwaukee and the loss is the largest 
of any occasioned in recent years. 
Nineteen firemen were injured, but no 
fatalities developed. 

The plant was situated in the heart 
of a big industrial district along the 
Milwaukee river and for hours many 
large factories were in imminent dan- 
ger of destruction. The Conrad Bros. 
Tanning Co. suffered a loss of from 


. $25,000 to $30,000. The tanneries of 


the Albert Trostel & Sons Co. and the 
Phoenix Leather Co. were scorched, 
but the damage is not large and opera- 
tions were not interrupted. 
Temporarily the contracts of the 
Milwaukee tannery have been distrib- 
uted among the other large plants of 
the American Hide & Leather Co., and 


* practically no delay is resulting in 


deliveries. 


SALT LAKE CITY 


Business Outlook Encouraging’ 


Unemployment Lessens, Shoe Business 
in Fair Shape—Oxfords Growing 
in Popularity, Straps in 
Good Demand 


66 HE employment situation in 

Salt Lake City is consid- 
eredmore encouraging, though no 
pronounced general gain is yet notice- 


able,” says the Industrial Employ- 
ment Survey bulletin, issued by the 
United States Department of Labor, a 
copy of which has just been received 
(Continued on page 130) 
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REED STYLES 
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Primorily.g shoe for 
women of ‘affaires, 
who lead in setting 
fashions at exclusive 
occasions. 

No lessa shoe for 
women who dress 
well always, and 
who demand a shoe 
suitable for every 
need. 


Merchandise of this 


sort means more 


protits for you. 
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N O W 414—Superfine Mahogany Cordovan Over- 
weight Slaughter Oak Single Sole, Pegged 
Leather Heel, Racer Last, AA to D. Price, 














I N $7.25. 
410—Superfine Russia Calf, Extra Heavy 
Single Sole, Wingtoot Heel,’ Racer Last. AA 


S T O C K to D. Price, $6.00. 


2001—Fine Chocolate Russia Calf, Heavy 
Single Sole, Leather Heel, Racer Last, B to 


D. Price, $5.25. 
































NUNN-BUSH & WELDON SHOE CO. 


MILWAUKEE WISCONSIN 
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GOODYEAR WELT OXFORD 


No. 702—Luxor Calf Oxford, bossy brown shade, perforated vamp and tip; 
Last No. 300, ‘perfect fitting; 12/8 military, Goodyear Wingfoot Rubber 
Heel; 10-iron Sole, Fair Stitched, Goodyear Welt. 


IN STOCK 
A—4 to8 C—3 to 8 
B—3)4 to 8 D—3 to 8 


PRICE ew $4.15 


me & & Shoe Co. Columbus O 








HE development of the Goodyear welt line of GHUKRAFI; Quality Footwear 
is the result of a thorough study of trade requirements. Price was not as com- 
manding a factor as genuine merit. Yet here you have the combination of distinctive 
value and good quality. Let us send you a copy of our new Goodyear Welt Bulletin. 
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The Time Is Here—Now Look to Your Stocks 


RE you one of the thousands of dealers who have postponed buying fall and winter-selling shoes—waiting to see 
how many of these numbers you carried over from last year? The buying time is here if you intend to cash 
in on the early demand for the leather and felt shoes illustrated on this page. 
Get your left-overs out of the warehouse now—make sure you won't have to turn customers away. And if you find 
your stocks low, replenish them by ordering direct from this page. 
Only a few days ago we launched a $15,000 advertising campaign in north-central states 
on felt shoes alone. Your first order of either No. 755 or 754 will put your name in 
each of the full-page ads which direct prospects to your store. You can cash in big 
this fall and winter if you are a Wobst dealer—because Wobst high quality, real mer- 
chandising service, and extremely low prices back you up. 


Send for Sample Dozens Today 


WOBST SHOE CO. Vliet and 4th St., Milwaukee, Wis. 


Manufacturers of Comfort Shoes, Comfort Slippers and Felt Shoes 


IN STOCK 
ALWAYS 

















No. 755—Men’s 9” Heavy BLAOK 
Felt Bal—Box Side Foxed—Grey Felt 
Lined—Combination Felt and Leather 
Sole, Rubber Heel. Width, EE; 
Sises, 6 to 11.......ceeeees $3.30 














No. 603—Genuine Glazed Kid Comfort Bal with Leather 
Insoles and Rubber Heels. One Width, Sizes 2% to 8..$2.65 
No. GOG—Same as above, box sides.............++. 2.65 
No. GOS—Same as 606, except with tip and % double sole, 


No. 605—Old Ladies Kid Bal Wide Ankle, roomy last. 2.65 
No. 607—Same as 605, except with box sides....... 2.65 


USMC CORK INSOLES 


for men and women 














No. 754 — Men’s 
—Same as No. 755 
except 6” Bal, 

$3.05 



































A NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 













United Shoe Machinery Corporation - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - Boston 
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ied Pine 


Made by Patented 
Improved Welt Process 


You Get MORE hoes 
in Pied Piper Shoes 


Pied Piper Shoes claim space on your shelves strictly on their merits. 
Here they are—in brief: 


More LASTING STYLE! leather insole. (No tacks, no nails, 

The uppers are double fastened, first no staples, no metal fastenings). 

by being inseamed to the insole, 

then Goodyear sewed to outsole. More VALUE! 

Shoes hold shape longer; uppers Made by Patented Improved Welt 

cannot become loose. process; flexible as a slipper; solid 
leather throughout; Nature Shape 

More WEAR! ‘lasts, perfect fitting. 

Uppers, lining, box toes and count- 

ers permanently inseamed to solid 








Note the Typical Value Shown Below 


Manufactured exclusively by 


Marathon Shee Co; 


WAUSAU, WISCONSIN 





PIED PIPER | No. 888—Mahogany kip lace, made by Patented 
' Improved Welt Process, overweight flexible oak 

bend outsole, custom twill lined, leather trimmings, 

solid leather counter, solid leather throughout. 


IN STOCK, C, D and E WIDTHS 
5V4 to 8, Price $2.35 814 to 12, Price $2.65 


§ 


We also make this shoe in Factory 
No. 2, by our guaranteed Non-Rip 
Stitchdown Process, in stock at the 
following prices: 


5'4 to 8, $2.10 84 to 12, $2.35 


WE’LL PAY EXPRESS CHARGES 
BOTH WAYS IF YOU’RE NOT IM- 
PRESSED WITH THESE SHOES AS 
SOON AS YOU SEE THEM. 





MARATHON SHOE CO. WAUSAU, ; WISCONSIN ~ 
New, unique advertising material furnished with Pied Piper Shoes 
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In Stock 


For Immediate Delivery 


Remarkable Prices and Value. 
Ladies’ Boudoir. Black Cab. 
with Pom Pom, quilted sock lin- 
ing, drill quarter lining. Sizes 
3—7, 3—8, 4—8. 

Widths C and D. In black only. 
Case lots only. 


Price l * 


20 cents extra 
on single pairs. 


Act Quickly While Stock 
Is Complete 


The Goodwin Special:—Strictly high 
grade boudoirs with special pom pom 
—leather lined—very best materials, in 
black, red and tan. Black—$1.35. Real 
High Grade Colors. 


P on l. 


E. J. GOODWIN COMPANY 


14 Walnut Street, Haverhill, Mass. 
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} “The Fabric Tip—. 


that can’t come off” 


HE Fabric Tip represents the 

greatest advance in Shoe Lacers in 
recent years. It’s getting big repeat 
orders for Nufashond. 


Made flat, tubular and cord in all colors 
and in sizes to fit all shoes. 


Excellent selling helps and display cards 
furnished. 


NUFASHOND, Reading, Pa. 


— 


Ask oad jobber for Shoe Lacers 


samples and prices. 








BOSTON DYE 


and 


POLISH 


for 


BROWN SHOES 


Renews o'd shoes—also an 


excellent polish 


DYE AND 
POLISH § 


Boston Dye 
and Polish 


is made in black and : 
brown. The black dye is 
for making colored leather black and by Soudiiieg 
it a splendid polish is obtained. The brown dye 
is for coloring colored leather brown, producing a 
uniform color and a poiish. 
PRICE: Dozen 
Gross 

Boston Liquid Friction Polish (also in cream 

form) is now seasonable. 


If he cannot supply you, 
write us. 


BOSTON BLACKING CO. 
EAST CAMBRIDGE, MASS., U. S. A. 


Ask your jobber. 


Se 


Sil 0000 





& 


ANNAN WINNS 


AYANANAAYQQNNARAVAUYYANNLTNALNANAY 
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Ce A 
Copy of Letter Sent to All Retailers 


A Word of Warning—BEWARE OF SUBSTITUTES 








Dear Sir: 


The time is fast approaching for you to order 
your White Kid Shoes for the Spring and Summer 
Season of 1922. 

"F. B. & C. White Glazed Kid" is made by a patented 
process, and is the most serviceable and practical 
White Leather on the market. Owing to its glazed 
surface it does not absorb foreign matters, and 
remains clean longer than any other white leather. 





Our "Alaskan White Dressing" is the "Perfect 
Dressing" for this leather and will.restore the glaze 
and keep White Glazed Kid Shoes looking like new. 

All the kiddy qualities of Glazed Kid are presented 
by this leather, and the woman who once buys shoes 
made out of "F. B. & C. White’Glazed Kid" and dresses 
them with our "Alaskan White Dressing" will never 
buy or wear any other white shoes. 








It has come to our attention that during last 
season some leathers were being used in making up 
White Kid Shoes which gave unsatisfactory results 
and which are cheap substitutes for the leather made 
by our corporation. If you want to give your 
customers satisfaction and insure for yourselves a 
profitable business, we strongly advise you that 
when ordering your supply of White Kid Shoes for 
next season you insist on your suppliers using = 
"F. B. & C. WHITE GLAZED KID". 


NON 


il 








In order to insure yourselves of deliveries in 
due time, we advise you to place your orders early 
and be sure to insist.on "F. B. & C. WHITE GLAZED KID." 





Yours very truly, 
AMALGAMATED LEATHER COMPANIES, Inc. 


IMI METI INN 


Amalgamated Leather Companies, Inc. 


Formerly F. Blumenthal Co. 


WILMINGTON, DELAWARE 


‘‘ The Process of Manufacture and Article Patented ”’ 


AMIN 


} AAA i 


INI 


iil 


i] 
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MANY MERCHANTS ARE ACQUAINTED WITH GOODRICH 


SALESMEN, WE WISH MANY MORE TO BE 
THEY ARE NOW IN THEIR TERRITORY. 


Their assortment of lasts, designs and leathers is complete, comprehensive and up-to- 
the-minute. Prices are as low as ‘present day values will allow us to make them. 


© 
© 
© 
© 
7 
© 
ae 
o7 
© 
© 
© 
} 
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APS DLT 


SHOWN BY 


© 

ro) 

g F. A. MONTGOMERY and J. B. KRUGER—from Denver 
} to the Coast. 

j FRANK W. LORD—Middle West. 

} F. M. COLBURN—South 

rn Jj. E. STEVENS—Eastern States. 

jd W. A. RAMSDELL—Northwestern States. 

} 
© 
© 
© 


Hazen B. Goodrich & Co. 


00000000 70 Washington Street 00000000 
HAVERHILL MASSACHUSETTS 


OCOOODOOHOOOOO?OO$HO’I’OOHOIOIOOHO’SOO> 











REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 

of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 

: ; . shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 
every bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 

‘ does not rub off. der some Repco today. 


Your customers like it because 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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KREIDER’S 


Goodyear Welt Shoes for Boys 
Ready to Ship 


IN STOCK 


$2.85 


R-918 Mahogany Bal. Goodyear 
Welt. English Last. Perforated 
Vamp and Tip. Rubber Heel. 


Boys’-—C and D, 2%-51%, $2.85. 
Youths’—C and D, 1-2, $2.60. 
Little Gents’—D, 9-1314, $2.25. 


R-1918 Footform as above. 
R-941 Gun Metal as 
above. 


Extra Value 
Special attention is given to mail orders. 


A genuine Goodyear welt, Guaranteed Counters, Best Grade Sole, Full Vamps. 


NAS Yradov Ce. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 



























































SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 
i ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHA, PA. 
/ “1408 Washington Ave. 923 Penn Ave. 51 North Third St. 


FACTORIES 


Annville Middletown Lebanon No. 2 
Lebanon No. 1 Palmyra Elizabethtown 
Pennsylvania 
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EDMONDS © 


. — —INSOLES— 


| east ie =, Exita Taw Stoulder Cfannel Grain, , 
 ooe 9 Oak Insiles In All “FOOT-FITTERS. 
\ "The EDMONDS SHOE COMPANY 
Are the Only Men's Shoe Manufictor. 
“e ers In The World Who Make 
Dele . ot 100% Production With 
i a es Shoulder Channel Thsoles. 


































FOOT-FITTER Heels Are Che 

Fourth Inch Longer Than Standard 

\ _leels. They Give The Wearer 

g > Orthopedic Results Without 
a the Usval Heayy Appearance. 




















—VAMP REINFORCEMENT Al LOOT HTL de ( 
" z Full Grai:'% 
All "FOOT-FITTERS Are 10 Ce 
Made With Calf Inside We Are Th 


of Vamp Feeinforcement. Monten y Her 
Ms, . anufacturi 


e 
FProduchio TA ( 
Jpecificali' b Th 
Sarfemenl ’ Qk 
Uf Conthadich hout 


EDMONI Hy 


Milwaukee Nise 





























NT-FITTER’ 


-INSIDE COUNTER POCKEIS- { 
AND SOLE LEATHER COUNTERS: /__/ /7 


Full Grain, Calf Skin Inside 
Counter Pockets And Grain 
Sole Leather Counters. 

No. FOOT-FITTERS ‘Are 
Made Without These Features / ¢ 
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Nothing But Firsf Quatt, 
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hy Mens Shoe f 
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fori, he World All FOOT-FITTERS ‘Sfoes Aro / 9 
fio 8% Of Our Made With Full Length fn? 
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iI ! HOE CO. 


Nisconsin 
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$2000 


worth of wh irs and other prizes 










YOU CAN WIN—TRY! 


This chance is made to order for you. Towns over 
10,000 compete separately. Towns less than 10,000 
compete separately. 

Everyone who enters the contest gets a prize. 
There are no blanks in this contest, but you must 
be sure to follow the simple conditions given below. 


MEDALS 
Towns 10,000 and over 


1st prize—Diamond Solid Gold Medal 
2nd prize—Solid Gold Medal 


DIAMOND SOLID 3rd, 4th, 5th, 6th, 7th prizes—Solid Silver Medals 
GOLD MEDAL 8th, 9th, 10th, 11th, 12th prizes—Solid Golden Bronze 
Medals 


Towns less than 10,000 


lst prize—Diamond Solid Gold Medal 

2nd prize—Solid Gold Medal 

3rd, 4th, 5th, 6th, 7th prizes—Solid Silver Medals 

8th, 9th, oar 11th, 12th prizes—Solid Golden Bronze 
als 


Send in a photo or snapshot of your Dr. Scholl Demonstra- 
tion Week Window Trim with your name and address and 
that of your store written plainly on the back and give 
your town population. 

It must, of course, feature Dr. Scholl service and it must be 
used in the window during Demonstration Week, October 


22 to 29. 


Write today for Free Materials. 


THE SCHOLL MFG. CO. 


World’s Largest Makers of 








This. beautiful Mahogany Finish Desk or Mantel Clock, . . 
size 6 inches long by 3% inches high, value $5.00, Foot Appl and R d 

given FREE to every contestant, whether a winner P 2 

of a medal or not, who sends in a photo or snapshot 339 Broadway 213 West Schiller St. 112 Adelaide St. E. 
of the Demonstration Week Window Triim. New York, N. Y. Chicago, Il. Toronto, Canada 





5 Demonstration ' 
October ZZo 
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DrScholls 
Demonstration Week 
Advertising 


will blanket the continent 


Sunday. October 2: 


The story of your foot troubles 


17 is told by your seer 

























ab _ vo Lo weeeeaenhaepealll 7 esemmonneenco te eae eemeacammammmeiaanan => 
CMe Bee cr teresa nce sem TN Tagua Regs fe Bi, ets Naborterm= ae a ni 
$10 









“<4 
This 


* ? Brings 
Full 

? Supply 

e of 


Material 











The Scholl Mfg. 
Co., 213 W, Schiller 
St., Chieago, Ill, 








Gentlemen:—I wish tw cash 
in on this Nation-Wide Adver- 
tising you are doing in connection 
? with Dr. Scholl’s Demonstration 
Week. Send me without charge a 

£ completé supply of Selling Helps and 
Window Trim material. 
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NOVELTY WINNERS 
IN STOCK 





Style 268 






Style 26S8—Patent Oxford, Im, =a. 
Cuban Heel, A-D....--scccceses » 
Style 22S—Patent Oxford, Plain Toe, 
Cuban Heel, Welt A-D.......... $4.00 
Patent Strap Slippers with one, 
two or three straps. Full Louis or 
Cuban Heels ....cceecscccccees $3.50 





Style 348 





Style 348—Black Satin, Steel Beaded 
Strap and Vamp, Covered Junior Louis 


Style 319 Ma; Bete, BE ccicccceisaccc $5.50 
Black Sati yith h P P 
Two ng Be Th gm Similar Styles in Black Suede, Black 
Tk. Bee  aacoveswncaawacosed $6.00 Kid, Black Satin with Full Louis Heels. 
Style 29S—tTan Calf Blucher Oxford, Black Satin Strap Slippers. Ful! 
Ball Strap, Cuban Heel Welt, 9335 Louis Heels and Junior Louis Heels. 
Prices $3.25 to $5.00 





Style 289—Tan Calf Oxford, Ball 
Strap, Cuban Heel Welt, A-D. . 84.00 


Style 136—T: Side Oxford, Ball 
Strap. Military Heel, Bis caseden $3.35 


Style 134—Tan Side Strap, Ball Strap, 
Military Heel, B-D.......+.ee0- $3.35 


Send for our’ complete 
catalog of high and low- 
cut novelties—In Stock. 














Style 298 


THE BOARDMAN SHOE CoO., 564 Atlantic Avenue, Boston, Mass. 














KALTER-CERF MERCANTILE CO., Inc. 


‘“‘Merchantable Sizes’’ 


ARMY RUBBER KNEE BOOTS 


ALL AMERICAN BRANDS 


First quality as manufactured for the United States Army. 
Packed 12 pairs to the case. 


Price $1.75 


SIZES IN 35 CASE LOTS AS FOLLOWS: 
ble esi ew ai 7 8 9 10 11 12 
No. of Cases ...... 2 10 14 6 2 | 


Assorted Cases, Sizes in Same Proportion, 
$2.00 per Pair 


Terms: Net 30 Days, F.O.B., New York . 


Kalter-Cerf Mercantile Co., Inc. 
591 BROADWAY, NEW YORK CITY, N. Y. 
Boston Office: 119 Lincoln St. 
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Prices of Leather Generally Firm 


Bargains Made Possible by Liquidation Few in Number; Top 
Grades of Calf and Kid in Good Demand with 
Excellent Call for Scotch Grain, Side 


HILE there were no espe- 

cially large sales of leath- 
er during the week ending Oct. 
8, there is at least a tendency toward 
greater firmness. The bargain sale 
era in upper leathers is practically 
a thing of the past, and the new 
leather which is coming through the 
tannery will not be sacrificed at any 
ridiculous price because there will be 
no reason for so doing. In the better 
grades of finished leather the market 
is absorbing stocks without affecting 
price. There is not, however, a fair 
profit in leather sales at today’s quo- 
tations. Then again the hide and skin 
merchants declare that there is no 
profit in their transactions on to-day’s 
market. 

Small Profit at To-day’s Prices 


The shoe manufacturers continue 
to buy as close to their requirements 
as possible. 

The sole leather situation is still 
complex but prices are firmer and 
tanners maintain that if the leather 
coming through the tannery was sold 
at to-day’s prices it would be at a 
loss. The fact that there is a de- 
crease in cattle slaughter both here 
and in South America indicates also 
that a higher basis for sole leather is 
very likely the coming year. 

The fact that leather purchased to- 
day is at so little profit for the tanner 
would indicate that shoe manufactur- 
ers are turning out shoes at as low 
price as could be expected. It is true 
that the overhead in shoe factories 
is still relatively very high and this 
is due to the prevailing high wages, 
and the general higher expense of 
doing business which may be at- 
tributed to the conditions of the 
times. The condition of both the raw 
material and finished leather markets 
is such as to encourage the buying of 
footwear more freely. The tendency 
to hold off in placing orders when 
shoe stocks are so low is not only 
without some risk in the matter of 
replenishing stocks quickly, but there 
is also the likelihood of appreciation 
in price. 

Upper Leather Firm 


There is fair trading to-day in calf 
leather. Prices are firm and sub- 
stantially unchanged from the past 
few months. The best tannages of 
full grain colors continue in excellent 
call and are quoted at 55 cents per 
foot, medium grades at 45 to 50 


Leathers Show Improvement 


cents, lower grades at 35 to 40 cents. 
Smooth-finished calf in colors is 
quoted at 45 to 50 cents in top grades, 
according to tannage, selection and 
materials. Light weights are drag- 
ging more owing to the greater use 
of patent leather and kid. 

A firm market continues on suede 
calf with the choice colors held at 65 
to 75 cents per foot. Prices for suede 
range downward according to quality. 
Black calf leather, smooth finish, sells 
at 35 to 50 cents according to tan- 
nage and quality. 


Staple Leathers Improve 


There is a better call for side 
leather as manufacturers of staple 
shoes grow busier. Prices of the 
regular lines of leather have re- 
mained on practically the same basis 
for some weeks. The only noticeable 
feature is that there are fewer bar- 
gain sales. The best tannages of kips 
are quoted up to 32 cents, with medi- 


um tannages ranging from 28 cents 
down, according to selection and 
tannage. Chrome colored sides range 
from 24 to 30 cents per foot. Elk 
leather of the better grades is selling 
at 24 to 26 cents, with good grades 
at still lower price. The market on 
side leather is at a lower basis as a 
whole than it has been for some 
years. There is good quality side 
leather bringing from one-quarter to 
one-third of what it did at the peak 
prices, which illustrates the low basis 
of the upper leather market to-day. 


More Patent Leather Selling 


The demand keeps up for patent 
leather, and while buyers are pur- 
chasing close to their needs the gen- 
eral volume is much larger than a 
few months ago. The top selections 
of colors bring from 75 to 85 cents 
per foot, medium grades 40 to 60 
cents, and the lower grades running 
in price down to 8 and 10 cents. 








Comparative Leather and Hide Prices 
Upper ae (price per foot) 


War Peak To-day 
Calf, suede, top grade .......... $0. p. a $0. - ey 40 a $1. Po $0.65 a $0.75 
Calf, smooth, colored, top grade.. .28a 40a 1.5 45a .50 
Calf, smooth, black, top grade... .26a 3B My 30a 1. 40 45a 50 
Side leathers, colors, top grade.. .18a .22 75a 1.00 26a .30 
Side leather, black, top grade... .16a  .20 65a .90 24a .28 
White buck, top grade ......... 28a .30 90a 1.00 35a 40 
ee 24a .26 65a .70 24a .26 
Kid, colors, best fancy ......... 35a .40 1.40a 1.65 80a .90 
Kid, colors, top grade .......... 33a 85 1.35a 1.60 70a .80 
Kid, black, top grade .......... 28a  .30 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a .60 
id, Mest, DIACE ........6..0s0 18a. 22 60a 1.00 30a =.50 
PEGI INT CO ‘06a 12 20a _ .36 08a .16 
Chrome patent sides .......... 25a .30 85a 1.05 35a .43 
Sole waniine oo. per o> 
Lo eS ewes ree 58 34a 
RS Sarak 5 tid Hid.) ds anclaidraters aisaig ngs. ne 36 S00 ae 46a .50 
ee errr ree 38a  .89 92a .95 55a .58 
No. 1 oak bends, shoe mfrs.’’'use. .46a  .47 98a 1.05 60a  .65 
No. 1 oak bends, finders’ use . 48 1.15a 1.25 -70a_ .80 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ......... rata 18% 52a .5d sno 2a 
Heavy Texas steers, for sole 

EEE OE OTT Ee 18 a ae ...a 14% 
Light native cows, for side upper 

OP ae AIG fo F608 =S2 Za 12% 
Branded cows, for light sole 

a err eer ore 1714 oe aa 10a 10% 
No. 1 buffs for heavy upper ‘and 

ee 15 45a .50 06%a 07 
No. 1 Chicago City calfskins, for 

ee Peres 17% 80a 1.02% 15a _ .20 
Kips for — Te 16% 65a .80 Aca °38 
B. A. hides, for hemlock sole 

Ve AA ae ee 30 42a .46 14% a 15 
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U. S. Spring-Step Heels are balanced heels. 
They have everything that exacting people ask 
of a rubber heel. They possess the greatest 
“liveliness” or cushioning quality consistent 
with great and enduring wear. Their beauty 
and correctness of design enhance the good 
appearance of the shoe and insure a tighter, 
neater attachment. Any shoe is a better shoe 
with U. S. Spring-Step Heels. 


United States Rubber Company 











SPRING-STEP— 


Rubber Heels 
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Rubber Footwear Stocks Are Low 


Some Lines Broken in Sizes Because of Demand Created 
by Early Fall Rains—Wholesale Distributors Not 
Carrying as Full a Stock as Usual 


WING to the small amount 

of future rubber footwear 
orders placed by retail merchants 
last spring, stocks on hand in the re- 
tail trade are generally small and in 
some sections on certain lines of goods 
are rather broken in sizes. 

In certain portions of the country 
fall rains have come early and have 
resulted in numerous small sales on 
boots in the country and on light rub- 
bers in the city. This has caused a 
rush of small boot orders and a 
corresponding sizing up business 
on light rubbers from merchants 
in these particular sections. 

A National Survey 

An investigation over the coun- 
try shows that with normal winter 
weather most merchants have on 
hand only enough rubber stocks to 
take care of the usual demands to 
January 1. It is also true that 
many wholesale distributors are 
not carrying heavy stocks, al- 
though the more farsighted rubber 
footwear manufacturers have 
stocked their branches heavily so 
as to be in a position to meet the 
demands of a normal winter. 

In light of the above facts, as 
brought out in investigation, it 
would seem to be a reasonable pre- 
sumption that there will be a shortage 
of rubber goods in a good many sec- 
tions of the country when the rubber 
weather comes and this will be par- 
ticularly true on light weight rubbers 
and four-buckle jersey gaiters. 


Meet the Rubber Rush 


The real loss to footwear retailers 
is when rubber footwear sales are lost 
by not having sufficient stocks on hand 
to meet the rubber rush when it 
comes. Careful merchants who un- 
derstand this fact have always en- 
deavored to protect themselves by 
taking steps to insure their having a 
good supply on hand since the demand 
is always strong and lasts only as 
long as the weather continues. Ade- 
quate stocks to meet the rubber rush 
means profit to the merchant and in 


this sense merchandising rubber foot- 
wear’ differs entirely from that of - 


leather shoes, the demand for which is 
not: so closely tied up with sudden 
changes in the weather. 

It is_hecoming evident that leather 
shoes this. winter. will run strongly to 
low cuts and that 7/8 to 9/8 heels 
with a moderately broad toe will be a 


strong seller. This type of shoe can 
be very nicely fitted by a rubber on a 
last which has an _ heel and a broad 
shank. 


Big Demand Anticipated 


To sum up, it is becoming evident 
that even with a normal winter, busi- 
ness on rubber footwear should be ex- 
cellent since last winter most people 
did not find it necessary to buy. As a 
result the demand will be good and 
will react more strongly with weather 





New laminated sole type of footwear 
designed for use by basket ball players 


conditions. It would be well for mer- 
chants to look over their stock of rub- 


. ber footwear very carefully at the’ 


present time and prepare to make 
money when the rush comes. 

Inquiry among retail shoe mer- 
chants brings to light the fact that 
many of them in ordering their rub- 
ber footwear for the approaching sea- 
son failed to take into account the ex- 
ceptional popularity which has de- 
veloped in the new low-heel shoes in 
women’s lines, and find. themselves 
now without proper styles of rubbers 


and gaiters to take care of such mod- 


els, for instance, as the 7/8 and 9/8 
mannish heels. - ; 
Meeting the Style Situation 
- When ‘interviewed some of these re- 
tail merchants said that they had not 
anticipated these innovations in wom- 


“en’s shoes‘ when- they bought ‘their 
“rubber stocks last spring, and they 


regard the situation as somewhat of 
an emergency. 

When one of the big rubber com- 
panies. was ‘asked’ if it-had a gaiter 


-- and -rubber: adapted. to fit over these 


new shoe heels, a representative of the 
company replied: 


“We have a line-up of lasts suffi- 
cient to cover all the prevailing popu- 
lar styles in leather shoes, and are 
particularly well equipped in gum 
shoes and gaiters for the new low- 
heel semi-brogue types of women’s 
walking shoes. 

“For these shoes we have two types 
of gum shoes—one made to fit ex- 
tremely low heels of 7/8 and under, 
and the other to fit the same style of 
shoe with somewhat higher and trim- 
mer heels, say from 8/8 to. 12/8. 


Two New Gaiter Lasts 


“In gaiters we have developed 
two lasts following the lines of i 
above-mentioned gum shoes,’ 

a good wide range fitter for brogu 
type leathers, and the pies fin! 
heels running 10/8 to 14/8.% T 3 

“Our stocks of ‘these shoes ahd. 
gaiters is such that dealers may be 
sure of very good deliveries, but 
it would be wise ce, orders as 


early as possible.” ; 


New Heather Gaiter 


Last year there were evidences 
of a wave of popularity among 
young women for brogue oxfords 
worn with woolen stockings, and 
the coming season indicates a con- 
tinuance of this vogue. To pro- 

vide a proper gaiter for this combina- 
tion of low shoes and woolen stock- 
ing, the rubber company above quoted 
brought out last year a heather or 
sport color gaiter. The model fol- 
lowed the same general construction 
as their regular jersey cloth model 
but differed in that the top was con- 
structed of a heather colored fabric. 
This gaiter, made on lasts to fit well 
over the women’s mannish footwear 
was very popular last season and will 
be one of the big sellers this winter. 


A BASKET BALL MODEL 


In basket ball, as in nearly all 
sports, the shoe is an important -part 
of the equipment. A basket ball shoe 
has recently been brought out by one 
of the large rubber companies which 
has been designed to meet the needs 


* of the most skillful players, both pro- 
. fessional and amateur. 


In planning 
the shoe the company received the ad- 
vice and assistance of prominent bas- 
ket ball authorities and players, who 
pointed out the weak points of shoes 


. for the Sport SWeady”ow the market. 


It is worthy of note ‘that*at a lead- 
(Continued on page 112) 
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1102—Russ Calf, One Strap with Buckle 
1103—Gun Calf, One Strap with Buckle 


Ato D. $4.50. 


W.T.HOLMES COMPANY 


. EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET + + PHILADELPHIA 

















LOW FLAT HEELS ARE 
GROWING IN POPULARITY 
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ing mid-western university, where 
the scientific spirit is strongly in evi- 
dence, the new basket ball shoe shown 
in our illustration was selected for 
the team. Before choosing this shoe 
a novel test was devised to measure 
the grip of the soles on the slippery 
floor of a basket ball court. A small 
square of the sole was laid on the 
floor, with a heavy weight in it. An 
ingenious device then registered the 
amount of “pull” necessary to make 
the sole slip along the floor. The 
shoe illustrated passed the test with a 
100 per cent mark. 


Heavily Reinforced 


The shoe has been brought out to 
meet the needs of the most skillful 
players, both professional and ama- 
teur. In basket ball as in nearly all 
sports, the shoe is an important part 
of the equipment. 

The shoe has a perfect fitting top 
and ten good-sized eyelets. The sole 
is laminated and one-half inch thick 
from toe to heel. A heavy black gum 
extra reinforcement extending around 
the toe and reaching to the shank is 
an important feature designed to give 
strength at a point which frequently 
breaks or tears because of heavy 
strain. It is made in men’s sizes, 
brown or white. 


A PATENTED FOOTHOLD 


A development in light-weight rub- 
ber footwear for women is found in a 
new patented foothold of original 
design and universal fitting qualities. 
This innovation has been developed by 
one of the largest rubber manufac- 
turers and has met with instant ap- 
proval on the part of the merchant 
and consumer. This light weight 
foothold is made of high grade stocks 
and cured with live steam. It is very 
light in weight and is very elastic. 

The principal feature in this new 
article is that it is but one width and 
is made in five sizes covering a range 
of from 3’s to 7’s. Shoes marked size 
4 will take a 3% and a 4%, and the 
same applies to the other even num- 
bered sizes. Being made in one width 
only with a sole construction that 
permits of fitting to any width for 
the size, the Snug reduces the variety 
of sizes and widths that the average 
retailer has found it necessary to 
carry in stock. It also insures quicker 
sales because of the ease in fitting. 
Thus a woman with four or five pairs 
of shoes can fit them all with one pair 
of these footholds. Another strong 
feature of the foothold is that it is 
so light and flexible that it can be 
carried in the small hand bag which 
most women use nowadays. In this 
way it is always in readiness in case 
of a sudden downpour. 


GOODYEAR BONDS AT 120 


Among the events which tend to 
show the improvement in business is 
the fact that the Goodyear Tire & 
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Rubber Co. will redeem as per sched- 
ule’ on November 1, $750,000 face 
value of first mortgage bonds at 120. 

The entire issue of $30,000,000 has 
twenty years to run and one of its 
main features is that the company 
shall redeem by lot $1,500,000 of these 
bonds annually at 120. 

Figures showing the progress Good- 
year has made under new manage- 
ment are unavailable, but it is under- 
stood that a large amount of cash has 
been accumulated as a result of good 
business during the spring and sum- 
mer months. 


a rubber Joothold which folds 
to fit woman’s novelty bag 


Recent Quotations 


ura—Up-river, fine 

Up-river, coarse 

Island, fine 

Island, coarse 

Gaucho, ball, upper 

Caucho, bali, lower 

Cameta 
Plantation—First latex, crepe 15 
Brown crepe, thin, clean 2 
Brown crepe, rolled 
Amber—No. 1 

No. 2 
No. 3 

Smoked ribbed ‘sheets........ 
*Centrals—Corinto 
*Esmeralda 

*Mexican scrap 

*Guayule, wet 

*Guayule, dry 

*Balata, block, Trinidad 

*Balata, block, Colombian.. .. 

*Balata, Panama 

*Balata, sheet 


Scrap Rubber 
There is next to no demand for any- 
thing on the list and prices are 
nominal. 


NM pape ee < 
COMMON SMAM: © + + + 


Boots and shoes 
Arctics, trinfmed 
Inner tubes, No. 2 
Hose, steam, fire 
Inner tubes, No. 1 
Arctics, untrimmed 
Tires—Automobile 
Bicycles, pneumatic 


NEW SOUTHERN SHOE STORE 
Of the McMahon-Diehl Co. of ad 
ington, W. Va. 

The McMahon-Diehl Co. of Hunt- 
ington, W. Va., recently celebrated 
the opening of their new Tenth Street 


store. The new building connects 
with their Third Avenue store, giving 


111 


them entrances on two main thor- 
oughfares. The northern half of the 
new building is occupied by the shoe 
department, which has removed from 
the main building. 

R. W. Seale, manager of the shoe 
department, is a young man of pleas- 
ing personality. Although but 32 
years of age, Mr. Seale is a veteran 
of the shoe business, having had four- 
teen years’ experience, starting with 
the Potter Shoe Co. of Cincinnati and 
subsequently having held managerial 
positions with other well known 
stores. 


A $100,000 Shoe Business 


His department ran considerably 
over $100,000 last year and will show 
an increase this year, the findings de- 


R. W. SEALE 
Manager Shoe Department, The McMahon- 
Diehl Co. of Huntington, W. Va. 
partment running approximately $10,- 
000 annually. 


Advertising a Feature 


Mr. Seale is a firm believer in ad- 
vertising. He maintains a strict co- 
operation with the local doctors on 
corrective shoes and appliances. Each 
salesperson is required to study the 
human foot and to understand the 
perfect fitting of same. 

The McMahon-Diehl Co. conducts 
salesmanship classes semi-weekly, 
every employee in a sales capacity 
attends. In addition to this, each de- 
partment manager conducts special- 
ized classes twice a week to insure 
efficient service and <satisfaction to 
the trade. 

Mr. Seale employs the “turn-over” 
system. The slogan of the store is 
“Value-Economy—Linked Together.” 

Queen Quality and Cantilever shoes 
comprise the women’s brands carried 
while Glove Grip and Educator brands 
cover the men’s lines, together with 
a number of high grade children’s 
shoes. 
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Rolled Edges 


IN STOCK 


C. K. Chrisolm Says: 







1514 “Just now the new square toe 
(Tower) French-English last is bound to 
BROGUE be popular By taking this last 

$6.50 and featuring black and tan 


grain leathers in fancy punch- 
ings, heavy soles, rolled edges, 
railroad stitches, we can have 
an unusual shoe which appeals 
to the young man as something 
new,” declared this leading 
Cleveland merchant in a recent 
address before the Michigan 


Tan Scotch Grain Shoe Retailers Association. 


Brogue Oxford 






Double Sole. 1547 

Rolled Edge. (Tony) 
BROGUE 

These two numbers are just $6.25 






what Mr. Chisolm pre- 
scribes. 


iu 


They are just the shoes you 
need to spruce up your line. 


Black ew en Pd 
Brogue Oxford. © 
THEY ARE IN STOCK. nae Tae a 
Rolled Edge. f 
? 
. Order early from our near- we 
est Stock Department. fat 
°° xO 
a, 
ff 
oe 3 -° o 
Emerson Shoe Company . aa 
? “ on 
Stock Departments - of Pees 
r 
Rockland, Mass. - A i 
142 Duane St. 208 W. Monroe St. Ps fe 
New York Chicago Pa Rod pe 
. ? Ne re 
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Philadelphia Travelers Meet 


Plans for National 


Convention 


Discussed—Advertising Book 
to Be Big Feature 


N enthusiastic meeting of the 

Philadelphia Shoe Travelers’ 
Association was held in the St. 
James Hotel, Saturday, Oct. 1, pre- 
ceded by an elaborate luncheon. The 
chief topic of interest was the na- 
tional convention, scheduled to take 
place at Philadelphia in January, 
1922. One of the most interesting re- 
ports, which filled every member 
present with enthusiasm, was that of 
the advertising committee, James L. 
Scanlon, chairman. Mr. Scanlon and 
his fellow workers have a very im- 
portant piece of work ahead of them. 
A very fine report was made by Mr. 
Haag, who has charge of the adver- 
tising in the souvenir book. 


Souvenir Program Planned 


The principal means of financing 
the convention will be the souvenir 
program. This the advertising com- 
mittee has in charge and on their 
success depends in very large meas- 
ure the success of the convention. 

The response to date from the shoe 
manufacturers, shoe findings dealers, 
trunk manufacturers, hotels, and all 
those who will benefit by advertising 
in a book that will be read by 4000 
traveling men, has been most gratify- 
ing. The figure originally set as the 
minimum upon which the convention 
could be financed is within sight, and 
by the earnest co-operation of every 
member of the allied shoe and leather 
industries the convention is bound to 
be a winner. 

Big November Meeting 
_ Every member of the association 
is expected to turn out for the meet- 
Ing to be held in the St. James Hotel 
the first Saturday in November. At 





The Man in the Circle 


The traveling salesman shown 
in the circle at the top of the 
page is Maurice Yuells, who is 
sole representative for the Para- 
gon Slipper Mfg. Co. covering 
the entire United States. Mr. 
Yuells has been in the felt game 
for the last eleven years, sell- 
ing to the jobbers. 

Send in your photos, boys. 
We want ’em for this depart- 
ment. 





Ss. W. VINCENT 
With Thomson-Crooker Shoe Co. 


SHOE RECORDER 








113 





that meeting, the delegates to the na- 
tional convention. will be nominated. 
Great interest and rivalry are being 
manifested, as every one is anxious to 
appear as a delegate on the floor of 
the convention. November will also 
mark the culmination of many of the 
committees’ plans. They will have 
important reports to make and will 
seek the approval of the association 
on their plans. The association as a 
body is showing great enthusiasm 
over the convention. Membership has 
increased wonderfully and the whole 
shoe trade has become acquainted 
with the fine work the Philadelphia 
Shoe Travelers’ Association is accom- 
plishing. 

Another meeting will be held in 
December. and an election for dele- 
gates to the national convention will 
take place; also nominations for offi- 
cers and directors for 1922. 


Earle Congratulated 


At the Oct. 1 meeting the Philadel- 
phia Shoe Travelers Association 
adopted resolutions of congratula- 
tions and good wishes to Arthur C. 
Earle on the occasion of the forty- 
first anniversary of his joining the 
sales force of Laird, Schober & Co., 
Philadelphia. Mr. Earle, in a speech 
of a few words, but with utmost feel- 
ing, responded. He is one of the orig- 
inal members of the local association 
and is held in love and respect by all 
of his fellow members. May he have 
many more years of health and 
strength! 


Vincent With Thomson 
Crooker 


S. W. Vincent travels the good old 
State of Pennsylvania for the Thom- 
son-Crooker Shoe Co. Mr. Vincent 
travels in company with R. B. Martin 
of Carlisle, Pa., formerly with the W. 
H. McElwain Co., who covers the 
southern half of Pennsylvania. For 
eight years previously Mr. Vincent 
was with the W. L. Douglas Shoe Co. 
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MEN’S 
SLIPPERS 


READY FOR 
_ IMMEDIATE SHIPMENT 






No. 800 
(Wide Last) 


Chocolate Tan Machine Sew 


ed 
ORDER NOW Everet .... Nepor $1.50 


0.801 
Black Machine Sewed —. 





as there will be a 
shortage of men’s 


leather slippers this 








fall. 
No. 825 Write us your re- 
quirements! 
oe ga Opera, Turn, Den’t wenie? 
$2.5 
' No. 824 
CHIPMAN, HARWOOD & Co. Ses 
564 Atlantic Ave., Boston, Mass. Kid Quarter apd Sock Lining. 







People are returning to work after sum- 
mertime vacations. Woods, seashore, lakes 
and mountains have seen their city friends 
depart, revived in spirit for arduous duties. 
Their needs must be met. You know, they 
know, others know 


ARE SUPERIOR 












Do not let business which this popular 
polish creates get by your store this Fall 
and Winter. A generous stock of Whitte- 
more’s polish for seasonable shoes will 
move quickly. Black shoes are again in 
fashion and it takes a lot of “blacking” to 
keep them looking right. See your jobber 
salesman or write us direct. 


WHITTEMORE BROS. CORP. 


Largest Producers of Shoe Polish in the World 


BOSTON 



















Recommend “Bostonian” 
Cream for black or brown, 
smooth or grained leather 
shocs. 
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Oppenheimer With 
M. Gustin 


Henry Oppenheimer, who repre- 
sents M. Gustin Co., manufacturers of 
high-class boudoir and Pullman slip- 
pers, next month will enter the sev- 
enth year of his connection with the 
above-mentioned firm. His territory 
includes Greater New York, New 
York State, the New England states, 
Philadelphia, Baltimore, Washington 
and part of Pennsylvania. His per- 
sonality has made for him a host of 
friends throughout the trade. His suc- 
cess is attributed to his straight- 
forward way of presenting the M. 
Gustin Co.’s line. 


Sells Pullman Slippers 


Edwin Schwab, representing M. 
Gustin Co., 39 W. Nineteenth Street, 
New York City, manufacturers of 
high-grade boudoir slippers and Pull- 
man traveling slippers, has just re- 
turned from a seven weeks’ trip 
throughout the Middle West. Mr. 
Schwab states that he has made four 
successful trips this year throughout 
the West and Pacific Coast, not for- 
getting the South, where he is very 
well known to his trade. 


Regarding Canadian 
Shipments 


To the many members of the Na- 
tional Shoe Travelers Association who 
are covering Canada word has gone 
forth that in order to avoid all delays 
and controversies, all shoes shipped 
into that country from the United 
States bear the mark, “Made in the 
United States.” 











HENRY OPPENHEIMER 
With M. Gustin Co. 








BOOT AND SHOE RECORDER 


F. W. Cook Dead 


F. W. Cook, widely known among 
boot and shoe manufacturers, jobbers 
and merchants in the Northwest, died 
at his home in LaCrosse, Wis., on 








In the Middle West 





Photo by White 


H. J. NICHOL 
With the Rickard Shoe Co. of 
Haverhill. Mr. Nichol makes his 
headquarters in Chicago and covers 
the Middle West for the Claremont 
Shoe Co., as well as for Rickard. 
In addition to being a good sales- 
man and a good styleman, he is by 
no means a poor golfer 





Sept. 25, at the age of 60 years. He 
had been ill for nearly a year and in 
January of this year was obliged to 
relinquish his duties as_ traveling 
salesman for the LaCrosse Boot & 
Shoe Co., after a faithful service last- 
ing more than twenty years. Mr. 
Cook was born in Cambridge, Mass., 
and as a boy came to Wisconsin with 
his parents, who settled at West Bend 
and engaged in the general mercan- 
tile business. In 1901 Mr. Cook en- 
tered the employ of the LaCrosse Boot 
& Shoe Co. and represented this house 
with great credit in Wisconsin and 
neighboring states. 


Newman in South 


Harry -C. Newman of the Lunn & 
Sweet Shoe Co. of Auburn, Maine, 
reports that business in his territory 
down South is at a high tide and that 
because cotton is as precious as a 
hunk of coal in the winter time, the 
people in the cotton belt are lavish in 
their spendings. Those who know 
Harry will recall him as a genuine 
electric absorber and a dynamo of 
“pep” and aggressiveness. 











Don’t Go 
Short On 
Shoes 


Shoe salesmen are 
now on the road. If 
they have not visited 
you, they will call 
soon. You should an- 
ticipate your order. 
Buy enough pairs to 
meet every demand. 


Also remember that 
the basis of a good 
shoe is the sole and 
that the best sole is 


Rock Cak” 


Trade Mark Reg. U, 8. Pat. Off. 


Your customers will 
appreciate the extra 
quality of the shoes 
you sell, if you insist 
upon “Rock Oak” 
soles on the shoes you 
order when the sales- 
man calls. 


Order enough pairs! 
Order “Rock Oak” 
Soles! 


The AMERICAN 
OAK LEATHER 
COMPANY 


Cincinnati, Chicago, 
Boston, St. Louis 
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Wrogqress 


‘*And the Little Story Along the Way”’ 


Progress is one great law that all mankind admires and respects. Back in 1905, 
Mr. W. K. Chandler, founded as a separate department of the firm of which he was 
then a member (C. A. Browning Company, Boston, Mass.) a Shoe Trimmings De- 
partment, realizing both the need of, and opportunity for, a business dealing exclu- 
sively in high grade Shoe Trimming Novelties. 








Keeping always as his first aim, ‘““The Customers’ Satisfaction,” and with the efh- 
cient and loyal co-operation of his employes, this department grew and was known 
as ‘Chandler's Shoe Trimming Novelties’’—C. A. Browning Company acting as 
sole agents, until July, 1921, when it was withdrawn from C. A. Browning Com- 
pany and a separate company formed, known as W. K. Chandler, Inc., now 
established and doing business at 125 Summer Street, Boston, Mass. 








In the complete and up-to-date line will be found Shoe Trimmings, including 
“Perfection Shoe Tie Ribbons,” Buckles, Ornaments, Velvets, Flexo Bows and 
“Our Winner Laces,” the sale of which has proved so popular during the past 
sixteen years as to enable the forming of the new company, and it has been 
agreed that a vote of thanks be extended through the trade papers to the friends, 
one and all whose kind patronage and friendship has been appreciated and en- 
joyed, and without whom we could not progress. A cordial invitation is extended 
to both old friends and those new friends we hope to make to come to see us. 


W. K. CHANDLER, INc. 


125 SUMMER STREET - - BOSTON, MASS. 

















GRIFF 
RAPID BLac : 
GR! FFIN Ba ee Ki. 
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SUEDE POWDER || 

CLEANS & RECOLORS | 
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SULDE AND NAPPY LEATHER FOOTWEAR 
Pur i~a co.9;9ceas 


ur up au ° 
» GRIFFIN MEG. CO..In« | 
ites or nee sous 





Griffin Rapid Black Dye Griffin Quick Cleaning 








For converting shop-worn Tan Fluid 
—— aS. some EMS: No he sener ects 6 — 
lor—No oisonous of Myr- > r cle or cleaning . ry 
bane. Small size 2 oz., $18.00 Satin Footwear. Non-inflammable, Griffin Lotion Cream 
gross; $1.55 dozen. Large size stainless, dries quickly and is In white, black, light tan, Havana 
8 o2., $22.00 gross; $1.90 dozen. effective. Removes spots from brown, dark brown, light gray 
Quarts, $1.15 each; gallons $3.90 spats. Gross, $22.50; doz., $2.00. and dark gray. Cleans, softens 
each. and polishes all kid leather. Con- 
Griffin Suede Powder tains no injurious acids. It is 
‘ ca : to the leather what cold cream 18 
In the pad bottom tin. eans to the skin. 3 oz, size, $21.60 
and restores color and surface in- gross; $2.00 dozen 
stantly. ‘The pad is absolutely FOUR LEADERS IN A LINE OF SHOE ane 
ggg eg A ge Co We particularly recommend white 
champagne, ivory, light, medium, DRESSINGS THAT HAS NO PEER sneak tastes ae = 
dark and gray castor, light olive, ° 
seal and nigger brown, light, 











medium and dark gray, black. ; 
$20.20 Gross, $1.85 Doz. There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET NEW YORK, U. S. A. 
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“CARRY ON” 


“THREE PIECE STRAP AND BUCKLE” 
Once on Carries Style—Quality—and Satisfaction. 






PATTERN R-473 





125 Summer St. 


build good will. 


Ford shoes will do this very thing in your store. 


W. K. CHANDLER, INc. 


MANUFACTURERS AND SOLE AGENTS, CHANDLER’S SHOE NOVELTIES 
(Line formerly handled by C. A. Browning Co.) 





In Stock—Styles that Make Quick Sales 


The merchant wants goods in his store that will sell, show a profit and 


Pattern 27 
An adjustable strap and buckle, possessing 
features which make it invaluable to the shoe 
trade. 


STRAP is made of first grade leathers in Pat- 
ent Leather, Gun Metal, Black, White and 
Brown Kid, with perfect stitching. 
Pattern R-473 

BUCKLE comes in nickel only, made with 
separate adjustable strap bar (the season's 
latest improvement), enabling the strap to be 
adjusted from either side to any size instep, al- 
ways fitting firm and in the center of the in- 
step. 


Easily Attached to Plain Pumps 


Strap and Buckle ready to attach to pump, 
$7.50 to $9.00 doz. Pr. 
Buckle without the strap (Pattern R473) 38c. doz. Pr. 
Strap is not sold without the buckle. 
We also have a very neat strap for converting 


Oxfords and Theo ties. 






















If not carried by your jobber, write us direct. 


Boston, Mass. 






Sizes and Widths 








ee 41-8 
BE sscesccenes 4 8 
| errerrr eee 314-8 
_Beerreeery rer 3 8 
No. 475 : eae Style 8-481 
Black Glazed Kid Strap Pump — Black Kid Oxford WELT. 13/8 


215 Last—Turn—14/8 Leather Baby 
Louis Heel, 


Terms: Net 30 Days. 
$5.75 


C. P. Ford & Co. 


Cuban Heel—Last 


$5.35 


232. 


Rachcstor N. Y. 


New York Office: 127 DUANE STREET; E. H. TALBOT and “JACK” GALWAY 
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Crumbs 
re 
Comfort 


REG U.S.PAT. OFF 





Ready to Ship! 
5 


Black Kid Comfort Shoes 
representing the maximum 
of value. 










Stock No. 200 
Kid Polish, Kid Top, Rubber Heel, 76 
Last, Turn. 


Stock No, 446 
Price $3.35 


Kid Polish, Kid Tip Cat’s Paw Rubber 
Heel, Davis New Process. 
Price $3.15 


Stock No. 476 
Kid, Seamless Bal, Plain Toe, Cat’s Paw 
Rubber Heel, 99 Last, Turn. 
Price $3.35 


You'll find “Crumbs of 
Comfort” a reliable line 
of shoes. The experience 
that comes only with years 





Stock No. 568—Kid, Seamless Oxford, 


Stock No. 2322—Kid Oxford, Plain of shoemakin is reflected 
Toe, Leather Heel, 79 Last, Turned, ‘ 8 ‘ ! Plain Toe, Cat’s Paw Rubber Heel, 99 
Combination Last. Price......... $2.80 In every pair. Write us! Last, Turn. Price........+seeee. $2.80 


A.H.BERRY | SHOE CO 


BOSTON OFFICE 428-430 ALBANY BLDG. 
AMT 
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T. H. JOHNSON 


Sawyer Salesmen 


Salesmen traveling with the 
line of the Sawyer Boot & 
Shoe Company of Bangor and 
Newport, Maine, are now in 
their territories. The photo- 
graphs of six of them are re- 
produced here. The complete 
roster, including territories, 
is as follows: 

T. H. Johnson, Central Maine; 





A. F, BASTYR 





F. E. STONE 





ALFRED CRAIG 


R. M. Farley, Northern 
Maine; W. B. Mills, Eastern 
Maine and Southern New 
Hampshire; Alfred Craig, 
Western Maine and Northern 
New Hampshire; F. E. Stone, 
Southern New England, New 
York City and South; A. F. 
Bastyr, Mddle West; Howard 
J. Engquist Co., Chicago; and 
A. O. Boeres, Pacific Coast. 








he goes, a ray of sunshine illuminates 
the atmosphere. And he understands 
scientific salesmanship, which his past 
successes have clearly demonstrated. 


Le Favor in South 


Harry Le Favor who travels for the 
Milford Shoe Co. of Milford, Mass., 
has become “wise” to the big business 
in the South and has consequently 
changed his territory from the Cen- 
tral and Northwest to travel South- 
land this season. No salesman from 
Boston is more popular than Harry 
and none more active in “bringing 
home the bacon.” 


The Watson Salesforce 


The Watson Shoe Co.’s salesmen 
are now in their territories. The 
roster is as follows: 

Donald T. Bass, the Middle West; 
Fred T. Coleman, the East; Harry R. 
Lokey, the South, and Charles E. 
Cook, the Pacific Coast. 

E..C. Hydé, secretary of the com- 
pany, handles the jobbing accounts, 
large retailers of the East and special 
accounts in various parts of the coun- 
try. 

Donald T. Bass is just completing 
his first year with the Watson Shoe 
Co. of Lynn. Mr. Bass calls upon the 
large retail trade between Cleveland, 
St. Paul, Kansas City and Cincinnati 
—certainly one of the finest sections 
of the country, and from which he is 


securing a surprisingly large amount 
of business. 


Boyden Salesforce 


Boyden Shoe Mfg. Co.’s salesmen’s .- 


roster and territories covered is as 
follows: 
A. L. Slavens—New York City, 








DONALD T. BASS 
With Watson Shoe Co. 








Newark, N. J., Philadelphia, Pa.; C. S. 
Briel—Maine, New Hampshire, Ver- 
mont, Connecticut, Rhode Island, 
Massachusetts, New York State, east 
of Syracuse; T. S. Van Hoesen—Ill- 
inois, Indiana, Ohio, Michigan, Wis- 
consin; W. E. Wilson—Florida,, Geor- 
gia, North Carolina, South Carolina, 
Virginia, Havana, Cuba; Burke Lot- 
speich — West Virginia, Kentucky, 
Tennessee, Alabama, Mississippi; O. 
B. Hardcastle— Texas, Louisiana, 
Arkansas, Oklahoma; T. M. Exum— 
Missouri, Iowa, Wisconsin, Minnesota, 
South Dakota, North Dakota; Ne- 
braska and Kansas; J. C. Coppage— 
Montana, Wyoming, Colorado, New 
Mexico, Arizona, Utah, Nevada, 
Idaho, Washington, Oregon, Califor- 
nia; Morris Schmidt — Westchester 
County, N. Y., Long Island, New Jer- 
sey, except Newark. 


Samit With Poole & 
Johnson 


E. N. Samit, recently with the J. 
M. Herman Shoe Co., has joined the 
selling staff of Poole & Johnson, Inc., 
to cover New York City and a part of 
Pennsylvania. 


Whittemore a Director 

John S. Whittemore of the sales- 
force of the J. E. French Co., Rock- 
land, was elected a director of the 
Commercial Travelers’ Eastern Acci- 
dent Association of Boston recently. 
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The Fastest Growing 
Shoe House in the United States 








HARTMAN 





Ask Your Jobbers for Hartman White Shoes 


FYNHEY retail from $2.50 to $3.50—their style, snap and workmanship is far 

superior to the average Line of similar grade—they can be bought in both 
Turns and McKays—they stand up because the lasts and patterns are tried and 
tested long before the shoes are put through the factory. 


The Hartman organization manufactures every important unit that goes into their 
shoes—i.e., it converts its own especially constructed canvas—makes its own heels, 
counters, top lifts, shanks and even the cartons in which the shoes are shipped. 


Hartman shoes in their entirely are, therefore, the product of one organization 
and not “assembled” like so many ordinary lines. 


It will pay you to ask your jobber for Hartman Shoes. If you are not sure he has 
them write us—we'll tell you where you can buy them. 


HARTMAN SHOE COMPANY 


HAVERHILL Manufacturers for the Wholesale Trade MASS. 


White 
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Volume of Business Is Increasing 


Conditions Improved in Both Wholesale and Retail 
Markets—Merchants Generally Optimistic—Spring 
Styles Beginning to Be Talked Of 


at wholesale and retail and 
a very evident improvement 
of business conditions generally 
are reported to the RECORDER for the 
first week in October by its corres- 
pondents in the east and south. 
Styles for the remainder of the 
fall and the early part of the winter 
seem fairly well stabilized and, while 
the retail merchants still are buying 
from hand to mouth insofar as style 
footwear is concerned, they are mani- 
festing a disposition to buy farther 
in advance on their staple shoes. 


Weather Has Helped 


To a great extent the spurt in re- 
tail business may be accounted for 
in the east by a change of weather 
from warm to cool and in the south 
to the increased prosperity which has 
come with the rise in cotton prices. 
That the buying movement is being 
carefully fostered is evident from the 
number of reports received of retail 
fall openings with new window trims 
and a showing of new styles. 

Stores selling the highest grades of 
shoes are displaying patterns simpler 
in design than was the case only a 
few weeks ago. The more compli- 
cated patterns, such as the moccasin 
and the three-strap, center-buckle 
continue good in the medium grades. 


Oxfords Moving Better 


Women are beginning to buy ox- 
fords fairly freely and this has given 
rise to the usual before-winter dis- 
cussion on boots versus low-cuts. 
Also as usual, it is the consensus of 
opinion that much depends on the 
snow fall. Rural districts with their 
unpaved streets and facilities for re- 
moving snow which the bigger centers 
have, probably will see a revival of 
the call for boots unless the winter 
is open as last year. 

In the cities the chances are that 
oxfords will predominate with wool 
hose, or gaiters and spats. People 
who always wear boots will continue 
to buy them as a staple, although 
there is beginning to be heard vague 
rumor of style boots as well. 


Textile Plants Opening 


In Rhode Island the beginning of 
the buying movement was concluded 
with the opening of the larger textile 
mills. .These plants, also, are replen- 
ishing their equipment, giving em- 
ployment to men.and women in wood- 
working..and metal fabricating 
plants.. P 


‘ N increasing volume of sales 


New Orleans, Tampa, Florida and 
Lynchburg, Virginia, representing the 
south, report an increase in volume 
of business done and a steadily grow- 
ing spirit of optimism. Late fall and 
winter business will be good, the re- 
port is. 


What of Spring Styles? 


Spring style rumors are floating 
around in Lynn and Haverhill. In 
the former city, last makers report 
an increased interest in higher heels. 
Haverhill manufacturers see a reac- 
tion against black setting, in and are 
planning to take advantage of it by 
swinging to shoes of brighter colors. 
Samples in wine, blue and gray are 
being made up to be put in the trial 


sample lines for spring. Lighter and 
daintier footwear is predicted. 

New York merchants are confused 
by the multuplicity of styles. So, ap- 
parently, is the public. Few mer- 
chants agree on any one pattern as a 
leading seller. The nearest approach 
to common ground is the strap pump 
with low heel made by the welt proc- 
ess. Men, they report, are beginning 
to nibble and are expected to come 
into the market in larger numbers as 
winter approaches. 

The demand noted in the leather 
market for top grades of calf, kid 
and Scotch grain side leathers per- 
sists and has exceeded expectations. 
Prices are fairly steady and bargains 
resulting from liquidation are few 
and far between. 





BOSTON 


Marked Increase Noted in Sales 


Weather and Improved Industrial Condi- 
tions Conspire to Help the 
Retail Merchant 


HE first week in October 

brought a marked increase in 
the sale of shoes at retail. Nor 
was the demand confined to any par- 
ticular grade, as stores carrying high, 
medium and low quality merchandise 
united in agreeing that “business is 
better.” To some extent the change 
for the better coincided with the 
arrival of colder weather. To a cer- 
tain extent, also, it was a reflection, 
in the opinion of many, of the de- 
crease in unemployment in industrial 
circles. 

“The leading industries of this dis- 
trict,” says the monthly report of 
the Federal Reserve Bank of Boston, 
“are among the most active in the 
country. The manufacture of cotton 
textiles has shown ‘considerable im- 
provement since last December and ‘at 
the present time this industry is 
operating at 75 per cent of capacity. 
Woolen and worsted textiles have 
pursued about the same course.” 


Exchange Values Nearer Normal 


“Another factor making for better 
business this fall,” says the same 
statement in another paragraph, “is 
that the exchange values of com- 
modities are moving toward their pre- 


war level. This does not necessarily 
mean that commodity prices are mov- 
ing toward the 1913 basis, but that 
the power of one commodity to com- 
mand another in exchange is 
approaching the former balance.” 

Everywhere new fall footwear and 
accessories are shown forth to good 
advantage. At T. E. Moseley Co.’s, 
a distinctive touch was given to the 
men’s styles in grains and calf 
leathers by placing on an oak pedestal 
in the center of the window two pairs 
of patent leather shoes. Prices 
appeared in this window—$10, $11 and 
$12. Men’s heather hosiery was very 
tastefully displayed. In the women’s 
window, straps and oxfords, with 
hosiery in silk, and silk and wool, 
were grouped around a pedestal on 
which appeared a black satin one 
strap, hand embroidered on vamp and 
strap—also a similiar model in Afri- 
can brown satin, between these. two 
shoes was displayed a pair of Afri- 
can brown silk stockings of the 
exact ‘shade of the shoe. 


One Strap_at Hanan’s rate 
At Hanan & Sons was a goodéshow- 
ing in the men’s window 2ef grain 
leathers in black.and brewn with per- 
forations and ‘punched ‘tips: ~ In the 
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Where to Buy 


I _ Women’s Shoes 














THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


@ In Stock Specialists of 

” ah re Women’s Shoes, Party 
AO Si Slippers and Novelties. 
Fs" Write for Catalogue 








2% to 8. Wom- 
en's Fine Black 


wed Turns. Sises 2 
Pay Misses’ 11% to 2,.$1. 
SALEM SHOE CO New Ham shire 
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SOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid Hand 
Turned Boud 














COLLINS & STAPLES 
Makers ofHandTurnedLowCuts 


less 0 days. 

118 Phoenix Row, 
. Haverhill, Mass. 
Essex St.,Boston 
Room 306 














BLEECKER STYLES 
dre the last word in footwear 
fer stylish women 











BOUDOIRS 
IN STOCK 


Fine kid Boudoir 
slippers for imme- 
diate delivery, ae. of best material obtain- 
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dll styles made of Dome. 
brparted Satin Brocadevand Metal Cloth. 
q 25 per pair and up 


owirst MGUSTIN CO newyorn. Y 












ed. 
Black, $1.20; Red, $1.30; 
Tan, 31.5, 


Black Ballet, 8-11, 
31.3 firey $1.45; %-T, 





BAY STATE SLIPPE 
Haverhill, Mass. 
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women’s window a one strap in 
Norwegian grain with mannish heel, 
a brown suede in the same style and 
another with Cuban heels were well 
arranged, as were also some of the 
modish lines of hosiery carried. 

At the Walk-Over Shop, the feature 
was the men’s window, devoted about 
50/50 to a showing of black and tan 
shoes. A shoe for men with a ball 
strap, on a swing last, and an 8/8 
flanged heel was shown in a light tan 
shade of Norwegian grain. Patent 
leather shoes for street wear, built 
on an English last, with blind eye- 
lets, and an 8/8 inch heel appeared 
and were priced at $10.00. 


Currier to Lecture 


Herbert F. Currier of the Walk- 
Over Boot Shop, Tremont Street, is 
scheduled to give his first lecture for 
the season on “Health in Relation to 
Feet” at the Medfield Women’s Club; 
a lecture during the second week of 
November will be given by him at 
the Walnut Hill School for Girls. 


New Hosiery Depart- 


ment 


The Henry H. Tuttle Co. installed 
a hosiery department in its store on 
August 1, with Miss Margaret 
Flaherty, formerly with the E. T. 
Slattery Co., Ladies’ outfitters, in 
charge. 


Retail Salesmen Meet 


The Boston Retail Shoe Salesmen’s 
Association, Inc., held its opening 
meeting at the Boston Shoe Trade’s 
Club on October 10. There was a 
very large attendance, due to the 
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activities of the membership com- 
mittee who had invited about one 
hundred retail store salesmen, non- 
members, as their guests. 

The speakers were Everit B. 
Terhune, Treasurer and General Man- 
ager of the Boot and Shoe Recorder, 
and Henry E. Hagan, President of 
the Massachusetts Retail Shoe Mer- 
chants Association. Mr. Terhune, who 
has recently returned from overseas, 
told of his observations on European 
conditions and the results of his con- 
ferences with Government officials, 
financiers, economists and industrial 
leaders; while Mr. Hagen who has 
made an extensive tour of the West 
en route to the California Convention, 
told of the national retail shoe store 
situation. 





W. H. MORGAN 


President Boston Retail Shoe Sales- 
men’s Association 


LYNM 


Walking Shoes Most Popular 


Patent Leather Oxford Good Seller—Trend 
Toward Higher Heels Noted By 
Some Experts 


TYLE footwear factories of 

Lynn, while manufacturing 
fancy shoes for ballroom wear, are 
devoting much of their energy to 
making street and walking shoes— 
both low and high. 

At the factory of Bresnahan, Mac- 
Laughlin Co. they are making silver 
shoes, and velvet shoes, in the strap 
pump styles, for ballroom wear. But 
the bulk of their business is on patent 
leather shoes for street and dress 
wear. Oxfords, as well as front strap 
pumps are selling. 

Heels run from 14/8 to 16/8 high. 
Sales were about 50/50 high and low, 
a while ago, and now sales are about 


60 per cent on the high heels and 40 
per cent on the low heels. On the vel- 
vet, silver, and some patent leather 
shoes, buttons are used for fastenings. 


Style Boots Going Through 


At the factory of Bartlett & Som- 
ers they are making plain oxfords of 
patent leather, single needle stitched, 
with an 8/8 heel. It is one of the best 
sellers of the fall. 

Also, they are making blucher ox- 
fords of black and brown calf and kid 
leather, with an 8/8 heel. A demand 
for these shoes has lately set in. 

Besides they are making 8% inch 
boots, of Russia calf leather, a regular 
style boot. Mr. Bartlett mentions in- 
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quiries for higher heels for next Eas- 
ter trade. 
The Trend of Lasts 

Edric R. Taylor, of McNichol, Tay- 
lor, Inc., last makers, also speaks of 
a trend toward high heels, a sort of 
a reaction from the present vogue of 
low heels, and he looks for a run on 
full Louis. heel shoes next Easter 
trade. 

Another matter of which he speaks 
is the unusual demand for specialties 
in lasts, such as lasts for arch fitting 
shoes, and for fat ankle shoes, as well 
as special lasts for sport shoes. Yet 
the main development of lasts for 
women’s shoes is along light and 
graceful lines. 


More from a Hide 

It may become possible to increase 
largely the production of shoes by 
means of increasing the yield of 
leather from hides. For instance, ex- 
periments now being made at Pea- 
body show that 100 pounds of hides 
may be made to yield 135 or 140 feet 
of leather, which is about 50 feet 
more leather than is had from 100 
pounds of hides when tanned by fa- 
miliar methods. Multiply this gain by 
the total quantity of hides tanned, 
and it will be seen that there will be 
a total gain of millions of feet of 
leather. 
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Will Rearrange Store 


Lovell’s Factory Store, Lynn, has 
plans for remodeling its building, to 
provide for a new store front, and for 
rearranging its factory. This estab- 
lishment, as its name implies, com- 
bines a factory, in which shoes are 
made, and a store, in which shoes are 
sold, all under the same roof. Also, 
the store buys selected New England 
calfskins and has them tanned on con- 
tract. 


Storage for Calfskins 


J. S. Barnet & Sons, Lynn tanners, 
are building a cold storage ware- 
house, in which they will be able to 
store 250,000 calfskins at a tempera- 
ture of 45 degrees. At this tempera- 
ture skins will keep indefinitely, and 
will be free from salt stains, hair 
sweat and like defects. So the new 
storehouse will enable the tanners to 
carry a large reserve supply of skins 
and to keep them in the best condi- 
tion. 


Buster Brown in Lynn 


R. B. McCarthy, Boston salesman- 
ager of the Brown Shoe Co., took Bus- 
ter Brown on a trip to Lynn recently. 
A big reception was held at the Bur- 
rows & Sanborn store. 


PHILADELPHIA 


Predicts Light Rubber Demand 


Speaker Before Annual Meeting of Middle 
States Wholesalers Sees No Material 
Price Drop, However 


HE Middle States Shoe Whole- 
salers’ Association held its an- 
nual meeting at the Bellevue Strat- 
ford Hotel, Philadelphia, Tuesday, 
Oct. 4. Frank Mayo, of H. B. Han- 
ford Company, Philadelphia, vice- 
president during 1920-1921, was 
elected president of the organization 
which is one of the oldest shoe trade 
associations in the East. Mr. Mayo 
succeeds Edward C. Thayer, of Claf- 
lin-Thayer, New York, who retires as 
head of the organization after one 
of the most active years in its history. 
John K. Walker, W. C. Walker & 
Bro., Buffalo, New York, was chosen 
vice-president. Newly elected mem- 
bers of the executive committee are 
James H. Child, Pittsburgh, Pa.; 
Milton Halle, Baltimore, Md., and Ed- 
ward C. Thayer. 


Speaker an Optimist 


The annual luncheon on the Belle- 
vue Roof was attended by a number 
of specially invited guests and a 
large turnout of the membership. 
President Thayer was toastmaster. 
E. J. Cattell, Philadelphia City 


Statistician, was the chief speaker 
and in an address which consumed an 
hour, but which seemed a brief few 


. minutes to his audience, gave an 


array of facts and figures designed to 
put to route any lurking pessimism 
on the part of business men with 
regard to America’s ability to quickly 
recover from present depressing in- 
fluences. An example of this country’s 
ability to produce wealth against all 
the calculations of pseudo-economists 
who after every great war have 
howled in calamity key, was cited by 
the speaker in reference to the 
enormous wheat crop now raised in 
the Red River Valley. Experts had 
declared, said the speaker, that nine 
inches of frost which maintained in 
that region spelled utter impossibility 
for raising a money wheat crop. But 
American initiative and disregard for 
obstacles led to experiments which 
developed that the frost meant needed 
moisture at a critical time to the 
growing crop and an arid territory be- 
eame arable overnight. He urged 
the shoemen to have faith in the busi- 
ness future. 
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Where toBuy 


Women’s Shoes 














WOMEN’S McKAY. 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 











Sossent a8 Limecte Sarees 
Lower Priced 


than the Best, 

Bettec Quality 

than the Rest! 
Send for Catalogue 


MAID-RITE FELT SLIPPER CO. 
163-169 Livingston St., Bee NY. Y. 























E. A. & M. C. Witherell Ce. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Egret, Mane. 


267 Essex S%. Reom213 











FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 




















SMeheve of Hand Turn ong 
In All Leathers and Satins 

On All the Latest — 
Inquiries Pe ad An- 


pit aoe 
29 Inc, 
























Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 


Boston Office 
207 Eesex Street 
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Where toBuy 


Women’s Shoes 














% =~ JOHNSON ST. 
~” BROOKLYN, NN 
TEE 








Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Spectalizing 
im High Grade Novelties 









‘Pxew york BOSTON 
». FE. Mellen . 215 Dssex St. 
fie Bernard L. Durgin 


Factory 


= Haverhill, Mass. 








WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is ‘hitting on high.’’ The 
high-quality standard will be better wain- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 














Where to Buy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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Where to Buy 


Shoe Illustration 
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Light Rubbers to be in Demand 

There will be good demand for 
light rubber footwear but not so good 
a market for heavy goods this winter, 
according to C. M. Barnes, Director 
of Sales for the United States Rub- 
ber Company, who spoke at the 
luncheon. Mr. Barnes explained that 
the dearth of demand for heavy boots 
and artics made a difficult situation 
for the factories inasmuch as the 
mills had employment for women 
labor which was scarce and little em- 
ployment for men, thus reversing 
what is conceded as a satisfactory 
labor market. condition. 


Prices May Drop a Little 

Rubber prices will show some re- 
duction but there will be no radicai 
or sharp declines from present levels 
during the next season, Mr. Barnes 
declared. He said the rubber com- 
panies had not raised prices as fast 
or as strikingly as was the case with 
many other commodities so that it 
was not to be expected that prices 
could come down other than relatively 
as they had advanced. Another 
phase of the price situation touched 
upon by the U. S. Rubber representa- 
tive was the consideration necessary 
to be given to stabilizing prices in 
protection to stocks in the hands of 
wholesalers and retailers. In this con- 
nection he stated that no recessions 
in manufacturers’ prices were con- 
templated on the present season—in 
other words rubber footwear prices 
could not be expected to change prior 
to the issuance of the next price list. 
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He did not indicate whether the trade 
would receive notice of new prices 
Jan.'1 as has been customary or later, 
say March 1, which is the date re- 
tailers have been advocating as not 
interfering with the retail selling sea- 
son. 


National President Attends 


W. F. Enfield, Manager of Foot- 
wear Sales of the U. S. Rubber Com- 
pany, also spoke, assuring the asso- 
ciation members that his company 
was always interested in its wholesale 
distributors without regard for its 
own outlets and that no other policy 
was contemplated within his knowl- 
edge. 

E. M. Seattergood, president of the 
National Shoe Wholesalers’ Associa- 
tion, and Secretary L. N. Taylor were 
active participants in the Middle 
States meeting. The National body 
has been protesting vigorously 
against the proposed change in rule 
41, Railway Classifications, which 
would require shoe shipments to be 
made in specially constructed fiber 
containers having double corrugated 
lining. The shoe wholesalers say 
that the extra materials and labor 
cost involved by the contemplated 
new container would be prohibitive 
and that from a practical viewpoint 
could not be expected to accomplish 
much, if anything, in the prevention 
of pilferage which is the reason the 
railroads propose the change. The 
Middle States Association reiterated 
opposition to the proposed revision of 
the railroad rules. 


HAVERHILL 


Manufacturers Ask Reduction 
in Labor Costs 


HROUGH its Board of Trus- 
T tees the Haverhill Shoe Man- 
ufacturers’ Association has re- 
quested from local labor unions an 
immediate wage reduction averaging 
at least 20 per cent. This, it is stated, 
is indispensable to Haverhill’s pros- 
perity. The manufacturers state that 
certain operations, which are exces- 
sive in cost, must be cut. Skilled op- 
eratives would suffer little under this 
plan but unskilled shoe workers would 
be required to accept less than the 
present wages which, it is stated, are 
out of proportion to work performed. 
Competition is keener now than ever, 
and Haverhill manufacturers state 
that they are at present facing a 
labor cost which must be cut without 
delay. 


Buying Hand to Mouth 

Manufacturers and their represen- 
tatives who have been canvassing the 
trade for spring business say. that 


the orders thus far for advance de- 
livery are in small volume. Merchants 
in cities and towns in Middle West 
and South are doing a fair business, 
but are buying mostly for immediate 
needs. Style and prices, particularly 
the latter, are important factors in 
securing business today from shoe 
buyers. During the next two months 
spring orders are expected in larger 
volume than at present. 


Colors for Spring 


Following an era of black and 
brown leathers, Haverhill manufac- 
turers prophesy a reaction to the 
brighter shades of stock in women’s 
footwear for the spring -of 1922. 
Leathers now being shown by makers 
of kid and calfskin show shades of 
wine, blue, gray, etc. Haverhill 
manufacturers of women’s poorer 
are working out new _patterns 
these brighter shades.: 
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New Upper Stock 


One of the new upper leathers 
which is attracting attention from the 
local shoe manufacturing trade is a 
black goat skin with an ooze finish, 
giving the effect of satin. This skin 
is very light in weight and must be 
backed before cutting. It is of foreign 
make and the price—$1.00 a foot— 
necessitates its use in women’s high 
grade footwear, exclusively. 


In-Stock Departments 
Opened 


The Federation Shoe Company, 
with factory in Haverhill, manufac- 
turers of men’s and women’s Good- 
year welts, has established an in- 
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stock department in which several 
styles of women’s oxfords are carried 
for immediate shipment. This con- 
cern has also opened a Boston office 
at 183 Essex Street, Room 504, in 
charge of W. H. Tucker, New Eng- 
land sales agent. The Marco Shoe 
Company is another Haverhill con- 
cern which has opened an in-stock de- 
partment. Novelty styles in turn 
footwear have been stocked. 


New Comfort Shoe 


A. M. Child of this city has placed 
on the market a line of women’s com- 
fort footwear under the name of The 
Critique Shoe. This specialty is made 
by the turn process on a specially 
constructed last, giving complete sup- 
port for the arch, it is claimed. 


NEW ORLEANS 


Business on Up-Grade 


Steady Increase Noted, Month by Month, 
Since May—Textile Prices May 
Go Higher 


HE - difference between business 

in the East and that in the 
South is that, while the East is 
waxing optimistic over the prospects 
of good business during the Christmas 
season, the South is enthusiastic over 
the outlook for a profitable business 
this fall. 

Optimism, backed by good business, 
was revealed in a recent tour of this 
city’s leading wholesale and retail 
establishments. Business here has 
shown a steady increase, month by 
month, since May. Some of the larger 
stores report that sales measured in 
dollars are the equal of those made 
last year. All report a uniformly 
bigger business in volume. 


The rise in cotton has turned an 
enormous amount of money into the 
South and all business is feeling the 
effect, particularly in this section of 
the country. Bank clearings for the 
week ending Sept. 24 were nearly 
$53,000,000, as compared with $39,- 
000,000 the week before. Other in- 
dications of improvement are the 
lowering of the indebtedness by in- 
dividuals and banks and increased 
orders for merchandise from country 
stores. Another is the decided dé- 
crease in unemployment. Indications 
are that the price of textiles will be 
from 10 to 15 per cent higher after 
Thanksgiving due to the rise in cot- 
ton. Prices now are about 30 per 
cent below last year’s. 


ROCHESTER 


Weather Cool; 


Report 


Merchants 


Business Good 


Trade Apparently 


Governed by Thermometer. Unem- 
ployment Reported Decreasing 


HE vagaries of the weather 

are reflected in the retail shoe 
business in this city. Up to the 
beginning of: the week ending Oct. 8 
there was a tang in the air and mer- 
chants reported that a briskness had 
marked their sales, but when higher 
temperatures were recorded for a 
few days shoe buying on the part of 
the public hit a slight slump which 
was felt in all stores. Then the mer- 
cury dropped and week-end business 
was fairly good.- Indian summer cer- 
tainly,. tests. the- temperament of 


shoe merchants, for the public purse 
seems to open or close as the warmth 
of the sun’s rays fluctuates. 


Will Low Cuts Sell This Winter? 

One development in shoe buying 
which is being watched closely by 
the merchants is the low-cut-for- 
winter tendency. Last winter, stores 
here had a large sale of low shoes, 
and. everything indicated that the 
same thing would be true this year. 
So-far this fall low-cuts have mon- 
opolized the buying, but the real test 
will not come until colder, disagree-- 
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Where toBuy 


Men’s Shoes 











HERBERT P.GLEASON. GEORGE 0.GLEASON. 





NEW YORK OFFICES 
AEOLIAN BUILDING 


OFFICE AND FACTORY 
"NEWARK.N.J. 
vs 33-35 _w.42"? ST, 








i Nap tt SHOE (6 
MEN'S FINE SHOEMAKERS 
BROCKTON 












































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 























For Men 


who care to 
dress well. 


Tt. BD. 
BARRY CO. 


Brockton, Mass. 

















“1 Gentlemen’s 


Shoes 


swe / A. E.Nettleton Co. | 





SYRACUSE, N.Y. 























126 








Where toBuy 


Men’s Shoes 
































rT \ better"than ever in Quality and fit _ 
“Pullman 
GLAZED KIT $182 
y 4 M. GUSTIN CO. 
Wwidst st. New York 
—_ 
Sole Footwear 
Send 
Jor Catalog and 





Sinator,ownerr of Tiude (ark 
Colorr Black and Brown 
BETTER SERVICE 
SHOES, 6 to 14 Inches 
REECE SHOE COMPANY 
Columbus, Nebraska, 


PULLMAN TRAVELING SLIPPERS 
\*) ' 9162 a doz. 
\. Yo full sizes 3 toll in Stock 

Rocker Bottom Wooden 
BOOTS, 14 to 20 Inches 
USA 




















THE 
CO-OPERATIVE SHOE 
FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Cnapeee Boot & Shoe 


o. 
Factory—Brockton, Mass. 








Stock Dept. 5 gE 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 


Whereto Buy 


Boys’ Shoes 























AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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able weather sets in. Men’s furnish- 
ing stores here have reported that 
they are stocking up heavy in woolen 
hose in anticipation of a continuation 
of the popularity of low shoes. 


Business Conditions Better 


General business conditions here 
are on the upgrade, it has been 
learned from many associated with 
the largest industrial enterprises in 
the city. While a large number still 
is unemployed, the pick-up is such 
that it is likely that unemployment 
will be considerably reduced within a 
short time. Optimistic statements on 
business given out by responsible men 
all over the country have inspired 
confidence in executives. With many 
of the interests that kept reiterating 
“prices are going lower” and thus 
fostered the so-called “buyers’ strike” 
relenting in their efforts in this di- 
rection, retail stores here are feeling 
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that the public is buying again with 
a good share of its old-time horse 
sense. 


Shoe Company 


Incorporates 


The Babyville Shoe Company, 
which was formed here on June 1, 
sold out on Sept. 1 to the Babyville 
Shoe Company, Inc., which includes 
some of the officers of the old con- 
cern. The new company is manu- 
facturing high grade infants’ soft 
soles and reports a large volume of 
business. Its product is being manu- 
factured in a model plant in Gorham 
Street. The officers of the new com- 
pany are Louis Rosenthal, president; 
Samuel A. Schwarz, vice-president; 
Isadore Goldman, secretary, and Sam- 
uel Polakoff, treasurer. In addition 
to the officers, the board of directors 
includes Ervin Stein. 


TAMPA, FLA. 


Deluge of New Lines 


Army of Salesmen Invades Florida on 
Receiving Report That Business Is. 
“As Usual” in That State 


O one thing has so much in- 

fluenced the boot and shoe 
business in Florida for some time 
as reports which have gone through- 
out the nation this summer that 
Florida has been untouched by the 
depression which the remainder of 
the nation has been feeling for the 
past year. Fall and winter shoes 
are just now being sold to Florida 
dealers and one Tampa dealer in all 
seriousness declares that from fifty 
to seventy-five new lines of shoes are 
being introduced into the State. 
Other dealers support his statement, 
though some of them place the esti- 
mate of new lines at less than fifty. 


Bankers Protecting Public 


The same condition prevails in vari- 
ous lines of merchandise. Factories 
of various kinds are now represented 
in Florida where they were not rep- 
resented in the State before business 
grew dull elsewhere and the report 
went abroad that business conditions 
were good in Florida. Local banks 
found ‘it necessary a short time ago 
to band themselves together for an 
advertising campaign against the 
salesmen for a varied assortment of 
stocks of doubtful value. They car- 
ried the advertising in the local news- 
papers for a month or more. 


Merchants Buy Sparingly 
Speaking of the situation recently 
the head of the shoe department in a 
large Tampa department store de- 
clared that he is being visited daily 
by from one to twelve shoe salesmen. 


He is not buying heavily, nor are 
other Tampa shoe dealers, for the 
reason that the trade in shoes here 
has been rather dull for the past two 
months or more and fall business is 
slow in opening up. Continued warm 
weather has been a factor in delaying 
fall trade. With the thermometer 
registering an even summer tempera- 
ture there has been no incentive for 
the buying of fall and winter shoes 
and clothing. Merchants are satis- 
fied with their business, but are not 
enthusiastic to the point of laying in 
heavy new stocks. They are buying 
some. 


Demand for Gray Persists 


One shoe dealer mentions particu- 
larly, and he says other dealers have 
spoken to him concerning it, a local 
demand for gray shoes. Manufactur- 
ers advised against gray shoes, he 
says, yet he has had a half-dozen or 
more calls for gray shoes in the past 
week. Traveling men, the same 
dealer says, are trying to push shoes 
with buckles. He is a little afraid 
of that design and gives as his reason 
the fact that there’s but-little moving 
buckled shoes when they go out of 
style. Yet he admits that the shoe 
business is becoming more and more 
like the millinery business with re- 
gard to styles. 

Black is a leader in Tampa by 25 
per cent, says the same dealer, who 
adds that it’s a little hard to get local 
women to adopt the Baby Louis heel. 
He attributes the fact partly te the 
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large number of Latin-Americans in 
this section and their love for the 
high heels. 


Wider Spread of Orders 


The effect of the large number of 
new lines is something local mer- 
chants hesitate to predict. It means, 
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of course, that Florida business is 
being divided among a larger number 
of jobbers and manufacturers. Prob- 
ably not all of them will be able to 
continue in the State, and in the 
larger towns but few dealers are find- 
ing it desirable to attempt a change 
of lines. 


LYNCHBURG 


Style Switch Predicted 


Lynchburg Wholesaler Says That While 
Blacks Are Good Now, He Looks for 
Change When Least Expected 


ATENT leather footwear, 
three-strap buckle pumps with 
13/8 Cuban heel or 14/8 covered 
heel and the oxford with the 8/8 flat 
heel are the leading styles wholesaled 
through the southern territory of the 
W. J. Bennett Company which is fea- 
turing novelty footwear for women. 
In the higher heeled styles a strap 
effect with the 17/8 Spanish-Louis 
heel has been the best seller. 

In speaking of the fall style trend 
Mr. Bennett said that the turn to 
patent leather in the South was rapid 
and of such a nature that it could not 
be seen far in advance. He is also of 
the opinion that the fancy of the 
young maiden will as suddenly turn 
to another style which may be that 
which is least expected. 


Cooler Weather—More Business 


Grained oxfords in brogue effects 
are the leading street and sports 
wear shoes sold by the Bennett com- 
pany. This house has experienced no 
demand for high shoes anywhere in 
its territory. 

The long-looked-for cooler weather 
has arrived, much to the gratification 
of the retail shoe merchants of 
Lynchburg, who are now seing their 
business daily growing in volume. 
September weather averaged nine de- 
grees above normal according to the 
official report and the temperature 
was such that it was impossible for 
the buyers to think much about fall 
wearables. 

New Outfits Being Bought 

But the cool snap, accompanied by 
occasional showers, has brought a 
change and the merchants have begun 
to reap the harvest they sowed when 
they placed their fall styles on dis- 
play and began to advertise them in 
the papers. Chillier days are calling 
for warmer clothes, and each new 
dress or suit is calling for new shoes 
to match. 

The girl who wore tan oxfords 
with her plaid skirt all summer is 
now asking for patent leather pumps 
to go with her black frock. The 
woman who wore a one-strap pump 


during the warm days must now have 
the pump with two or three, and the 
black and white sport oxford that 
served so well at tennis or on camp 
has given away to a more formal af- 
fair in two shades of brown. 


Will Teach Economics 


Walter C. Beasley, of the Beasley 
Shoe Company, and Edward F. Shef- 
fey, Jr., of the Craddock-Terry Com- 
pany, will have charge of the class in 
economics that will be conducted this 
winter by the Lynchburg Credit Men’s 
Association in connection with the 
Y. M. C. A. night school. The course 
is given under the supervision of the 
American Institute of Banking. 


Grain ‘Leathers Popular 


Grained calf footwear, in the 
plainer patterns, shows signs of be- 
ing one of the leading fall styles for 
men. While these shoes are being 
shown in both black and brown one 
store will be featuring one color, one 
the other. With the general trend 
in men’s suits to the loose-fitting coat 
with the short lapel buttoned by three 
or four buttons many men are turn- 
ing away from the heavily brogued 
and muchly ornamented oxfords in 
vogue for several years to the more 
formal cut that harmonizes better 
with the straight cut clothes. How- 
ever, there is an ever present demand 
for brogue oxfords not only for 
strictly sports wear but to go with 
the heavy tweed suits which some 
shops are featuring. 


What About Gray Hose? 


Some of the Lynchburg shoe mer- 
chants are inclined to think that the 
day of the black shoe and the gray or 
beige hose has past. It is to be black 
that will be the most vogueish color— 
black stockings with black patent, 
black satin, black suede, black any- 
thing else. 
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| Where to Buy 


Children’s Shoes 




















NU BABY SHOE CO., Bast Lynn, Mass, 





W°C.G@oodcer 


Manufacturer of 
Children’s Dlexible Durn Shoes 
For Jobbers i 
89Allen St. Rochester, WP 








Soft Soles and Moccasins 
Ask your Jobber for our 
r alg We DO NOT sel} 
the retail] trade. 
Newecomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








‘Bonita, Shoe * Baby 


In Stock 


Send. @r Catal 


AH.Martin@ 


Meher ROCHESTER NY 














“ELAM”? 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 
Rochester, N. Y. 

Boston Office, 212 Essex Street 











Where toBuy 


Men’s Shoes 








ANY TYPE OF A SHOE 


In Men’s Fine Goodyear Welts 


Making special and difficult les of shoes 
is our specialty, Let us po Me ms Problems. 
CRAIG-REED & EMERSON, INO. 





Brockton, 
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Where toBuy 


Standard Shoe Materials 





























Colored 
Chrome 
Sides 











Boggs & Cobb, Inc., Boston, Mass. 3 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 —- St. 


Formerly Walpole Sb. Shoe Supply Co. 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres 
F. E. JONES, Treas 


F. E. JONES COMPANY 
FANCY 


corors MAT KID 


95 South Street, Boston 











The One 

Waterproof 

Leather That 

Takesand Re- 

tains a Polish 

Creese & Cook Co. $550"" Sick 


Tanneries at Danversport 














nails for use in 


take in b 
your repair department. 


SHELTON NAILS ARE BEST 


mentally, so — make no mis- 
uying 


Request your jobber to supply 
you with this dependable line. 
Send for catalogue. 

THE SHELTON TACK CO. 








MAX H. BERGER 
Manufacturer of CUT Solés 
From the Best Tannaged Leather 


Men’s outer soles and Grained inner, soles 
Men’s grain counters 
Men’s and women’s underlifts 


MAX. H. BERGER 


12 Everett St. Brockton, Mass. 


INFORMATION i. 


“Where to Buy” constitutes a: 
source of knowledge so that he who : 
runs through these pages may read : 
—and learn. . : 
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PROVIDENCE 


Industry Is Speeding Up 


Business Reported Improving in All Ex- 
cept One Trade—Big Increase in 
Savings Noted by Bank 
Commissioner 


A week-end review of conditions 
in this State shows an optimistic 
trend, with some actual betterment 
in conditions over the depression of 
a few months ago. The bank com- 
missioner’s report shows for the past 
year a gain in savings of $9,000,000. 
The wood-turning factories have been 
working overtime, busy with rush 
orders for bobbins and spindles for 
the textile mills which are operating 
overtime in several places, putting 
back to work thousands of operatives. 
The price of foodstuff here has 
jumped 5 per cent though it is re- 
ported that farmers are harvesting 
good crops. e 


Building Outlook Better 


Reports from building material and 
lumber men are to the effect that the 
outlook ahead is brightening with at 
least two $1,500,000 high school build- 
ings to be erected and many other 
building enterprises in prospect. The 
metal trade is still lagging. 


R.I.R.S.D.A. Members 
Meet 


The Rhode Island R. S. D. Associa- 
tion held its first regular monthly 
meeting of the 1921-1922 fall and 
winter series on Tuesday evening, 
Oct. 4, at the store of Thomas F. 
Pierce & Son. The call was a rous- 
ing one, notices being issued to all 
members by Acting Secretary Roy 
S. Whitmore. President George E. 
Pierce opened the initial meeting. 
Routine matters were discussed and 
settled. A big year’s work will 
shortly be mapped out by President 
Pierce and the directors. The next 
regular monthly meeting will be held 
Nov. 1. 


Now on Full ‘Time Basis 


Work in the “Keds” department of 
the National India Rubber division 
of the U. S. Rubber Co. will resume 
Oct. 24, according to an announce- 
ment made by the management, 
which states that improved conditions 
call for an increase in production. 
The division will go on full time 
with a five-and-a-half-day schedule 
for a forty-eight-hour week. 


Credit Association Meets 


The Providence Credit Association 
recently held its first meeting of the 
fall season with George W. Gardiner 
and Fred S. Sibley as_ speakers. 
Dinner was served prior to the busi- 
ness session. The Association by ad- 
vancing its membership to above the 
400 mark last year, now rates as a 
class “A” association. Mr. Gardiner 
told of the doings of the directors of 
the National Association at their 
meeting at Atlantic City last week. 


Unique Sale Held 


On Sept. 27 the Outlet Company 
opened a campaign to “lower mer- 
chandise prices.” The drive took the 
form of a five-day sale, with Tues- 
day being $1 day, Wednesday $2 day, 
Thursday $3 day, Friday $4 day and 
Saturday $5 day. Determined to give 
its patrons the lowest prices in New 
England with startling values right 
at the opening of the fall and winter 
season, the store went into the market 
and bought in unusually large quan- 
tities for the event. Full page adver- 
tisements in the daily papers which 
had been preceded by other large ads, 
announced the sale, which was said to 
be a decided success. 


NEW YORK 


Retail Business Picks Up 


Comes. in with Colder Weather but Few 
Merchants Expect to Sell 
“Normal”? Volume 


OLDER weather during the 

first week in October put a 
considerably brighter complexion 
on the local retail trade. Although 
business took no great spurt, it was 
better than it was during the closing 
weeks of last month and gave the re- 


tail merchants hopes of still better 
trade to develop before the season has 
progressed much further. 

Few of the merchants here, in view 
of general conditions, expect to sell a 
normal volume of shoes. Even if the 
volume comes up to normal, they. as- 
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sert, profits will be smaller because of 
the lower prices and the continuance 
of high overhead charges. 


Forecasts Are Guesswork 


Present styles and future fore- 
casts, according to some of the lead- 
ing dealers on Fifth Avenue, are still 
guesswork. The fall season has not 
progressed far enough here to really 
determine any style trend. At the 
present moment one merchant finds a 
certain style predominating in his 
sales, while another one finds a totally 
different style showing up in the bulk 
of his sales. Illustrations of this ap- 
pear constantly. Franklin Simon & 
Co., for instance, report a good de- 
mand for the Spanish tongued pumps, 
while others in the vicinity assert that 
tongued pumps are “dead.” 

Alfred Kohn, one of the old-time 
Fifth Avenue merchants, finds oxfords 
moving in large volume. John Slater, 
of J. & J. Slater, on the other hand, 
says that sales of oxfords in his store 
have fallen below expectations and 
that straps have gone over the estima- 
tion of expected sales. 


Low Heeled Pumps Selling 


All in all, strapped pumps, particu- 
larly in welts and military or walking 
heels, are selling well in most of the 
stores here. Patent leather in all 
styles also predominates in the pres- 
ent styles. Velvets are coming in, al- 
though sales of these are not strong as 
yet. 

The “jazz” or other equally allur- 
ingly named plain vamp, low-heeled 
patent leather oxfords for women are 
moving in greater quantities in the 
medium and lower priced stores, but 
the so-called “exclusive” shops are 
shunning this type of shoe in the main. 
Its relatively low price, around $7 or 
$8, does not commend it to the stores 
handling highly styled and expensive 
merchandise. 


Gored Shoes in Demand 


Among the extreme novelties, a 
pump with a sunburst effect over the 
instep, in patent leather lined with red 
kid, is proving a ready seller. This 
shoe comes in a broad toe and ex- 
tremely high heel in a decided French 
last. Its appeal, however, is to the 
Broadway trade rather than the more 
conservative Fifth Avenue shopper. 

J. & J. Slater also report a good 
steady demand for “gored” shoes, in- 
troduced as a novelty this season. 
They appear to be taking hold better 
than expected. 


Spat*Business Better 


With the colder weather spat bus!- 
ness is beginning to pick up, and this 
has forced some demand for plain tai- 
lored oxfords. In the opinion of some 
of the leading retail merchants, cold 
and rainy weather will bring a great 
demand for oxfords and spats, since 
the fitting of spats on buckle or but- 
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ton strapped shoes is difficult. Percy 
Hart, of Cammeyer’s, advances this 
argument and is backed up by others 
of long experience iu the retail shoe 
business. 


Will Meet October 25 


The quarterly dinner of the Retail 
Shoe Dealers’ Association of Greater 
New York has been postponed for a 
week. Instead of Oct. 18, the dinner 
will be held on the night of Oct. 25, at 
Offer’s Restaurant, Thirty-eighth 
Street and Broadway. The dinner 
will begin at 7.30. Among the speak- 
ers will be James P. Orr, president of 
the National Shoe Retailers’ Associa- 
tion; Congressman Isaac Siegel, of 
New York; Mr. Haviland of the Shoe 
Dealers’ National Underwriters, Phil- 
adelphia; and George J. Laemmle, who 
will discuss “leather.” The male 
quartet from R. H. Macy & Co. will 
furnish a musical program. 


Men’s Business Better 


The men’s shoe trade, which has 
been dull for some months, is showing 
more life now, according to most re- 
ports. So far, brogues and brogue 
effects have been the leaders in sales. 
Although the demand for black 
leathers has increased, tans of a 
lighter shade than those hitherto used 
are still predominating. Grain leath- 
ers are the most called for so far this 
season. 

“Men’s shoes,” said one Fifth Ave- 
nue merchant, “have dropped in price 
more than women’s shoes, and we find 
that men are not complaining of pres- 
ent prices. In the good old days be- 
fore the war the cheapest men’s shoe 
we carried was priced at $7. Now we 
have them from $8 to $12, and men 
seem to appreciate the closeness with 
which we have approximated the old- 
time levels. Women, on the other 
hand, still regard shoes as high in 
price, and we find our wealthiest cus- 
tomers often complaining of prices. 
This is fairly easy to understand 
when it is realized that the wealthy 
people who live largely on the income 
from securities have had those in- 
comes materially reduced. Most in- 
dustrial concerns whose stocks are 
widely held have passed their divi- 
dends this year.” 


Buyers’ Week Not 
_ Favored 


The Buyers’ Week movement pro- 
posed here seems to be gaining more 
ground outside the city than it is in 
New York. Newark has appointed a 
committee to co-operate with the New 
York committee headed by Jesse I. 


‘Straus of R. H. Macy & Co. Many of 


the shoe merchants here are opposed 
to the movement, which contemplated 
a wholesale buyers’ week in mid-Oc- 
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Engraving and Printing 

















COLOR PRINTING 


DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 
































Ready to Ship 


Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 


conses baru 


eiakine > ll 
Lancaster, Pa. 








| Where to Buy 
IN-STOCK 


Children’s Shoes 
Children’s Flexible 
Turns, 


sizes 1 to 8 


Popular Priced Stitche 
downs, sizes § to 2 — 


SAMPLES Sent Prepaid 


G Milow Shoe 
"ROCHESTER, N'Y 2) 
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Where to Bey | 
Shoe Ornaments 


SHOE ORNAMENTS 
For Particular People 
BEADED BUCKLES 

SY EFFECTS 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 























THE LATEST NOVELTY 
Rhinestone Shoe Buttons 


Can be attached by machine. 
In Biggest Demand Now 

Write for Samples. 

NOYES MFG. CO. 
Manufacturers of Buckles and 
Shoe Ornaments in Large Variet 
63 Fulton St. New York, N. Y. 








SHOE BUCKLES 


OF EVERY DESCRIPTION 
BEADED AND METAL BUCKLES 
OUR SPECIALTY 


FASHION ORNAMENT CO. 


15 MYRTLE AVE., BROOKLYN, N. Y. 








COLONIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY will sell your pumps 


VANITY NOVELTY WORKS 


9183 Gates Ave., Brooklyn, N. Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 
PROVIDENCE - - = R.I. 


aval 








M. B. MARTINE, Ine. 


Show Room—130 W. 42nd Street 
Office—148-152 Duane Street 


NEW YORK, N. Y. 
SHOE BUCKLES, STRAPS AND 
YTHIN 


SHOE OR- 
NAMENTATION, INCLUDING 
BEADING 














AN WORKS 
4@& WALNUT STS., PHILADELPHIA 








DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 








meeting immediate needs. 
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tober and a retail buyers’ week in No- 
vember. The idea back of the weeks 
is to gain great publicity for the sell- 
ing events in which prices will be re- 
duced and profits curtailed. The 
theory is being advanced now that 
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there is only so much business to be 
done, because of the curtailed buying 
power of the public, and that while 
business may be forced during a spe- 
cial week, that it will be subnorma! 
before and after the big selling event. 








Western News Letters 


(Continued from page 92) 


in the city. The situation here is de- 
scribed as being much better than in 
most of the larger cities of the coun- 
try. Railroad shops and coal mining 
show steady improvement and there is 
some gain in miscellaneous manufac- 
turing. Copper mining has not been 
resumed yet, but Congressman Marion 
E. Rhodes of Missouri, chairman of 
the Mines and Mining Committee of 
the House of Representatives, who was 
in this city the other day, held out 
hopes of an early resumption of ac- 
tivities in the mining industry of the 
State. Mr. Rhodes was accompanied 
by H. Foster Bain, director of the 
U. S. Bureau of Mines, who spoke in 
the same strain. The sugar beet har- 
vest is at its height and the crops are 
excellent. Another encouraging fea- 
ture is the announcement that U. S. 
soldiers are to be sent to Fort Douglas 
again. 

The shoe business here is only fair. 
It is ahead of August, of course, but 
it is not what it ought to be in the 
fall. The warm, dry weather of the 
past two or three weeks has slowed up 
sales, but the unemployment situation 
has had a lot to do with it, too. Lead- 
ing shoe retailers with whom the 
writer discussed the situation declared 
they cannot see any volume of business 
for a year. They argue that if the 
farmers are to receive a lot of money 
for their crops this fall most of them 
are heavily in debt, and they refuse 
to believe the present tendency to im- 
provement is more than temporary. 
While several dealers said they were 
doing as well as last year at this time, 
and one said he was slightly ahead, 
others frankly admit they are behind 
and attribute it to the industrial situ- 
ation. Everybody is keeping stocks 
down to a minimum and shoes that do 
not find a ready sale are being con- 
siderably marked down and placed on 
the bargain counter. 

Oxfords are growing in popularity 
among women customers and prefer- 
ence is shown for low heels. Straps 
are also in demand in almost any kind 
of heel. Satins and suedes are also 
good. T. P. Hunter, the popular man- 
ager of the Walker Bros. shoe depart- 
ment, told the writer he could not get 
enough black satins. Art Bolton, who 
also caters to the women’s trade, says 
he is experiencing a “run” on patents 
and fancy straps, Grecian sandals, 
moccasin pumps, ete. Art declares 
that while there is a demand for low 
and medium heels, high heels are still 
the biggest sellers. 


The Walker Bros. shoe department 
has a new window decorator in the 
person of John Van Cott. Van Cott 
has already introduced a _ striking 
lighting effect for the handsome show 
cases used in the department which 
should prove very serviceable as well 
as add to the artistic effect of the 
place, as it enables a prospective pur- 
chaser to get a better view of the shoes 
on show. Mr. Van Cott will work 
under the direction of Manager 
Hunter. 

Herbert Hirschmann, head of the 
Hirschmann Shoe Co., is attending the 
conference of the Intermountain Shoe 
Association, which is being held at 
Colorado Springs. According to infor- 
mation to hand Mr. Hirschmann will 
be president of the association for the 
coming year and the next conference 
will be held in Salt Lake. 

Franklin W. Staiger of Boston has 
been appointed buyer of the Auerbach 
company’s shoe department to succeed 
Mr. Horton, who resigned several 
weeks ago. Mr. Staiger had been in 
the city but a day or two when the 
writer called, but he was already in 
love with Salt Lake, he said, and had 
settled down. He is an experienced 
shoe man and came here from the Rice 
& Hutchins Co. of Boston, where he 
has been for the past two years. He 
was formerly associated with his 
brother in the management of the 


. Staiger Shoe Co. of Portland, Ore. 


The new Salt Lake shoe man has a 
pleasing personality and will doubt- 
less prove very popular in local shoe 
circles. Mr. Tew, an employee of the 
department, who has been temporarily 
in charge, will be known as the assist- 
ant buyer in future. 

It is with regret that we have to 
announce the serious illness of Harry 
Cummings, local manager of the Walk- 
Over Shoe Co. Harry Cummings, who 
is one of the best liked young men in 
Salt Lake City shoe circles, was taken 
suddenly ill about midnight some days 
ago and was in considerable danger 
for a time. The patient is resting 
easily at this writing, but his medical 
attendants have decided on an opera- 
tion, which will be performed in a few 
days. Appendicitis is the cause of the 
trouble. 

R. H. Solomon has acquired control 
of the Solomon-Ingham company, the 
name of which, as announced in a re- 
cent issue of the RECORDER, has been 
changed to the Broadway Shoe Co. 
Mr. Solomon, who is the son of a pio- 
neer shoe man and has one of the 
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largest exclusive shoe stores in the 
mountain country, is contemplating a 
number of changes designed to enlarge 
the business and increase its capacity 
for service to the public. 

The J. E. White Shoe Shop, 263 
East Fifth Street, was badly damaged 
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by fire the other night. The fire 
started suddenly and Mr. White aban- 
doned the attempt to save his automo- 
bile in order to rescue some young 
women who were asleep in an apart- 
ment next door. 

The exact damage was not reported. 


PORTLAND 


Northwest Business in Good Shape 


Associated Industries of Oregon Report 
Shows Major Industries in Thriving 
Condition—Sally Sandals Extremely 

Popular—Men’s Lines Sell About 
Two-Thirds Browns 


UMBER mills in the Columbia 
River district are now work- 
ing to about 80 per cent of their 
full normal capacity. Favorable 
weather conditions have produced 
bumper crops in all lines; grains, 
wheat, vegetables and fruits are abun- 
dant in quantity and perfect in qual- 
ity. Transportation charges, though, 
are prohibitive and much of this fine 
production goes to waste for no other 
reason. D. C. Freeman, of the Asso- 
ciated Industries of Oregon, gives the 
following report: ‘Where one indus- 
try thrives another struggles, depend- 
ing on local conditions affecting their 
particular line. The wool industry is 
in a specially thriving condition—they 
are running about normal capacity at 
present. Portland, which has until 
recently been noted for its low taxes, 
is now climbing the tax ladder and 
small retail dealers are complaining 
bitterly. Rents in the retail business 
section are also increasing. One of 
the most marked changes that I have 
noted is the increased efficiency of 
labor. One manufacturer told me that 
their workers to-day produce from 15 
per cent to 20 per cent more than they 
did a year ago. In other words, labor 
is steadier and more serious. The one 
big industry in this vicinity, though, 
is lumber, and it is by the lumber pro- 
duction that good and bad times are 
governed. Business seems to be pick- 
ing up—manufacturers, wholesalers 
and retailers agree as to that—but 
though collections are beginning to 
show a slight improvement, they are 
still a little slow. 

In our last letter we were not so 
sure of how the Sally sandal was going 
to take with Portland women. It was 
a trifle early, and Portland is usually 
slow to grab novelties. But with the 
showing of the newer patent leather 
numbers the hearts of the younger set 
were won completely, and the Sally 
sandal arrived in Portland on both 
feet! 

Knight’s are featuring a strong line 
of patent leather walking shoes, with 
the flat English walking heel. It 
looks as though Portland women are 
going to “walk” in low heels this fall, 


instead of in the high Louis heels that 
they have been favoring. “We have 
not ceased to feature the high-priced 
shoes by any means, though,” declares 
Will Knight, “and are doing an im- 
mense business on the Julius Grossman 
hand-sewed shoe at $16. Last year 
this shoe sold for $21.50. Our Laird- 
Schoeber line sells for from $12 to 
$15 at the present time, and the La- 
velle and Lo Prosto slipper lines are 
priced at from $15 to $22.50. Our 
very best selling shoe is a brown kid 
oxford at $12.50; no other style or 
color seems to be able to compete in 
popularity with this number. In men’s 
lines we sell two-thirds in brown— 
last year it was nine-tenths. Knight’s 
are strong on shoe ornaments. They 
are featuring the new ostrich fans at 
$3 a pair, metal chain tassels for 
$2.50, and clever little jeweled buckles 
to fit over slipper buttons at from 
$3.50 to $10 a pair. Cut steel buckles 
are shown in wide variety at from 
$2.50 to $100 a pair. 

Harry E. Cannon, well known 
around town as “Joe” Cannon, is now 
in charge of the shoe department at 
the Eastern Outfitting Co., where a 
line of boys’ shoes has recently been 
added to the exclusive men’s lines. 
Since the recent remodeling of the 
Eastern the men’s and boys’ shoe de- 
partment has been installed in the 
handsome new basement store. Mr. 
Cannon says that there is a big de- 
mand for tan Russia in brogue and 
ball strap styles—$10 to $12.50 are 
the popular selling prices. 

Paul B. Skidmore, formerly with 
the Walk-Over lines in Ogden, Utah, 
and now manager of the Portland 
Walk-Over shop in the place of George 
Scherer; now of Oakland, is showing 
quite a number of high-topped shoes 
priced at from $8.50 to $12 to appeal 
to the conservative and middle-aged 
women. Black and brown shoes with 
Louis, Cuban and military heels were 
featured. “Browns are still the lead- 
ing color,” says Mr. Skidmore, and 
$8 to $10 is the best price. In men’s 
shoes Scotch grains in oxfords and 
shoes selling at from $10 to $12 are 


(Continued on page 184) 








| Where to Buy 


Ballet Slippers 











W2 SUMNER SMITH 











Ballet Slippers 


IN STOCK 
No. Bleck Ballet, §-11, $1.90; 2 
ik mage 2-7, $1.50 
Ballet, -. $1.56; 
wees $1.68; 2-7, $1.75 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











Where toBuy 


Miscellaneous 


“SILVERITE” 
Write for o ty ye Lamb Wool Insole 
‘or our lo. 
‘A Service Trade Builder.” for our com- 

















has catalog of Shoe 
i be Silverite Co., Mfgrs., 81 High St., Boston 








Manufacturer—Attention 


Littlefield Heele—are genuine all leather 
heels and we can ase=ce you of prompt de 
liveries. Write for samples and prices, 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 
\ 














Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
- Boston, Mass., U. S. A. 








a W.E. ELLIS COMPANY IG 


have RHILL ,. 








QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” eolumns— a 
growing directory for all the trade, 
presentin g answers briefly to cur : 
rent problems in merchandising : 


FON UNEEE One egenerenegren 
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UP-TO-DATE NOVELTY TURN SLIPPERS 
At $332 to $352 


WONDERFUL OPPORTUNITY 
FOR EVERY MERCHANT. 
ORDERS ARE COMING FAST. 
BEA LIVEONE. PUTIN YOUR 
ORDER TODAY. 


In consideration of such close figures 
we can sell these goods in not less 
than 12 pair lots or more of a kind 
and width. For sample pairs we 





No. 600 
SMART BLACK SATIN, ) j 
Ram Wen one add twenty cents per pair to pay for 
Louis HEEt. cost of shipping. Sample pairs not 


$3.30 | returnable. 














IN STOCK 





FOR AT ONCE DELIVERY 
EXCELLENT FITTERS 


AND SURE MONEY MAKERS 


Carefully Note the Following 


No. 600 Black Satin 1 Strap FULL LOUIS wood covered heel...Price $3.30 
No. 601, Black Satin 1 strap junior Louis wood covered heel..Price $3.30 
No. 700, Black kid 1 strap FULL LOUIS wood covered heel..Price $3.30 
No. 701, Black kid 1 strap junior Louis wood covered heel..Price $3.30 
No. 800 Patent chrome 1 strap FULL LOUIS wood covered heel. Price $3.50 
No. 801 Pat. Chrome 1 strap junior Louis heel, wood covered..Price $3.50 

A to D—2% to 8 

Terms 2% off 10 days. 
SPECIFICATIONS 


High grade satin, Fine grade kid, Full chrome, patent leather, Silk cord. 
Solid leather grain counters, Leather sock and quarter linings. 





‘ 


No. 701 











THREE STRAPS Dainty Brack Kip 
We carry a limited amount of 3 straps in stock. Styles ONE STRAP, JuNIoR 
same as illustrated. Some have center buckles. Some Louis HEEL. 
have buttons. They carry both high, and junior wood ‘ 
covered Louis heels. , $3.30 
Prices—Patent leather, $3.90. 
Kid, $3.75. Satin, $3.75. 











KARELIS SHOE COMPANY’ Haverhill, Mass. 
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For Winter Wear 


OOTWEAR for the Winter 
season has been the subject 
of careful study by Lindner’s 

designers. 
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They have at last evolved a lay- 
out of styles which will meet all 
feminine requirements for a ser- 
viceable yet attractive shoe. 
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Write or wire the nearest Lindner 


office. 
ap 
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Lindner Shoe Company 
CARLISLE, PA. 


PHILADELPHIA LOS ANGELES 
929 Chestnut Street Angelus Hotel 


BOSTON NEW YORK CITY 
183 Essex Street Marbridge Bldg., Room 454 
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(Continued from page 131) 

the best sellers. About 40 per cent of 
the men are buying oxfords at the 
present time; with women’s lines 85 
per cent are sold in oxfords. The 
present indications are that business 
will be satisfactory this fall. We 
have observed a noticeable improve- 
ment commencing with the first days 
of September.” 

J. Purvine, manager of the Eggert 
& Young store, reports that women’s 
oxfords priced at from $10 to $15 are 
most in demand and business good. 
“Business picks up fine when school 
commences,” said Mr. Purvine, “and 
our large assortment of school shoes is 
standardized with the family trade of 
Portland.” Eggert & Young’s is a 
standard of conservatism in Portland 
and has a following that has grown 
up with the business. 

Frank P. Egan of the Baker Store, 
at 220 Harrison Street, agrees with 
other Portland retailers that business 
for September showed a marked im- 
provement. “Our best selling shoes 
to-day are strap pumps and military 
oxfords at $10. Men’s shoes at from 
$8.50 to $10, mostly in high tops, are 
the popular selling numbers. 

George L. Greenfield of the Green- 
field Shoe Co. has just closed a deal 
whereby he has purchased the five- 
story building on the west side of 
Fourth Street between Morrison and 
Alder. Part of this 50 x 100 ft. build- 
ing, which is finished in glazed tile, 
is now occupied by the Goodyear Shoe 
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Co. In an interview with Mr. Green- 
field he states: “I have merely pur- 
chased the building as a side invest- 
ment.” In addition to the ownership 
of this building Mr. Greenfield has 
two long leases on other buildings in 
the immediate vicinity—the Rosenblatt 
Building on the corner of Fourth and 
Morrison streets for a period of ten 
years, and the Alder Hotel entire 
ground floor and basement for a period 
of ten years. Mr. Greenfield started 
in life in Portland as the owner of a 
tiny little shoe shop in the cheapest 
location in the city. His investments 
in real estate have been made possible 
by his successful career in shoe re- 
tailing. 

Pink Norwegian imported marble 
forms the exterior of the classy little 
“Mode Art” Shoe Shop at Park and 
Morrison, Portland’s newest retail 
shoe establishment. Al. A. Rosenbush, 
proprietor of the Boston Shoe Store, is 
owner of the new establishment, which 
is under the management of R. L. 
Turnham, also in charge of the Boston 
Shoe Shop on Third Street. Women’s 
and children’s novelty shoes are spe- 
cialized in at the “Mode Art,” which is 
invitingly furnished in brown wicker 
individual seats upholstered in mul- 
berry velvet. Pepper and salt heavy 
piled carpet and cleverly designed 
show cases are typical and in keeping 
with the feeling of “smartness” in the 
new store. 

The promised September meeting of 
the Oregon Retail Shoe Dealers’ Asso- 
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ciation has not taken place; it seems 
as though all dealers were too busy to 
make arrangements for a “get-to- 
gether.” However, many dealers ex- 
pressed themselves as disappointed, 
and they are looking forward to real 
activity in the association during the 
coming fall months. 


ISPLAY a collection of rab- 

bit’s feet, four-leaved clov- 

ers, horseshoes and other tokens of 
good luck. The sign should read: 


Works Like a Charm 
Some shoe dressing here will 
keep your shoes _ nice 
with almost no work. 

Ask us. 


A Sign on a Blotter 
Letter a sign on a desk-size blotter 
pad to read: 

We Wanted This Message to Soak in. 
We’ve handled this shoe for years 
and don’t know one dissatisfied 
purchaser. 


Showing a Law Book 
Put one or more law books into the 
window. The accompanying sign 
should read: 
The Law of Shoe Buying 
Get durability as well as 
good looks—Good judges 
decide in favor of 
these. 













No. O075—Ladies’ Tip Oxford 
This comfortable low-cut is a com- 
mon-sense shoe—but we add a tip 
to the toe, which makes it service- 
able to the wearer who wants a 
shoe easy to walk in but stylish 
enough for street use. 





SUUCUUEECUEUCROOEEOUEEOOUEUUROOEOROUEEOENCUOEEZ 


=: FISHER i 


chants. 
Undoubtedly you 









illustrated catalog. 


oA SPiser S25 ” 






YOUR STAPLE DEPARTMENT 


ISHER comfort footwear is made up in black 
and brown kid, and cabretta. 
sortment of Turns and McKays, carrying leather or 
rubber heels, gives an op- 
portunity of substantial 
profits to progressive mer- 


could 
gain some valuable pointers 
by writing for our finely 





The wide as- 









No. 050 Ladies’ Oxford 








This common sense Oxford for 
ladies always attracts the house- 
keeper or business woman for whom 
a well made shoe, built on the most 
sensible and hygienic lines, offers 
the utmost possible value. 
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Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 
ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 
ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 


BOOT AND SHOE RECORDER 


Crawford Arch-Supporting Shanks 


BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 
J. K. Krieg Co. 
(New York) 
Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 
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No. 321—Tan Cab Opera English Toe. 


Kid Lined. Quilted Sock. 
Sizes 6-11 FF. $2.75 


No. 320—Tan Cab Opera French Toe. 


Boston Office 


110 Summer Street “The Slipper House” 


MEN’S LEATHER HOUSE SLIPPERS 


NOW IN-STOCK 


See Catalog No. 17 
Listing Thirty Lines 
Price Range $2.50 to $3.75 


L. B. Evans’ Son Company 





No, 331—Tan Cab Everett English Toe. 
Kid Lined. Quilted Sock. 
Sizes 6-11 FF. $2.75 


No. 330—Tan Cab Everett French Toe, 


No. 504—Tan Cab Everett. 
Kid Quarter and Sock. 
Sizes 6-11 FF. $2.50 


New York Office 


WAKEFIELD, MASS. Bush Terminal Bldg. 

















BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
"MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 








“al 


| THE ADVANTAGES OF 


P erfection 


C irclettes 


2) 


With the Sharp Shoulder and Broad Wearing 
Surface 


They do protect 
They do stop uneven wear 
They do prevent runover heel 








They don’t scratch floors 
They don’t wear slippery 
They don’t drop out 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher 











Boston 






































"SRR A: 


eg Chicago 
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Prevent this! 








It happens too often with the ordinary box toe. 
The VULCO-UNIT BOX TOE is perspiration-proof | 


and water-proof. Its great durability enables it 
to preserve its shape beyond the life of the shoe. 


Specify the genuine 


Vulco-Unit 


Box Toe 


APPARATUS, AnD TS PATENTED - 








The genuine “Vutco-Unir” Box Tor is made and sold only by-the Beckwith Manufacturing Co. 


BECKWITH MANUFACTURING COMPANY 


111 SUMMER STREET, BOSTON, MASS. 
































CHICAGO, G. W. Kissy & Oo. ST. LOUIS, Oscak F’. Wricut Co. CINCINNATI, Gro. A, SPRINGMBIER Co. 
\ LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD! ~ 

















——— 
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Five New Styles 


ROGER W. BABSON’S ADVICE 


Push Standard Goods.—In the effort to reduce prices 
retailers are constantly tempted to take on unbranded and 
unknown lines. I urgently caution retail clients against this 
mistake. My advice is to push well-established, trade-marked, 
nationally-advertised goods. 












Babson’s Bulletin, Sept. 6, °21. 


THE LINDEN 


Patent leather one-strap 
pump fitted with one row of 
white silk stitching each side 
of perforation on tip and 
vamp; 14/8 Cuban heel. 
Pat. Stock No. 7246 


Price $5.65 
Kid Stock No. 6553 


without white stitching 


Price $5.85 


THE NORFOLK 


Black glazed kangaroo or 
brown kid oxford with 8 
square sole and 12/8 Cuban, 
Springstep Rubber Heel. 


Kang. Stock No. 6568 
Price $5.25 
Brown Kid Stock No. 8290 
Price $5.35 





Regal Shoe Company, 268 Summer Street, Boston, Mass, | 
NEW YORK SALESROOM, 1369 Broadway (at 37th Street) 
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SPRING LINE READY 


The complete line of Regal samples for the Spring of 1922 
are now being shown by our salesmen. A card to the Boston 
office will bring a Regal representative to your store—or you 
may prefer to visit our Boston or New York salesrooms. 


THE LINDEN 


Black ooze one-strap pump 
with plain toe and 14/8 _ 


Cuban heel. 


Stock No. 9335 
In-stock now 


Price $6.00 


=i 


SHOES 


Ready to Ship Now! 








CLIP the ORDER-FORM below for CONVENIENCE 


The Regal Shoe Co., Department 20 
268 Summer Street, Boston, Mass. 


Gentlemen :—Please ship at once by 
the following shoes from stock, as advertised : 









ORR Oem ee em eee meee REE HEHEHE HEHEHE HEHEHE EEE ED 








Stock 


No. |Width | 2| 3 | 8—| 4) 4—|5 


5— 


6 | 6— | 7|7—| 8| 8—| 9 | 9— |10) 10— 





























Send the Coupon 

































































for a copy of the new Regal 
in-Geock Catalog of Fall 
and Winter styles. Check 
the square at bottom of 
coupon. 


PIN the COUPON to your LETTER HEAD, please 


check (a ) here 








| of charge. 


I should like to receive your new In-stock Catalog free 
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& 
§§ THE WANTED STYLES—READY TO SHIP—ALL WITH RUBBER HEELS 
LS SEND FOR SAMPLE CASES—TERMS, NET 30 DAYS 








REPRESENTING 
STYLES 1003—1001 






No. 1003—Women’s patent McKay 


| 

| sewed oxford, military heel, green 
| stitching, medallion tip. Sizes 3-7, 
| 8%-7, C wide. Price ........ $2.85 


No. 1001—Women’s dark brown ox- | 
ford, McKay sewed military heel, 
light stitching, medallion tip. Sizes 
2%-7, 3-8, 4-8, C wide. 2%-7, 3%- 
7, 3-8, 4-8, D wide. Price. .$2.85 
! No. 1002—Women’s dark brown 
oxford, low heel, imitation fancy 
brogue, medallion tip. Sizes 2%-7, 
3-8, 4-8, C wide. 2%-7, 3%-7, 
3-8, 4-8, D wide. Price....$2.85 


No. 1004—Same as 1002 in brown 


Sizes 2%-7, 3-7, C wide. Price, | 
$2.85 


| vici kid without the medallion tip. ' onvann a ks 
| 











KF 





Are You Getting \« 
Your Share of this 
kind of 





BALTER SHOE COMPANY 
135 ESSEX ST., BOSTON, MASS. 


ALWAYS A MINUTE AHEAD WITH THE NEWEST STYLES 
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The Peerless 





No. 990. 6-in. Sh 


Boys’, | to 5. 
Youths’, 11 to ‘ig ° 


Misses’. 1! to 2. “ 








No. 981. 14-in. Arctic Sheepskin 
Packed in bulk, sizes 5 to 
$2.70 





Packed in individual car- 

tons, per pair...... 75 

No. 983. — Sheepskin 
ot 

Packed in bulk, sizes 5 to 

12, per pair........ 

Packed in individual car- 


tons, a eee $2.15 
No. 980. 6-in. Sheepskin Boot 


ee in bulk, sizes 5 to 12, pas 





Fall sizes’ “a "" No. half = 


BUSINESS | EVERY ¥ YEAR? 


Sheepskin Som Five Eyelets, = 
Men's, 6 to 12. -Per doz. pair $9. = 
8.7 


Women's, 3 to 8. “ , a 9.00 # 

















will take the 
pinch out of 
it. The Peer- 
less fills a real 
need in a shoe 
store. 

When com- 
plaint is made 
that “the shoe 


pinches my 


Shoe Lengthener 


If “the shoe pinches my toe” 





toe,” it is more often that the shoe is too 
short rather than too narrow. 

The ordinary stretcher will not remedy this 
trouble—The Peerless Shoe Lengthener will. 


The Peerless is easily handled—it works 
quickly—the ratchet can be released without 
reaching inside the. shoe. 


The Athletic Shoe Co. Price, with 3 toe pieces...... $4.50 
918-934 North 3 
Marshfield Avenue Progressive Shoe Machinery Co. 


wersrunen ILL. Minneapolis, Minn. 
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WHOLESALERS AND 
VOLUME BUYERS 


Price—Delivery— Quality 
— Service — 


Price—Low enough to give your retailer a $4.50 to $5.00 seller. 
Delivery—In about three weeks after order is received. 


Quality—The best materials possible for the money, plus Brockton 
workmanship. 





Russia Perforated Bal. Broadway Russia Full Quarter Blu. Cort 
Last. Single Sole. With Goodyear Last. Single Sole. With Goodyear 
Wingfoot Rubber Heel Attached. Wingfoot Rubber Heel Attached. 


Let us send you samples of these shoes shown above. They will prove that we have 


the best buyers of our trade to-day. A postal card will bring them to you. 


“THE PRICE IS THE THING TODAY” 








Joseph F. Corcoran Shoe Company 


BROCKTON, MASS. 



















A Cozy Boudoir Moccasin! 
REAL INDIAN MODEL 


Attractive Durable and Com- 
fortable. Made in Smoked, 
Pearl or Chocolate Elk. Beau- 
tifully lined. Trimmed with 
Furette. Ribbon design on tip. 
An ideal seller for Fall and 
Winter. Made to retail 
from $3.50 to $4.00, 


Let us send you the whole 


story about our complete 
line for the entire family. 


THE FELIX MOCCASIN COMPANY 
“Indian Moccasin Makers” 
MARLBORO MASS. 


Leach Shoes 


FOR JOBBERS ONLY: 


Infants’ Turns in High Cut Lace and 
Button with White and Grey Tops, and 
all Black and Havana Brown Kid in both 
Regular and High Cuts. 
2 to 5and 5 to 8 
Write or wire to factory 


E. F. LEACH 


Manufacturer 
184 MARKET STREET 






















No. 554 
The Hiawatha 






















LYNN, MASS. 






Buyers’ Easy Reference Directory 













APPROVED BY 
MEDICAL MEN 


As a sturdy rt for the ankles of 









Well-known 
surgeons recommend its use. 

Make your stock of 
ventiation@ children’s shoes 
PATENTED > ge 






for immediate action, 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 








Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 













eee ee 
~~ 
ee ee ee ee ee ee ee ee 





No. 3298 Fern Dish, 
natural prepared 
with willow ware 
basket, complete, 
$1.00. 

Ask for my ILLUS- 
TRATED CATALOGUE 
No. 32 containing illus- 
trations in colors of 
Everlasting Decorative 
Flowers, Plants, Vines, 
Garlands, Hanging 
Baskets, etc., MAIL- 

R 


c THB 
ASKING, 


FRANK 
NETSCHERT 


61 Barclay St. 
NEW YORK, N.Y. 






























SELLERS 


One Strap— 
$1.50 
% heel. 


IN 
STOCK 


Cab Boudoirs— 
Kid Ballets— _~ pee $1.10 
Childs’ 8%-11..$1.25 Red -..---. 1 
Misses’ 11%-2.. 1.30 
Girls’ 2%-7.... 1.35 


ORDERS SHIPPED 
DAY REOCBIVED 


Tan ....... 1.20 
Dark Brown 1.20 
Satin Quilted Bou- 
doirs, Wood Heels, 
All Shades, $2.00 


Low Heel. Quilted Sock. 7 
Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 























Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 































FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mase. 
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lyst Wott 


SHOE 


Timely Suggestions of the “Wright” 
Kind for Immediate Use 
In Stock, Ready To Ship At Once 








Stock No. 236 


A Fall Shoe for street or dress 
wear, carrying with it all the style 
requirements of the fastidious 
dresser. 


Gun Metal Calf Brogan Bal. 
Aristocrat Last. 
Wingfoot Rubber Heel. 
AA to D. 5 to 11. 
Price $6.60 a Pair 












































Stock No. 460 
A Snappy Pat. Oxford for dress or 
evening wear. 
Myopia Last. 
Very Light Flexible Sole. 
AA to D. 5-11. 
- Price $6.00 a Pair 




















E. T. WRIGHT & CO., Inc., 


Rockland, Mass. 
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Reg USA 


ATENT 


Will give satisfactory service in your shoes 
under every kind and condition of 





After Nov. 1st 


Ww eather. Try some. our production 
will be in- 
creased radi- 

cally. 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, II. 




















209*, 200, .0% Pe, .09% 29%, s0O%e, 0° °. 


se PELE VER EYEE VEL ELE EER 


e (lvidye 


Announcement to 


Shoe and Leather Men 
R. FRED A. REED, the new 


managing director of the Hotel 
Claridge, wishes to announce that he is 
desirous of being host to shoe and leather 
men when they are in New York. 


seach 








¥ 
# 
2 












The location, service and cuisind of the Claridge 
are responsible for its selection by the shoe and 
leather men. 

Dignity and Comfort at the cen- 

tral point of New York's gaiety. 





The shoe and leather trade has come to realize 
that if he’s a shoeman you will meet him at the 


HOTEL CLARIDGE 
Broadway at 44th St., N. Y. 


Fai ER RBRREBRRREE REE RAS ON 


ee” “ego” “ege® "eee" “eae” “eo "eee “eee 
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enol & SHOE enor & SHOR enor & SHOE enol & SHOE 
WORKERS UNION WORKERS UNION WORKERS UNION WORKERS UNION 
union ora j 


Factory 









































INA 





Will You Get His Trade? 


The Union worker is a loyal patron of Union-made 
merchandise. 


Union-labels carry weight with him, he knows what 
they stand for and against. 

On shoes, the stamp of the Boot and Shoe Workers’ 
Union influences him in favor of those shoes. 


He represents an army of 4,000,000 prosperous 
buyers. 


If you insist upon seeing this label inside the shoes 
you sell, he will insist upon making your store the 
shoe-market of his family. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 SUMMER STREET . - BOSTON, MASS. — 
COLLIS LOVELY, Gen’! President CHAS. L. BAINE, Gen’] Sec’y-Treas. 





il MM iim tt ttm nn 














SAA 















































BOOT AND SHOE RECORDER October 15, 1921 


Kecth’e Konqueror “Iulletin— 


Jn Stock Styles for Fall aclling are 
now ready. “They're fifpcne and 
there’o enough of Chem for most satie= 


factory choice. We euggeot you 
oend for ll otraled folder, Black Py = Ox. Vinette Pe i Ox. 
1 inch Heel, Rubber, — 


1 inch Heel, % Rubber, Cynpes wu 
Model. Widths AA to D. Model. Widths AA to 
Price $6.25 Price $6.25 





“The “Preston “13. Keith Shoe Co. 


UN. Ao, 299 “Broadway, “Room 415 K 
cn 207 panertte Sbreel < 





HERE’S THE MOCCASIN 
TO ADD TO YOUR LINE 


A HOUSE SLIPPER which combines comfort, durability 
and attractiveness. Made of Tan Ooze Sheepskin. A 
display will brighten your window and the sales will sur- 
prise you. 

PRICES OF APACHE MOCCASINS 


Babies’ Sizes 1, 2, 8, *. 


Ladies’ Sizes, 3, "4, 5, 
Men’s Sizes, 7, 8, 9, 10, 11 


Request our catalogue os seven different styles,. or 
samples of Apache and several other popular priced Moc- 


casins. 


ARROW NOVELTY CO., Inc., 108 E. 16 St., N.Y.C. APACHE BEADED MOCCASIN 











IN STOCK 


The Best Line of Children’s, Misses’ and Growing Girls’ Welts out of Boston 
All Are Genuine Calfskins All Have “Wear Proof’ Linings 


Stock No. 550—Children’s Tan Calf Boot.$2.85 oe ip. 541—Misses’ Gun Metal o.. 


Stock No. 551—Misses’ Tan Calf Boot... 3.25 
Stock No. 552—Growing Girls’ at Calf 3.85 Stock No. 542—Growing Girls’ Gun Metal 
Calf Boot, .English Last, Rubber 3.85 


Boot, English Last, Rubber Heel.. 
o. 540—Children’s Gun Metal Calf Stock No. 543—Growing Girls’ Gun Metal 
2.85 Calf Boot, Broad Toe, Rubber Heel.. 3.85 


Terms: Net 30 Days F. O. B. Boston 


SAMUEL J. KATZ & CO. 
203 Essex Street, Boston, Mass. 
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Increase Your Sales— 


Black Velour Calf Blucher Oxfords 


In Stock 





WELT 











No. B271—All Gun Metal Blucher Ox- 
ford, 13/8 Heel. SIZES 
| PERC EE ET $4.75 Pe a eet 4 8 
Me ws ccpae 3%-8 
Terms: : : 7 e 
Net 30 Joy, Clark & Nier, Inc. Ama 
Days Rochester, N. Y. 














CARRIED IN STOCK 


Style No. 105—Mahogany Bal. Yale 
Last. Single Sole. Goodyear “Wing- 
foot” Rubber Heel. 


Style No. 120—Brown Scotch Grain 
‘ Brogue Oxford. White Rubber Slip 
Sole. | Heavy Edge. Whiz Last. 


Style 105 Style 120 


DELIV ERIES ON DAY ORDER IS RECEIVED 


Ask for our catalogue. 


CIVILIAN SHOE CO. WARD HILL, MASS. 
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The FOOT-X-RAY. TIME, MATERIAL, LABOR 

| | are three elements on which you can effect 

increased savings in your repair department 

proves to your customers that you FIT by making certain that your equipment is 
Progressive. 


shoes properly. 


| 
| 


The Both-in-One Combination 
Sole Cutter and Skiver 


is a typical Progressive product. With it, 
your repairman can cut out a half sole and 
skive the butt on the one machine without 
removing his hand from the crank. 


The Skiver makes a wide, flat bevel on 
any stock; the Sole Cutter cuts out an 
a of piece desired and leaves a smoot 
edge. 


Correct-fit Incorrect-fit__ 
Write for new circular on this machine. 


The Simplex Foot-X-Ray Machine “earns its Progressive Shoe Machi ery Co 


salt” by the service it renders. It helps your 
clerks make sales easier, faster and fit feet Minneapolis, Minn. 


RIGHT. 


You don’t have to “turn over” the customer to 
another sales person. i 
SLUDETEORGLCGUCEEEEOEEE CEE CEAEEECRECEE CRE CEEE TERETE TEATRO TREE ETRE 


Each one makes his own sales. 
The Latest Styles 


Every town NEEDS one of these machines. It 
REQUIRE 











will make your store the leader. Write us. 





rs various adaptations are found in 
the best accepted vogue, both in 
France and America. 


We supply widths for all styles. 


EVERLASTIK, Inc. 


52 Chauncy St., Boston 
395 Broadway, New York 


Foot -X- Ray 


Alternating Current 


Direct Current 
F. O. B. Milwaukee, Wis. 


E. H. KARRER CO. 


Sole Distributors 


246 W. Water St. Milwaukee, Wis. 


VUUUUUUOUEUOUUUUEOUURERO OOO DUAUOOUEOUURUEUUOOGEADD GUUGEEUDGcUUOUUOUOUROUNOUNOUEUDOOOUROUOOUEOUOOONOOONE 




















py 
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Wy Tp SORRY, BUT WE’RE 
s4 BI SOLD OUT! Wood Sole Shoes 


Before you realize it you are ordering more of the 
styles displayed on the SUCCESS DISPLAY RACK. 
Their capacity for saving your time, your space and 
selling your shoes is phenomenal. 
They display from > s sides. Occupy but six square 
Ali sizes accommodated on a single 
of display shelving or a table 
#’ x 8 dimension 
Finished _in Mission Green, Oak or Mahogany Stains 
and in French Grey, White or Ivory Enamels, Costs 
‘ar less, displays and SELLS far more than any other 
display fixture. 
$7.75 cash with order. Crated weight 26 pounds. 
$90.00 per doz. Crated for freight, 320 lbs. 100% 
Efficient Salesmen pay for themselves in a JIFFY. 


SUCCESS SEED oe COMPANY, 
nc. 


k . Washington Dept. B. 





s 
Parent App’d For » 





High Grade Waterproof, Wood Sole Boots 
and Shoes. Full Oil Grain Leather, Sole 
Leather Counters. A Profitable Line for 
Every Dealer. 





“Automat” Shoe Form Men’s High Cut Buckle Shoes 


STRICTLY SELF ADJUST- ~ Men’s High Cut Boots 
ING. ONE form fits all ies 

display shoe sizes, 3!4 to 
5, A, B and C widths. 
Fine bass wood—Nat. Blk. 
and Mahogany finish. Au- 
tomatic fixture nickel 
plated. Order Model 6 
for pumps and slippers, ; Riemer’s Steel Rims, for Sole and Heel 
Model 8 for boots and Ox- 
fords. $2.00 pair. 5% 


10 days 3 ~% N A. H. RIEMER SHOE CO. 


U. S. Specialty Mfg. Co. -e MILWAUKEE, WIS., U. S. A. 


West Somerville, Mass. 














For Manufacturers of Women’s, Misses’ 


Gr oping in the Dark and Children’s Shoes. 


No, 1082 No. 3147 
Ribbon Bow Patent or Gun Metal 


Time was when the purchase of advertising 
space was a “blind groping in the dark."’ Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often these 


figures were unreliable. 


In six years the Audit Bureau of Circulations 
has solved this perplexing problem. By a sys- 
tematic analysis of distribution and methods rin nes SIT ar po, 1120 ™% 
this organization is able to supply just the data Gilt, Rubber and wifetal eee Nickel 
an advertiser needs. The darkness is dis- os 
pelled and the bright light of verified facts STRAP BUCKLES, RIBBON 
takes its place. Space buyers no longer find F O OR LEATHER BOWS, OR 


; TASSELS 
it necessary to grope in the dark. Write to 


The Vanity Novelty Works 


Designers and Manufacturers of 


There are no dark spots in the Boot and 
Shoe Recorder circulation. Our records are 
audited by the Audit Bureau of Circulations. SHOE ORNAMENTS 
913 Gates Ave. Brooklyn, N. Y. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


WPGC O70. 


7@\ii/@\i/e\l 


Oh TN TRIN RIN TEX J] 





FAILURES Commerce Shoe Co., wholesale 


shoes, reported asking extension. 
Bessemer, Ala.—Todd Shoe Co., shoes, Sk ieeeeeek des dies mie eenitein MISCELLANEOUS 
a involuntary petition in bank- at first meeting of creditors, J. Liv- 
. ingston Hill was appointed trustee » 
Moosup, Conn.—Irving Leiter, (Modern ad oe Joseph Mellors under Ideal Line Boling Step 
Shoe Store) shoes, reported petitioned ond of $10,000. Fitvcen Saylen. Satie- 
Popular Leather Co.,- reported faction Guaranteed. 


into bankruptcy. ; 
Judge Thompson confirmed sale of tae fee ja 


Savannah, Ga. — Southern Shoe : — assets of $872. The company was 
wholesale shoes, reported petitione adjudged an involuntary bankrupt. Daynite 
into bankruptcy. Joseph Mellors referee. Farniture Mfg. Co. 
213 Chouteau§ Trum 
Brooklyn, N. Y.—American Footwear Mfg. Denver, Pa.—B. & E. Shoe Co., shoe man- Bldg. St. Louis, Mo 
Co., Inc., shoe manufacturers, re- ufacturers, reported petitioned into ——_—_—_— 
ported petitioned into bankruptcy. bankruptcy. 
i Pa.—Mark Sherman, ieather 
acuse, N. Y.—Alexander & McCor- Reading, ; ’ 
a: shoes, reported petitioned into and shoe findings, reported filed 
bankruptcy voluntary petition in bankruptcy, 
: with liabilities of $15,684 and assets 


New York City—A. Hoffenberg & Son, of $5,725. 
manufacturer of shoes = — atten, Dein. ~ ites “tee 
reported recently  petitione a aan, . tan saan te 
bankruptcy, offering creditors le Jemnte A. Wéedn, a6 wusten. 
settlement, cash and 15% in three 
secured notes dve in three, six and Clifton, Texas—Schow Bros., shoes, etc., 
nine months. reported petitioned into bankruptcy. 

Landau Shoe Co., Herman N. 
Landau, Prop., wholesale shoes, re- 


ported petitioned into bankruptcy, MISCELLANEOUS 


is asking creditors for an extension of a4 
time of payment of accounts for one a : ae a fine of 


year, payment to be made not less . 
than five per cent on = a hn 7 Wood Fixtures 
e lar * ve 
pos peony every mont uring The Most Popu iad ss tr cua “m! 
indow Valanc 


J * 
Philip Blonsky, boots and shoes, re- Size Stick —_ te Steck 
ported owes in excess of $2,000 and = Ask for samples. 
J 4 Write us about Windou 


unable to meet his debts is offering “ 

settlement of 40 cents on a — 66 99 Rugs ang Decorating 

There are three parcels of real estate ‘i 

held in his wife’s name. j The Hecht Fixture Co. 
Medinah Bidg., —— & Jackson 


Charlotte, N..€.—Burt Shoe Company, N. Trade Mark CHICAG 
D. Levy; Prop., shoes, reported peti- ’ NEW YORK SHOW ROOM 
tioned in bankruptcy and Levy has . Made in Three Styles, 65-67 KE. 12th St., bet. Broadway & 4th Ave. 


been adjudicated bankruptcy. ; . eee iclacinereteienteercnoenmencessrnecen-+a-oeeee 
No. 1, 2, 3 
Liberty, N. Y. — Nathan’ Stewart, “FISHER” 


“Stewart's,” shoes, etc., reported an | ith Standard Measur 
offer of settlement of 35 per cent, “45 Wi S : = Trade Mark 
payable 20 per cent in cash, 5 per English, French, =~ 1 
cent within two months, 5 per cent American HEEL ” 
within four months and 5 per cent Hy COUNTER 
within six months, evidenced - by = Price No 3 PORT 
notes has been submitted to ereditors ‘ 7 “a no - 
of the above who was recently peti- thout 
Weak Ankles 
tioned into bankruptcy as noted. 3 $1.50 Each Prevents the Counters of Reots 
Circleville, Ohio—Franklin Shoe Mfg. Co., a | 
children’s McKay shoe manufacturers, “Varnum” Sise Sticks partment shoul 
reported receiver has been appointed I are made of Extra : See 
for this concern. ie Quality Maple Wood, The New Improved 
: with Nickel Plated ’ 
Okmulgee, Okla.—The Booterie, Inc., 4 : 6 ? 
shoes, reported meeting. of creditors Trimmings. Makes an attrac- E. W. 
tive fixture for the store, also SHOE STRETCHER 


was called for October 12, last. in @ teig weating and 
useful one adjust nters 
Philadelphia, Pa.—Star Bootery, Koplo | as well. = two rhol ~i without 
Bros., shoes, reported involuntary | Writ 
petition filed against Irving Koplo and @ Us Direot tf Your Deater 
Alfred Koplo, individually and trading . Cannot Supply You 
as Koplo Bros., and the Star Bootery. ; 
» Harry Schwartz temporary receiver + 
arty Sehanete tetpess Frank W. Whitcher Co. 
Reliable Shoe Co., wholesale shoes, Manufacturers 
reported petitioned into bankruptcy. BOSTON, MASS. 
Judge Thompson confirmed sale of ‘ ‘ : 
assets for $872. Referee Joseph BRANCH, OHICAGO, ILL. 
ellors. 























MME EE@EEEEEEEEEEEEEEEEETEEEZEXE@EGQ0E. 


Beautiful Glass Fixtures 


Our celebrated line 
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___ HELP WANTED HELP WANTED WANTED TO PURCHASE 
EEEEEEEEEEEE@@EMWE@E@@E@q@YC MM@eEdltl”lleg We bay quick and pay highest cash peice 


for retail and —_ stocks of 
any other me ndise, 
ity no object. 
hy zee our aggre om 
7 and mercantile reference. 
A Genuine Opportun BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Preprietor 


ity for a number of 610 Broadway, Brooklya 
hone 8 
High Grade Traveling tage 1757 


Shoe Salesmen. 




















A well-known Western 
shoe manufacturing or- The NEW YORK EXPORT 


ganization, with a con- PURCHASING CORPORATION 
: 515-517 B 
stantly increasing out- wae tee a, 


put, has decided to 
enlarge its salesforce. WILL { Seren ‘Stocks FOR 
BUY CASH 


Entire Stocks 





~ Several shoe salesmen of proven ability can make a most 


profitable connection at this time. Rich territories are 
DO YOU CONTEMPLATE 


offered from coast to coast. 
—_ or going out of business? 
wil paz value for your entire er curpins 


I lyi ive fullest details, which will be held in 
a. cean? soridc, tert were © se tote 


strict confidence, to I. OLENICK 


413 Broadway, New York. Tel. 9581 Canal 











C 849, care Boot & Shoe Recorder, 207 South St., Boston, Mass. 





MMU lll tr sats tape cots, We aig bo Pome 


surplus or slow Le; Quantities 
ject. Retail or wholesale. - = 


MISCELLANEOUS MISCELLANEOUS epee a — ree or spooe es 


GLAUBERG & 
296 Church St., = York 


Milbradt Rolling SHOE STORE ‘ We also purchase clothing te. tarnishing 


Step Ladders CHAIRS 


are made in a great many 


styles to suit all kinds SETTEES ATTENTION OF 


of stores and shel 


They will enable you to 
get along with less help, ; Shoe Manufacturers and Jobbers 
save the wear and tear We are soliciting co: ents of general 
on your shelving and lines of footw 1 also make liberal 
help the _ —Y of cash efvances if & and 

Shipped sub- CANTOR & "WOLPERT, INC., 
—Auctioneers— 


Write fer our iss WINDOW DISPLAY FIXTURES Opposite South station” 
ot itere Gxtares. The OSCAR ONKEN Co. 
Milbradt ~ 1154 4th St., CINCINNATI, OHIO C A ~ H P A I D 
Manufa Co. = shoe stores or surplus stocks of shees oo or 
2416 Ne. 10th St. CUSHION TIRE fer other merchandise. Leases taken 
— EJADDEDS| | © tesserae 
STORE METHODS cohtlter Cerf. , Mercantil - ae ty 
Te provide adequate Phone Spring 5160-5161-5162 


stock —to make it pesto = 
STEP and convenient for clerks and 


LADDERS | & ,wrnawiedevinooite | |Cash Buyers 



























































Ald MONMANLANNAY 























stocks of any size. 


holesale or retail trade—install 
are made &y. Me a MYERS. NOISELESS Of general lines ef footwear. Will handle 
Cc 


} in many USHION TIRE STORE LAD- 
| styles and DERS. - Deep tread steps, full length 
to fit all hand grips, rubber tires, overhead track system, 
kinds of firm construction throughout, eliminate vibration 
helvin and noise and produce a ladder of ample 
Send for esta: Saat ee ae CASH PA 
e style only — 
Ge ong eS — any height — easily I D 


d pri i — for entire shoe stock 
and prices. installed meets most r — nee 6 ieee se ouae sted ke of 


Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St.. Broeklyn, N. Y. 
Phone Williamsburg 8410 ° 























COMPANY 
67 Randolph St, 
Chicago, Il. 











152 


BOOT AND SHOE RECORDER 


October 15, 192] 





page per issue: 


Space 1 time 7Ttimes 13 times 
1 in... $5.00 $4.00 $8.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





“Recorder” rates for space less than one-eighth 


insertion. 
cents. v 
26 times 652 times te ~< for each insertion. 
$3.00 $2.50 When sd 
a “8 ment for address. 
12.00 10.00 aoe. 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


For other ‘“‘Want”’ advertisements, seven cents 


Ads under this heading will be received up to 
iday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 


warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
Answers to ads must be sent under letter postage. 


Minimum amount accepted, 


When advertisers desire replies for- 























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














FOR SIDE LINE NOW IN SEASON — 
Shoe Salesmen, covering towns of 
2500 and up in Wisconsin, Minnesota, 
North Dakota, South Dakota, and Iowa. 
Ten per cent commission paid monthly 
on shipments. Ladies’ and Gents’ Spats, 
Children’s, Misses’ and Ladies’ Leggings, 
Children’s Pantaletts, Men’s and Boys’ 
Canvas and Waterproof Leggings, Leather 
Puttees. Samples and case weigh 25 Ibs. 
Merchandise A-1. Salesmen traveling in 
automobiles have been very successful 
with our line. Give reference, territory 
covered, line now handling. Address 
C-823, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








XPERIENCED men wanted to 

carry complete line of solid 
leather fuli vamp service shoes on 
straight liberal commission basis. 
Among others, these territories 
now open: Southern lowa, North 
and South Dakota, northern Illinois, 
eastern Ohio, western Pennsyl- 
vania. State age, experience, ref- 
erences. Portage Shoe Mfg. Com- 
pany, Portage, Wisconsin. 











NEW ENGLAND SALESMAN 
WANTED 

Old established house, making high 
grade welts, turns and McKays, 
wishes to connect with an A-1 
salesman for New England terri- 
tory. Must be experienced, and if 
acquainted in New England so 
much the better. Write immedi- 
ately. Address C-848, care Boot & 
Shoe Recorder, 609 Powers Blidg., 
Rochester, N. Y. 














ALESMEN to sell line of Keds all over 

United States. Can be carried as side 
line. Address K-512, care Boot & Shoe 
Recorder, 127 Duane St., New York. 


ASS. MANUFACTURER of Men’s fine 
welts has a few territories open for 
salesmen to.handle the product. Ex- 
ceptional opportunity for men_ with 
established trade. All replies held con- 
fidential. Address C-825, care Boot & 
= Recorder, 207 South St., Boston, 
ass. 





ANTED — Experienced salesmen_ to 

sell, on commission, twenty styles 
women’s welts from stock. Territory 
open: Pittsburgh and vicinity, Cleveland 
and vicinity, Detroit and vicinity, Indiana 
and Illinois. Give reference and experi- 
ence. Address C-838, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





ANTED—A salesman to carry a line 

of high grade turn shoes, to be sold 
strictly on a commission basis. Address 
C-824, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED Sideline men calling on high 

grade trade to carry a line of fine Welt 
shoes for boys, youths, and little men, 
specializing our Celoid chrome Sole, assur- 
ing double the wear. Write immediately 
tor territory and give references and par- 
ticulars in first letter. R. K. L. Company, 
10 Ionia Ave., N. W., Grand Rapids, 
Michigan. 


WANTED—SALESMEN calling on shoe 

and luggage stores to sell our Folding 
Slippers in pouches (one sample only). 
Also other good holiday novelties. The 
E. R 5 GILBERT MFG. CO., Rochester, 


aN. 











XPERIENCED salesman for New Jer- 


sey. Will turn over trade. Must show 
previous success. Address K-502, care 
Boot & Shoe Recorder, 127 Duane St., ' 


New York. 


HELP WANTED 














WANTED 
Salesmen or Live Retailers 


To Sell 
During January and February 


The Best Known, Nationally 
Advertised 


POPULAR PRICE FELT 
SLIPPERS 
AND 
MEN’S LEATHER SLIPPERS 


In Michigan, Minnesota, Southern 
Indiana, Southern Illinois, Ohio, 
Kentucky, Tennessee, North Da- 
kota, South Dakota, _ Missouri, 
Kansas, Nebraska and Far South 
and Far Western States; splendid 
opportunity for salesmen or re- 
tailers who have time during these 
months; liberal commission. Ad- 
dress C-832, care Boot & Shoe Re- 
corder, 189 W. Madieon St., Chi- 
cago. 














H!¢# GRADE SALESMAN WANTED 
for first class territory. EDMONDS 
SHOE CoO., Milwaukee, Wis. 





WANTED—Experienced shoe salesman 

to carry as a side line Boys’ and 
Girls’ welt shoes; straight commission 
5%. No advances. Give references. Ad- 
dress C-840, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





LINE WANTED 





WANTED—Manager for shoe store, 
doing a good class of shoe business. 
Must buy, sell, advertise and dress 
windows. Organization consists of 
4 employees and shoe repairing dept. 
Liberal salary or salary and per- 
centage to right rson. M. 
(eameen 101 Main St., Flushing, 








WANTED—Traveling position wanted 

for coming season by man 37 years, 
with 21 years’ experience in the shoe 
business in making, selling at retail and 
traveling in Northwestern States. Gen- 
eral line or separate. Address C-828, care 
Boot & Shoe Recorder, 189 W. Madison 
Street, Chicago, Il. 











IVE wire salesmen for an all leather 

line of Infants’ and Children’s Square- 
edge Turns, sizes 1-11, in stock. One 
Day Service. 6% commission, paid week- 
ly on net shipments. All _ territories. 
References and lines carried. Address 
C-836, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





ALESMAN acquainted with small job- 

bers and large department stores to 
sell snappy line of women’s McKay shoes 
for Middle West territory. Big oppor- 
tunity for man with following. State in 
first letter previous success. Will be held 
in strict confidence. Address C-837, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Masse. 


EXPERIENCED Manager and Buyer of 
shoes desires connection with large 
retail store or manufacturing. With pres- 
ent employers fifteen years as manager 
shce department. Wishes to change at 
once. Address C-847. care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED, by an experienced shoe sales- 


man, short line of low priced 
Women’s Welt. Will consider few 
McKays; stock proposition preferred. 


State in reply your terms and your com- 


mission. Address C-829, care Boot & 
| Recorder, 207 South St., Boston, 
ss. 








BOSTON STORE MANAGER WANTED 
—Well known, centrally located retail 
shoe store is desirous of securing the 
services of a reliable, experienced man- 
ager. If interested, write us your experi- 
ence, references, salary required, etc. 


Address C-843, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 


WANTED TO PURCHASE 


WANTED TO BUY—Second hand shoe 

sample trunks, both men’s and 
women’s. Must be in good condition. 
Address C-818, care Boot & Shoe Recorder: 
207 South St., Boston, Mass. 
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BOOT 


Member of the Associated Business Papers, Inc. 





AN D 


Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
right purpose, to the right wearer, in the right fitting, for the right price, at the right profit. This 


is the great problem of the retail shoe merchants. 
corder” is to help solve it: for this is the basic problem upon which depends the progress of the en- 


tire allied industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 


Root Newspaper Ass’n. Member of Audit Bureau of Circulations. 
Entered at the Post Office, New York, N.Y., as second-class matter. 


The chief purpose of “The Boot and 


Canadian, $6.00. 


239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


Shoe Re- 


Foreign, $10.00 
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POSITION WANTED 


FOR RENT 





POSITION WANTED—Salesman: Per- 

sonally acquainted with the shoe trade 
in State of Missouri, would like to connect 
with first class house, if you are looking 
for a man who can produce, answer this 
ad. Age 34 years, 9 years in shoe game, 
and can give best of references as to 
ability, ete.; only high class proposition 
considered. Address C-831, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 








Are You Getting 
Results Out of 
Your Advertising? 


Experienced Advertising Manager 
available for part time to work 
with manufacturer or merchant lo- 
cated near Boston on _ catalog, 
house-organ, trade or newspaper 
advertising. Address C-844, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 














CASTING FOREMAN wanting position, 

about 20 years shoe experience; 
operated important machines, can handle 
men and get results. Address C-850, care 
Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 








FOR SALE 


OR SALE—A remarkable opportunity to 
purchase retail shoe _ store. New 
Stock, excellent location, best city in New 
England of 60,000. Requires $15,000.00. 
Address C-845, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


OR SALE—Shoe store in city of 7000, 

Southern Michigan, 13 large factories, 
all running, 3 railroads. Good lease, good 
location and clean _ stock. Did over 
$26,000.00 business last year. Address 
C-846, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 














FOR RENT 


SPACE for carrying stock, also sample 

or desk room. Telephone, reasonable 
rental. BERENT, 140 W. Broadway, 
New York. 





SAMPLE room, office or desk room, with 
telephone, service, etc. Low rent, 
ideal location, preferably to shoe men. 
Martine, 148 Duane St., New York. 








OR RENT—Shoe Department in one of 
the largest and best known Men’s, 
Women’s and Children’s ready-to-wear 
stores in the south. Shoe sales now 
nearly fifty thousand dollars a year and 
with proper management should easily be 
doubled, as it is practically a new de- 
partment with us. This is a wonderful 
epportunity for a thoroughly experienced 
shoe man with sufficient capital. In 
answering give full particulars about 
yourself and references. Address K-517, 
care Boot & Shoe Recorder, 127 Duane 
St., New York. 














MISCELLANEOUS 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


write tr THE CHICAGO 


Catalog 
and Prices 


WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 











Where to Buy 
Wanted Styles 


An extra editorial service to 
**Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 














Sizes 0 and 1. Per doz. $7.75. 


nections desired. 





HIGH GRADE SOFT SOLES 


A conservative line of soft sole shoes and moccasins for the retailer or the 
jobber in stock, at prices ranging from $4.50 per dozen and up. Also a full 
line of flexible split sole shoes for babies who are just beginning to walk. 
Terms 5% ten days, net 30. 


LITTLE TOT SHOE COMPANY 
Milwaukee, Wis. 


Jobbing con- 








PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOP MERCHANT BY THD 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 


CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 


ARTHUR D. ANDERSON, Editor 
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HELEN M. HANBY 
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PUBLISHER’S NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year, including post- 


age. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING ATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 








OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 

ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, S. W., 1, England. 

AUSTRALIAN OFFICE: 430 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salz- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

Mr. H. Gomez, Corrales, 2A, Havana, 


JAPANESE OFFICD: Yokohama. J. F. 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. ~~ 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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An Unusual Number of Styles 
BOOTS and LOW-CUTS 














Newly made by 


MANCHESTER, N. H. 





ALL READY TO SHIP. 
AA to D, 21/2 to 8 
WELTS and McKAYS. 
No. F5022 No. F5038 


A typical STYLE of OUR Y This Welt Oxford and MANY 
BOOTS IN STOCK. Uy, OTHERS IN STOCK. 
Bro. Cf. Welt y yf Z Y Bro. Cf. Welt... .$3.85-$4.15 
Blk. Kid Welt . y Blk. Cf. Welt... 3.75- 4.15 
Bro. Kid Welt , P Blk. Kid Welt... 3.85 

“6 y Bro. Kid Welt... 4.85 


NOTE THE PRICES. 
WRITE POR SAMPLE PAIRS. 
WE ALSO HAVE 
A GOOD ASSORTMENT OF McKAYS, 
BOOTS and LOW-CUTS. 


35 cents the pair LESS. 








 e««,. 


MANCHESTER, N. H. 
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Oxfords in Stock 


The season’s best and most popular styles in oxfords are here ready for at 
once shipments. 
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No. 785. Price $4.00 
Black Scotch Blucher Oxford, W 
Tip, Goodyear Welt, Princess Li 
11/8 Rubber Heel. 

No. 787. Same in Brown. 


AA to D 





No. 786. Price $4.00 
Black Scotch Oxford, Wing Tip, 
Goodyear Welt, Princess Last, 11/8 
Rubber Heel. 
No. 788. Same in Brown. 
AA to D 
















No. 773. Price $5. 

Faun Suede Oxford, Cocoa Calf T 
— Welt, Broadway Lk 

eel. 


No 784. Price $4.35 
Cocoa Calf Blucher Oxford, Tip, 
White Fair Stitching, Goodyear Welt, 
Princess Last, 11/8-Rubber Heel 
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No. 770. Price $4.50 
Patent Two Buckle Strap Peggy, 
Imitation Tip; White Stitching, White 
Fair Stitch, Goodyear Welt, Broad- 
way Last, 13/8 Heel. 


AA to D 











Fill in from our 
complete stock 
department 
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Thomson Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 
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You will notice how 
O, IC fine-grained the 
KID _ . leather is! 


‘The Leather 
for Fine Shoes 














PECIFY VODE KID, and see how 

its fine grain enhances the beauty 

of the models that you select. It is the 
fine grain that betokens Quality. 


VODE KID (colored clear through) comes in 
all the prevailing colors—so you are sure to 
get the colors you want in the leather that will 


help the sale: VODE KID. 


Specify VODE KID 





THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis and Montreal. 
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= STYLE 486 


BARNET’S RUSSIA CALF OXFORD 
GOOD YEAR WELT—8/8 HEEL 


Solid Leather Construction Throughout 
WIDTHS A-D PRICE $4.85 
In-Stockh—Immediate Shipment Guaranteed 


‘Follow the Creighton Line”’ 


A. M. CREIGHTON LYNN, MASS. 
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Nut Brown 
Boarde Calf 
$6.25 


No. 315 


IN STOCK 


A to D 


- 
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ANOTHER MARION SUCCESS 


The “much-wanted” combination of Leather, Last, and Trimmings. In stock 
now. 


Whole Quarter Tan Bal. Newport Last. Heavy Overweight Single Sole. Wing- 
foot Heel. White Rope Stitched Welt. Brass Eyelets. In stock. Branded 
Marion or Unbranded. 


MARION SHOE CO. 


MARION, IND. 








WESTERN QUALITY o“ LASTERN STYLE 
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CONFIDENCE 


Outside of customary credit, mere exchange of paper, 
and discounting, all business is lubricated by certain 
qualities which render cold transaction pleasant. 


Among these somewhat abstract qualities is: confidence. 


Many Harrisburg business connections with the retail 
shoe merchant have been of long standing. It is indeed 
gratifying now and then to receive in our daily mails 


expressions of confidence. 


Sometimes it is but a few words appended to an order, 
or it may be a single word in a hastily sent telegram. 
It is evident, nevertheless, that the Harrisburg Shoe 
Manufacturing Company has friends who have faith 
in Harrisburg Shoes, in their salability, in their ability 


to create consumer acceptance, and in their profit- 


building qualities. 


Che Harrisburg Shoe Mig. Co. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDREN'S SHOES 
OF VALUE 
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sTANWORTH 


3 STANDARDIZED STYLES IN STOCK 


STANWORTH SHOES ON YOUR SHELF 
ARE NEARLY AS GOOD AS 


MONEY IN YOUR POCKET! 


Stanworth, the Quick Turnover Line, will increase your 
profits—will make you new friends. 


Stanworth meets today’s demands with Styles that fit— 


Materials that wear—A price that is right. 


2%=10 
Ner- 30 











































CONSTRUCTION 
urrers Sul Grain Rus ¢ 
OUTSOLE Ook Goud 


wnsore Oohe- Full Grau 


o. 
ediu oe. In 
idths 
o. as 
COUNTER Sole Leather Round Toe. In Stock. "$4, 60. 
Widths A to E. Sizes 5 T, 
vox toe Lote Leathe to 12. In Case Lots. No. 3 ¢ IRTH 


‘ $4.60 English Last. | . 
wn, Rubber rade A With: AA to D. Sues ~=©6d SGHOEMAKERS 











STANWORTa 5 to ce Lots. MARION, INDIANA : 
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WOMEN’S GOODYEAR WELTS IN-STOCK 





WE ARE LARGE USERS OF 
GOODYEAR WINGFOOT RUBBER HEELS 





Pat. Chrome. 3 
0284 — Women’s Strap. 11/8 Heel. 
Black Calf Oxford on Imitation Wing Tip. 
Our 11/8 Heel Last. Price $4.69. 
$4.25. 





THE FOLLOWING STYLES ARE READY NOW 


ORDER TODAY! 


No. 0251—Black Vici Oxford. B. C. D. No. 0250—Tan Vici Oxford. B. C. D. 
widths. 11/8 Heel. Price $4.25. Widths. 14/8 Heel. Price $4.50. 

No. 0284—Same shoe as No. 0251, Gun No. 0248—Tan Boarded Calf Oxford. No 
Metal Calf. Price $4.25. 104 P. V. Leather. 11/8 Heel. Price 
No. 0372—Tan Calf Oxford. sc. ek $4.25. 

Widths 11/8 Heel. Price $4.25. No. 0246—Red Tan Boarded Oxford. B. 
No. 0370 as No. 0372 on 14/8 Heel. C. D. Widths. 9/8 Heel. Price $4.25. 


Our full line of men’s and women’s Goodyear 
Welt Shoes is in the hands of salesmen. 


FEDERATION SHOE CO. 


HAVERHILL, MASS. 
BOSTON SAMPLE ROOM, 183 ESSEX STREET, ROOM 504 
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Junior Louis 












15 NO. 








Covered Heel 








$5.50 AA to C 


W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES’ 





Patent Colt 
Plain Toe 


Colt and Gun. 













FOURTH STREET :°*:- PHILADELPHIA 





ONE OF THE SEASON'S 





_MOST DAINTY EFFECTS 
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THE 


WELDON 
SHOE 


Every pair of shoes illus- 
trated here is made of Carl 
Schmidt’s Genuine 
Chocolate Calf. They are 
made with Sole-Leather 
Counters, Grain Oak In- 
soles and QOutsoles and 
Wingfoot Heels. 





2014: London Bal; C and D, 5-11. 
2050: Washington Blucher; D, 
5-11. 


2016: Racer English Bal; A, 7- 
11; B, 6-11; C and D, 
5-11. 


2048: Panama Blucher; C, 6-11; 
D and E, 5-11. 


2042: Munson Last; C and D, 


2018: Panama Bal; A, 7-11; B, 
6-11; C and D, 5-11. 


Nunn, BusH & WELDON 
SHOE COMPANY 


Milwaukee Wisconsin 
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THE 
WELDON 
SHOE 


These Weldon Shoes were first an- 
nounced to the trade during the 
latter part of July. It was intended 
to have them in stock during the 
months of July, August and Sep- 
tember. 


It took a very short time for the 
orders we received to deplete our 
stock, but through our production 
managers, we have been able to 
again fill our stock. We can now 
offer you the sizes and widths noted 
on the opposite page in the differ- 
ent lasts as illustrated. We shall 
do our utmost to keep this stock in 
keeping with the demands. 
The quality of the shoes, backed by the 
reputation of this company, assures the 
retailers of shoes that each pair means 
a satisfied customer and a good profit 
for himself. 


We will send samples upon request. The 
price per pair of any of the numbers il- 
lustrated is $4.60. 


Nunn, BusH & WELDON 
SHOE COMPANY 


Milwaukee Wisconsin 


$ 
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The Difference— 


GBetween a successful and an unsuccessful sale in your 
store lies In the distance your buyers travel to purchase 
your merchandise. 


QThe wider the area over which the goods are distributed 
then—is the measure of the success of your campaign. 


@Consider your store as the center of a pool into which a 
pebble hes been thrown and the widening ripples—the 
gradual expanding of your influence. 


@Force is necessary to start the ever-widening circles and, 
in the case of your Kelly Sale, this force is the advertising 
that is written as a result of‘a very thorough investigation 
of the districts that you do and should serve. 


GAs the territory taken in expands, a greater and greater 
number of prospective buyers are taken into your en 
dence, with a résult that your merchandise i is not only sol 
but the selling has brought you in contact with hundreds 
of new people who remain your customers. 


To these new people. the odds and ends. broken lines. and 
the unseasonable portions of your stock are as new mer- 
chandise. and so, the disposal of this part of your investment 
is brought about without loss of profit. 


QIn a small way this will give you an idea of the scientific 
principles that are used in Kelly operation in your store, 
principles that are not necessarily new—but are applied in 
a profitable way as a result of a quarter century s exper- 
ience. 


QUnless we were prepared to furnish you with the most con- 
vincing kind of proof of our ability it would be folly for us to 
even attempt to secure your business. 


QWe have this proof and your inquiry giving us the size and 
character of the stock you carry 1s sufficient to bring you 
not anly the proofs, but the explanation of the methods that 
will be individually applied to develop your business. 
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SHVES 


F606 FSOSSERE DECOR O SEO EE DES . An excellent ,midely-advertised line of POSTS SS OSCE ET ET FES RETTORE DS: 
TURNSa«andWELTS 


























Demand 


Demand is one of the most subtle and 
powerful forces in modern business. The 
best way to cope with it is to meet it and 


turn it into profit. 


In your own business, with a complete as- 
sortment of Dr. Posner Shoes you will be 
adequately equipped to fit the feet of chil- 





dren of all ages. 


We carry over two hundred styles in stock. 
Our merchandising plan will interest you, 
and eventually bring you new business. coe 
We will send complete details upon receipt ae 
of your name and address. 







DRA POSNER SHOES lnc. 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY woe | 
NEW YORK CITY LL 


FACTORY-ROEBLING & HOPE STS,BROOKLYN Z 
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DID YOU EVER STOPex= 


TO CONSIDER THE ADVANTAGES OF SELLING 
THE ORIGINAL 


AIRCIAl INEST 


SHOE 


MAKE THE OCCASIONAL BUYER A PERMANENT CUSTOMER 





THREE No. 5146—Black Kid....... $5.00 
STOCK No. 5147—Mahogany Calf... 5.00 
STYLES No. 5148—Hav. Brown = Kid, . 5.75 





Note the bottom design, one of the distinguishing 
features of the “‘Arch Rest’’ line. This design is 
original in construction and finish. It cannot be 
used on any except the “‘Arch Rest”’ shoes. 


The unusually heavy demand for the “Arch Rest” line has 
made it necessary to carry several styles in Boots and 


Oxfords In Stock. 


Write for Our Stock Catalog 





THE IRVING DREW CO. 


PORTSMOUTH, OHIO 




















October 22, 1921 


BOOT AND SHOE RECORDER 


IN STOCK 





No. S3369—Mahogany Kipp, $4.00 
IMITATION WELTS 





No. S4049—Blk. Satin, 14/8 Heel 
$5.75 


No. S4051—Blk. Kid, 16/8 Heel.. 
$5.00 
TURNS 


No. S4050—Blk. Satin, 16/8 Heel 
$5.50 


No S4052—Blk. Kid, 14/8 Heel 
$4.85 
TURNS 








No. S3386—BIk. Kid, Oxford.... 
$2.85 


No. S3385—Blk. Kid, 2 Strap.... 
$2.85 
McKAYS 





IMITATION WELTS 








No. S534—Blk. Kid, 6% inch... 
$3.25 








No. S548—Brown Kid, 8 inch.... 
$6.00 


No. S550—Blk. Glaze Cab, 8 inch 
IMITATION WELTS _ 














ARCH REST 
No. S2944—Hav. Brown Kid, 8 
inch $7.50 
No. S2950—Blk. Kid, 8 inch. $6.50 


WELTS 





ARCH REST 
No. S2939—Blk. Kid, Stout, 8 
h $6.00 








ARCH REST 
No. S2886—BIk. Kid, 7 inch.$5.50 
No. S2937—-Blk. Kid, 8 inch.$6.50 
No. S6787—Blk. Kid, Oxford.... 
‘ $4.50 
COMBINATION LASTS 
WELTS 

















THE 


IRVING DREW CO. 


PORTSMOUTH, OHIO 
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TONEY RED OR 
BLACK CALF 


$650 


Toney Red 
No. 746 


Black 


No. 7 / 
745 a 4 FRENCHY LAST; 
ee B to D—6 to 10 
Goodyear Wingfoot 
Rubber Heels 


TAN OR BLACK 
SCOTCH GRAIN 


BROGUE LAST; 
Fibre Slip; B to D 
—6 to 10; anes 
Eyelets; Good: 
Wingfoot Rub 
Heels. 


More Live Ones foun 
America’s Livest Stock 
Service — 


NEW Plug Model; a new Grainy Brogue. Both will put an- 
other spurt in business. They're added starters timed to help 
aaaa in the present method of buying from stock. Years of per- 
23 fected stock service afford us a most intimate knowledge of 
catering to at once needs. 9,000 steady patrons profit regularly 
from the purchase of our stock styles. The most for your money; 
the surest sellers—you get both. 100 models to pick from; 
the leading house in back of you. Samples or catalog on request. 


DIAMOND SHOE COMPANY 


196 CHURCH STREET NEW YORK, N. Y. 
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This editorial from the 
Chicago Tribune has 
been heeded profitably 
by many leading shoe 
manufacturers. 





Many of the new styles 
for men are featuring 


—LACING HOOKS 
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ACROBAT SHOES 





Put “Q@CROBATS” on Your Sales Force 


You may have the nicest store in town. You may have 
the best salesmen. You may have the most efficient serv- 
ice for your customers. All those things are important 


—BUT— 


What brings ‘em back for more is not so much what you 
can say about your shoes, but what your shoes do for 
your customers. If somebody else can beat you to it in 
giving real value for the money, they’re getting business 


you OUGHT to have. And the answer is— 


Acrobat No. 1230 ) RO BA 
Golden Brown Kid 
Full Quarter Button CHILDREN’S 


_ SHOES 


PATENTED DOUBLE WELT 


Put “Acrobats” on your sales force. Every pair of 
“Acrobats” goes out and works for you a long, long time 
before they wear out. They get you repeat orders from 
Mother or Father who bought the first pair,—and their 
friends and neighbors get the habit, too. 


It’s easy to start with ““Acrobats’’—and easier still to keep 
on. We never worry about that part of it. All we ask 
is that you find out for yourself the sales-power of Acro- 
bats. Catalog 21-F and full details on request. 


ey, 7 SHAFT-PIERCE SHOE CO. 


yeah FARIBAULT, MINNESOTA 
Specialists in Children’s Good Shoes Since 1892 





Keep Children’s Feet as 
Nature Made Them 














20 
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IF— 


they were leather shoes, this would have been 
a good record: 


BUT 


they were White FABRIC shoes, and the 


Fabric was | 
BEECHTEX 


Julius Grossman, Inc. 


372-380 DE KALB AVENUE 
Brooklyn, N. Y. 





Sept. 6, 1921. 


J. Einstein, Inc., 
9 Spruce St., t 
New York, N. Y. | ‘Woven with care 


Gentlemen: || prepared for long wear” 
We have been using your : 
Beechtex Cloth for quite some 

time and wish you to know that 

we have found this material 

satisfactory in every respect. 

Its texture, construction and 

wearing qualities are unsur- 

passed and meets our require- 

ments perfectly. 


Very truly yours, 
JULIUS GROSSMAN INC. 


By A. Schwartz. 
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The White Shoe Fabrics Exceptional ! 


BEECHTEX 
BRIGHTEX 


Letters from all sides—manufacturers and retailers— 
have proven that in the greatest of all tests: ‘Thhe E-very- 
day-Wear Test—Both of these Fabrics have stood 


up without a single complaint from wearers! 


NON-HARDENING NON-SHRINKING 
MOISTURE PROOF EASILY CLEANED 
SOFT AND SMOOTH 


J. EINSTEIN, Inc. 


Sole Distributor 


9 Spruce St., New York 


St. Louis Cincinnati 
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A 
DEALERS ARE 


NOW TAGGING SHOES 


MADE OF THE ABOVE FAMOUS LEATHER 


iS si ie at 


AIN DE we 


THIS IS AN ENLARGEMENT 
OF THE TAG. THE ACTUAL 
SIZE IS ABOUT 

TWICE THE SIZE 

OF THE _ BE- 

LOw. 


ESTABLISHED 1782 


Uy oe 


GREEN &HIC 
Saplo leat 


Repeated calls from shoe merchants for 
means of identifying Shrewsbury Grain 
Calf in the public eye, prompted us to per- 
fect a plan whereby the benefits sought 


could be obtained. 


Shoe dealers can now secure the sales ad- 
vantages which this little tag gives, by ask- 
ing their shoe manufacturers to furnish a 
tag-to-a-pair in each carton of a shipment of 


Shrewsbury Grain Calf shoes. 


Footwear bearing the tag shown here is 
known and recognized as superior. It is dis- 
tinguished as the product of firms whose pol- 
icy is not how cheap, but how good. The 
tag signifies the use of the finest upper 
leather of the kind made. On the back of 
the tag is 

OUR GUARANTEE 
We guarantee Shrewsbury Grain Calf to be 
tanned by the same process we have used for 
over 100 years. It is a natural bark tannage 
process, in which NO acid is used. A leather 
free of acid is a friend to the feet. 


INCORPORATED 1900 


HOA 


‘EY LEATHERCO 


heasWhich Ace Unequalle 


I5 COLUMBIA STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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ON THE FLOOR 


OUR BEST 
FALL NUMBERS 
. IN 
GOODYEAR WELTS 


2175 2177 
TAN CALF OXFORD MADE TAN CALF ONE STRAP 
12/8 Heel 12/8 Heel 
2135 wae 


BY 
AS ABOVE . 
with 14/8 Heel 
Without Perforations 
$5.50 


AAtoC gape a The New Nut 
Widths le) meee =6szBrown’ = Shade 
of Calfskin 


TAN CALF THREE STRAP 
12/8 Heel 
$6.50 


ALL SOLID LEATHER 
2176 Heels, Boxes and Counters 2136 
TAN CALF OXFORD Genuine Kid Trimming TAN CALF OXFORD 
10/8 Heel 10/8 Heel 
Full Saddle Strap 


Imitation Saddlestrap 
$5.50 Terms 2% 10 Days $5.50 


W. T. HOLMES COMPANY 


EXCLUSIVELY LADIES’ SHOES 


15 NO. FOURTH STREET | PHILADELPHIA 
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HARDWARE 
PRODUCTS 








cANNOUNCING 
Newly Created ‘Designs In 


Buckles ¢ Footwear 


Season of 1921~1922 


_ No. 2416 No. 1371) No. 1141 No. 1413 No. 1416 
Sizes 3¢-4-% Inch __ Sizes 34-44-54 Inch _ Sizes 34-14-54 Inch Sizes %-'44Inch _ Sizes 14-34-14-54 Inch 


_No. 1062 No. 2136 ‘ No. 2137 
Sizes 34-14 Inch Size 34 Inch Size 3% Inch 














Buckles shown above are only a few of the many 
supplied in all desirable finishes and sold by leading job- 
bers everywhere. 


We shall gladly send free samples upon request. 
Write for Bulletin 132, illustrating our compre- 


hensive assortment of buckles suitable for use on men’s 
and women’s shoes. It’s yours for the asking. 














NEW BRITAIN, CONNECTICUT 


CHICAGO BRANCH SALES OFFICES EW YORK 
= aoe . ae L a 4 
| CISCO . wer SS, 
1 ‘Postal el. Bidg. 608 Victoria Bidg.e lleete st 8 850", 


% xX) 








Se 
OOS 
RRQ? 


’ 














October 22, 1921 BOOT AND SHOE RECORDER 

















JUUUUUUUU UU UU UUUUUI 


ANKLAAA AU A A. 





YUYUUVUUU YUU UL UUUUUUUUUUUUUUUUUUUUUUUUUUUUUU UU UUUU UU UU 








y 








NRC eo eaatd 


0450 0 of 





vofdof> odode Somme S>efefo — fee 


vedree dete er 











HUKRAF 


Quality Footwear 


Illustrated above—Stock No. 426—Black Kid Oxford, Circular Vamp, Stock Tip, 
Perforated Eyelet Stay and Quarter, No. 183 Last, 12/8 Military Heel, 8-Iron Single 
Sole, Fudged Edge, McKay Sewed (Telegraph Code Word—Sedate). 


IN STOCK: A 4 to 8; B 3% to 8; C 3 to 8; D 3 to 8. 








Stock No. 425 as above in Brown Kid. (Telegraph Code Word—Select.) PRICE, $3.40 


“Truth Needs No Flowers of Speech.” Shoe Merchants Who Are Keen Buyers Will 
Need No Urging to Recognize Unusual Value in the Above Number 


meOG& Mice Co. Columbus O 
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JAYESCO 


(Pronounced Jay-es-co) 


ES 


The Leather That Speaks for Itself 


The quality that JAYESCO puts into a 
shoe is easily recognizable. 


No customer can fail to note the silky 
texture and mellow “feel” of this fine calf- 
skin. 


And the color—a deep rich cherry shade, 
boarded, flat grain—has a character all its 
own, which is very apparent in the shoe. 


It is no wonder that old and new customers 
are enthusiastic over JAYESCO. 


Have you sampled it? 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 


LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS .. . “TENRAB” 


“Maintains a Standard Reputation” 
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SCOTCH GRAIN BROGUE BLUCHER 
3 STRAP 


ARCTIC LEATHER MID SOLE 
AND TOP LIFT 


GOODYEAR WELT 
ALSO IN 
GUN METAL CALF AND 


RUSSIA CALF 


GARSRZR IPAS SEARS PASS PON SEZA SEN ENS EC nd BCS EC Een Een ECan ECE 


FOR FALL WEAR 


: 
| PATENT COLT LACE OXFORD 
eel 


ang 


3k 


(SOFT TOE) 
ALSO IN 
GUN METAL CALF AND 
RUSSIA CALF 
9/8 SEMI-FLANGE HEEL 


x 


ye 


LIFES 


vs 


PERSTSS 25 PGPASMD 


DONN D. SARGENT Co. 


WOMEN’S WELT AND MCKay SHOES 


xt 


SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 196 ESSEX STREET 
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MIDDLE WEST 


WEST 


Sales Records Talk! 


Ours Shout— 
‘““The Whitest White 


LEVOR GRAIN KID 


Satisfies hundreds of shoe manufacturers.”’ 


Why Not. You? 


G. Levor & Company, Inc. 


Tanners of Cabrettas 
GLOVERSVILLE, N. Y. 


Salesrooms 


BOSTON 
ST. LOUIS ‘ 
MILWAUKEE New York, N. Y. 
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IN STOCK 


Widths AA-A-B-C 


QUALITY IS HIGHER THAN THE PRICE 
ALL LEATHER. SOLID IN EVERY PART 


No. 603—Nut Brown Calf 
Oxford; Sole Leather Coun- 
ters; Box Toes and Heel; 7/8 
Heel; Goodyear Welt. .$4.60 


The above Shoe is made 
by the Juvenile Shoe Corp. 
of America. 





No. 606—Nor. Mahog. Board 
Calf; 8% in. Sole Leather 
Counters; Box Toes and 
Heel; 9/8 Heel; Goodyear 
MOE bs cccd gras kodicegs $5.50 


The above Shoe is made by 


~ the Juvenile Shoe Corp. of 


America. 


No. 601—Black Calf Oxford; 
Imitation Ball Strap; Sole 
Leather Counters; Box Toes 
and Heel; 7/8 Heel; Good- 
i ee eS iz. $4.50 
No. 602—Same as above in 
Nut Brown Calf $4.60 
No. 610—Same as above; 
Imitation Wing and Ma- 
hogesy | Cail... 535 00d 56.0 $4.60 


The above Shoes are made 
by the Juvenile Shoe Corp. 
of America. 


YOU CAN MAKE NO MISTAKE IN ORDERING, THEY 


ARE ALL LIVE ONES 


CULLEY-STORZ SHOE CO. 


1208 FARNAM STREET 


OMAHA, NEBRASKA 
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F acts about TON Y RED CALF 





{T can t just happen that 

TONY RED CALF is the 
pronouncedly outstanding col- 
ored leather favorite. 


The fact that “nothing but 
TONY RED CALF made 
only by Creese and Cook Co. 
will do” with most of the largest 
and best makers of shoes in- 
dicates positively that our 
methods produce superior 
leather. 


By the way, have you seen 


samples of our ['ON Y 
BROWN and TONY 
BLACK? 


No. 6 














“We regard your leathers 
asa 
BEACON LIGHT 


in our store.” 


‘THAT is what a very 

prominent buyer of 
shoes told us just the other 
day. 


“We can always tell,” he 
went on, “any substitutes 
for your leathers that are 
offered us. There’s a feel 
to your leather that we can 
always recognize.” 











Creese and Cook Company 


Creators of New Calf Leathers 


SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 


706 BROADWAY, CINCINNATI, O. 


LEATHER TRADES BLDG., ST. LOUIS, MO. 


TANNERIES 
DAVENPORT, MASS. 


WOLFENSTEIN & SHANAHAN 


39 SPRUCE STREET 
NEW YORK 
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The Custom 


Mepium round toe, slight spring 
and the liberal measurements that 
give ease and comfort. 


110—Black Kid Bal 


The Asheville is a combination 
model with low instep, and quite 
similar in general appearance to the 
Custom 


90—Black Kid Blucher 


French, Shriner 
63 Melcher Street 











“At Once” 


HE trade mark which 

you see above is suffi- 
cient warrant of the. shoes 
we are offering you for 
prompt delivery. 


Having pleased the most 
critical buyers, we know we 
can just as surely please you. 
May we have the oppor- 
tunity? 


Completely illustrated Fall 
and Winter Style Book with 
prices and full ordering in- 
formation sent on request. 


and Urner 


Boston, Mass. 

































































BARNET LEATHER CO., Inc. 
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Our Leading Specialties for 
Spring Season of 1922 


VAN DYKE CALE | 2 approves Brown shade 

VAN RUBA CALE  Paried Rea with tat grain 

VINETTE CALF "iiss! sh ch stm 
VIX CALF Bonetiol Tiss, iemamunliy sich color 
BLACK VINETTE CALF = SSigat 
VEGA CALF St eos Sot 
OKAY CALF Colors 18... o2 0+ 97 oeo2o+ 183 
CHIC CALF Handsome Black Suede with vel- 
SKOTCH GRAIN __ 1 Pate, slack and colors 
NEWMADE PATENT LEATHER 


(Small Kip Sides) 








Most of the leading shoe 


manufacturers are showing 
the above lines in their samples 
of men’s and women's fine shoes. 








Headquarters 
81 Fulton Street, New York, N. Y. 


Tanneries: Little Falls, N. Y. 


N. E. Selling Agent 


BARNET LEATHER CO., INC., OF MASS. 
98-100 South St., Boston, Mass. 


_ 3 12V¥ 4 eta eS SN SS Se 25 
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ARSHALL FIELD & COMPANY selected 
M DEJONGE -47t -Mat as the paper for a catalogue 
de luxe, issued by their Store for Men. 

The brochure entitled Man and His Wardrobe, traces 
the development through the ages of articles of men’s 
dress, and is a triumph of fine advertising. The pictures 
of thé shoe department are especially telling. Text — 
and illustrations are alike interesting, yet both depend 


in part for their effectiveness upon -47t -ACat, the paper 





on which they are printed. 

Because of the uniformity of the paper, the illustra- 
tions print evenly on both sides of the sheet. 

Because of the character of the paper, the halftones 
are produced with the beauty of photographs. — 

Because there is no glaze, the attention is never dis- 
tracted from text or pictures by reflections. 

Because the paper is a beautiful thing in itself, the 
book is a delight to see and handle. 





Send for the new Art Mat sample book. 


LOUIS DEJONGE & CO. 


69-73 Duane Street New York City 
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Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Est. 1854 


FRED RUEPING LEATHERCO, 
FOND DU LAC, WIS.,U.S.A. 


Calf, Veals and Side Upper Leathers 





in Black and Colors, Smooth and 
Boarded. 1g 


=) 


The quality leather produced by Rueping does 
not “Just Happen” and is not “Luck.’’ Our 
process is the result of over sixty years’ tan- 
ning experience and assures you of leather of 
good strength, mellow feel, fine tight break 
and economical cutting qualities. 


“Quality Upper Leathers” 


for over 65 years. 


BRANCHES 
Boston Cincinnati Milwaukee 
New York Chicago San Francisco 
Northampton, England 
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ARCH PROTECTOR 
OXFORDS 


Made up in black kid, brown kid, 
tan calf and black calf. 


Delivery Four Weeks 


THE VAL DUTTENHOFER SONS 


CINCINNATI, OHIO 
ESTABLISHED 1888 . 
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Oxfords in Stock 


‘ The season’s best and most popular styles in oxfords are here ready for at 
once shipments. 









— 
y i 


o i 
aie Ie 


Women’s Fall gar seit 
Low Cuts with 
Heavy Service- 
+1 able Soles and 
au Rubber Heels 












9 ei ae | | ont = 2 (' iy silt Wa yun 
nS & cy ona ouyg 
Vin. eh il hats 4 PS “ x |)! Sava: Win, h 





No. 785. Price $4.00 
Hock. ee an Blucher Oxford, Wing 
Tip, year Welt, Princess Last, 
1178 Robbe Heel. 

No. 787. Same in Brown. 
AA to D 






No. 786. Price $4.00 
Black Scotch Oxford, Wing Tip, 
Goodyear Welt, Princess Last, 11/8 
Rubber Heel. 

No. 788. Same in Brown. 
AA to D 
















No. 773. Price $5.50 


Faun Suede Oxford, Cocoa Calf Trim, 
aaeeee Welt, Broadway Last, 13/4 


No 784. Price $4.35 
Cocoa Calf Blucher Oxford, Tip, 
White Fair Stitching, Goodyear Welt, 
Princess Last, 11/8 Rubber Heel 


AA to D 













ele Nee mg we 
\ : ‘ en EDO! in flie i tte itl af | ~ > 






No. 770. Price $4.50 
Patent “Two Buckle Strap Pe 
Imitation Tip, White Stitching, 
Fair Stitch, Goodyear Welt, Broad. 
way Last, 13/8 Heel. 
AA to D 









Fill in from our. 
complete stock 
department 
of Boots, Ox- == } 
fords and Straps. ‘i@eeemee ee ai 









Thomson Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 























October 22, 1921 


BOOT: AND SHOE RECORDER 








RAMBLER RED 


No. 12 














GALLUN’S NEW COLOR 
RAMBLER RED is a new, very 


deep, pure red color that has a 
wonderful richness and lustre. 


This color will be found in both 
AZTEC and VIKING CALF in a 


smooth finish. 


It is the outstanding color in the 
leading shoe manufacturers’ line 


for spring— 
Look for RAMBLER RED— 
You will like it! 











ees 





H. A. ELY, Manager, 


A. F. GALLUN & SONS . 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


11 EAST ST., BOSTON, MASS. 





w 
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(ON 
C.H.ALDEN CQ 


U.s.% 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


° ° ° ° ° 


—hbest quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 











° °o ° ° o 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 











This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 











FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Reg V5.Pat. Orrice 


“Onyx” 











Hundreds of women write to us every week asking 
where they can purchase mercerized lisle hose with 
the “POINTEX” heel. 


They are captivated by the “POINTEX” 
feature in silk hose and welcome.the oppor- 
tunity of getting their favorite “POINTEX” 
in the more durable mercerized. 


Our two most popular numbers (409 KP in medium weight 
lisle and 999 SP a chiffon lisle) are priced to sell at $1.00 and 
$1.25 a pair retail. 


Emery 6 Beers Company, rc 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 


Broadway at 24th Street New York 


BRANCH OFFICES 
31 Bedford Street 
1033 Chestnut Street 
210 Pearl Street 
North American Bldg., State and Monroe Streets 
259 Geary Street 
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STYLES FOR MEN AND WOMEN—READY-TO-SHIP 






No. 888—4 Norwegian Ox. Squa No. 684—Black Cordovan Ox. Square No. 487—Black doubler. Ox. Square 
» Rawhide do bie. Stitche od wing tip. Fibre at me Stit ched wing tip. a doubler. oe 
heel. ’ 7 to 11; B, 6 to 11; C and heel. sh tx. B, 6,80 1; C and heel. A, 7 to La ce 11; C and 
B, 5 to Il. The “Brute” Last. .$6.50 D, 5 to The “Brute” Last. .$6.75 D, 5 to il. es Last. 96.50 





No. 372—Pate: ~A C. S. Oxford. intention. Yr 











- Sole. Fenway Last. Sizes and W: ye 6% 

to 11; A, B, 6 to ir Cc, D, 5 to Il. eee. esaon $6.00 ss0—B = tent -Catente- 28 Ben Oxford. 

No. oer! Calf C. S. Oxford, Imt. Turn. Fenway A, 7 to li: y 4 and B, 6 to 11; C and aD, 5 to Il. 

“ piss s and Widths: AA, 6% to 11; A, B, 6 to I1; NEE 4.6.0,0:40:05004:6.504.44cema 660s $6.35 
0°48. Pilanics weaned ca wnrsewws gees $5.85 No. 693—Brown Cordovan Oxford. | Rawhide i pore 

No. 230—Women’s Dance Oxford. Imitation Turn. Sizes and Widths: AA, 7.to 11; A, B; 6 to D, 5 

25 Last. A, 4 to 8: B.C, D, 2% to 8. Price. .$5.35 Ds MM bwe.Seacse 6000 snes pas ccaksenued "$6.7 





— 


The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 
BOSTON: 183 Essex St. NEW YORK: 651 Marbridge Bldg. | CHICAGO: Room 706, Security Bldg. - 


ii DF a 8 a Oe OO ee a ae a a ae i aw aN Dal 





Nos 
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“Anes FEET meaute 












“A LIFE’S STUDY” 
f 




























Thirty-two years’ experience 
in the manufacture of ladies’ 
shoes, and a _ reputation for 
giving the best values for your 
money. 




























“a BOON TO WOMEN® 
GUASTERD 
<> 


x 
“Anes reer weau™ 


Style 496 


“Style Plus Foot Corset” 


said the Salesman: 


“Yes, Madame, we carry this shoe for just 


such instances as yours. You have foot: 


trouble, yet you want a stylish, good looking 
shoe. Master ‘Futkorset’ has the style. It 
has also an arch supporter built into it, con- 
structed so as to give you the necessary foot 
relief. It supports the arch and is as stylish 
as any shoe that you could buy.” 


Shoe merchants who wish to individualize 
their store, build up a steady trade based on 
SERVICE, should feature the Futkorset line. 
Write 


IN STOCK 


Glazed Kid Lace Oxford, 29 last, Goodyear Welt, 12-8 
Cuban Heel, Wing-Foot Rubber Top Lift. 
MEE GO I apd iio ai rerctareaaiidde cs cccceseasns $5.75 
eT he $6.25 

Large size, 8% and 9, 25c. extra. 

AA to D, 3% to 9. 


Terms: 4%-10, 2%-20, net 30, f. o. b. Cincinnati. 


October 22, 1921 
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‘The King of Jobs”’ 


4 


SUT 


We Lead in Price, Value and Quality 





High Grade Quilted Satin 
Boudoir Slippers 


With Pompom. 
Price 


Chrome sole and cushion heel. In-the following 


colors: 

Purple, Lavender, Black, Pink, Old Rose and Baby $ 0 0 

Blue. - 
Sizes 3-8. 

Sold 36 pair case lots only; one color to case. Per Pair 














Men’s Tan Blucher, Goodyear Welt 


Grain leather inner sole, leather top facing and 
eyelet stays. Outside back stay. ‘ 
Price 


Sizes 6-9, 6-10, 6-11. $9.65 


Same in Gun Metal. Price $2.65. Per Pair 


Sold 24 pair case lots only. 











Ladies’ Black Vici, 9 in. McKay Lace 


Perforated Tip. 13/8 Leather Military Heel. Leather 
Top facing and Eyelet stay. Outside back stay. Sizes 22-8. 


Sold 36 pair case lots only. Price 


Same as above with Catspaw $2 3 5 
Rubber Heel, Price $2.45 . 
Per Pair 














S. Rosenberg & Son 


Terms, Net 30 Days, F.O.B. Boston 


144 ESSEX STREET BOSTON, MASS. 
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REST <auijie> CURE 


The ste ta ron Curative Shoes For W omen 








ae bs, 


( La France R ser | 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 
\__ Brown or Black Kid. 











La France “REST CURE” 


E have been making 

them in | steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. 
La France Flexible Welts 


are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 








For the Assistance of 
Our Customers 
We have provided a 


very complete and 
helpful 


Free 
Advertising Service 
on Rest Cure Shoes. 
You are cordially in- 
vited to avail your- 

selves of it. 











shoes are an established success with most 
of our many agencies. 


position most comfortable 


to the wearer. 

No shoe we know of em- 
bodies all these important 
features. 

In selling .REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


La France Rest Cure Shoes Are Carried in Stock 
Boots and Oxfords—Finest Black or Brown Kid, AA-D 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively 
183 Essex St., Boston 








nh 
— 
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IN STOCK 


Stock No. 200 


Stock No. 476 
Kid, Seamless Bal, Plain Toe, Cat’s Paw Kid Polish, Kid nh Rubber Heel, 76 
Last, rn. 


Rubber Heel, 99 Last, Turn. 
Price $3.35 Price $3.35 


Crumbs 


ALWAYS ug RELIABLE 
Comfort | 


REC U.S.PAT. OFF 























KEEP YOUR 
SIZES UP 


Stock No. 568—Kid, Beamloca Oxford, Plain Stock No. oo Oxford, raat Toe, Lea- 
Last, ther Heel, 79 , Turned, Combination ‘Last. 


Toe, Cat’s Paw Rubber Heel, 
Price $2.80 “Petes $2.80 


A.IBERRY SHOE CO, 


PORTLAND, ME. 


BOSTON OFFICE 428-430 ALBANY BLDG. 








BOOT AND 


The Famous 


EZR 


~ Shoe or. 


EBER Union Made Shoes 

mean everything to retail- 
ers in these days when better 
value at popular prices is the 
prevailing demand. 


Weber standards are never 
changed to meet a price. 
Therefore you can always rely 
on them to deliver consistent 
service and satisfaction. 


Made to retail at $5.00 to $9.00 


York Office, H. Harris, 
132 hy "Br roadway Marbridge Bldg. a? 





Totrows aMCr Zon Wratwrakratwrakratr at nt 


es QF Will 
the Lest Shoe For The Least Money |, 


Patent Leather Grecian One 
Strap Sandal, Cut-out Quar- 
\, fer, 16/8 Louis Heel 














YVONNE 
LAST Se ee 


M-C M*‘Kays 
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No. 699 
Tan Norwegian Calf, 
No. 6 Bal, Envoy Last, 
Square Wing Tip, Im- 
itation Cork Sole, 
Wingfoot Rubber Heel. 


UUNTIUUAUAUANHAATUUTROTOUAEA 
MASTERS of STYLE 


’ YHE selling qualities of the M-C 


“Yvonne” make it a popular 

number with live merchants. 
Jobbers can order any number of 
cases with certainty that demand 
will last. And the price, of course, is 
moderate. 


Three to four weeks’ delivery. 


Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 
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14% Miles 0 
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BY 


f Selling Points Daily 


The Goodyear Wingfoot Rubber Heels which leave our 
factory each day, placed end to end and touching, would 
form an unbroken Wingfoot path 14% miles in length— 
14% miles of selling points for manufacturer, shoe traveler, 
and shoe retailer. Those who sell choose Goodyear Wing- 
foot Heels after long acquaintance with them. 474 shoe 
manufacturers use them. Today, more people walk on 
Goodyear Wingfoot Rubber Heels than on any other kind. 


The demand for Neolin Soles, also, is growing. Representative manu- 
facturers are now offering a complete line of service shoes made with 
Goodyear-guaranteed Nedlin Soles—durable, waterproof, comfortable. 
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Part of the 
Educator Family 


ERE’S four of the 

nine members. The 
Educator Family em- 
braces shoes for the 
whole family — men’s, 
women’s, youths’ ex. 
misses’, boys’, misses’, 
little men’s, children’s 
and infants’—black or 
tan — high or low — 
bluchers or bals—but- 
tons for children. 





It’s the only orthopedic 
shoe in the world that is 
made for Everybody. 





Educators are made from only the best selected material 
obtainable—they fit the feet perfectly—wear like iron 
——and make permanent customers for your stores. 
Always in stock at each one of our nine distributing 
houses. Write us for full details about this wonderful 
shoe family—The Educators. 


Rice & Hutchins, Inc. 


10 High St., Boston, U.S. A. 
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Deflation Cannot Be Resisted 


Public Sentiment Actually Rules This 
Country and National Railroad 
Strikes Must Cease 


or against an industry. How much more 

powerful it becomes in a centralized event 
such as a railroad strike. The most of us forget 
that public sentiment is what actually rules this 
country. 

In all the turmoil and hullabaloo which usually 
attends a strike, why is it that nobody ever thinks 
to get down to record facts? If ever there was a 
time when a national strike was economically idiotic 
now is that time. It is time for someone in the rail- 
road game with concrete, definite and exact figures 
in his possession to present the side of the case rare- 
ly considered. Why not publish actual transcripts 
from the payroll, showing what good wages most of 
the operatives have been getting? Why not show that 
even with the 12 per cent cut the wage scale is much 
out of proportion with the wages of men in manufac- 
turing enterprises? 

The public may whistle for service and business 
go to the devil until the power of the railroad union 
is tested and as usual the time selected is when it 
will do the most harm. November, and holiday goods 
on the way, so “let the strike be made a national 
calamity” is the attitude of the strike leaders. 

Some time soon this long abused thing we call 
public sentiment is going to rise up in protest at 
being led by the nose into the hardships of national 
transportation strikes. This may be the time. As 
we write this the situation is perilous—we only hope 
that when you read: these pages public sentiment 
has improved the situation. 

Deflation has been taken by industry and the 
worker in the shop has known what is worse than a 
percentage cut in wages. He has known what lack 
of orders has done to the whole pay envelope. He 
will not tolerate the railroad worker striking for a 
continuance of high wages which will give to a 
fairly easy job a preferred rating. Much of the 


ar sentiment is a powerful thing for 


bunkum as to hardships in the railroad business has 
been dispelled with the eight-hour day and the im- 
provement of facilities and safeties. 

The first impulse of employers is upon any ex- 
terior disturbance to shut up tight, say nothing, and 
let events take the usual course—a starving of the 
strikers or the alternative “making the public 
foot the bill in higher charges.” This time, how- 
ever, the railroad owners will find it necessary to 
give definite information as to real conditions and 
wages, and to do it before the strike is called. The 
public will not stand for a strike for it will do pre- 
cisely what the English public did—man the trains 
and force the issue by a new personnel in rail- 


_ roading. 


We make the wager that the first tactics of the 
strike leaders will be to publish broadcast the “low- 
est wages and to hold them up to the public as the 
average wages.” The real effective remedy is to 
publish the actual wage schedules for these will be 
such a revelation that the strike will die aborning. 
There will be ten men for every job left vacant. 

It is no hostility to labor or labor unions to point 
out the evil results of such hot-headed leadership. 
The issue is not one of real, or fancied, grievances 
for there never was a time when employees could 
get better measures of relief. The sentiment of the 
public is for good working conditions and a fair 
wage for service rendered. 

We fear that resistance to a deflation which all 
other labor has had to go through will bring upon 
the railway worker the. heaviest penalties. It is safe 
to say that there is no great industry in the United 
States which is not paying wages which are superior 
to wages paid abroad in the same industry, and the 
cost of living abroad is about as great as it is here. 
The sane worker is not looking for war-time wage 
scales. What he wants is WORK—and plenty of it. 

While business men have the railroad subject be- 
fore them they might study the effect that high cost 
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of transportation has had upon general unemploy- 
ment. Deflation in railroad labor wages to level 
with the deflation in industrial wages should be fol- 
lowed with the speedy elimination of the transporta- 
tion taxes, and then it is natural to expect a de- 
crease in freight and express charges after railroad 
equipment is brought back to a normal efficiency. 

The high cost of transportation has had as much 
to do with the poor business and unemployment con- 
ditions of the nation as have the high cost of govern- 
ment and the disorders of the wide world. What- 
ever we may be as a trading nation with other folks 
the world over we do manage to keep nearly all of 
our people at work making and selling to ourselves. 
We have millions idle and more could be at work 
if transportation was a lesser burden. As time goes 
on and businesses get more efficient it is the custom 
for prices to become more reasonable, but the re- 
verse is true in railroading, under present condi- 
tions, for the cost of moving the goods is often way 
out of bounds with the value of the articles shipped. 

Our first concern, therefore, is to prevent this 
strike—it means more than the tie-up of cars and 
people with the loss of time and patience—it means 
the killing of a holiday season, a destruction of busi- 
ness at retail in the hundreds of millions of dollars. 
There are but few merchants who have any supply 
of holiday merchandise in their stores, for the buy- 
ing has been so close to needs that most of the holi- 
day goods have not been fabricated as yet. So ex- 
treme is this condition that one leatherman puts it 
“the calf is running around that will give its skin to 
the Christmas footwear.” 

The two months of November and December are 
so important this year that even a short strike will 
destroy millions of dollars in wages as well as sales. 
What manufacturer is ‘going to make up footwear 
with the movement of that volume of goods depend- 
ent upon the dictatorial powers of a few union lead- 
ers? What merchant is not worrying as to his ship- 
ments? The immediate thing to do is order from in- 
stock and get the goods in the store if possible be- 
fore the date set for the strike. The facts of the 
situation imply a fight—certainly the public is be- 
hind the railroads, and on the other hand the strik- 
ers have stubborn leaders. 

It is a serious issue—the strike is.a blow at the 
principle “get back to a sanity of wages for services 
rendered.” It is a call to business to stand behind 
the policy of deflation right across the board some- 
thing which must come if we are to have any 
prosperity. 

ARTHUR D. ANDERSON, Editor. 


A FORWARD PASS TO GOOD TIMES 


There is a wave of improvement in motion and its 
influence takes many forms. General conditions 
show some low spots, but on the whole conditions 
are bettering themselves. Just as it is true in the 
stock market that there may be an immediate bear 
movement yet the main movement of stocks shows a 
future opportunity for optimism. The merchant 


without many sales of shoes in the unreasonable days 
of October knows full well that business is coming 
to him with the holidays and the wintry months 
ahead. It is a case of making a forward pass in 
business and in having the shoes on order and 
“a-coming” for the weeks when business will be- 
come more brisk. 
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On the whole, the shoe industry stands on a bet- 
ter footing than it did a year ago. The pace has 
been getting hotter and hotter and those concerns 
without stability of finance and business efficiency 
have gone. Likewise is it true that many of the 
“cross-roads” or country general stores have prac- 
tically discontinued shoes. When people back in the 
woods have called for style in footwear, straps in- 
stead of seasonable boots, the store selling shoes 
as a side line has had to quit. The “county seat 
towns” and the cities have been the beneficiaries. 

Likewise the store run on the old plan of keeping 
shoes on the shelves until they sell at regular prices 
no matter what their age, has dried up and blown 
away. One of the tests of vitality of any business 
is its adaptability to new ideas. Why are so many 
young men coming into the merchandising of shoes? 
Is it not due to the fact that it is a game that needs 
enterprise and ahility and a willingness to learn 
more about the difficult business of selling shoes? 

The closing months of this year will convince 
many a slow-moving store that the wave of improve- 
ment means betterment in every detail of store man- 
agement and operation—better buying, better stock 
keeping, better advertising and better and more effi- 
cient teamwork by the entire sales force. 


KEEP TO VALUES—IT PAYS 


Far better to cut the frills of store service, make 
charges for deliveries, enforce cash payments and 
reduce returns and allowances, if by so doing you 
can do a profitable business in keeping with the 
regular run of merchandise typical of your store. 
It is store and institution pride that stops substitu- 
tion of inferior materials. Though the holding to 
grades may be difficult it has logical reasons over 
and above the difficulty of educating your trade to 
better values. With intense competition in shoe 
manufacturing in this country, the shoe buyer has 
but to inspect a few lines to get a clear idea of com- 
parative values. When he comes to trimming the 
unseen features of a shoe the use of an exceedingly 
cheap lining, the sweating of the shoe by cheaper 
threads, and the destruction of the service values 
of that shoe just to bring about a 50-cent reduction 
it is not advisable. Keep to values. It pays. The 
energies at work back of the retail distribution of 
shoes are striving to make possible no further in- 
creases in price. Leather men generally have said 
that they will take smaller net profits to make possi- 
ble more economical service to the public. Manu- 
facturers are studying ways and means of produc- 
ing more economical footwear in all grades. It is 
for the shoe merchant and the shoe buyer to shop 
a little longer and over a wider range to get better 
values for his public. There are but two policies 
to pursue—one to accept the situation and keep to 
the merit of good footwear, and do a lot of educa- 
tional work with the public to put over the real 
values in shoes; or to accept the alternative, cut and 
slash, use gas pipe fixtures, turn the shoe cases into 
shelving, and let the public help itself to the bar- 
gain. There would be money in both branches of the 
business. In the store that graded up there would 
be fewer sales but more satisfaction from the type 
of shoe received. In the store that “cut everything” 
there would be satisfaction to the pocketbook, but 
mighty little satisfaction to the comfort, appearance 
and utility of the foot covering 
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Is the Trade Commission Worthless? 


Proposals Originating Within Administration Contemplate 
Abelishment Next Summer; Declared by Many to 


Have 


Outlived Its 


Usefulness Because 


True Function Was Misinterpreted 


ey BY WILLIAM L. DALY ‘ 
Washington Correspondent of the Boot and Shoe Recorder 


istration for the abolition of the Federal 

Trade Commission have provoked wide- 
spread uneasiness among bureaucrats and organi- 
zations opposed to legitimate American business 
practices, particularly agricultural interests. Be- 
cause of the commission’s efforts to stigmatize 
merchants ‘and retail prices, the movement is dis- 
tinctly of interest to the merchandising business. It 
is understood that plans call for the abolishment of 
this Federal agency to take effect on, or if possible 
before, June 30, 1922. The members of the commis- 
sion are cognizant of this contemplated movement 
and are doing everything within their power to 
prevent it. 


Pissstion originating within the admin- 


Too Much Persecution 


It is believed in many quarters that the Federal 
Trade Commission has outlived its usefulness and 
has passed beyond the stage where it can be made 
effective by the sober exercise of judgment. The 
charge has been made in Congress that the com- 
mission has misinterpreted its true function and 


; 


has developed into a body for persécition rather 
than for economic inquiry, as was originally intended 
by the organic act and by the Clayton law. The 
frequent manifestations of high-handed indifference 
to all restraint have provoked a reaction within the 
administration, and none have realized it more 
quickly than the members of the commission. The 
fact that the commission has of late been patently 
inimical to the rehabilitation of commerce and in- 
dustry has more to do with this agitation than 
political reasons. 

Trained observers see in the proposed appoint- 
ment of Judge Van Fleet of Indianapolis to the mem- 
bership of the commission the beginning of the 
administration’s drive against this body. Judge 
Van Fleet: is an intimate friend and political adviser 
of the President. He has served as a special assist- 
ant to the Attorney General for several months until 
a vacancy would automatically occur in the Federal 
Trade Commission. The retirement of John G. Pol- 
lard, September 26, left this post vacant. The failure 
of the President to nominate Judge Brown gave 
support to the story current in administration cir- 
cles that this personal representative of the Presi- 
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dent would be assigned to the commission as a 
Special Attorney General for the purpose of re- 
organizing the body with a view to consolidating 
it with the Department of Justice. 


May Be Under Attorney General 


It is said that the supporters of the commission 
among the farm organizations have appealed to the 
all-powerful agricultural coterie. The administra- 
tion is confident that it can muster sufficient votes 
in Congress to bring about the transfer of certain 
functions of the Federal Trade Commission to the 
office of the Attorney General. Doubt is expressed 
whether the agrarian group 
would go so far as to inter- 


BOOT AND SHOE RECORDER | 53 


interest to the merchant may be mentioned the fol- 
lowing: 

“Misbranding of fabrics and other commodities 
respecting the materials or ingredients of which 
they are composed, their quality, origin or source; 
bribery of buyers or other employees of customers 
and prospective customers to secure new customers 
or induce continuation of patronage; the payment 
of bonuses by manufacturers to salesmen of jobbers 
and retailers to procure their special services in 
selling their goods, and making unduly large con- 
tributions of money to associations of customers; 
making false or disparaging statements respecting 

competitors’ products, their 
business, financial credit, 


fere with these plans of the ___DIIIlIININMINNNQ/NINHMNNNNNNM0INHNiNH0N0iiiiiiiiiiiiiiiiiitiiiiiit ete; the use of false or 





executive branch. 

It is pointed out that as 
the Trade Commission Act 
and the Clayton Act cloak the 
commission with quasi-judi- 
cial functions, the intent and 
purpose of Congress at the 
time the commission was au- 
thorized would in no wise be 
affected by the transfer. At 
present the commission is in- 
dependent of any of the other 
executive departments. The 
law provides specifically that 
the commission shall, at the 
direction of the President, 
investigate alleged violations 
of the anti-trust acts by any 


General has the authority to 
call upon the commission in 
investigating the execution 


in containers.” 
of decrees against trusts and 


Parcels Post Ruling on 
Shoe Shipments -certain wholesale or re- 


Washington.—Merchants sending shoes by 
mail to customers have complained against the 
requirements made by certain postmasters 
throughout the country. As a consequence, 
an order has been issued by the Third Assis- 
tant Postmaster General to the effect that: 

“It appears that the statement in ‘Public 
Notice,’ Form 3841, that shoes are not accept- 
able for mailing in ordinary shoe boxes and 
that double-faced corrugated boxes are recom- 
mended, has been misconstrued by some post- 
masters to mean that it is compulsory to use 
double-faced corrugated boxes when mailing 
parcels containing shoes. 

“Shoes may be accepted for mailing when 
properly packed in double-faced corrugated 
ri boxes or other containers of equally strong 
corporation. The Attorney material. The ordinary shoe box is not strong 
enough. If preferred, shoes may be wrapped 
in tough wrapping paper without being placed 


misleading advertisements; 
trade boycotts or combina- 
tions of traders to prevent 


tail dealers or certain classes 
of such dealers from pro- 
curing goods; preventing 
competitors from procuring 
advertising space in news- 
papers or periodicals by mis- 
representing their standing 
or other misrepresentation 
calculated to prejudice ad- 
vertising mediums against 
them; sales of goods at cost, 
coupled with statements mis- 
leading the public into the 
belief that they are sold at 
a profit; any and all schemes 
for compelling wholesalers 
and retailers to maintain re- 
sale prices on products fixed 
by the manufacturer; and 





in making investigations and TTC §=«$combinations of competitors 


recommendations for bring- 

ing corporations alleged to 

be violating the anti-trust acts in harmony with the 
law. Of interest to retailers is the provision of the 
law which permits the commission to inquire into 
price discrimination where the effect may be to sub- 
stantially lessen competition or tend to create a 
monopoly in any line of commerce. 


Cannot Act Directly on Profiteering 


Attention of late has been called to a statement 
in the last annual report in which the commission 
says: ‘Another prolific source of misunderstanding 
:s the impression which seems to prevail, even in 
official circles, that the commission has the power 
to act directly for the prevention of profiteering.” 
Yet every report of the commission emphasizes the 
price situation, which the commission would have 
the public believe are flagrant instances of extortion. 
A recent report to Congress on retail prices and on 
prices asked by shoe merchants is a direct contradic- 
tion of their contention. 


Scope of Work 


With the signs pointing to the passing of the com- 
mission it is interesting to note the relations which 
this body has maintained in connection with mer- 
chants. Among the methods of competition thus 
far condemned by the commission which are of direct 


to enhance prices, maintain 

prices, bring about substan- 
tial uniformity in prices, or to divide territory or 
business.” 

The significant feature of the situation is that 
nowhere can the charges of the farm groups, to 
the effect that business organizations are respon- 
sible for the proposed abolition, be sustained. 
The commission and its advocates are so encrusted 
with prejudice that they regard everybody and any- 
thing which is not openly in favor of their activities 
as inimical to their interest, which is, of course, an 
erroneous assumption. 


LEATHER OR LEATHER-LIKE 

Strong denial has been made by the Athol Manu- 
facturing Company in its response to a complaint 
issued by the Federal Trade Commission that it used 
unfair methods in respect to the production and sale 
of artificial leather. The company denies that its 
business has any direct or indirect competition with 
genuine leather and leather products, but says that 
it is distinct and non-competitive. The Athol com- 
pany claims that its products are supplanting the 
use of genuine leather in many lines because it is a 
less expensive substitute for an expensive and old- 
fashioned animal product. It admits that its product 
under its trade-mark, “Atholeather,” is a product 

(Continued on page 64) 
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Our Color Prediction for Spring 


Solid White and White in Combination With Black 
Will Make a Further Gain—Some New 
Shades Are Also Coming In 


ered from every source that strapped slip- 

pers will have a large sale during the coming 
spring and summer seasons. This for the reason 
that women can wear them with comfort and with 
the assurance that their feet were never so attrac- 
tively dressed. 

A few hand-made and personally fitted pomps will 
be worn by the exclusive few who always desire to 
have their feet and person, for that matter, dressed 
differently than those of the masses. Even at the 
risk of facing the danger of having their pomps 
come off on the street or ballroom floor, a certain 
few will favor pomps. 

A White Year Ahead 


White footwear will make a further gain next 
spring and summer, since white will extend its sphere 
in nearly every division of women’s wear. For ex- 
ample, white will be given additional representation as 
a background for printed and embroidered figures in 
novelty cotton dress goods which are to have a large 
sale. 

White will also make a further gain in combina- 
tion with black in pretty nearly every accessory 
worn by well-dressed girls and women, such as 
gloves, hats, shoes, stockings, bags and other minor 
details of dress. 

Combinations of white and black, white predomi- 
nating, will also gain in favor, especially in oxfords, 
finished with low heels. No color can compete with 
black in combination with white where effective 
contrast is sought. The materials used will be white 
duck, and cotton fabrics especially woven for white 
shoes, together with buck and kid. 

Slippers having vamps and heels of black kid will 
be finished with quarters in gray, nut brown, taupe, 
gold, Alice blue, rose pink, water green, cyclamen 


I T is the concensus of matured opinion gath- 
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(a high shade of dahlia), orchid, a high shade of 
orange and a high shade of red. 

Footwear for the exclusives who can afford fre- 
quent changes in footwear will comprise “cut outs,” 
having a foundation of unobtrusive tints of the col- 
ors outlined in the foregoing paragraph. This idea 
is original with the BOOT AND SHOE RECORDER and 
is drawn from the actual use of black applique work 
on a black dress with the foregoing colors used as 
a foundation for the black applique. 


Similar Color Movement in Costumes 


Such a decoration is given to costumes in the 
form of borders and also in spaced discs of varying 
diameter, averaging from 4 to 6 in. The spacings 
of the discs are generally equal the diameter of the 
discs. This treatment gives the hand-painted effect 
and thus affords a novelty at a comparatively small 
expense. 

As to the element of proportion regarding popu- 
larity, the following scale looks promising for the 
beginning of the season: 

White, white and black, black, gold, silver, blue, 
rose pink, cyclamen, water green, orchid. 

The foregoing selection of novelty colors are for 
use as quarters and for cut-outs, that is, backgrounds 
for cut-outs. We base the foregoing on the grounds 
that gold will be a good combination with yellows, 
silver with each of the other colors, blue with many 
of the colors, rose pink with a liberal percentage of 
the colors selected, cyclamen will be an artistic 
combination with dahlias and fushias, which are to 
be the ultra novelty colors in dress, water greens 
with the general selection and orchid is as safe as 
any novelty color. It is assumed that enough browns 
will be carried over from early spring to introduce 
the summer season. If adopted in cut-outs, ivory 
would be a good background for the applique. 





Another great sports year is just ahead 











le 


rs 
e 
ot 
l] 


~- BA QA eS 


~~ eae PF SS |] Vo Fe 











October 22, 1921 


BOOT .AND SHOE RECORDER 55 


Tans Will Lead, Says California 


Report Made to Style Committee also Predicts Plainer 
Patterns in Men’s Shoes for Evening and Lessened 
Demand for “‘ Doggy’’ Footwear 


California Retail Shoe Dealers’ Associa- 

tion, held Oct. 10 in Los Angeles, the fol- 
lowing report covering spring styles for men was 
made by W. R. Werner: 

Leather—The lighter shades of tan have not gone 
over as big as was expected, and I do not believe 
there will be any particular increase in their sale 
for spring. On the other hand, the twenty-six or 
KoKo colors are passé in the 
medium and better grades. 


T a meeting of the Style Committee of the 


class and of the plainer variety. In fact, I make 
the preduction that there will be a considerably les- 
sened demand for perforated shoes of all types, even 
for daytime wear. 

There will be no particular call for shoes with 
soft toe boxes. 

Oxfords vs. High Shoes—Spring will be an oxford 
season for men. The demand will run as great as 
60 per cent low against 40 per cent high, and in the 
big cities even stronger for oxfords. 

The proper way to buy 
men’s shoes for spring is to 





The best shade will be 
the medium shade of brown 
or Tony brown and colors 
akin to these, especially if 
they have a touch of red in 
them. Tony Red and similar 
reddish colors will also be 
good. 


40 Per Cent Medium Brown 


Of the tan shoes sold, 40 
per cent will be medium 
brown, 40 per cent Tony red 
colors, and 20 per cent the 
old number twenty-six shade. 
This latter 20 per cent will 
be entirely confined to the 
lowest grades. 








“Plainer patterns for evening wear in the 
spring,” says California style report. Selected 
from line of the George E. Keith Co. 


buy them fewer at a time 
and more often. By this 
method you are able to con- 
tinually show new styles and 
at the same time conduct 
your business with a mini- 
mum stock. 

Of all the leathers sold, 65 
per cent will be tan, 32 per 
cent black and 3 per cent 
patent. 


FOR THE FUN OF IT 
“Dippy” Definitions 
Cobbling: A trade tradi- 


tion. 
Holdups: Stocking sup- 








There also will continue to 
be considerable activity in 
black leathers, particularly in low shoes. Although 
as the season progresses this demand will swing 
back to tans for the summer months. 

There will be no call for patent leathers except 
for dress purposes. Brown kid and kangaroo leath- 
ers will sell better than ever this spring. 

Lasts—The squared off French toe will be a good 
bet, but in somewhat modified effect over what we 
have been selling. That is, the toe will be more 
rounded and a bit higher, making it fit more freely 
and better looking on the foot. 


Custom Last to Be Popular 


The demand will continue for English types of 
lasts on the custom order with short fore-parts. 
There will be an increased call for trim looking and 
good fitting conservative lasts, such as the Panama. 

Patterns—The patterns for spring will have.to be 
divided into two classes, namely, “doggy” shoes, 
and shoes for night time wear. By this I mean that 
there will be an increased call for trim looking Eng- 
lish shoes where the line of the shoe will count 
more than dolled up perforations or fancy patterns. 
The “doggy” or perforated shoes will only, and should 
only, be worn for daytime wear. 

The dapper young man when stepping out in the 
evening, will insist upon a good looking shoe with 


porters. 
Ox-Fords: Pleasure cars of the feet. 





Not Effective 
Oh, yes, the ban is in Cuban, but— 





“What’s in a pair of shoes?” has been asked. Some- 
thing like two feet is, or should be, one would say. 
Pass the Buck 


Now comes the wooden shoe, a one-time bugaboo, 
Naught will it matter. 

We'll let rubber control both its heel and its sole: 
’Twill still its clatter. 





Query of a Movie Fan 
May not one ask, so be it one shall choose: If there 
were not vamps how there could be shoes? 





Prithee Tell Us Why: 

With leather so short the pointed toe should have 
been permitted to give the shoe added length? 

With electrical signalling devices in so many places 
in almost constant use, a trade news item should say 
that buttons are not being pushed? 

Now that the country is on a peace footing there 
should continue to be military heels and gun metal 
shoes? 
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Personal Contact 


There is value for GREAT 
SHOE HOUSES in vast num- 
bers of customers. What, in 
the selling of thousands, does 
it matter if a few are disap- 
pointed with their purchases? 


It is different with Blank’s Shoe 
Store. We are dealing person- 
ally with you. Our shoe styles 
are assembled with your spe- 
cific needs in view. And if we 
fail to please you we feel the 
loss of your trade keenly. 


Then isn’t it more than likely 
that you will get more for your 
money by trading here where 
every effort is made to please 
you? 


During the busy seasons our Mail 
Order Service is taken advantage of 
by many who know the dependability 
of our shoes but who haven’t time to 
call here in. person. If you happen 
tobe busy right now why don’t you 
send to us for style catalog from 
which to order. 


at 
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try on. 


The 
Recorder 


Just clip these design “ideas” 
as your instructions to your 
artist. 


The copy may be adapted to 
suit the occasion, and you will 
see we have touched on the sub- 
ject of “buying of the local 
merchant” as being more satis- 
factory to the wearer than or- 
dering shoes miles away. A 
little space devoted to the ad- 
vantages of home-buying in 
each ad ought to make your 
prospective patrons appreciate 
the importance of your service. 


@aaValue-giving Begins 
mr a 
| Home 


A new style at a new low price. 


Your own shoe merchant is in 
touch with your requirements, 
your standards of value, your . 
tastes and desires—right here at 
home is where you get true, de- 
pendable values—at Blank’s Shoe 
Store. 


Perfect fit is certain when you have 
many sizes and widths to actually 
Complete style satisfaction 
is yours when you see what you want 
before you buy it. Here any little 
difficulty is taken up personally and 
speedily and pannel. 


Your own satisfaction—the necessity 
or desire of getting your money’s 
worth—ought to make you want to 
buy all your shoes here. Once you 
have been personally fitted by us 
your size is put on record, which 
makes ordering by mail easy, satis- 


y adjusted. 


factory and quick. 
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Ad-V isor 
Service 


Just Arrived!! 


Timely in every detail— 
even price 


High prices may be necessary 
at times—quality may justify 
what seems a high price. But 
—we’ve brought prices down to 
where they look reasonable and 
are reasonable. 

Those who know fashions name 
Black for favor this fall. Then 
you'll need a stunning Black 
Kid three-strap model to be in 
style. 

And remember what we say 
about the price being reason- 
able. 


Price range $6 to $9 
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Just Arrived 
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If It’s New 


It’s Here 

A modish street Oxford in Black Calf 
$7.50 

A dandy. That means a shoe 


which fits well with the prevailing 
modes. The interesting point 
about this shoe is not in the ex- 


tremely stylish vamp and toe nor 
the delightfully arranged series of 
perforations alone. It’s because it 
seems to be made for the new gowns 
that are just going on display at the 
finest shops in town. It hasn’t even 
been worn yet. Decidedly new. A 
dandy because it sets the pace in 
footwear fashions. 
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Whispering Curope 
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Vienna 


The Vanishing 


IENNA to-day is genteel poverty—more 

\ poverty than gentility—and Vienna is 

Austria, for of the 7,000,000 Austrians 
that are left in this remnant of the dismembered 
empire, nearly half live in the City of Vienna. The 
other portions of the patch work empire that have 
been set up in business as independent republics by 
the League of Nations, are as disagreeable as they 
can be to this beggared Austria and are bad man- 
nered and unneighborly. 

I don’t think Austria got a square deal from the 
Allied Council; even her own allies passed her by at 
Versailles, and when the job of cutting her up was 
finished the assets and territories of the empire went 
to her late dependencies and the debts, penalties and 
poverty were the portion of Austria. The Czechs, 
Hungarians, Slavs, Slovaks and the rest of the strut- 
ting upstarts declare this fate is good enough for Aus- 
tria, who was a hard master in the days of power and 
possession. The Hapsburgs are gone; the palaces are 
without pride and pomp, but the people and their mis- 
ery remain; and they are suffering for the sins of 
others. 

The Viennese, unlike the Poles, Czechs and Mag- 
yars, are not politicians; they have neither taste nor 
training for politics; international matters were left 
to their lords and masters. They are a docile and so- 
cial people; they love peace and gaiety and gentle 
ways; they like the pomp and circumstances, the at- 
mosphere and display of kings and courts, that have 
been theirs as long back as the memory of Austria 
runs, and they do not take kindly to the new republi- 
canism which is more expensive than imperialism and 
lacks its picturesqueness, color and joyousness. It is 
true the House of Hapsburg was not specially popular 
with the Viennese, who still speak disparagingly of 











the dynasty; but this republic does not appeal to the 
esthetic and histrionic sense of the Austrian and in 
time, no doubt, Vienna will return to its idols. 


Shadow, Not Substance 


An Austrian active in civil affairs in Vienna said 
to me, “Republican government is too expensive. 
Prior to the war the court maintained only sixteen 
automobiles for its officials, the present government 
maintains one hundred and sixty. There is too much 
graft in Republican Vienna. One person in every six 
is on the government payroll; the republic costs about 
five times as much as the court did. When the empire 
broke up, our job holders multiplied and the court 
which was the patron of industry, music and the arts, 
disappeared. We are not happy under this republic. 
We get the shadow not the substance of good govern- 
ment.” 

There are others, considerable in number and in- 
fluence, who believe that a solution of Austria’s trou- 
bles lies in union with Germany, with whom they have 
a kinship of blood and language; while others feel that 
America should extend a helping hand to them. Mean- 
while the middle class of Austria is literally perishing ; 
its average income is about one-third that of the labor- 
ing class; its sources of income are fixed and for the 
moment unchangeable; custom compels them to main- 
tain a certain standard of dress and living which is 
beyond their means to-day, and this class—artists, 
writers, musicians, physicians, teachers, educators, 
men and women of intelligence and culture, who leav- 
ened the whole spiritual and intellectual life of the old 
days—is being destroyed. It is a tragedy, whose bale- 
ful effects will be felt for many generations. These 
people are actually starving, too proud to beg, unable 
under the prevailing conditions to obtain suitable em- 
ployment and income; and their plight should excite 
the liveliest sympathy wherever the things they rep- 
resent and the talents they possess, command respect 
and admiration. 

Perhaps the blackest tragedy in all this aftermath 
of war is the untoward fate of the middle class of 
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Europe; if the hard conditions of life compel it to pass 
out or be swallowed up in the classes below, it will be 
a calamity that will, in its effects on the higher intel- 
lectual life of the Continent, be felt for many years, 
for man does not live by bread alone. 

Food supplies and their distribution are still acute 
problems in Vienna; while restrictions are being re- 
moved, rationing still continues in such articles as 
flour, sugar, lard and bread. Unemployment of labor 
is not high, since the government allows discharges of 
workers only by permit which is hard to obtain. The 
employer, not the employee is the “goat” in Vienna, 
where the new rulers come from the bottom seemingly 
and are touched with socialism and other illusive isms. 
The way of the employer is hard. Compulsory em- 
ployment may work after a fashion when markets for 
goods are obtainable; but when markets fail and com- 
pulsion continues the outlook is not brilliant for manu- 
facturer and merchant. ; 

Vienna had an outlet in Poland for its products; but 
the fall of the Polish mark had made that market as 
impracticable as unprofitable, and large unsalable 
stocks, notably textiles, and scarcity of real money, are 
the depressing features of industrial Austria. Credit 
is dangerous when exchange is as erratic-as a 
barometer in a storm; future values of to-day’s bor- 
rowings cannot be estimated, since there is no stable 
foundation in sight. 

In Vienna labor unions establish wage rates which 
are about the same for skilled and unskilled workers. 
The average wage is about 4000 Kronen a week, 
which, in American money, is from $5 to $6. Work- 
ing men get along on this, but the middle class? A 
representative of the American government in Vienna 
has a lady of culture and refinement, a university 
graduate formerly in affluent circumstances, who is 
glad to come to his house to cook cake for him when he 
has company. 


Judge Says “I’m Hungry, Too” 


A man, driven by hunger to steal bread, was ar- 
rested and discharged by the judge, who said, “I am 
hungry myself and find it difficult to get bread enough 
for myself and my family on the salary I am paid.” 

A glance at wages paid in July, 1921, in Vienna 
should interest those of our own people who grumble 
at the fall in wages in the best paid and best fed 
country on earth. It might conduce to more reason 
and content. Skilled workmen in the metal trades 
received 4000 Kronen a week; unskilled, 3000, and men 
of special ability from 5000 to 7000. Austrian metal 
workers are among the best. Minors received from 
1000 to 1200 Kronen weekly, and women from 1000 
to 1500. Wages in the metal industries are higher as 
a rule than in others, but the unions are endeavoring 
to bring all up to the metal scale, which now runs 
lower, and averages about 2200 Kronen a week for 
men and 800 for women. 

With an exchange value of 800 Kronen to the Amer- 
ican dollar, those wages are not excessive. How they 
manage to live is a puzzle and malnutrition must be 
widespread. 

The white collar man has the hardest time. Office 
clerks and engineers in factories average from 8000 
to 16,000 Kronen a month, a minimum being 5000 a 
month. Specially qualified men of this class are paid 
from 20,000 to 25,000 Kronen a month, say from $25 
to $30. Stenographers receive from 5000 to 16,000 
Kronen a month, according to skill and experience. 
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Bank clerks, chief clerks, managers and men of that 
class get higher salaries; the figures look imposing, 
but in the actualities of things they are pitifully 
meager measured by American standards. 

Life and living are really at a low ebb in Vienna. 
The economic welfare of any nation is written in the 
average daily wage of its workers and what the wage 
will bring in comfort and decent living. This bal- 
ance is not struck in Central and Eastern Europe, and 
until it is, it is useless to look for a cessation of social 
unrest and a return to normal conditions; and until 
they come the world’s progress, peace and welfare will 
be menaced. 


No Union Funds for Strikes 

Wages have multiplied sixty times in Austria and 
the cost of living ninety-three times since 1914; yet, 
notwithstanding this subnormal condition, there is lit- 
tle labor trouble. The worker seems to understand 
the handicaps his country is laboring under; he be- 
lieves his government is trying hard to remedy condi- 
tions; and he knows his unions are too poor to finance 
strikes. He accepts the inevitable and makes the best 


. of things. 


Food and finances; high prices of necessities and a 
constant and violent fluctuation in currency values 
make life in Vienna a gamble. 

A brief glance at foods and prices as they were in 
1914 and are to-day in 1921, will show the seriousness 
of conditions in what was once the gayest and socially 
the most delightful capital of Europe. The quantities 
are not indicated, but the comparisons are made on a 
basis of identity in measure: 


1914 : July, 1921 
Meat 2 Kronen 280-340 Kronen 
Milk 12 Heller 38-50 Kronen -litre 
Bread 14 Heller 18-34 Kronen -loaf 


Flour 38 Heller 90 Kronen 
Eggs 4 Kronen - 15 Kronen 
Potatoes 3 Kronen 20 Kronen 
Coffee 2.40 Heller 410 Kronen 
Lard 3.20 Heller 250 Kronen 


(Kronen—normal value about 20 cents. One hun- 
dred heller equal one Kronen.) 


One goes to the bank with a letter of credit and buys 
a few dollars worth of Kronen. What he receives ap- 
pears huge; it is almost burdensome; but as an Amer- 
ican said to me leaving a bank, “It looks good, but it 
hasn’t got any value.” It seems like stage money. 

One evening in front of the Bristol hotel I was ac- 
costed by a young chap who asked me if I were an 
Englishman. I told him I was an American; and he 
came back with, “I’m an American, too. Say, old top, 
can’t you help me out? I was in the American Navy, 
but I’m here and out of a job. I want to get back to 
the States and have only 500 Kronen.” 

“You poor devil,” I said, “You certainly are up 
against it.” I passed him over 500 Kronen to add to 
his bundle. A few hundred Kronen more or less 
doesn’t mean much in,any young fellow’s life these 
days. His chances of getting to America were not 
rosy. The passage money wasn’t much over 150,000 
Kronen at that time, a mere flea-bite in Vienna. 

How times and conditions change. Years ago when 
I first visited Vienna a one or two Kronen piece repre- 
sented real money. When I went there last summer 
the friend who met me at the station warned me, 
“Don’t give any of those small denomination Kronen 

(Continued on page 62) 
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Conquering the Mail Order Habit 


How the Merchants in the Live Town of Iola, Kan., Have 
Combined to Keep Trade at Home By Means 
of ‘‘Sales and Auction Day’’ 


OLA, KAN., is not the largest city in the 
State, but it is accomplishing a work of which 
many larger cities could well be proud. It 

is teaching its citizens to buy at home, instead of 
sending off to the mail order houses. The idea ger- 
minated in the Iola Ad Club, but was so big that the 
club broadened out into the Chamber of Commerce, 
and the educational campaign was placed in the 
hands of ‘the Retailers’ Division of the Chamber. 

Each month-a sales and auction day, designed to 

promote the interests. of merchants and farmers, 
has been established. ‘Shortly before each monthly 
sale a four-page bulletin is issued under the auspices 
of the Chamber of Commerce. The spaces are taken 
by leading merchants. The plan of the bulletin was 
recently explained by C. G. Nelson, secretary of the 
Chamber: 


Insist on Truthful Advertising 


“Every ad on the inside pages: of the Bulletin 
must list genuine bargain merchandise. Each ad 
is censored by the advertising committee, and if 
not in accord with the real bargain spirit, is turned 
down. A number of ads quote lower: prices on mer- 
chandise than can be obtained from the mail order 
houses. This enables our merchants to get the dol- 
lars that in the absence of Sales Day would go to 
the big mail order concerns, and it gets the people 
in the habit of spending their cash at home, who 
have never known what it was before to trade with 
local houses. 

“The spaces in the Bulletin cost the advertiser 
$4 per space. On the-inside pages no advertiser 
can combine spaces, use name plates, or cuts. This 
is for the purpose of giving the small advertiser 
the same benefit as the larger ones. On the outside 
pages there are no restrictions. Any kind of cuts 
and name plates can be used. However, it is im- 
possible to combine more than four spaces together.” 


Thirty-two Firms in Plan 


The inside pages of the bulletin—it is full news- 
paper size—have in big black letters across the 
double page top “A Penny Saved Is a Penny Earned 
—Make It Dollars Instead of Pennies By Trading in 
Iola on Sales Days.” Each of the 32 firms adver- 
tising on these inside pages offer one special item 
at a special bargain, good for Sales Day only. 

To bring the farmers to town on these sales days 
the Chamber of Commerce has arrangements where- 


by household goods, farm implements and livestock 
can be auctioned. In explaining the plan of the 
auction Mr. Nelson said: “Pens in which to accom- 
modate the livestock, stalls for teams and space for 
storing personal property of any sort are furnished 
free of charge. We have an auction pavilion just 
one block from the square. Household goods and 
farm implements are auctioned in the morning; live- 
stock in the afternoon. We have our own auction- 
eers, but it is not necessary for the parties to em- 
ploy them, as everyone is privileged to bring his own 
auctioneer. We make.no charge for listing house- 
hold goods, implements or livestock. For the selling 


of.same we make a charge of 2 per cent for automo- 


biles and livestock, and 5 per cent for other articles.” 


The Appeal That Won 


The announcement in the Bulletin which made the 
biggest “hit” when Sales Day was first started, the 
one which got the folks to coming to town and spend- 
ing their money with the local merchants instead 
of with the mail order houses, was the paragraph: 


“Every merchant, you observe, announces. 
a special bargain price on one or more 
articles in common use, and since every firm 
offers a bargain in a different article, you 
will be able, by going from one to another, 
to make a long list of purchases at prices 
lower than you could obtain from the mail 
order houses—and get your merchandise 
without a long, tiresome delay.” 


All of the leading shoe firms—The Spot Cash 
Shoe Store, Shields Shoe Co., Palace Shoe Store, Globe 
Shoe and Clothing Co., Albert White Shoe Co., Eco- 
nomy Shoe Store and Star Shoe and Clothing Co.— 
take space in the Bulletin regularly, and in order to 
show how the bargains work out, in one of the 
bulletins the Economy Shoe Co. offered men’s work- 
shoes for $1.98, while the Albert White Shoe Co. 
offered ladies’ kid shoes at $3.95, and the Palace Shoe 
Store offered boys’ school shoes at $2.45. Thus none 
of the stores came into competition on their bargain 
specials, and each had a leader to draw people to 
their store. 

The monthly sales have been in force for nine 
months, and are proving more successful each month 
in keeping money at home for the improvement of the 
town and the financial benefit of the merchants. 








DISPLAY YOUR SLIPPERS EARLY 


“Slippered ease” is a new phrase—to catch the 
eye and to appeal to man’s contentment. 

Do not wait until Christmas time to display slip- 
pers. Offer them early. Many a man will settle 
down when frost days come, to a good book, a pipe 
and slippers. 


HOW MANY TEACHERS IN YOUR TOWN? 


Good Buyers of Staples and Specialty Health Shoes 

Just remember that school teachers, who are once 
more on the job, are among the best buyers of staple 
style shoes, unless, perchance, they desire some of 
the new specialty health shoes to fit heels, arches 
and foreparts that have appeared of late. 
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too decorative or the merchandise will suffer by contrast. On the 
other hand it should not be drably monotonous or it will “cast a 
gloom” over the shoes in the window and make them appear somber. 

J. A. Reyburn Keeler, display manager of Moorhead’s store in Indi- 
ana, Pa., has solved this problem by using a screen background—just an 
ordinary, everyday, three-panel screen of wood with a composition board 
between the frames. On this composition board is painted the design 
with an air-brush. 

Those of us not so gifted as to be able to use an airbrush could paste 
attractively colored wall paper of varying designs over the composition 
boerd—varying the paper design from week to week to get different 
effects. 

The screen background has an additional advantage in that it can be 
moved to any part of the window. A smaller screen, placed.in the back 
center of the window could be made to serve well as the background for a 
single pair of shoes featured for the occasion. 

Incidentally, it is worthy. of note that the shoes are so positioned that 
they do not interfere one with another. The space between each unit, 
whether a pair or single shoe, is wide. Consequently each style is given 
equal prominence. c 


Te background of the window is all important. It should not be 
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(Continued from page 59) 
bills to a white man unless you want to insult him. 
Save them for the beggars.” Heaven knows, there 
were beggars enough to hand chicken feed to. 

The humors and vagaries of this fantastic money 
are many and various. On July 20 I received 826 
Kronen for one American dollar, and I paid 10 Kronen 
—nominally $2—for a newspaper. I had a nice lunch- 
eon for two in one of the finest restaurants in Vienna 
which included—tell it not in Gath—cocktails and 
wines; and all it cost me was 750 Kronen; that is, 
about 90 cents in real money. A pair of shoes costs 
from 2500 to 6000 Kronen. A workman getting 4000 
Kronen a week will pay 2000 of them to shoe his boy. 
It costs 50 Kronen to send four souvenir post cards to 
Nice, and I can remember when for that same money I 
could buy a first class ticket to Nice and Monte Carlo, 
24 hours distant. Times have changed and so has 
Austrian money. 

One Must Live 

A 2000 Kronen tip in a hotel causes no excitement, 
but anything less than a 1000 Kronen tip to the porter 
blacklists you as a tight wad. While I was in Vienna 
the treasury printing press rolled out a new issue of 
two billion Kronen, which brought the total up to 
about fifty billions. As that means only about 14,000 
Kronen per capita it hardly seems enough to go round 
in Vienna. 

To eke out his monthly pensiun of 3000 Kronen, a 
former Admiral and Arethduke is doing stunts in a 
cabaret to the scandal of social Vienna, but he shrugs 
his shoulders and says, “One must live.” It is diffi- 
cult to live up to admiralties and archduchies on $3.50 
per month and provide for a stomach too vulgar to 
starve aristocratically. The stunts go on. 

Domestic help is cheap. It costs more to feed than 
to pay servants. One Government representative in 
Vienna pays his cook 350 Kronen—40 cents—a month. 
Think of it, ye American housewives! Price incon- 
sistencies are everywhere. Our Department of Com- 
merce in Vienna has its headquarters in a suite of 
rooms in the palace of the former Arehduke of Lich- 
tenstein. The five rooms are regal with rugs, tapes- 
tries and furniture to delight the heart of every lover 
of the artistic. The rent 
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is here, solid, substantial, useful; I can see and feel 
it; it will be here to-morrow; but this paper money? 
I don’t know what it will be to-morrow. It might be 
worthless a week from now.” 


1,500,000 Kronen for an Auto 


An automobile costs a million and a half Kronen to- 
day, and half a million a year to operate. It costs me 
5000 Kronen a day to live in Vienna and a friend of 
mine, a cultivated scholar of European reputation, 
was trying to do it on an income of 500 Kronen a day. 
The new rich of Vienna are in evidence in the night 
and restaurant life, as extravagant and offensive there 
as elsewhere. French champagne costs 5000 Kronen 
a bottle and the profiteer—the Schieber, Vienna calls 
him—likes to splurge his 50,000 Kronen for a dinner 
and let everybody know it. 

Rents are low, nearly as low as in 1914, but tenants 
are far more numerous. Life is difficult and yet the 
Viennese is hopeful and optimistic. An optimist my- 
self, I like his cheeriness. He believes Vienna will 
come back. It is hard to believe that a decree of the 
League of Nations, which dismembered the Empire, 
should also make Vienna into a possible Babylon, a 
city of silence. The Austrians should have their 
chance. In many ways Austria got a raw deal at Ver- 
sailles, but the penalties are falling on the people— 
helpless and blameless. 

Americans will find it worth while to look into Aus- 
tria’s economic possibilities. She has a population of 
skilled workers and her products -were in many mar- 
kets in ante-bellum days. We should do business with 
Vienna. She can be made an important factor in the 
economic rehabilitation of Eastern Europe, an outpost 
of the West. The English and French are not idle; 
they are on the ground; their trade representatives 
are met in all the hotels, but America apparently is 
uninterested or afraid to take a chance. 

Austria wants American goods; she will pay in 
American dollars to the limit her bankers say; but 
American manufacturers and merchants must meet 
the conditions as they exist and not as they would wish 
them. Whatever the currency the banks are solvent, 
and the question of exchange is one that can be an- 
swered by mutual arrange- 
ments. that will obviate 





of the quarters, stated in 
American terms, is one 
dollar a day. This is not 
a good story to tell to an 
owner of apartment houses 
in New York; his heart 
might be weak. 

A five-story building 
near the financial center 
of Vienna, with a magnifi- 
cent entrance with great 
columns running to the 
roof, with three elevators, 
a spiral staircase, and of 
substantial, up-to-date 
construction, that in a like 
location in Boston or New 
York would sell for $750,- 
000 was being sold to an 
acquaintance for 16,000,- 
000 kronen—about $20,000 
in American money. It heel a 
represented all he had, but 
as he said, “The building 





Three Straps and Center Buckles * 





The big style of the season is a patent leather 
We have selected this 
model to typify the vogue. It has a covered 
nd is a flexible McKay. From the line 
of A. M. Creighton, Lynn, Mass. 


three-strap pattern. 


losses. Manufactured goods 
arriving in Austria are 
absolutely protected; the 
foreign exporter under the 
Austrian law owns them 
until they are paid for. 

I am satisfied there is 
good and profitable busi- 
ress for America in Aus- 
tria and the country eco- 
nomically tributary to it. 
The Austrians are a likable 
people and deserving of our 
sympathy and aid, who are 
suffering for the sins of 
their rulers and militarists, 
who are now “with Nineveh 
and Thebes.” The world 
cannot afford to destroy 
these people and the errors 
of Versailles should some- 
how be rectified in Geneva. 
(To be continued next week) 




















921 


feel 
ey ? 
t be 


_ to- 


l of 
ion, 
lay. 
ght 
ere 
nen 
alls 
ner 


nts 


the 


vill 
the 
ire, 
ae 
eir 








October 22, 1921 


BOOT AND SHOE RECORDER 63 


Getting More Shoes Sold Right 


Making Buying More Attractive to the Public 


(The following ideas, presented with the hope that 
they may be instrumental in a small way in helping 
our readers, are not original with the BOOT AND SHOE 
RECORDER. They are bona fide schemes which have 
been used and found practical or the ideas of merchants 
who have evolved them after long experience in the 
retail merchandising of footwear. Some of them you 
may have used yourself. Choose what is new and ap- 
plicable to your own merchandising problems.—Ed- 
itor’s Note.) 


SHINE TICKETS WITH SALES 


If your store has a shoe shine stand, give a ticket 
for one free shine for every dollar of value of a 
pair of shoes bought, or for each dollar of pur- 
chases. Do not give tickets for credit sales. If 
shines are 10 cents, perhaps the ticket should be for 
each $2, as a 10 per cent gift in tickets would be 
pretty heavy. The value of the ticket is that it re- 
minds the person of the shoe store, and it gets him 
in the habit of coming into the store for his shines. 
Get the public to feel that the store is the place to 
go and you have added much to the permanent and 
regular trade. 


CREDIT FOR WEAR 


A western merchant has posted in his store the 
following: 

“The replacing of worn shoes by dealers without 
charge is an injustice and source of loss to the 
dealer as well as the manufacturer. -We hereby 
notify all concerned that we will not give credit for 
any shoes that have been worn without being allowed 
proper credit for such wear as the shoes have given. 
We refuse to make any allowance (except for fault 
of construction) on any kind of shoes made from any 
kind of patent, enamel leather, suede, velvet or 
satins. 


THE GROCER HELPS’ 


A repair shop has arranged for its customers to 
leave shoes to be repaired at the neighborhood 
grocery store and at the corner drug store, and little 
variety store, too. He sends a little motor truck 
to collect shoes daily, as well as to deliver repaired 
shoes to the grocer, who in turn sends them to their 
owners. . 


OFFER RUBBERS EARLY 


One of the best selling schemes adopted recently 
was brought out by a shoe dealer who found that 
from early in the fall until the beginning of the 
spring season the following year he was able to score 
a large number of rubber sales to purchasers of 
regulation footwear. His clerks were instructed to 
offer rubbers to every buyer of shoes and to present 
the goods with the following arguments. “Weather 
conditions at this season are uncertain, and it is 
best not to wait until bad weather actually comes 
before buying.” 


APPEAL TO BOY SCOUTS 


A store at Bessemer, Ala., arranged with the Boy 
Scout organization to have a window display for 
one week of articles representing the handiwork of 
the Boy Scouts. The display included every sort 
of an article made and fashioned by these boys, and 
attracted a great deal of attention. The public is 
much interested in the Boy Scouts and the shoe 
merchant can use this idea to advantage. Further- 
more, it pleases the boys and their good will is an 
important asset. 


A MODEL OF A SHIP 


Models of ships in windows always attract at- 
tention. Steamship companies have them and in 
smaller towns somebody is always making one. If 
you can get one for your window accompany it with 
a sign: “Ship-Shape—You want your shoes to ap- 
pear nice and trim always. Let us show you the shoe 
that fits your foot.” 


A LIVE PROSPECT LIST 


Letters can be made good business-building assets 
for the shoe merchant. But in order for direct mail 
advertising to be this, it is necessary for the shoe 
merchant to know these things about this form of 
store publicity: 

1.—That his mailing lists contain the names only 
of live prospects. 

2.—That he has a definite, specific appeal in his 
direct mail advertising which can be best conveyed 
by this form of publicity. 

3.—That he has an accurate and satisfactory 
method of checking up returns on this advertising. 

It is a comparatively easy thing to find out these 


_ things about direct mail advertising. 


GET RID OF DEAD WOOD 


Let us consider these points in the order named. 

The matter of good mailing lists is highly impor- 
tant. Too often where the shoe merchant does direct 
mail advertising only every now and then instead of 
quite frequently, he has a lot of dead wood on his 
lists. This dead wood will consist of the names of 
people who have moved out of town or who for 
one reason and another cannot possibly be consid- 
ered as prospects for the merchant. Consequently 
all advertising matter sent to these people is just 
so much wasted money and the presence of this 
dead wood cuts down the percentage of returns, 
runs up the expense per capita of making sales and 
throws the whole proposition out of gear. 

The best plan for the shoe merchant to adopt with 
regard to his mailing lists is to secure new lists 
every year. It is a very easy matter to do this if 
only the merchant will realize the great possibili- 
ties which exist for quickly gathering together the 
names of various people who should be patrons of 
his store. 
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(Continued from page 53) 
manufactured from cotton cloth so finished that it 
resembles leather on one side. It further admits 
that it contains no genuine leather, skin or hide, 
and further states that it is neither represented as nor 
supposed to contain such. The Athol company says 
that there is no competition between dealers selling 
products made of genuine leather and themselves in 
any sense of the word. 


Smoot Sales Tax Winning 

Indorsement of the latest plan of Senator Smoot 
of Utah for raising revenue from six sources, in- 
cluding a manufacturers’ sales tax, by the Marshall 
Field & Company of Chicago is expected to have a 
salutary effect on the attitude of merchants through- 
out the country. The author of the new tax plan 
which is offered as a substitute for the internal 
revenue passed by the House believes that with the 
backing of this great merchandising organization 
and large groups of representative manufacturers 
his proposal will quickly commend itself to the atten- 
tion of the public and eventually produce a reaction 
from which political leaders now opposed to the 
principle cannot easily escape. The Smoot plan 
gains in popular favor every day and may yet gain 
sufficient momentum to replace wholly or in part the 
plan as drafted by the Senate Finance Committee 
and offered to the Senate as an amendment to the 
House tax measure. 


Tax of Three Per Cent 


The fact that Marshall Field & Company favor 
the plan is taken as an indication that other retail 
merchants will realize the advantages of the pro- 
posed revision. It is understood that the National 
Retail Dry Goods Association and other bodies will 
call for a referendum within a few days. The prin- 
cipal advantages of the Smoot plan, according to 
its sponsors, are easily apparent, for the levy at the 
point of manufacture will lessen the possibility of 
unduly enhancing prices of commodities. It is a 
single tax intended as a substitute for the miscel- 
laneous sales taxes and profits taxes now in force. 
The scheme has to do with the repeal of war taxes, 
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the retention of corporate and personal income taxes 
at the present rate, the surtax reduced to the point 
of demonstrated efficiency, the levy of import duties 
in ending terms, retention of inheritance and tobacco 
taxes and, finally, the chief feature—a manufac- 
turers’ tax not to exceed 3 per cent on articles im- 
ported, produced or manufactured at the point where 
they are sold for final use or consumption without 
further process of manufacture. 


No Pyramiding Possible 


It is claimed that under the Smoot plan it will be 
impossible to allow taxes to accumulate or pyramid. 
It contemplates a surtax not to exceed 32 per cent, 
a rate generally approved by the Congress. The 
manufacturers’ associations who have indorsed the 
plan voice the opinion of 100,000 members with a 
normal employing capacity of 5,000,000. 


Who Is Excluded? 


For purposes of practical administration there 
would be excepted from the operation of the proposal 
all operations where the gross sales were less than 
$6,000 per annum. These exceptions, under the 
estimates of the Census of Manufactures and the 
Department of Agriculture, would exclude the mass 
of small agricultural and industrial producers, while 
the inclusion of the importer and various forms of 
larger production, in addition to the manufacturer, 
by widening the taxing base, enlarges the assured 
yield of revenue, which, however, would primarily 
and largely fall upon the manufacturer. 

The estimated yield of the manufacturers’ tax is 
predicated upon the Census of Manufactures of 1919, 
giving the gross sales value of manufactured articles 
as substantially $62,500,000,000. Allowing for ex- 
ception and shrinkage, the taxable sales of finished 
commodities under the Smoot proposal are estimated 
only at $40,000,000,000, and this is exclusive of the 
further body of taxable sales included under the 
terms production and import, and thus the widest 
margin is allowable for the Treasury estimate, with 
a reasonable likelihood of a 2 per cent tax not only 
affording the revenue required but allowing a rea- 
sonable margin for contingencies. 








SALES PROMOTION VOYAGE 


“Tl Tell the World” Trip of Steamship St. Louis 

New York.—The American steamship St. Louis, 
fitted out as a floating exhibition hall with samples 
of the products of three hundred leading American 
manufacturers, will leave New York next January on 
an American sales promotion trip to fifty foreign 
ports. The slogan of the enterprise “I’ll Tell the 
World” will fly from the forepeak. The trip will 
take a year. The exhibition space is equal to that 
of Madison Square Garden. 

Although there are a few misgivings about the 
present being auspicious for such a trip, J. Herbert 
Andson, the promoter, says it should be remembered 
that business conditions in some parts of South 
America are good and will be improved in 1922. 
Japan, China, India, Australia, Norway and Sweden 
have been to a degree free from much of the finan- 
cial worry that followed the world war, he says, and 
the Balkan states should be a fertile field for the 
exchange of commodities. All those countries will 
be included in the itinerary of the St. Louis. 


It is claimed that many of the smaller countries 
have considerable wealth and buying power and that 
the American manufacturers will lose out in those 
fields in competition with Europeans unless they get 
busy. Interpreters and credit men will be carried 
on the trip to assist the manufacturers’ representa- 
tives in presenting their goods to foreign buyers and 
establishing sound financial relations. The St. Louis 
is at present being converted into an oil burner. 


ENCOURAGE WALKING 


Weston Walked Eighty Miles in One Day; But Five 
or Six Is Enough for Mr. Average Man 


Sell more walking shoes. Stir up new interest 
in walking in your territory. Walking is good for 
the shoe business. Walking is good for the public 
welfare. 

Weston once walked eighty miles in a day. That 
is a record. He walked twenty hours. However, 
five or six miles a day is enough for the average 
man. 

Just mention Weston’s record in store talks. 
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The Morphine of Credit 





tions of modern commerce is a system of 

credit. Without credit the transaction of 

business on a large scale would be all wee im- 
possible. 

Rightly used credit is a most wonderful institu- 

tion. The trouble comes not from its use but from 


its abuse. 
In the early months of the present year it became 


QO NE of the greatest and most useful inven- 


as well as its benefit; at the time of an emergency 
it is the most helpful, soothing invention of mankind, 
but used habitually either credit or morphine leads 
to the gutter.” 

The morphine of credit has led nations as well as 
firms and individuals to the gutter. 

Russia, Germany, Austria and other European na- 
tions are floundering in the slough of despond and 
are financial wrecks because they did not stop bor- 
rowing when a safe legitimate limit had been 


apparent that Southern banks 
would not be able to finance the 
gathering and marketing of this 
year’s cotton crop. The banks 
had loaned heavily on cotton 
last year and had borrowed up 
to the limit from Federal Re- 
serve Banks. The slump in cot- 
ton prices after last year’s crop 
had been raised at an enormous 
expense made it impossible for 
planters and farmers. to Py 
their notes at the banks. e 
banks had also loaned the mer- 





“Credit is, exactly like mor- 
phine; in the hands of those who 


understand its danger as well as’ 


its benefit; at the time of an 
emergency it is the most helpful, 
soothing invention of mankind, 
but used habitually either credit 
or morphine leads to the gutter.” 


reached. 


Appetite for Credit Leads to 
Ruination 


Many hundreds of business 
firms have gone on the rocks 
or are tottering on the ragged 
edge because the desire and 
appetite for more credit has led 
them beyond legitimate limits. 
Credit men in factories, whole- 
sale houses and banks to-day 
occupy an unenviable position. 
Passing on credits is anything 


chants and when the farmers 
and planters could not pay the 





but a pleasant job. It is ex- 
ceedingly difficult to decide as 








merchants it was out of the 

question for the merchants to 

pay the banks. The banks were at the end of their 
string and in order to finance the gathering and 
marketing of this year’s cotton crop some outside 
source of obtaining money had to be found. 

A group of prominent bankers, planters and busi- 
ness men headed by George R. James of Memphis, 
went to Washington and had a meeting with the 
War Finance Corporation. 

When the meeting was called the southern busi- 
ness men were asked to make a clear and concise 
statement of conditions, the amount of money that 
would be necessary and why they needed the money. 
The answer can practically be boiled down to three 
words, “Too much credit.” A plan, however, was 
worked out and the assistance of the War Finance 
Corporation obtained. 

During that conference Eugene Meyer, head of 
the War Finance Corporation, made this significant 
analysis of credit—“Credit is exactly like morphine. 
In the hands of those who understand its danger 


to which firms are entitled to 
extension and which are be- 
yond their depth financially. Thousands of cases of 
shoes are now piled up in factories and the credit 
man is waiting for the payment of an open account 
on the books or a note executed some months back 
before an OK is given to the shipping clerk to send 
out the merchandise now ready for shipment. 

An analysis of the financial statements of these 
merchants almost invariably shows that the mer- 
chants would be in good shape financially and could 
wipe out their indebtedness to the factories if they 
could collect the outstanding accounts on their 
books. 

Many a merchant has lost the confidence and 
esteem of manufacturers, wholesalers and bankers 
and has eventually been forced out of business not 
because he was a poor buyer or a poor salesman but 
because of a too lavish extension of credit to his 
customers. 

In extending credit the moral hazard is about as 
big a factor to consider as is the financial hazard; 

(Continued on page 68) 
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A Blessing in Disguise 


The Great Fire Which Swept Chicago Fifty 
Years Ago Became the Incentive 


Which Has Built a Great City 


years ago was looked upon as a very dire 
calamity but which has proved in reality 
to be a blessing in disguise. The progress made 
in the fifty years since Chicago burned has been 
nothing short of marvelous. With the indomitable 
“I Will” spirit which has 
always characterized Chi- 


C HICAGO has been celebrating what fifty 


of playtime before they had been folded away. 

What a sentiment means in most human lives was 
proved conclusively by the things saved from the 
fire. A bride had carried in her arms as she hur- 
ried away from her burning home a set of china 
plates that had been given her that day. A pair of 
beautiful vases which had been a wedding gift had 





cago, the city has builded 
itself anew and_ to-day 
stands as the _ greatest 
commercial center of the 
West. 

There have been plays, 
pageants and various en- 
tertainments. Many of the 
leading stores have had in- 
teresting displays cover- 
ing that period. Chief of 
these was the exhibit by 
the Marshall Field store 
of relics from the fire pe- 
riod, ranging in interest 
from the tooth of Mrs. 
O’Leary’s much famed cow 
to the plans by the Chi- 
cago Plan Commission for 
“Greater Chicago.” A huge 
panorama of the burning 
of the city and old prints 
and pictures of points of 
interest, many of which 
were wiped out by the 
flames, formed the back- 
ground of the exhibit. 


Copies of newspapers 
containing accounts of 
the great disaster, 


copies of the mayor’s 














proclamation, old and yel- 
low, brought the fire more 
vividly to the minds of 
the present generation. 

Pictures of old family residences, business blocks, 
churches and colleges of 1871 formed a fitting set- 
ting for the display of garments worn by the belles 
and beaux of yesteryear. A wedding gown by Worth 
of creamy satin, heavy enough to stand alone, with 
veil garlanded with orange blossoms and white 
lilacs was exhibited, together with other gowns from 
the bride’s trousseau, much pleated, flounced and 
ruffed, with the inevitable bustle, basque and cas- 
cade. There were exquisite lace shawls, quaint lit- 
tle flat hats with cascades of lace falling over the 
shoulders, beautiful Paisley and embroidered cash- 
mere shawls, lace mantillas and capes. Cunning 
old-fashioned Kate Greenaway clothes belonging to 
the children of that day, many showing the marks 


Part of an exhibit of shoes worn in 1871, at the time of the Chicago fire. Shown by 


Marshall Field € Co. 


been buried in the garden for safety. Rare old 
linens and laces had been quickly gathered together 
for safe keeping. One hundred and fifty dollars 
had been paid an expressman for the removal of a 
young girl’s portrait from the corner of Oak and 
La Salle streets to Wright’s Grove, where it lay for 
three days in the rain until shelter could be pro- 
vided. Beautiful wedding silver, portraits and 
favorite books were the things saved from the flames 
in preference to more utilitarian articles; and a four- 
room dolls’ house completely furnished, even to a 
tiny stepladder, the china-haired occupants still oc- 
cupying the rooms just as they did when some wee 
girl took pride in them. 
(Continued on page 68) 
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Reservations for Rooms Pouring In 


A Comfortable Room in a Good Hotel for 
Every Visitor at the National Shoe 
Retailers’ Convention 


ments for a national convention selected a 

hotel committee so well qualified to handle 
this important part of arrangements as prevails 
in Chicago. 

The hotel committee is headed by Harry Levison, 
chairman. He is ably assisted by Harry A. Meyer of 
the H. A. Meyer Shoe Company, M. A. Mittleman of 
I. Miller, Al Ackerberg of Rothschild & Company, 
Charles Feltman of Feltman & Curme and Charles 
Parkinson. This committee has made a thorough 
survey of the hotel facilities of Chicago, has ar- 
ranged with the various hotels to set aside a num- 
ber of rooms for the visiting shoe merchants and is 
down to work in dead earnest. 


Efficient Method of Registration 


The work of this committee is so well organized 
that the handling of reservations is a simple matter 
and the simplicity of the arrangement adds to its 
thoroughness and facilitates the rapid handling of 
the delegates when they arrive. 

As fast as reservations are made the list of avail- 
able rooms is checked up in your behalf so that 
every minute they know the number of rooms avail- 
able in each hotel, the prices and all desirable in- 
formation. 

Reservations are already pouring in, not by small 
dribbles but by the wholesale. St. Louis, for ex- 
ample, has requested that ninety-seven rooms be 
set aside for them as a minimum. As St. Louis checks 
up on the membership of the city association -who 
will come to Chicago their list is revised and addi- 
tional requests for rooms will undoubtedly come 
from St. Louis and the Missouri association within 
the next few weeks. The Illinois Shoe Retailers’ 
Association has reserved a hundred rooms. The In- 
diana association has asked for a like number and 
so the reservations from various retailers’ asso- 
ciations and manufacturers’ organizations in cities 
where group displays are being arranged, are send- 
ing in wholesale orders for reservations. 

Individual merchants all over the country are 


GS rents has a general committee of arrange- 


sending in individual reservations in order that they 
may be located in the hotel of their choice. 


Ample Hotel Facilities 


Chairman Levison, in discussing the hotel situa- 
tion of Chicago and the work so far done by his com- 
mittee, gave a most logical explanation as to why 
Chicago has unequaled hotel facilities. He puts it 
this way: “The committee may with pardonable 
pride refer to the wonderful city in which the 1922 
convention and exposition of the national shoe re- 
tailers will be held. 

“We always refer to Chicago as the Great Central 
Market, for such it is and all the name implies. 

“It is the center of the continent, the center of 
population and the center of mercantile, industrial 
and financial activities of the nation. 

“Fifty-five million people live within an over- 
night’s ride of Chicago. More people can board a 
train for Chicago and arrive without change of cars 
than to any other city in the world. There is a 
train running for every minute of the twenty-four 
hours of the day. No cross country traveler rides 
through Chicago; travel east, west, north or south 
to Chicago and then to your destination, not through 
Chicago. This situation has made necessary the 
development of facilities for serving guests or vis- 
itors to a degree not attained in any other city in the 
United States. This accounts for the great number 
of high class hotels in the great central west me- 
tropolis, for bear in mind the capacity of Chicago 
hotels is 100,000 rooms.” 


Get Your Reservations Now 


Chairman Levison says his committee has adopted 
as its slogan “A comfortable room in a good hotel 
for every shoe man who comes to Chicago.” Mr. 
Levison says: “Please tell the readers of the Boor 
AND SHOE RECORDER that if they wish to secure a 
room in the hotel of their choice they should make 
their reservation at once. All requests for reserva- 
tions and information about hotels or any other 
matter pertaining to the forthcoming national con- 
vention should be addressed to the National Shoe 
Retailers’ Convention Committee, 417 South Dear- 
born Street, Chicago, III. 








‘“‘A Paradise of Rest for Weary Feet” 


The Shoe Mart, 322 Main Street, Pine Bluff, Ark., 
gave away dolls with each pair of shoes purchased 
on a special sales day given by Pine Bluff merchants | 
recently. One hundred of the dolls were given away. 
The Shoe Mart is known as “a paradise of rest for 


weary feet.” The sales day was staged Sept. 28, 
and besides the Shoe Mart, other shoe stores among 
100 merchants participating, were as follows: Jones 
Bros. Shoe Company, Katzenstein Shoe Store, Isaac 
Dreyfus, and Froug’s. 
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THE MORPHINE OF CREDIT 
(Continued from page 65) 


in other words, the disposition to pay is as impor- 
tant as the ability to pay. 

Merchants very often extend credit beyond what 
they believe is the legitimate limit so far as a man’s 
financial responsibility goes because they believe 
in his disposition to pay eventually. 

Bad crops, poor work or a slump in prices may 
wipe out his ability to pay and when the load be- 
comes extremely heavy it often takes all the life 
and pep out of the man and with it his disposition 
to pay and the merchant not only loses the money 
which the customer owes him but he loses the friend- 
ship and the good-will of the debtor along with it. 

Truly both credit and morphine are helpful and 
soothing in times of emergency, but just as truly 
are they disastrous when used beyond reason. 


A BLESSING IN DISGUISE 
(Continued from page 66) 


The old post-bag in which the mail for the West 
Side was carried was not quite as large as the shoe- 
string bag carried by women shoppers of to-day; 
it would not hold even a third of the mail on one 
pick-up from one of Chicago’s present office 
buildings. 

The old Palmer House, of which a reproduction 
of the presidential suite of 1871 was shown, was in 
the same location as now, where many shoe sales- 
men have their sample rooms. So also was the 
Sherman House, where the last Illinois Shoe Re- 
tailers’ Convention was held, and which on the night 
of the conflagration housed 300 guests. 

A prairie schooner made by hand by the father 
of the Studebaker brothers attracted much attention, 
as did the carriage in which Lincoln rode to the 
theater the night of his assassination. 
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Footwear of Eighteen Seventy-one 


The most interesting part of the display, no doubt, 
to BooT AND SHOE RECORDER readers would have been 
the large case of old shoes in the shoe department 
on the fourth floor. The accompanying photograph 
shows some of the most interesting models of that 
period. 

Notice the heavy man’s boot and the almost 
equally heavy infant’s “first-step” boot, with its tiny 
heel and heavy sole, to say nothing of the heavy 
leather of which it is constructed; quite different 
from the soft, pliable foot-form shoes worn by the 
child of to-day. 

In the upper left-hand corner is a kid shoe lined 
with white fur and having brilliant red leather 
facing. Just below this is a side-laced dress boot 
of black cloth, similar to the old-fashioned cashmere, 
with fancy stitching in white and trimmed at the 
top with a scalloped band of patent leather. Below 
this is a soft kid side-laced boot with the almost 
inevitable scalloped top. In the lower left-hand 
corner is a dress boot of black satin which laces 
on the side and comes barely above the ankle. The 
white stitching, which trims the heel only, does not 
show clearly in the photograph. 

Notice the awkward boy’s shoe in the upper right- 
hand corner compared with the snappy footwear 
worn by the young men of 1921. Below this is an 
all-cloth, buttoned boot. The heavy sole is quite 
different from the soft, flexible turn which would 
appear on a similar type shoe of to-day. Of par- 
ticular interest is the rope lacing in the clumsy 
low boy’s oxford just below. The lady’s shoe at 
the lower right is a cloth top in combination with 
heavy leather. 

We can certainly point with pride to the progress 
which has been made in the shoe craft in the fifty 
years since Chicago burned, and, adopting Chicago’s 
motto, “I Will,” we can look into the future, knowing 
we will accomplish even greater things. 








CINCINNATI 


Better Attitude in Market 
Shift in Demand from Low to High 


Shoes Is Noted 


Sales Force Given Dinner 


‘The crowning event of the semi- 
annual “pep” meeting held by the 
Roth Shoe Mfg. Co., while the sales 
force was at the factory the latter 
part of September, took the form of a 
dinner at the Business Men’s Club on 
Friday evening, September 30. Be- 


DECIDED change in the na- 

ture of the retail shoe busi- 
ness has taken place in this city 
during the past two weeks. Up to 
that time with only intermittent cool 
spells busineSs had not taken on the 
proper aspect with regards to volume. 
Low shoes continued to move, but in 
fewer numbers, thus revealing the 
fact that the public was waiting for 
a general break in the weather. So 
when the break came a decided shift- 
ing from low to high shoes has taken 
place. This is found to be more evi- 
dent with the retailers of men’s shoes 
than with those handling women’s 
lines. The sale of high shoes is about 
100 per cent in the men’s business, 
while it is reported by the larger 
downtown merchants at around 75 
per cent in the women’s business. 


October business so far has shown a 
gain in pairage over the same period 
a year ago, and practically without 
exception the retailers here expect 
this gain to be sufficiently large by 
the end of the month to equal last 
year’s record in dollars and cents. 


Good Business Reported 


J. B. Wright, who recently suc- 
ceeded V. C. Wene as manager of the 
Queen Quality Boot Shop, formerly 
the Joseph Pietzuch Company, re- 
ports a very satisfactory business 
since he took charge of the store. Mr. 
Wright was formerly connected with 
Brandts, Inc., of St. Louis. He has 
been conducting a special sale of 
Osteo-Tarsal shoes and reports that 
his business of this arch corrective 
line has been exceptional. 


sides the sales force consisting of 
Sales Manager “Bill” Graves, B. C. 
Belcher, B. B. Goldman, Otto C. 
Kaufman, George J. Stamler, George 
C. Cadwallader, Paul Mahler, E. H. 
Ross, T. L. Mattox, W. H. Goldman, 
B. H. Lowenstein, H. A. Sublett, Carl 
Stearn, Charles E. Martin, the manu- 
facturing heads were also in atten- 
dance. Among these were included 
L. S. Roth, president; Jack Roth, 
assistant sales manager; W. Bucholz, 
credit and office manager; Mr. Berger, 
general superintendent; C. Moore- 
man, leather buyer, and E. Lemle, 
quality man. After enjoying the 
banquet, speeches were made by 
President Roth, Sales Manager “Bill” 
Graves and a number of others. The 
keynote of the event was “more in- 
tensive salesmanship.” 
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Club Operates Own Dining 
Room 


On Saturday, Oct. 8, the new din- 
ing room of the Shoe and Leather 
Club was opened for service to all 
the club members. The committee in 
charge of the installation of this new 
dining room consisted of E. F. Perry, 
chairman; E. Furstenau, Geo. 
Springmeier and E. Peck. Noonday 
lunches at a nominal price will be 
served to the club members and their 
friends daily. The management of 
the new dining room is in the hands 
of Fred Mitchell, an experienced hotel 
man. It is planned also to use the 
dining room in connection with regu- 
lar monthly social affairs when the 
members of the club and their families 
will enjoy its advantages. 


E. E. Furstenau III 


E. E. Furstenau, representing the 
sole and heel business of the Good- 
year Tire & Rubber Company in this 
section, has been confined to the hos- 
pital for the past ten days. Mr. 
Furstenau’s illness, however, is not 
considered serious and he is expected 
back at his desk within a short time. 


Pohl Store Expands 


The H. William Pohl Shoe Com- 
pany on East Fifth Street, has taken 
over the lease of the property at 506 
Main Street for the purpose of gain- 
ing a Main Street entrance to their 
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store in addition to the one they now 
have on Fifth Street. This store has 
been in the same location for the past 


fifty-five years. The new lease, 
which is of ten years’ duration, makes 
possible a 100 per cent increase in 
the stock and fitting capacity of the 
Pohl store. A. Baumer, manager and 
stockholder of the concern is very 
enthusiastic over the possibilities of 
the expansion. The business of the 
Pohl store has held up in a very satis- 
factory manner during the past 
thirty days. Colder weather, accord- 
ing to Mr. Baumer, was all that was 
needed to stimulate business. 


Spring Business Satisfactory 

John T. Carlisle, sales manager of 
the Krippendorf-Dittmann Company 
reports a very satisfactory receipt of 
orders for spring footwear. Mr. Car- 
lisle states that their accounts are 
covering themselves for about 50 per 
cent of their spring needs, leaving the 
other 50 per cent of their buying 
power to take cars of possible style 
changes between now and the first of 
the year. The Krippendorf-Dittmann 
Company is doing a splendid busi- 
ness on a few numbers which have 
been placed in stock. This concern is 
planning to introduce. to the trade 
within the near future a new shoe 
which is built for the protection of 
the arch. Patents have _ recently 
been granted covering both the con- 
struction of the shank and the name 
of the new shoe. 


DENVER. 
Bank Statements Show Improvements 


Individual Deposits Increase—Loans and 
Re-Discounts Decrease—Business 
Better at Retail 


VIDENCE of improved finan- 

cial and business conditions in 
Colorado is revealed in the state- 
ment on state banks made public last 
week by Grant McFerson, state bank 
commissioner. Individual deposits in 
Colorado state banks increased by 
more than $3,000,000 and loans and 
rediscounts by the banks decreased 
by more than $2,200,000 between 
June 30 and Sept. 6. These figures 
better than anything else tell the story 
of a betterment in business conditions 
in Colorado. Business is growing 
better at local shoe stores and so the 
Denver retail shoe merchants are get- 
ting their portion of the increase in 
business. Shoe merchants in this city, 
and, in fact, all parts of the state, are 
looking forward to a good fall and 
winter trade and they are making 
their plans accordingly. Denver shoe 
merchants. are doing a lot of good ad- 
vertising in the local newspapers at 
this time, which is doing its part 
toward making business better. 


Colorado Men Going to Na- 
tional Convention 


It is expected that Colorado will be 
well represented at the National Shoe 
Convention in Chicago in January. 
Efforts to that end are being put for- 
ward at this time. Harry E. Fontius, 
of the Fontius Shoe Company, Denver, 
and a member of the board of direct- 
ors of the National Association, has 
consented to round up the delegation 
from this part of the country and 
those intending to go to the conven- 
tion are to report to him in order that 
he may secure hotel accommodations. 


Travelers Visit City 


Among the shoe company travelers 
visiting Denver and other parts of 


Colorado recently were the following: . 


Jack Davis, Excelsior Shoe Company, 
Portsmouth, Ohio; Joe Wheeler, Dunn 
& McCarthy, Auburn, N. Y.; Elmer L. 
Beesley, D. Armstrong Company, 


Rochester, N. Y.; Ben B. Bleethe, 
Leach Shoe Company, Rochester, 
N. Y.; Bill Vawter, Walk-Over Com- 
pany, Campello, Mass.; George Dyke, 
Wichert-Gardner, Brooklyn, N. Y.; 
James Godman, J. & T. Couzinz, New 
York City; Stern Brodie, Boyd Welch, 
St. Louis, Mo.; G. G. Bailey, Bion F. 
Reynolds, Brockton, Mass., and 
Charles Piler, Plant-Butler Company, 
Cincinnati, Ohio. These men all state 
that they have noted improvement in 
business in their territory. 


Next Mountain States Con- 
vention 


The next convention of the Moun- 
tain States Retail Shoe Dealers’ As- 
sociation will be held next September 
in Salt Lake, Utah. Herbert Hirsch- 
man, newly elected president of the 
organization, who lives in that city, 
where he is at the head of the Hirsch- 
man Shoe Company, reports that al- 
ready plans for the convention are 
being made and that it will be one 
well worth while in every way. The 
affair will be held in the Hotel Utah, 
one of the finest hotels in the west. 
Mr. Hirschman reports business im- 
proving in his part of the country at 
this time. 


New Store in Denver 


The Dr. A. Reed Cushion Shoe Com- 
pany, recently opened for business in 
Denver and has leased the Guldman 
property at 1616 Champa street. The 
new concern has a well equipped and 
well arranged store—a credit to the 
city of Denver. Business is reported 
as getting under way nicely at the 
new Denver store. . 


Pioneer Merchant Dies 


Harry H. Shaw, president and prin- 
cipal owner of the Shaw Dry Goods 
Company, of Greeley, Colo., died at 
his home in that city the first of this 
month, after a lingering illness which 
had confined him to his bed since last 
July. Death was attributed to heart 
trouble. Mr. Shaw has been a resi- 
dent of Greeley for the last 28 years 
and is a well known business man in 
this state. His department store had 
a large shoe department. 


Brief News Notes 


R. H. Johnston, head of the Johnston 
Regent shoe store in Denver, reports 
business good at this time. The firm 


_is planning to move into new and 


larger quarters shortly. 


The Tober shoe store in Denver has 
been sending out letters to Denver 
people calling attention to ‘the fact 


- that its complete line of fall shoes, 


oxfords and pumps are now in. D. 
Tober, proprietor of the store, reports 
business good. 






























70 


Joseph P. Dunn, head of the Joseph 
P. Dunn Shoe & Leather Company, 
Denver, was a recent business visitor 
in Colorado Springs, Colo. 


The Newark Shoe Co. has opened its 
new branch store at 1544. Larimer 
St., Denver, with C. J. Calvert in 
charge. The firm now has _ three 
stores in this city. 


Returns from Europe 


H. T. Conner of the George E. Keith 
Co. recently returned from a business 
trip of seven weeks in Europe. He 
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traveled in England, France and Bel- 
gium and visited the George E. Keith 
Co. stores. The Paris establishment 
he found to be doing an excellent busi- 
ness. In England he reports trade as 
slowly improving. 


Shipments Show Increase 


Brockton shoe shipments for the 
month of September totaled 67,134 
cases. This shows an increase over 
September a year ago when 63,176 
cases were shipped. The total ship- 
ments for the year up to October 1 
were 446,708 cases. 


AKRON 


Shoe Store on Motor Truck 


Chauffeur Is Also Salesman; Most 
of His Business Done in 
the Evenings 


NOVEL idea in shoe merchan- 
dising is the fitting up of a 
motor truck as a shoe store, and 
sending it among cities and towns, to 
sell shoes to individuals. 

This truck has a body whose inside 
is fitted up like a shoe store, with a 
stock of 500 pairs of shoes on the 
shelves, a fitting stool, and like equip- 
ment, It is lighted at night by elec- 
tric lamps, connected with the storage 
battery. 

The chauffeur of the truck, who is 
also the shoe salesman, is building up 
a route of regular customers, on whom 
he calls to fit shoes to their feet, or 
to take measures for shoes to be made 
at the factory. 


The Lovell Factory Shoe Store, an 
unusual but well known establishment 
of Lynn, makes the shoes with which 
the traveling shoe store is stocked. 
This establishment is just what its 
name implies, a store equipped with 
regular factory machinery, in which 
shoes are made for customers of the 
store. 

Most of the stock of the traveling 
store is made up of men’s shoes. Only 
a few pairs for women and boys are 
carried. The chauffeur shoe sales- 
man makes a specialty of men’s ser- 
vice shoes, such as policemen and fire- 
men wear, and he sells most of his 
shoes at stations where policemen and 
firemen gather. A lot of his business 
is done at night. 


DETROIT 


Optimism Among Merchants 


Rain and Cooler Weather Increase 
Business 


EPORTS from all sources show 
a pleasing note of optimism. 
October has ushered in the fall 
season with renewed business for De- 
troit shoe merchants. In practically 
all cases the report given was that 
“business has been good since the 
first of the month.” 

A 48-hour rain at the end of the 
first week of October, together with 
a cold spell has helped materially to 
move a considerable amount of mer- 
chandise. Especially has it helped the 
men’s business. Men who have been 
holding off until the last moment 
made a rush on the shoe stores for 
protection. 

How Business Starts 

One shoe merchant told of his ex- 

perience on the street during the rain. 


While passing one woman he noticed 
her stop and lift up her foot and ex- 


amine the sole of her shoe. It was 
worn through. She was getting her 
feet wet. She made a beeline for a 
shoe store. Another stamped her 
foot, as if to verify her conjecture, 
and said, “My G—, my foot’s wet,” 
with which inelegant expression she 
voiced the experience of many other 
women. 

There seems to be no one line of 
women’s shoes moving more rapidly 
than another at this time. As one 
merchant said: “They are all moving 
over the board about the same gait.” 
The moccasin shoe does not appear to 
have taken very strongly as yet. 
Practically all stores have at least 
one line, some three or four, in an 
effort to protect themselves in case a 
demand develops, but in some quar- 
ters it does not appear to be favored 
very strongly. It may be that the 
big demand, if it should develop, will 
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not come until spring. At any rate, 
not over half of the downtown stores 
have this line shown in the windows, 
and where it is shown, it is evident 
that the line is short, for only one 
sample is displayed. In only one store 
out of many was there more than one 
sample shown in the window. Prices 
of these lines vary from $5 to $9, 
with the lower prices most prominent. 


Men’s Trade Divided 


According to L. R. James, manager 
the Michigan Avenue E. & R. Shoe 
store, reported that the young men 
are apparently divided into two 
classes this season, one class demand- 
ing and buying the “doggy” brogues, 
the other class demanding a conserva- 
tive medium narrow toe in plain de- 
signs, not a plain toe, but without 
perforations and other ornamentation. 
This division in the popularity of the 
two styles has been confirmed in 
other stores. In one store the man- 
ager said: “I am going East to-mor- 
row to see if I cannot get some of 
the plainer types in narrower toes. 
There is a demand for these and we 
have none in stock. All sold out.” 
Both black and brown are selling, 
with browns still the favorite. In 
fact, one men’s shoe merchant stated, 
“T have noticed a decided demand for 
brown kidskins.” 

Another shoe merchant has re- 
marked the absence of any further 
kicking on prices. He said: “All dur- 
ing the summer there has hardly been 
a pair of shoes sold without some 
kick, or ‘dig’ of some kind at the 
price. Since the fall trade has opened 
up there seems to be no more of that. 
I attribute this to the fact that now 
men are buying their customary pair 
of fall shoes, while during the sum- 
mer we were selling to men who had 
to buy because they were absolutely 
out of shoes that could be worn at 
all.” This report should be hearten- 
ing to merchants who have been al- 
most sick over the complaints about 
prices. In this store the prices have 
been brought down from a $12-$15 
basis to a $7-$10 basis. 


High Cost of Express 
Shipments 


What does it cost the average mer- 
chant to get shoes in by express? One 
of the largest users of express trans- 


portation in Detroit, selling both 
men’s and women’s lines stated that 
it cost between 12 and 13 cents on an 
average to get a pair of shoes from 
the factories, taking into considera- 
tion both large and single pair ship- 
ments. He also remarked a notice- 
able change for the better in the time 
taken for rail shipments. 


No Demand for Boots 


The demand for high shoes for 
women has not developed. Perhaps 
the majority of shoe merchants are 
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not worrying over this at present, but 
many placed a few lines in stock this 
fall so as to be covered if the de- 
mand should develop. One merchant 
is showing a very neat lot, broken 
sizes, cloth tops at $3 per pair, black 
and colors. Another had a_ whole 
window of high grade lines at $9.25 a 
pair, most of which cost more than 
that, but sales were conspicuous by 
their absence. The effort was abor- 
tive. Some talk of a “High Shoe 
Week” later on has been heard. Will 
it develop? Is it desirable to develop 
it? 


Store Clubs Meeting 


Fall and winter activities have 
started with the various “Store Or- 
ganizations.” The Fyfe employees 
attended a theater party on Oct. 7, to 
see Sam Hume’s play, “The Import- 
ance of Being Earnest.” The Walk- 
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Over Boosters’ Club held their annual 
fall meeting, elected new officers and 
laid out plans for social and educa- 
tional meetings. One of the features 
of the winter series will be that each 
of the four stores will conduct an en- 
tertainment in which the different 
store’s employees will vie with each 
other in producing the most novel and 
interesting entertainment. The Boost- 
ers’ are among the most earnest and 
loyal employees in the city. 


Now With Thos. Meath 


Clyde K. Taylor, formerly with the 
Lindke Shoe Co., is now assisting 
manager Thomas Meath, the Queen 
Quality Store. Schram’s, 1412, are 
advertising a “Selling Out Sale.” 
Shoes marked at $1 per pair in 
Worth’s store, a block away, bring 
to mind old times. Worth’s are sell- 
ing out also. 


ST. LOUIS 


Preparing for Spring Trade 
Business Conditions Improving and Salesmen 
Will Soon Be on the Road 


HE majority of general line 
‘manufacturers have brought 
their salesforces into the house. 
Sales conferences have been in ses- 
sion constantly for the past week. 
When the salesmen depart for their 
territory in a few days they will have 
the complete Spring line for 1922. 
Sales-managers report that the 
men are all optimistic over business 
improvement. This is particularly 
true of the men covering the Southern 
section. With an additional $56,000,- 
000 purchasing power in the cotton 
belt, it is anticipated that this market 
will receive a large portion of this 
increased buying power. A few of 
the manufacturers here have been un- 
able to supply sufficient shoes for the 
salesman. This is particularly true 
with one large manufacturer, who 
during the past week has smashed all 
previous records for production. 


Credit Situation Better 


Business in the South continues to 
advance in an upward trend. Credits 
have become better, debtors have been 
able to liquidate their obligations and 
are now in position to purchase more 
merchandise. 

There is also marked improvement 
in the merchandise being bought. 
Some manufacturers and wholesalers 
have observed a trend toward better 
quality shoes. The Middle Western 
states have not swung into line with 
the increased business enjoyed in the 
South. 


Patent Still in Lead 


In the women’s end of the business, 
patent leather continues to carry off 


first honors. As the cooler weather 
approaches, there is a tendency to set 
aside the sandal type of footwear. 
This applies to the style with the 
huge cut-outs in the vamp, and of 
light construction. Patent, lace 
welted oxfords with low walking 
heels are being heralded as the com- 
ing popular style. Some are of the 
opinion that even at present it is 
their best bet in the shiny shoe field. 
With the manufacturers and whole- 
salers, satin, and especially beaded 
stuff, remains good. Patent seems to 
have a slight advantage in choice but 
a majority concede an even break in 
the demand. 

Patent three strap buckles, in ox- 
fords with low heels, and the modi- 
fied sandal type with the junior Louis 
heels are also enjoying marked atten- 
tion. Suede in black and brown is 
slowly creeping alongside of fashion’s 
favorites. Boots are not being asked 
for. What little demand there is, 
represents less than six or seven per- 
cent of the orders received. Black 
in-so-far as color is concerned, con- 
tinues to grow in strength. Oxfords 
in the darker shades of brown are 
being sold in large quantities. 


Barnett Officer of Ad Club 


Bert Barnett, advertising manager 
of Friedman-Shelby Shoe Company, 
branch of the International Shoe 
Company was elected to the office of 
first vice president of the Advertis- 
ing Club of St. Louis. Barnett, who 
has served on the executive commit- 
tee for a number of years has been 
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- active in all the club’s affairs, having 


been second vice president last year 
and a member of the entertainment 
committee the year previous. 


G. M. Morgan on Sales Trip 


G. M. Morgan, sales-manager of 
the Vinsonhaler Shoe Company, has 
left for a two month’s business trip 
on the Pacific Coast. He intends to 
make his first stop at Denver, after 
which he will continue to Salt Lake, 
Seattle, Spokane and all North- 
western cities of importance. Cali- 
fornia, Arizona and Texas will be 
included on the trip. Morgan is well 
known on the Pacific coast, having 
traveled that territory for a number 
of years. The line he is carrying is 
for immediate delivery. 


Big White Season Coming 


Sales-Manager Melton of the St. 
Louis branch of the United States 
Rubber Company, says that from all 
indications the coming white season 
will be the largest in the history of 
their business. It is his opinion that 
dealers, profiting by this past sea- 
son’s experience, are placing. their 
orders to cover their requirements. 
Merchants are buying a better grade 
of merchandise and the demand ap- 
parently leans toward the trimmed 
shoes. Eighty per cent of the orders 
received are for the black and tan 
trimmed shoes, he said. 


Friedman-Shelby Men In 


The sales force of 125 salesmen 
was in the house of the Friedman- 
Shelby Shoe Company, branch of the 
International, during the week ended 
Oct. 8 for a conference and inspection 
of the new 1922 Spring line. Talks 
at the various sessions were made by 
Mr. Rand, Mr. Pettus, Sales Manager 
Paul Jamison, Credit-manager Boett- 
cher and Bert Barnett, advertising 
manager. The men will leave the 
latter part of this week for their 
territory. 


Brown Shoe Company Sales 
Conference 


One hundred and seventy-five sales- 
men of the Brown Shoe Company were 
in the house for a sales conference 
recently. The 1922 line will be gone 
over by the salesmen before they take 
it into their territory. John A. Bush, 
President of the company and Sales- 
Manager Frank James addressed 
the salesmen during the conference. 


Decided Improvement in 
Retail Business 


Frosty weather has arrived ‘and 
with it comes increased business. 
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The down-town stores are all serving: 


many more customers than during 
previous weeks. The mental attitude 
of the buying public has reacted ex- 
cellently with the weather. It has 
been chilly enough to be thinking of 
Fall and Winter apparel. Women’s 
high boots, for the first time this 
Fall, have been frequently asked for 
in the wanted styles. Boots have 
leaped from nowhere to a demand 
that in figures equals somewhere be- 
tween 20 and 25 per cent of the busi- 
ness. A few weeks ago high shoes 
were not being bought to the tune 
of 2 to 5 per cent. The call for high 
shoes is meeting with favor among 
the merchants as the past two win- 
ters in which so little extreme cold 
weather was experienced, left robust 
stocks of high shoes on the shelves. 
Black calf and kid are scoring heavily 
in this field. Low heels are being pre- 
ferred to the higher ones. 
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J. P. Orr Visits St. Louis 


James P. Orr, president of the Na- 
tional Shoe Retailers’ Association, 
was the guest of the St. Louis Shoe 
Retailers’ Association, at a dinner on 
the evening of October 12th at the 
Missouri Athletic Club. President 


Orr addressed the organization dur- 
ing the evening. The manufacturers 
had been invited to attend the meet- 
ing as guests. Frank Rand, president 
of the International Shoe Company 
also spoke during the meeting. Mr. 
Orr spent two days in St. Louis. 


Wellston Shoe Merchant Dies 


The funeral of John L. Gerky, 
prominent shoe merchant of Wellston, 
who died Monday was held at Inde- 
pendence, Missouri, October 5th. 
Gerky had conducted a retail shoe 
store at 5986 Easton Avenue for the 
last two years. He operated stores in 
many of the larger towns in Missouri 
and Oklahoma. He was 64 years old. 


CHICAGO 


Working Hard for the N.S. R. A. 


Chicago Shoe Trades’ Association Backing 
Up the National Convention 


HE Chicago Shoe Trades’ As- 

sociation is lending every 
possible effort toward making the 
forthcoming national convention and 
exposition of the N. S. R. A. a grand 
success. The association is comprised 
of about forty of the leading shoe 
manufacturers, shoe wholesalers and 
finding concerns of the city. 

Howard Smith of the J. P. Smith 
Shoe Company, chairman of the con- 
vention committee of this organiza- 
tion, and R. C. Booth, secretary of the 
association, have contracted for prac- 
tically the entire Greer building, 
which joins the Coliseum and have 
plotted it in booths for the Chicago 
market display. A letter has recently 
been sent out to all manufacturers 
and wholesalers of shoes and allied 
lines and almost the entire space has 
been contracted for. 

Fifty or more Chicago concerns will 
be represented by displays at the Big 
Show. The members of the Chicago 
Shoe Trades Association are gratified 
and very much elated over the fact 
that the big convention is to be held 
in Chicago and are making prepara- 
tions to play the part of host to visit- 
ing manufacturers, wholesalers and 
retail merchants. 


The Rapid Pace In 
Shoe Styles 


Is the rapid change of styles a 
benefit or a detriment to the shoe in- 
dustry as a whole, including manu- 


facturers, wholesalers and retail mer- 
chants? 

“Unless women’s shoe styles are 
stabilized and a man can dope out 
more than twenty-four hours ahead 
what will be the demand of the con- 
suming public a lot of shoe whole- 
salers and retail shoe merchants will 
go broke,” said a shoe wholesaler of 
Chicago recently. 

The firm of which this man is the 
head has devoted its energies more 
especially to merchandising the more 
staple styles of footwear. Not just 
comfort shoes but shoes that have an 
element of style and yet are not ex- 
treme high novelties. According to 
this wholesaler it is difficult to draw 
the line and get shoes in fact new 
enough in the semi-novelty types so 
that they will not be out of style be- 
fore he can get them in the hands of 
his customers. 


The Styles of 60 Days Ago 


Styles that promised to be good 
sixty days ago when orders were 
placed are almost obsolete before the 
retail merchant can get them in and 
then out into the hands of the con- 
sumer. This wholesaler believes that 
it is vitally important that the style 
committee of the National Shoe Re- 
tailers’ Association should work in 
conjunction with a similar committee 
of the manufacturers and jointly work 
out a program that will stabilize 
styles over a period of four to six 
months. Unless such a plan can be 
worked out it is going to be difficult 
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for merchants to keep up with the 
pace and sell shoes on the close mar- 
gin of profit necessary to make prices 
attractive to the general public. 

The last eighteen months have been 
one continuous round of so-called bar- 
gain sales, according to the observa- 
tion of this wholesaler and in his opin- 
ion the public is getting fed up on 
this kind of merchandising and is 
doubting the word of every merchant 
whether he be honest or not. 


Wholesale Business 
Improving 


The cooler weather which was ush- 
ered in with the advent of October 
materially stimulated business in the 
retail stores throughout the Middle 
West and as a consequence is being 
reflected in the orders received by 
Chicago wholesale houses. There has 
been an unusual demand for comfort 
shoes and similar staple merchandise. 
The reason for this, according to one 
of Monroe Street’s leading whole- 
salers, is that through the months 
now behind us retail merchants have 
been so busy trying to get out from 
under novelty footwear that has gone 
stale on their hands that they have 
not taken time to think much about 
their staple merchandise until the cool 
weather created a demand for it. And 
then they found themselves short on 
the best selling sizes of staple lines. 


Collections Coming Better 


A decided upturn has been noticed 
in the condition of credits. Merchants 
have been paying up past due ac- 
counts and more bills are being dis- 
counted than for several months back. 
Chicago wholesale houses and manu- 
facturers who cover the cotton states 
have been gratified with the attitude 
of merchants in that section both in 
the way bills have been paid as well 
as in orders that are being placed for 
at once and future delivery. 


More Snap to Retail Trade 


In the downtown retail section con- 
siderable more pep and snap is in 
evidence with the cooler weather. In 
women’s departments especially buy- 
ing is being done more rapidly and 
customers spend less time quibbling 
about styles and prices. In the better 
stores women shoppers are designat- 
ing between street shoes and dress 
shoes, are buying more intelligently 
and more women are buying two or 
three pairs at a time to cover their 
various needs than was the case six 
months ago at the opening of the 
spring season. In men’s stores the 
fancier patterns at medium prices 
still have the call, although more in- 
terest is being shown in higher priced 
shoes of the plainer type in the better 
grade shoes. 
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Store Holds Style Show 


During the first week in October 
the fourth floor of the Chas. A. Stev- 
ens & Bros.’ Store was the scene of 
one of the most fascinating style shows 
ever staged in Chicago. The broad 
runway ran the full length of the 
store and across its width, and was 
flanked with -palms and ferns, together 
with huge baskets of roses and chrys- 
anthemums. Soft music heightened 
the spell cast by beauty. For several 
hours in the morning and afternoon 
of Wednesday, Thursday and Friday, 
beautiful girls displayed the very lat- 
est mode in costumes, furs, hats and 
footwear, particular attention being 
given to producing harmony of shoes, 
gowns and accessories. Very few 
strictly tailored street costumes were 
shown, the exhibit rather featuring 
the more elaborate street suit, and 
more especially, beautiful afternoon 
and evening gowns and wraps. 

Gold and silver brocaded slippers 
with evening dresses, as well as pat- 
ent and black satin were shown. One 
and two straps with high Louis heels 
and rhinestone buckles or pearl orna- 
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ments seemed to be the most popular 
for dress wear. A much featured 
dress pump was a light taupe two- 
strap satin with two ornaments at the 
side and sometimes another ornament 
at the throat. A patent novelty in a 
street shoe had a straight walking 
heel with a wide strap and two but- 
tons.. It is thus that the public is 


gradually being educated in the art of 
correct and harmonious dressing. 


Wm. M. Scholl Takes Air 
Trips 
Dr. Wm. M. Scholl, president of the 
Scholl Manufaéturing Company, who 
has been visiting the European head- 
quarters of the firm for the last two 
months, in order to cover the ground 
as rapidly as possible adopted the 
aeroplane mode of traveling whenever 
possible. For instance, leaving Copen- 
hagen at 6.30 a. m. he arrived in 
Stockholm in time for luncheon, and 
would have been there sooner except 
that the landing field was occupied by 
drilling troops, so the machine was 
forced to land about a half hour’s 
ride outside the city. 


INDIANAPOLIS 


Trade Resumption Predicted 


Merchants Encouraged by Cooler 
Weather and By Increasing 
Industrial Activity 


ONFIDENCE that the next few 
weeks will see a marked re- 
turn to the brisk activity that has 
characterized the retail shoe trade in 
Indianapolis during the fall and win- 
ter seasons in recent years is had by 
practically all of the downtown shoe 
merchants. This is predicated on the 
notable increase in shoe sales since 
the advent of cooler weather the first 
of the month and the slow but steady 
resumption of some of the city’s most 
important industries. 

With much cooler temperatures 
Ppervailing since October 1, there has 
been a noted improvement in nearly 
all lines of retail business, and along 
with it has come a decided change in 
sentiment. Most of the large job- 
bers and quite a number of the retail 
business men not only report an im- 
provement in the volume of business 
but speak far more optimistically re- 
lative to the future. 


Early Fall Sales Good 


The sale of early fall footwear 
throughout the month of September 
was satisfactory, the merchants say, 
but of not enough volume to boast 
about. This was due largely, it is be- 
lieved, to the mild weather. How- 
ever, the opening of the city schools, 
necessitating the outfitting of chil- 
dren, kept the month’s business fairly 


close to normal and served to keep 
the retailers in an optimistic mood 
in anticipation of cooler tempera- 
tures. 

F. E. Mundell, in charge of the wo- 
men’s department at the Marott 
Shoe Shop, the largest retail shoe 
store in Indiana, voiced the general 
sentiment of the local shoe merchants 
when he said that the arrival of cool 
weather was the one thing the local 
shoe business needed to start it on its 
return to brisk activity. Oxfords in 
brown calf and kid, with Cuban and 
military heels hold first place in the 
sales of women’s shoes, according to 
Mr. Mundell,’ while in the dressier 
lines the strap effects in low cuts ap- 
pear to be the most popular. The ad- 
vent. of cooler weather also has 
started a demand for boots and the 
merchants believe that as the weather 
becomes more disagreeable this de- 
mand will increase. Black kids, 
browns and patent leathers are being 
shown in the high-topped lines. 


Men’s Business Better 


One of the features of the Indian- 
apolis shoe trade since the first of 
the month has been the increase in 
the demand for men’s shoes. Unlike 
the women, the men appear to be 
more susceptible to cooler weather 
and begin looking for high shoes the 
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minute the atmosphere shows any 
tendency to change. Although there 
is still room for improvement in 
men’s lines, there is no doubt that the 
demand for men’s high shoes has 
been stimulated by the cooler weather 
and that a greater increase in the 
volume of sales can be looked for 
from now on. In the men’s depart- 
ments, nearly all of the new fall 
styles have perforations across the 
tips and vamps and are equipped with 
extra heavy soles. Brown and tony 
red appear to be the most popular 
colors. 


Foot-O-Scope Installed 


One of the new, widely heralded 
Foot-O-Scopes, which, similar to an 
X-ray machine, shows the outline of 
the bones and joints of the foot, has 
been installed in the Walk-Over Shoe 
Company’s _ store. The machine, 
which is the only one of its kind in 
Indianapolis, has aroused much fa- 
vorable comment, and has attracted 
many persons to the store to inspect 
it. F. C. Schinke, manager of the 
store, said it was not installed merely 
for the purpose of aiding in the fitting 
of shoes. The company, he said, is 
planning the establishment of a 
therapeutic department in connection 
with the salesroom, where foot ail- 
ments of all kinds will be treated by 
experienced doctors. Mr. Schinke 
said he hopes to have the new depart- 
ment in operation soon. 


Other Hoosier Shoe News 


The Wiebers Shoe Company is the 
name of a new retail shoe concern at 
Lafayette, Ind., which recently was 
incorporated under the laws of In- 
diana. The firm is capitalized at 
$10,000 and the directors are John H. 
Wiebers, Jacob H. Wiebers, Mrs. John 
H. Wiebers and Albert Jaggers. 


Ben Falk, well-known Fort Wayne 
shoe merchant, recently opened a new 
shoe store in Kendallville, Ind. The 
store is situated in the heart of the 
Kendallville business district and is 
being conducted along the same line 
as Mr. Falk’s Fort Wayne store. The 
new store has enjoyed an excellent 
business since the opening. 

The Noble & Miller retail shoe 
business partnership, at Goshen, 
which was formed twelve years ago, 
has been dissolved. Under the new 
arrangement Frank Noble, who es- 
tablished the business in 1906, the 
firm then being known as Himebaugh 
& Noble, becomes sole owner of the 
store, situated at 131 South Main 
Street, and will continue it under the 
new name of the Noble Shoe Com- 
pany. Royal D. Miller, who at the 
time he entered into partnership with 
Mr. Noble in 1909 had been with the 
Tiedemann shoe store for ten years, 
has taken over the Corner Shoe 
Store, 202 South Main Street, where 
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he was employed for some time as a 
salesman. 


Shoe Factory Opens Again 

The Huntington Shoe & Leather 
Company’s factory at Huntington, 
Ind., which had been idle for several 
weeks, recently resumed operations 
and expects to be running at capacity 
in a few weeks. A call has been 
issued for workmen but so far the 
response has not been as great as had 
been expected. Charles Brown, super- 


BOOT AND 


intendent, said the company is hav- 
ing more trouble obtaining workmen 
than in landing contracts. The work- 
ing force, however, is being increased 
daily, 150 being employed now. An 
effort is being made to increase this 
number to about 400. The company 
will manufacture shoes for sale to 
retail merchants for late winter and 
early spring trade. Officials of the 
company say the bottom of leather 
prices apparently has been reached 
and conditions in the shoe business 
seem greatly improved. 


LOS ANGELES 


Few Boots Being Displayed 


Merchants Buying Few and Will Not 
Until Demand Develops 


FEW days of record tempera- 

ture, ranging close to the hun- 
dred mark, followed by the first 
rain of the season and a consequent 
coolness of the atmosphere and a 
week or so of uncertain weather 
ushered in October in Los Angeles. 
It made people think a little of boots 
and spats and rubbers, more espe- 
cially rubbers. 

So far, no boots are being displayed 
in the windows to speak of, although 
spats appear here and there. The 
Walk-Over stores have put on a spe- 
cial sale of odds and ends of boots 
which have accumulated in their 
stocks, with the expectation of clean- 
ing them up. These are all high 
grade shoes and good values for the 
money. The general situation seems 
to be that the merchants are putting 
off buying boots until there is an ac- 
tive demand for them, which is not 
anticipated for several weeks, if at 
all. Taken all around, the rain has 
been very good for the shoe mer- 
chants and brought in customers who 
otherwise would have kept right on 
wearing white shoes or other summer 
footwear. 


Straps and Oxfords Bought 

Orders have been placed for straps 
and oxfords, therefore the general 
shoe public will wear these styles. 
They have not taken very seriously to 
the new moccasin style and the mer- 
chants hesitate to place orders for 
anything until there is a demand for 
it. Patent oxfords are still going 


strong. One shoe man states that 
he is receiving more calls for kids 
than on any other one shoe and that 
satins are his next best seller. Satins 
are very good at all the stores. 

Bullock’s Sportswear Store is hav- 
ing a good business on a _ ladies’ 
smoked horse oxford with tan trim, 
8/8 heel, soft toe and square brass 
eyelets. 


Knicker Vogue Coming In 


The knicker vogue has struck Los 
Angeles and orders for these are be- 
ing taken by some of our manufac- 
turers. If this fad is taken up seri- 
ously the low mannish style of oxford 
will be quite the thing. The Walk- 
Over stores are featuring square toe 
effects. In this connection, the Walk- 
Over stores had a banquet at Janke’s 
Tavern early in October, one of the 
several they pull off each year, at 
which officers and employees of the 
organization assemble to promote 
good fellowship, and incidentally to 
have a good social time. These events 
are quite an institution and are al- 
ways eagerly looked forward to. 


Nettleton Man in West 


Charles McWilliams of the Nettle- 
ton Shoe Company is now covering 
his western territory on a six weeks’ 
trip. The Nettleton stores report a 
good business on men’s novelty styles, 
as well as staples. Brogues, square 
toes, soft toes, are quite the thing. 
Tans and browns are very good. 


MILWAUKEE 


Business Better Than in 1920 


Most Improvement Noted in Women’s 
and Children’s Footwear, but 
Men’s Trade Is Also Active 


OT only is the shoe business in 
Milwaukee good, but hopes ex- 
pressed earlier in the fall that the 


approach of winter would witness 
substantial improvement are being 
fulfilled. Downtown as well as out- 
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lying and neighborhood stores all re- 
port the movement of merchandise as 
satisfactory, and exceeding that of a 
year ago, in money as well as number 
of pairs. This, of course, applies 
principally to women’s and children’s 
footwear. Men’s goods are moving 
_more actively, but not in the volume 
that might reasonably be expected. 
However, progress is being made and 
it seems certain that when freezing 
weather comes to stay, the men will 
come into the shoe market. 


Industrial Conditions 
Improve: 


Unmistakable signs of general im- 
provement in the situation come to 
hand day by day. Industrially, the 
conditions are better than at any 
time in three to four months. The 
iron, steel and machinery industries, 
the principal ones in Milwaukee, are 
coming back slowly. This is all re- 
lieving unemployment and is making 
eustomers for the boot shops—men 
customers, whose business is so much 
desired. 

Efforts to awaken the public con- 
science that unless the people buy 
goods industries cannot proceed to 
produce them are being made in 
various ways. A striking contribu- 
tion to this effort is that of a big out- 
door advertising concern of Milwau- 
kee, namely, Aultman, Ine., which 
has recently at its own expense placed 
the simple but impressive legend on 
a dozen or more billboards on promi- 
nent intersections: 

“BUY SOMETHING FROM SOME- 
BODY TODAY!” 

The fact that the people are talk- 
ing about the signs indicates that a 
distinct impression has been made and 
while the net results will necessarily 
‘be more or less intangible, neverthe- 
less much good undoubtedly will 
come in a psychological way. 


New Corporations Formed 


The Wisconsin Shoe Findings Co. 
is the name of a new corporation 
organized at Wausau, Wis., with a 
capital stock of $25,000 by Morris 
and Michael Gluck of Wausau and P. 
T. Burns of Chicago. It will engage 
in the manufacturing, wholesaling 
and jobbing business. Another new 
corporation just organized is the 
Great Lakes Shoe Co., capitalized at 
$5,000. The articles are signed by Al- 
bert K. Stebbins, August C. Moeller 
and Emmet Horan, Jr., attorneys as- 
sociated with Bloodgood, Kemper & 
Bloodgood, counsellors at law, 85 
Michigan Street. 


Repair Business Opened 


Otto Papenfuss, for seventeen 
years employed by the Columbia Shoe 
(Continued on page 104) 
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“CONSTANT COMFORT” 


AMERICA’S BEST COMFORT SHOE 


Known from Coast to Coast as a Quality 
Line of Black Kid Turn Shoes 


Styles from our 60 
stock numbers are 
shown or described 
on this page—each 
one ready for in- 
stant shipment. 


No. 17 


No. 17—Best Quality Black Kid, Imt. 
— Tip, 8-inch Polish, 13/8 Heel. 
38—Same shoe with Plain Toe. 


Both In Stock—A-B-C-D. No. 234 


Price $4.75 


No. 234—High Grade Black Kid % 
Fox &* Polish, 13/8 Cat’s Rubber Heel. 
No. 231—Same shoe with — toe. 
Both In Stock B, ss D, 
Price $4.3 No. 47 
e 


No. 47—Black Kid Two Strap Sandal, 
10/8 Rubber Heel. 
Price $2.35 
No, 84—Same ore in One Strap 


$2.25. 
Both In Stock, B, C, D, BE. 


Order today — You'll 

find these shoes to be 

just as they are repre- 

; sented — “Constant 

No. 25 ; ain Comfort” means 

No. 2—Black Kid Polish, 9/8 Rubber GOOD SHOES and 
No. 25—Black Kid 7” Polish, 12/8 Heel. 

Heel. No. 20—Suame shoe as No. 2, with plain a SQUARE DEAL. 


- 23—Same Shoe with Stock Tip. Toe 
Both in Stock B, C, D, E. Both In Stock, C, D, E. 


Price $3.40 ‘ Price $3.10 


AULT-WILLIAMSON SHOE COMPANY 


Manufacturers 


AUBURN LOS ANGELES OFFICE: 109 E, 8TH STREET MAINE 


BOSTON OFFICE: 139 LINCOLN STREET 
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Black Leathers Are Fashion’s Calling 


VELOURS CALF 


Reg. U. S. Patent Office. 


P & V VELOURS CALF forms the highest 
grade of black chrome-tanned calf leather on the 


RE AE INES LOLI A ALLA LEE LLIN SE ANGE NAG Se ens is BS fA Silk RB BENE el acoso 


know the supremacy of this famous product. 


* 
Min? dn?) dns dT tS a a in? awe a = | 


A smooth full grain calf leather in bright or mat 
finish, glazed to a very smooth dirt-resisting 
surface. Its fine grain and even break are un- 
equaled. 


Specify P & V Velours Calf, for the buyers of 
fine footwear will appreciate the excellent qual- 
ities of this leather. 


Pfister & Vogel Leather Company 


Milwaukee Wisconsin 
ESTABLISHED IN 1847 
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Satins in Stock 











Black and White Satin 


Novelties 


READY TO SHIP 


BS hcerns snappy strap novelties 
are In Stock, ready to ship the 
day your order is received. Every 
detail is correct and up-to-the-min- 
ute, down to the highly finished 
buttons. Added sales and in- 
creased profits will result from 
your order. 


Better order to-day, as Fall and 
Winter fashions bid strongly for 
satin effects. 


Check off the numbers you want, 


and mail them NOW! 


ANNAHSON 
SHOE CO. 


HAVERHILL, MASS. 












B-8S00 — White 
Satin One Strap, 

ilk grosgrain binding, 
white pearl naseens, 1%/8 Spanish Junior 
heel, B, C, 2% to 8, $3.50. 





R-S20—White Satin 2% Ye 
— 14/8 Spanish heel la 
. D, 2% to 8, $3.2 YY 









ye 810 — Black 

Satin Grecian 

Str. silk grosgrain bind- 

ing, black silk finished buttons, leather 

quarter linings, 14/8 Spanish Junior heel, 

black finished bottoms, B, C, D, 2% to 
8, $3.35. 


R-815—Same as above, 
except with 2/i Cuban 
heels, $3.35. 







- 830 — Black 
fats Three Strap, 
ilk grosgrain binding, 


black silk finished buttons, leather lined 
uarters, 14/8 Spanish Junior heel, black 
finished bottoms, B, C, 2% to 8, $3.50. 
R-720—Same as above, except with 16/8 
half LXV heel, A, B, C, 2% to 8, $3.50. 
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(By courtesy of Preston B. Keith Shoe Company) 


Carries Steady Man (2:2) Soles and Aeels 2” 


Since the steel “spiked” shoe has been outlawed all golf soles and heels produced in rubber. 

by practically all leading golf clubs, golfers by ‘ ‘ 

the hundreds of thousands have been obliged to Salesmen of many leading sports shoe manufac- 

seek a new sole and heel equipment. turers are on the way to you with their Spring 
: lines equipped with the “Steady Man” Sole and 

In the “Steady Man” Sole and Heel they recog- Heel. Ask to see them. The “Steady Man” 

nize, on sight, a better golf shoe than the steel equipment is the one distinctive feature in golf 

spiked shoe ever was, and the most practical of shoes for the 1922 Spring season. 


Stedman Products Company South Braintree, Massachusetts 























LEADER 


is our two-strap buckled 
e spat, made in three grades 
Tailor-Made of Kersey, Oxidized or 

Nickel buckles, calfskin 
or patent leather straps. 
In all colors. Adjustable 
and ornamental tops. A 


Juvenile Shoes classy spat for a classy 


dresser. 


‘ - W * : L 

Factory Stock Service og ‘Kook aoe te 

especially for low heeled 
shoes. 


H. H. FREELAND re ne NI 


309 Grace Kersey, 9 button..$20.50adoz. $22.00 a doz. 
Manufacturer Same Grade Kersey, 10 button.. 22.00adoz. 23.50 a doz. 
4 Same Grade Kersey, 12 button.. 23.50adoz. 25.00 a doz. 
Established 1806 ROCHESTER, N. Y. 400 Grade Kersey, 9 button.. 22.50adoz. 24.00 a doz. 
Same Grade Kersey, 10 button.. 23.00adoz. 24.50 a doz. 
Same Grade Kersey, 12 button.. 24.50adoz. 26.00 a doz. 
Catalog on request 600 Grade Kersey, 9 button.. 24.00adoz. 25.50 a doz. 
‘ Same Grade Kersey, 10 button.. 25.50adoz. 27.00 a doz. 

A salesman in every State Same Grade Kersey, 12 button.. 28.50adoz. 30.00 a doz. 


Samples sent upon request. Prompt deliveries assured. 
SEASONABLE GOODS AT RELIABLE PRICES. 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET SWAMPSCOTT, MASS. 
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at the heidht 
! of fashion 


The guartet of autumn 
modes illustrated uiill 
be in stock ready for 
shipment November first 


Both fascinating strap 
effecis and the swagger 
walking oxfords repre. 


sent siyles of the moment . 


|. wanted for immediate use 


Exceptionally light in weig 
and flexible are the Mc 
soles and the workmanship 
throughout is of anvary- 


ing Krippendorf-Dittmann — 


quality 


Terms - net 50/days 


ppendorf 


- Dittmann Co 


Cincinnati 


CARMEN STRAP 


Black satin PS, 

Toddle last (sen‘i 

es a Jonge tg heel 
Stock e/ 


SAPHO THREE- STRAP 
Le Mode last (semistage) 


2inch Louis heel “p 


Black satin — 
Stock na43-$5.55 hy’ 


Patent leather-— We Pas 
Stock na 41-$6.25 44> x 
Charmooze - i ¢ 
Stock no. 39-$ NS 


— - wey 4 


y — ‘ 
-_ a. at 


Russia Caf OxForp 
Peggy last-welt 
1 Se inth Cuban 
Stock no.25 - $5.35 +? 
sixes above 8-25¢extra ©» 


‘Co-Ed last - 

Welt - fall ee 
*. 1% inch flan or dy el 
2 Stock na 3 $47 


sizes above &~2. estar r 
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: 
White Shoe Fabrics for the Spring 


The three popular qualities to meet the requirements of the most exacting people: 


g The improved white corkscrew cloth 
Quaker White made tosell at a price and used by 
the manufacturers of the high grades 


of white shoes. 


ofe@ g A special white combed yarn 
ac Ce Duck commonly known as Sea 
Island, and used in the better © 


grade shoes, 


an Wht Commonly called ae 
The atove white cloths i of Cloth and used extensively 
are made and finished eacon e by the manufacturers of the 


pre. Cyl ed medium grades of shoes. 


Cincinnati Office: JULIUS KALLMAN CO. Pp hen 


529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 
WRITE FOR SAMPLES AND PRICES TO OUR NEAREST OFFICE 
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IN STOCK 


SPRInG-STEP 
Se Have you established adequate con- 


nections to insure making up any 
possible merchandising deficit in your 
store in time to assure the maximum fall 


sales? 











Stock No. 402 


Little Gent's od Russia 
. Bal, Good Welt, t F 
You can now get, direct from the Fac- pe ery A Sodhemsian Rab. 


tory, this and other fine examples of ber iw? _Widthe D ond E. 
Ensign shoemaking—for they are car- izes, 814 to 4 


ried in stock for Price $2.80 
SPOT DELIVERY 


THE ENSIGN SHOE CO. 


Belfast, Maine 
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“Murray-made 
means merit” 


Smart Shoes 
Turns Exclusively 


Three Leading Sellers in Stock 
for 


Delivery October 25 


We have just moved into our 
new quarters at 115 Essex 
Street—we outgrew our old fac- 
tory—increased business com- 
pelled us to enlarge. 
































THE KENT 

Patent Leather, ee 

Ponent henebes, Murray Made turns are gaining 

Buckle, 12-8 in sales-momentum daily. And 

He on 2 8 Mili. th i i h 

Heel, - - 

fary/Cubam Wood ; ey - just as active when you 

Heel | or 16-8 ave them stocked in your store. THE BUNNIE 
~=z ; gutent Leather, 
lice 8; D, 2% to 8. Terms—5%—10 days Rashkie. 128 

Price $6.00. N 3 d Military Wood 
ny Blak Ooze et 30 days Heel, or 16-8 Full 
—_ Quarter, Patent Z's, e 3 “ 


Vamp, 3 _ Strap, . ei 
Center Buckle, 7 CG eo Fy. 
12-8 Spanish Price $6.00. 

Louis Heel or 
16-8 Full Louis 
Heel. B, 3 to 7; 
C, 3 to 8; D, 3 to 
8. Price $6.50. 


THE SALLY 
SANDAL 


Patent Leather, 
3 Strap, Center 
Buckle, 12-8 
Military Wood 
Heel. A, 3% to 
7s Dw, 2 we 2s C, 

& 7. Price 


Same in Black 
Ooze, $7.00. 






































HORACE W. MURRAY CO., INC. 


115 ESSEX STREET HAVERHILL, MASS. 
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BEACON AT 


SHOES | 


FOR FIT—FOR STYLE—FOR WEAR 


YOU_CAN’T BEAT THESE! 


The style is right and the prices mean quick 
action and profit for the merchant. 


IN STOCK 


y ; No. B132—SWAG 
: No. _B5000—DO VER WINE SCOTCH GRAIN BAL 
CHIPPENDALE RUSSIA BAL Brass Eyelets, Orange Stitching, Good- 
Goodyear Wingfoot Rubber Heel. year Wingfoot Rubber Heel. 
C, 6-11 D, 5-11 E, 5-11 A-B, 6-11 C-D, 5-11 
Price $3 60 Code Word—Tramp 
° Price $4.55 


No. B259—SWAG 
MOROCCO CALF BAL 
Square Wing Tip, Goodyear Wingfoot 
Rubber Heel. 
A, 7-11 B, 6-11 C-D, 5-11 
Code Word—Carl No. B SWAG 
MOROCCO CALF BAL 
Cc. 
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mT 
I. 





HTT 























Hl 


il 


| 
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like 


nt 


Price $4.90 
$ Goodvear Wingfoot Rubber Heel. 
A-B, 6-11 -D, 5-11 
Code Word—Cyrus 


No. B256—ACE 
Price $4.75 


MOROCCO CALF BAL 2 
Four Rows Orange Stitching, Goodyear Ready to Ship No. B201 
Wingfoot eee” >t be MEN’S GUN METAL BAL 
A-B, 6-11 — = B, 6-11 C-D, 5-11 
Code Word—Conrad Have you our catalog? vos, ee $4.75 
rice . 


Price $4.80 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


mf 
Via 


MA 


(Tttititi 
ho ie) 





i 


i 


Manchester 
New Hampshire 


iif 
(Wie 


18 South Wells St. 
Chicago, Il. 
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EACON 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 


STYLES THAT MEAN SALES 
a STOCK 


No. B4704—PROM 
TWO BUTTON ONE STRAP 
Dark Brown Vici, ‘‘Parisian’’ Pattern, 
~ — —— Heel, Imitation 
urn, Pear uttons. 
A, 4-8  B, 3%-8 Cand D, 3-8 No. B3263—BON TON 
Code Word—Olive TWO BUCKLE STRAP 
‘ Brown Lotus Two Buckle ‘‘Ritz’’ Strap, 
Price $3.50 Welt, 13/8 Cuban Heel, Wingfoot Rub- 
ber rare 
- B, 3-7 C and D, 3-8 
"cede Word—Irene 








Free 
— 





Der 











| 

















ia 
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No. B3262—CO-ED 


. _BROGUE OXFORD Price $4.65 
Brown Lotus Brogue Oxford, Welt, 
Brass Eyelets, 8/8 Heel, Wingfoot Rub- 
“= .™ 
4-7 B, 3-7 C and D, 3-8 
a Word—Helen 
Price $4.65 
No. B3603—PROM 
PATENT LEATHER “ELITE” TWO 
STRAP 





Two Pearl Buttons, All White Stitch- No. B3505—PROM 
ing, 14/8 Wood Jr. Louis Heel, Cellu- TWO BUTTON STRAP 
loid Covered, Imitation Turn. Black Vici ‘‘La Tosca,’’ Two Pearl 
A, 4-8 B, C and D, 3-8 Buttons, 13/8 Cuban Wingfoot Rub- 
Code Word—Phoebe ber 7 Fee | i 
e ? - and D, 3-8 
Price $4.85 ne. eae “Cede Word—Lydia 
No. B3602 Gun Metal Galt aite™. Two Strap, Price $3.60 
2 7 i Two Pearl Buttons, 13/8 Cuban, Wing- 
Same with a nay I ieee Heel, on nod Rubber Heel, Imitation Turn. ie — a 
st. : an i) z . 
Code Word—Nora ’ " Code Word—Ruth Code Word—Una 


Price $4.85 Price $4.35 Price $3.60 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


ae Co aT 
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O,° | 





tH 


il 


\ 
i 
wall 





18 South Wells St. 


Manchester, 
Chicago, Ill. 


New Hampshire 
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The 
First National Bank 
of Boston 





Transacts commercial banking business of 
every nature. 


Make It Your New England Bank 





Capital, Surplus and Profits 


$37,500,000 

















| 


REPCO—your customers want it 


FR BFco is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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1 | athe Carmen 


A snappy 3strap welt in Black Charmooz 
or ooze leather made over our newg 
1030 modified French last 
carrying acovered Cuhan LXV 
heel is number answers & 
real demand from the woman who 
likes Parisian style witha Fifth Avenue 
pep and grace worked into it. 

Can be made on order within 4weeks. 


Price *6./0- - 3% 30 days. ... 


MOORE-AHAFER’ 

















BROCKPORT. N.Y. U.ZAS 
NEW YORK OFFICE 545-547-549 MARBRIDGE BLDG,BWAY AT 548ST. @ 
JACK E.JESTER, MGR. 
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Back Up the Integrity of Your Merchandise by Using 
Display Fixtures That Have Distinctive 
Quality and Character 


The results of the “extra efforts”—you put into your Sales windows will 
be pleasingly reflected by an increased volume of “Sales.” 


We build our fixtures carefully and correctly. It is their business to 


help sell your shoes. 


Our fixture catalogs are full of splendid ideas for your store windows. 


Let us help you with your window problems by mailing you a set today. 


Louis XVI Design Address your inquiry for them to 


Hugh Lyons & Company 
“Make Buyers Out of Passersby” 
700 South St., Lansing, Mich. 


Chicago: 232 S. Franklin Ave. 
New York: 35 W. 32nd St. 














Summer Stocks Are Well Digested 


Therefore give early attention to your needs for next spring on McKays 
and stitchdowns. 





Gun Metal—Second Quality— 
McKay 


Wide Toe Only 


5-8 844-11 1144-2 
1.50 


2410 Wedge 
1.50 1.75 


2410 H-heel 


IN STOCK NOW 
733 











HAGERSTOWN 
SHOE & LEGGING CO., INC. 


HAGERSTOWN 
MARYLAND 
U.S. A. 
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OGDEN STANDARDIZATION MEANS 


economy and profit for the dealer and service, style 
and comfort for the wearer. On a million pais of Ogden 
Shoes there is a saving in production cost of three-quarters of 
a million dollars—a saving passed on to the dealer. 


OGDEN STANDARDIZATION PROMOTES CONCENTRA- 
tion of sales effort. Standard styles satisfy 85 per cent of your custom. 
They reduce the stock you must carry and reduce correspondingly your 
investment. - 


Ogden Shoes for Men—the Shoes of 1000 Miles Service—are ready 


sellers because they fit correctly, retain their shape and distinctive style and give 
long service. Adoption of the Ogden line means that we stand behind you with 
a policy and co-operation which result in your quickened turnover, lessened 
selling expense and increased profits. 


Write Today for Ogden Dealer Co-operation 





Fla 3 
/000  aleaniet 


“Triomphe,” a new French last, 
simple in construction and refined 
in its simplicity, is a shoe in which 
| style and comfort are effectively 
combined. It is designed for a foot 
of normal elevation and straight 
i} contour. Made of mahogany Cordo 
ii Russia calf, full quarter bal. Long 
tanned overweight oak insole, out- 
sole and counter. Goodyear ‘‘Wing- 
| foot’? rubber heel. Widths, A to D. 


Pe eee $5.85 
In Stock for Immediate Ship- 
ment. 








OGDEN SHOE COMPANY — MILWAUKEE> 
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Our new spring line now 1) ~* uae = A Sk to see our new misses’ 
ready for inspection. We ! ff and children’s golf oxfords 
also show a wonderful line , ii and boots. These are real 
of 9 inch boots at very at- novelties. We will gladly 
tractive prices. send samples on request. 


Our new Toddle. We can deliver in 30 days. High grade flexible 
McKays—modified French last, 8-8 military heel. In black satin, 
ooze, calf and patent leather. Also same last in leather, Louis 
and 15-8 Cuban heels. We can also make wood covered heels. 


ENGEL SHOE CO. 


Everett, Mass. R. I. Dale, 


Jos. R. Goldsmith 
‘ Sales Manager, Children’s Lines 


Sales Manager, Women’s Lines 
Complete Line Misses’ and Children’s Welts 


and Stitchdowns We Use Wingfoot Heels 




















Yelvete! —Yelveto! —Velveto! 


P-TO-THE-MINUTE MANUFACTURERS ARE USING THE WELL- 
KNOWN “BEA VERTON” SHOE VEL VETS—Made especially for the 


shoe trade.§ This is the same quality which was in so great a demand a few 


years ago. 


MADE IN 12 DIFFERENT QUALITIES. RANGING IN PRICE . 
from $1.00 to $2.60 per yard. Backed. 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 


Cincisoasi ~—- JULIUS KALLMAN CO. ,™irqites, Oe, 


ce 


529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 
Address our nearest office for samples and prices 








Ss ttt 
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FIVE 
NEW SCOUTS 


IMMEDIATE 
SHIPMENT 


Brand New and All Ready for Same Day. Ship- 
ment to Live Merchants who want real business-getters 
RIGHT NOW! They're selling like hot cakes and 
they STAND UP and HOLD TRADE—they’re full 
blooded, pedigreed members of our world famous 


BOY SCOUT tribe—nuff sed! 


Style S 252 
Gents’ and Youths’ All Gun Metal Bal, Goodyear Welt, Medium 
Weight Oak Leather Sole, Goodyear Wingfoot Rubber Heel, 
Neat Round Toe Last. Price: 9-13 Gents’, $2.85; 1-2 
Youths’, $3.25. 

Style S 354 
Boys’ Chocolate Elk Goodyear Welt, Medium Weight Oak 
Leather Sole, Splendid Broad Toe Style. Price $3.45. 

Style S 253 
Gents’ and Youths’ Chocolate Elk Goodyear Welt, Medium 
Weight Oak Leather Sole, Splendid Broad Toe Style. Price: 
9-134 Gents’, $2.85 and 1-2 Youths’, $3.25. e 

‘Style S 355 


Boys’ Brown Russia Bal, Goodyear Welt, Medium Weight Oak 
Leather Sole, Goodyear Wingfoot Rubber Heel; one of -our 
latest Brogue effects on a conservative English Last. Price 


$3.60. 
Style S 255 


Is the same description, except one of our latest best- 
selling Brogue effects, on most popular gents’ last. Price 


$2.95 in Gents’ and $3.35 in Youths’. 


The Excelsior Shoe Company 
Manufacturers of 
Men’s, Boys’, Youths’, Little Gents’ 
FINE SHOES 


Portsmouth, Ohio 
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Patent Leather Means 
More Sales— 


IN STOCK 


Welt 


No. B 270—Patent Colt Oxford, 
Plain Toe, 7/8 Heel. 








No. 261—All Patent Colt, One- 


PR. a eciite cass noua $4.90 








strap, Imitation Tip, 15/7 Covered 
Louis Wood Heel. Turn. 


Terms, Net 30 Days 


JOY, CLARK & NIER, Inc. 


Rochester, N. Y. 


Welt 


No. B 269—Patent Colt Oxford, Im- 


itation Tip, 10/8 Heel. 
yy MET ee reer ee. $4.90 














HERE’S A SURE SELLER 


We make it on four weeks’ delivery. Price 
$4.85. Write or wire your order. 


No. 729. Patent center buckle, turn 3 
strap. 15/8 Spanish Louis heel. Solid 
sole leather counters and shanks. On our 
new ghort vamp, round toe last. 


Collins & Staples 
Haverhill, Mass. 


Boston Office: 183 Essex Street, Room 306 
Gene Ricker in charge 


Address All Communications to the Factory “at 
Haverhill. Jo —_ 





BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 




















est 
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KALTER-CERF MERCANTILE CO., Inc. 


‘“Merchantable Sizes’’ 


RUBBER HIP BOOTS 


All Sizes from 7 Up. 
PACKED TWELVE PAIR TO THE CASE 


Sizes, case lots 7/9, 7/10 or 7/11 as required. 


Price, $1.90 


4 BUCKLE ALL 
RUBBER ARCTICS 





Made by U. S. Rubber Co. and Hood Rubber 
Co.—all first quality, packed twenty pair to the 
case, as manufactured for the U. S. Army. 


SIZES IN 12 CASE LOTS AS FOLLOWS 


8 9 10 11 
Number of Cases... 1 4 4 2 1 


$1.10 Per Pair 


Assorted sizes in single case lots $1.35 per pair. 


Terms—Net 30 Days—F.0.B. NEW YORK 








Kalter-Cerf Mercantile Co., Inc. 


591 BROADWAY, NEW YORK CITY, N. Y. 
Boston Office: 119 Lincoln St, 
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One shoe man asks me: ‘‘Suppose I show a welt “~ 
shoe to a customer, and he raises the question of the AA 
stitch showing through the innersole. He knows how 3 
shoes are made. How am I to show him the advan- ee 
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tages of that stitch? 


Well, brother, I'd go at it about like this, I’d say: 

“This stitch, that you noticed because you know 
shoes, is really the best thing that ever happened to 
a welt shoe. 
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“It is the ‘stitch of strength.’ It realiy insures long 
life of the shoe. In the ordinary leather innersole the “~ 
channeling has a tendency to weaken and take away A 





a certain percentage of strength. You know that when 
you split a piece of leather the two parts are weaker 
than the original piece. So, when you channel a 
leather innersole you lose strength.” 
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Leather Has Good and Bad Spots 


‘“‘Leather, no matter how good the grade, never 
runs uniform. It has good spots and bad spots. When 
your needle pulls the thread through a bad spot it is 
almost sure to tear out.’ 
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“Korxole innersoling is uniform over every inch. 
It is exactly the same everywhere. There are no weak 


>, %, 
ooo 4, 





spots because every part is strong.” PS 
“So, the stitch is really a virtue that helps the ew 

shoe.”’ 
XZ 





I know a manufacturer who has used Korxole inner- 
soles in a very large number of women’s shoes—all 
welts. He was asked how many complaints he had 
on account of the stitch showing through the inner- 
sole. He stated that the objections were scarcely 
worth mentioning. 
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Most people are sheep-minded. They follow a bell- KA 
wether or obey the voice of a shepherd. They’ll do 
what they’re told to do. Few think for themseives. ev 
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And by that same token I say that the mass of 
people will accept Korxole innersoles if you shoe men 


?, 







tell ’em to do so, a 

When you say that people will not accept Korxole 
innersoled welts on account of that stitch I say that +2 
you are kidding yourself out of a great opportunity 3 
to sell better shoes. “9 
. xX 





A shoe man is the shepherd of his flock. His cus- 
tomers take his word for things—that is if he is a 
square guy. 

When you say “cork’’ to a person you’re saying 
something interesting. 

In the name of better shoes why don’t you try it 
and convince yourself that you’ve been on the wrong 
track when you say “they won't have it.” 


THE SHOE VETERAN. 


o¢, 


aa 





?, 






>, 
1g? % 2 o, 


+ 





? 





>, .% 
re, 






¢, 
° 





P. S.—Write today to the Armstrong Cork Company, 
Lancaster, P.. for a sample of Korxole innersoling. 
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SHOE ORNAMENTS 
BUILD BUSINESS 


MANUFACTURERS 
AND MERCHANTS 
FIND THEIR USE 
HELPS SALES 







“DALCO” TASSELS ARE 
THE NEWEST FEATURE 
FOR STRAP SHOES 














~ 

B-1233 e123 
B-1238 

B-1193 

B-1236 8-1212 




















THE SPARKLE OF ‘DALCO” RHINESTONE 
BUTTONS CATCH CUSTOMERS FOR STRAP 
SHOES 


Shoes throughout the world are “Dalco” decorated. 
Designs and finish of “Dalco” ornaments are recog- 
nized as the best. Our volume production enables 
us to mark our superior merchandise at attractive 
prices. Write for samples and get our quotations 
on such quantity as you desire. 


Dalrymple-Pulsifer Company 
Haverhill, Mass. 


ee Po tote to +, .%, .%, % & * +, 
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“SYIVIA SANDAL” 


IN STOCK 


IMMEDIATE DELIVERY 


SIZES 3 to 8 


No. 1575. Patent Leather, 14/8 Leather Heel 
No. 1576. Gunmetal Calf, 14/8 Leather Heel 


$4.50 


No. 1577. Black Ooze Calf, 14/8 Leather Heel 


$5.00 


Write or Wire Orders 


COMMODORE SHOE 


CORPORATION 


104 Reade Street 


New York, N. Y. 


No. 1575 
A high grade Good- 
year welt model at a 
popular price. 








GRIFFIN 


iS 


SUEDE POWDER | 


| CLEANS & RECOLORS 





Griffin Suede Powder 


In the pad bottom tin. Cleans 
and restores color ‘and surface in- 


champagne, ivory, light, medium, 
dark and gray castor, light —_ 
seal and n exer brown, light, 
medium and dark wi black. 
$20.20 Gross, $1.85 Doz. 


67-69 MURRAY STREET 





Griffin Rapid Black Dye Griffin Quick Cleaning 
For converting shop-worn Tai Fluid 


Shoes into a Lasting Black. 
odor—No Poisonous Oil of Myr- The proper article for cleaning 
bane. Small size 2 oz., $18.00 Satin Footwear. Non-inflammable, 


gross; oze stainless, dries quickly and is 
8 os., tito os é - effective. Removes spots from 
Quarts, $1.15 each; galions $3.96 spats. Gross, $22.50; doz., $2.00 
eac 





FOUR LEADERS IN A LINE OF SHOE 
DRESSINGS THAT HAS NO PEER 











Griffin Lotion Cream 


In white, black, light tan, Havana 
brown, dark bi 

and dark gray. 

and polishes all kid leather. - 
tains no injurious acids. It is 
to the leather what cold cream is 
to the skin. 3 oz, size, $21.60 
gross; $2.00 dozen. 


We particularly recommend white 


‘or black lotion cream for black 


patent leather shoes. 


There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


NEW YORK, U. S. A. | 





Outdoor Beauties 


Poise is born of the assurance that one 
is ‘well dressed. To dress well, one must 
give attention to every detail. 


The Diamond Brand Fast Color (Visible) 

Eyelet is a style detail not to be ignored. 

United Fast Color Eyelet Company 
Boston, Massachusetts 
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GRIFFIN 
SHOES 


BACKED BY 20 YEARS’ SUCCESS 


MEN’S ano BOYS’ 
Men’s Vici Comfort Bal AMERIC AN WELTS 


Sizes 6-11, E-EE 


T7313X $3.20 i 
In Stock—At Once Shipments 


Goodyear Wingfoot Heels 











Send for Sample Pairs 


Men’s Round Toe Bal WRITE FOR CATALOG Boys’ Bals 
T3311X. Mah 
ahogany T3317X. .Mahogany 


Good Wi t Heel 
year —" eels T1317X. Gun Metal 
Goodyear Wingfoot Heels 
Boys’, $2.75 Youths’, $2.60 





VALUES ‘i UNSURPASSED 


Read these specifications and then look at the 
prices: 

1. OAK BEND SOLES 

2. SOLID LEATHER INNERSOLES 

3. GUARANTEED COUNTERS 

4. FULL CHROME UPPERS 

5. “RED-LINE-IN” LININGS 

6. LEATHER TOP FACINGS 

Terms: 3% 30; Net 60 days 


W. H. GRIFF IN COMP ANY Boys’ Blucher 


Manufacturers Goodyear Wingfoot Heels 
T3416X. Mahogany 


MANCHESTER N. H. T1416X. Gun Metal 
Boys’, $2.75 Youths’, $2.60 
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IN STOCK SUGGESTIONS 
FOR AT ONCE BUSINESS 


The “Just Wright”? Shoe is made by one of the oldest concerns on the south 
shore, devoting its entire time to the making of a superfine shoe for men. 


The surest proof of the interest be- 








‘ust Wright 





ing manifested by the shoe trade gen- 
erally in the “Just Wright” shoe is 
the large amount of orders we have 
filled, and are filling every day. 


Send for Catalogue. 


SustWriglt — 





SHOE 








Stock No. 236. ‘‘Aristocrat’’ Last. Gun 
Metal Calf Brogan Bal. -Wingfoot Rubber 
heel. Sizes AA 6144-11, A 6-11, B 54-11, 
C.D. 5-11. 


Stock No. 460. ‘Myopia’ Last. Patent 
Colt Dancing Tie. Light Flexible Sole. 
Sizes AA 6-11, A 6-11, B5%-11,C 5-11, D 
5-11. 





STOCK 
No. 460 








Buy Them “Wright”—They Are “Wright’’ 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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Business Being Built Up On Solid 


Foundation 


Merchants Continue Policy of Buying Frequently and 
in Small Lots—Cooler Weather Stimulates 
Sales at Retail in East and South 


EPORTS from RECORDER cor- 
it seamieee in the East and 
South continue to stress the note 
of optimism which has been sounded 
for some time. There is no expecta- 
tion, however, that the come-back 
will be rapid in general business con- 
ditions. The revival, following liqui- 
dation, is being worked out along 
lines which insure to business for 
years to come a solid foundation on 
which to build. Any other mode of 
procedure would merely lead, in the 
opinion of many economists, to an- 
other period of expansion with its 
attendant ills. 


Textile Business in Fair Shape 


In New England the textile indus- 
try is in fair shape and the mills are 
doing their share to furnish mer- 
chandise and to relieve the unemploy- 
ment situation. Shoe plants, except 
in some portions, are doing a better 
business than they were two months 
ago, although the demand for in-stock 
novelties has slackened somewhat, 
and the demand for spring footwear 
is just in process of development. 

Merchants continue, as they will 
for some time to come, their policy 
of buying frequently and in small 
lots. Nevertheless, shoe manufac- 
turers, or the majority of them, have 
their salesmen on the road, in .an at- 
tempt to stimulate interest in models 
for the late winter and early spring. 


Cooler Weather Brings Sales 


Cooler weather throughout most of 
the country has forced the consumer 
into the shoe store with the result 
that sales totals are rising instead of 
dropping. The most encouraging fea- 
ture is the renewed interest taken 
by men in their footwear. No one 
style is making a country-wide ap- 

_ peal. Some prefer the “doggy” shoes 
with their perforations and pinkings. 
Others seem captivated by the plainer 
patterns. The only theory which can 
be formulated to account for this ‘is 
that plainer patterns are being 
bought for evening wear and. the 
fancier ones for street and business 
wear, 

Women are turning away fromthe 
light-weight turn footwear which has 
been worn on the street and are ask- 
ing for the heavier, welted oxfords— 
both straight exford and strap oxford 


patterns. There is no slackening in 
the demand for turns for evening 
and dress occasions but the women of 
the country, sensing the approach of 
stormy weather, have switched to the 
heavier types for street wear and 
even, to some extent, for afternoon, 
informal functions such as club meet- 
ings. 


Plainer Patterns for Spring 


In New York the season is develop- 
ing slowly. and merchants figure that 
weather even colder than that ex- 
perienced so far is necessary before 


volume will reach the desired peak. 
Straps and sandals are still good but 
few sales of the moccasin pattern and 
the jazz oxford have been recorded. 
Brooklyn factories report that in- 
stock business is good, the bulk being 
divided equally among patent three- 
straps, satin one-straps and black and 
brown oxfords. The I. Miller people 
see the advent of plainer patterns 
next spring and do not look for any 
overwhelming holdover demand for 
the extreme styles which have char- 
acterized the late summer and early 
fall. 








BOSTON 


Merchants Face Rainy Season 


Considerable Speculation as to What Future 
Will Bring; Retail Sales Much Better 


HE third week of October 
opened with prospects of rain 
and with retail shoe merchants on 
the alert to see whether chilly, damp 
weather would have any influence on 
the sale of boots. The week before 
that, clear and frosty, had brought 
with it a substantial increase in pair 
sales, several stores reporting that 
business for the six days had gone far 
ahead of the same period last year. 
An encouraging feature was the in- 
crease in sales of shoes to men. For 
some time there has been a decided 
lull in this branch of the retail trade 
and many merchants had about given 
up hope. Now, however, it seems as 
though there would be a steady in- 
crease until the need for stormy 
weather footwear has been filled. 


Brogues and Plain Shoes—Both 
Selling 


Men are buying both “doggy” shoes 
and those of plainer patterns. For 
business and outdoor wear more of 
the ‘brogue effects are ‘being pur- 
chased.- For evening wear the plainer 
patterns are more popular. This is 
as it should be. But there is also an- 
other division, not so easily explain- 
able. Some stores report that the 
very much decorated shoe is the best 
seller, particularly in grain leathers, 
while almost next door, stores cater- 


ing to the same class of people are do- - 
ing their volume business on footwear 
which is much more modest in appear- 
ance. 

Business in women’s footwear is 
switching to the heavier types in 
welts and there is a tendency toward 
oxfords and one-straps as compared 
with the recent demand for light 
weight three-straps and_ sandals. 
There is also an increased demand for 
wool hosiery and for silk and wool. 
The consensus of opinion is that it 
will be a low shoe winter unless 
stormy weather intervenes to a 
greater extent than it did last year. 


Improvement Slow But Sure 


Wholesalers whose sales, particu- 
larly of staples, have not been nearly 
up to the mark at which they would 
like to have them, are taking heart, 
nevertheless. Business improvement 
is slow but sure and is being built on 
a permanent basis. Buying of staples 
continues to be cautious but is ex- 
pected to reach a healthy volume by 
the time winter sets in in earnest. 
Novelties are moving more freely, al- 
though there is the same diminution 
in demand for the lighter effects noted 
in the retail trade. Calls from the 
South continue to be frequent and of 
good volume and the credit ‘situation 
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Where to Buy 


Women’s Shoes 

















THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


& In Stock Specialists of 
’ age \ 
ROS 


Write for Catalogue 








Women’s Shoes, Party 

Slippers and Novelties. 

ROUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid Hand 

Turned Boudoirs. Quilted 

Sock. Black 

$1.40, Red and 

Brown $1.50. 

2% to8. Wom- 

en’s Fine Black 
K Ballets. 
Bench Sewed Turns. sizes 2% to 7. $1.60. 
Same in Misses’ 11% to 2,.$1.50. 5% 10 days. 











SALEM SHOE CO., Salem, New Hampshire 








COLLINS & STAPLES 
Makers et neterGue 
This style in stock. Blk 
4/8 J. heel. Solid sole ieather 
counters and shank. 


118 it ., Row, 

. Haverhill, Mass. 

183 Essex St.,Boston 
Room 306 


evnevennncanenicenS 








BLEECKER STYLES 
dre the last word in footwear 
fer stylish women 








BOUDOIRS 
IN STOCK 


Fine kid Boudoir 

slippers for imme- 

diate delivery, made of best material obtain- 
able in Biack, Red, Pink, Blue and Tan. 

Order sizes or case lots. Prices, Black $1. 30, 
~olors $1.50. Terms 5% 10 days, net 80. 
SILVER SHOE CO., Haverhill, Mass. 








Why Mey. 
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io. Satin Brocadevand Metal Clothv. 
$2.25 per pair and up 


worst M GUSTIN © 





NEW YORK 








BOUDOIRS AND BALLETS 
IN STOCK 
Shi, on day order is 
received. 

Black, $1.20; Red, $1.90; 

Tan, $1.35. 
Black Kid Ballet, 8-11, 
$1.35; 11%-2, $1.45; 2%-7, 
038 2% 10 days. Net. 30. 


BAY STATE SLIPPER COMPANY 
Haverhill, Mass. 








is better. More retail firms are dis- 
counting their bills than at this time 
last year. Collections also show a 
strength which was not apparent six 
months ago. 


A Talk on Merchandising 


The opening meeting of the Boston 
Retail Shoe Salesmen’s Association, 
held Oct. 10, was bright and snappy. 
President W. H. Morgan presided and 
introduced as speakers Everit B. Ter- 
hune, treasurer and general manager 
of the BooT AND SHOE RECORDER, who 
talked on European’ conditions; 
Thomas A. Delany, secretary of the 
National Shoe Travelers’ Association, 
who referred to the retail store sales- 
man as the traveling salesman’s best 
friend; and Henry Hagan, president 
of the Massachusetts Retail .Shoe 
Merchants’ Association, who with the 
subject of “Merchandising from 
Coast to Coast” gave a graphic ac- 
count of his Western trip en route to 
the California Retail Shoe Dealers’ 
Association and drew therefrom many 
striking examples well worth the 
adoption by Eastern retail shoe mer- 
chants and their salesmen. The Bos- 
ton Retail Shoe Salesmen’s orchestra 
of seven pieces, under the direction of 
H. Rose, Thayer McNeil salesman, 
made its initial appearance. 

“We must be better merchants than 
we have been,” said Mr. Hagan. “I 
was at a dinner in a private home on 
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the Coast. This merchant has two 
stores in which he does a business of 
about ‘$1,400,000 yearly. This mer- 
chant told me that in the month of 
March last, he did a business of 
$1,000 a day, and immediately with- 
out any ceremony, he started in mark- 
ing down his shoes, for like the good 
merchant he was he was going to 
continue in business, not for a month, 
but for many more years, and he 
thought it better to mark down his 
prices. So his shoes were sold for less 
to keep down the net profit. Now 
here we are working our heads off to 
find any net. 

“From Denver West and on to the 
Pacific Coast, the average crowd of 
men clerking ‘in the average store cer- 
tainly measure up better than the 
average crowd in the average East- 
ern store. This may not be compli- 
mentary to you men here, but it is the 
fact. This is because these retail 
shoe store salesmen have been getting 
a better remuneration than you have 
and it is because they deserve it more 
than you deserve it. Watch the West- 
ern clerk when he waits on a customer 
—he does not stop at the sale of the 
merchandise requested—says merely, 
‘Come again,’ but he says, “Let me 
show you something else.’ If it is a 
street shoe which is bought, he sug- 
gests an evening slipper, and hosiery 
for both. It is the progressive spirit 
of the clerk which has made the 
Western dealer and made the volume 
of the dealer possible.” 


BUFFALO 


Credit Extension Discussed 


Shoe Findings Men of New York State 
Forming an Organization to Protect 
Themselves _ 


O guard against overextension 
of credits to “shoestring” con- 
cerns, the shoe findings men of 
New York state are forming a credit 
organization, to keep a careful check 
on the ratings of the various con- 
cerns that are buying from them. 
This was the principal subject of 
discussion at the convention of the 


‘New York State Shoe Findings Credit 


Association, which was held recently 
at the Hotel Lafayette. 


Need for Care Emphasized 


Shoe findings men find that in 
many cases they have extended 
credit to shoemakers far in excess of 
their visible assets. To guard against 
this will be the function of the credit 
organization. 

“We surely need such an organiza- 
tion,” said one Buffalo findings man. 
“Recently I called on a customer who 
had been given $3,000 in credit. I 
was startled to find that his whole 


' Similar 


outfit couldn’t have brought more than 
$300. In such times as these it is a 
dangerous thing to grant credit in 
such a way, and we need some system 
whereby we can check up on the rat- 
ings of the men who buy from us and 
want credit.” 

The next meeting of the associa- 
tion will be held at Rochester, the 
third Saturday in March. John H. 
Kelp of Rochester is the president of 
the association. 

Other States Also Act 

By that time it is expected the 
credit bureau will be well organized. 
organizations have _ been 
formed in other states. 

Among the Buffalo findings men who 
were present at the convention were: 
John M. Fornes, F. W. Sherman, 
Michael J. Fornes, Michael A. Steffan, 
Charles A. Steffan, John J. Steffan, 
George A. Steffan, Albert Steffan, 
John L. and Jacob P. Steffan, Charles 
Keener and Max Levi. 
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LYNN 


Boots Are Appearing Again 


Being Made for December and January 
Sales to Alternate with Low Cuts 


OOTS 8% and 9 in. high, with 

11/8 heels, of black and brown 

kid and calf leather, are being made 

by “Lynch, of Lynn” for December 
and January sales. 

“Swap” styles, the firm calls them, 
meaning that young women of big 
cities will keep on wearing san- 
dalettes and like styles during the 
winter, and will occasionally put on 
boots, as a change. 

Also, the same firm is showing for 
early spring of 1922, a two-strap 
sandalette with a short front strap. 
The vamp and quarter are orna- 
mented with fancy stitching in colors, 
and, if buttons are used for fastening 
the straps, they are of the same color 
as the stitching. Or buckles may be 
used. Another shoe for next spring 
is an instep strap pump ornamented 
with a high colonial tongue and hav- 
ing cut-outs at the base of the tongue 
and at the sides. Both are of patent 
leather. 


New Sport Last 


A new last, brought out by Mc- 
Nichol, Taylor, Inc., of Lynn, will be 
used for shoes for the Palm Beach 
trade, and later for sport shoes for 
next spring and summer. It is a low 
heel affair with a semi-round slightly 
receding toe, and a shapely receding 
forepart and shank. It is built for 
comfort as well as style. 


Heavy Soles Scarce 


Lynn sole cutters say that they 
have sold out their first grade, heavy 
weight soles, in the grades used for 
making both shoes for men and 


women. The demand for heavy 
weight soles has been greatest in 
the men’s trade. The sole cutters 
have supplies of heavy soles, of good 
wearing qualities, but. with scratched 
grain, or otherwise imperfect grain. 
Shoe manufacturers won’t use these 
imperfect soles because they wish to 
put a fine, natural bottom on shoes. 
The scratched soles are cheaper, but 
will wear just as long. Their looks 
are against them, even though all 
soles look alike an hour after the 
shoes are worn. 


School Moccasins 


Collyer Moccasin Co. is making 
moccasin style shoes for children to 
wear to school. They are of elk 
leather, ankle high, and they lace. 
They have a moccasin toe, which is 
closed by a tight seam, sewed by 
hand. 


New Shoe Stores 


I. Zesmer, Zesmer’s Booterie, (ex- 
clusive shoe store for women), Ervay 
Street, between Main and Elm 
Streets, Dallas,, Texas. 

Queen Quality Boot Shop, 536 
Fourth Street, Louisville, Ky., caters 
to women and children only. 

John Nichols Shoe Store, 497 Essex 
Street, Lawrence, Mass. 

A. Issokson, Falmouth, Mass. 

Folmar-Romine (The Sample Shoe 
Co.), 1386 East High Street, New 
Philadelphia, Ohio. 

Subway Shoe and Clothing Store, 
700 Maxwell Street, Chicago, III. 

J. T. O’Brien, Onaway, Mich., shoe 
department. 


HAVERHILL 


Improvement in Cuban Business 


Industry to be Re-established on Sound Basis, 
Says Investigator 


HE Haverhill Chamber of Com- 

merce has received a commu- 
nication from Frank Steinhart, who 
for many years was president of the 
American Chamber of Commerce of 
Cuba, regarding the general indus- 
trial situation on the island. Mr. 
Steinhart says: “The situation is 
clarifying, merchants are optimistic 
and prospects are promising. Busi- 
ness men in Cuba have applied dras- 
tic curtailments in all lines of -busi- 
ness and the industrial situation will 


soon be on a sound and profitable 
basis, which will protect settlements 
of outstanding accounts and prompt 
payment of current liabilities.” 

Haverhill shoe manufacturers are 
particularly interested in this news of 
improved conditions in Cuba, from 
the fact that merchants of the island 
have for many years been large buy- 
ers of Haverhill-made footwear. Their 
business is important to the Haver- 
hill shoe manufacturing industry and 
never more so than at present. 


Whereto Buy 


Women’s Shoes 











WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 











Lower Priced 
than the Best, 
Bettcc Quality 
than the Rect! 
Send for Catalogue 


MAID-RITE FELT SUPPER co 
163-169 Livingston S Beckico NY. Y. 

















E. A. & M. C. Witherell Co. 


Women’s Turn 
Boots and Slippers 


F 


Boston Office 
267 Essex St. Room 213 








FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts, 

Inquiries Promptly An- 
swered, 
Samples on Request. 
Felstiner-O’Connel) 
hoe Co., Ine, 
41 Washin St. 
Baverhill Mase. 
Boston Office, 92 Beach St. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Masa, 


Boston 
207 fs... 











Where to Buy 


Shoe Trees 











“V" GRIP SHOE TREES 


ADJUSTARLE FOLDING 
VENTILATING . 
Aluminum and Nick 
All shoe tree sas 


-» 
Retails for $1 pr 





Made by 
S. U. E. 





See 




















| Where to Buy 


Women’s Shoes 
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Howard & Foster Co. 
Men’s and Women’s Welts 


Address ali Communications to the 
factory at 


Brockton, Mass. 



















Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Spectalicing 
in High Grade Novelties 
















NEW YORK BOSTON 
D. F. Mellen 215 Bssex St 
Bernard L. 





Factory 
Haverhill, Mass. 













WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is ‘‘hitting on high.’’ The 
high-quality standard will be better .ain- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 
































Where toBuy 


Shoes at Auction 



























HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 


























Where to Buy 


Shoe Hlustration 
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Haverhill at Chicago 


Haverhill shoe manufacturing trade 
will be well represented at the shoe 
exhibition and style show in connec- 
tion with the annual convention of 
the Neiional Shoe Retailers’ Associa- 
tion to be held at Chicago in Jan- 
uary next. Several leading firms 
have already booked space, and others 
will follow. Haverhill appreciates 
the importance of this exhibition and 
will put its best foot forward on that 
occasion. 


Last Remodelers Busy 


An important accessory to the shoe 
manufacturing business in Haverhill, 
as well as elsewhere, is the remodel- 
ing of lasts. Changes in styles call 
for corresponding alterations in lasts. 

This is particularly important at 
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the present time when the long vamp 
and narrow toe effects in women’s 
footwear ore being modified by the 
three inch vamp and the round or 
so-called half-dollar toe. Fred W. Mil- 
lay Co., Inc., which has been engaged 
in last manufacturing and last 
remodeling for many years in Haver- 
hill, reports that this remodeling work 
is in steady demand at the present 
time owing to the conditions referred 
to. 


New Concern Incorporated 


The Modern Top Lift Co. of Haver 
hill has been granted a charter under 
Massachusetts laws. Capital stock is 
$10,000. Officers and directors are: 
George J. Eno, president and treas- 
urer; J. Albert Eno, clerk; and Joseph 
A. Samson, all of Haverhill. 


BROCKTON 


South Shows Buying Strength 


Substantial Orders Received by South Shore 
Factories; High Grades Purchased 


HE recent rise in cotton prices 

has stimulated business in the 
South to an extent which is imme- 
diately reflected in orders received by 
shoe manufacturers in Brockton and 
nearby towns. One manufacturer of 
men’s high grade shoes says on this 
point: 

“Our first order for the spring of 
1922, taken by our leading salesman 
from a customer in one of the large 
southern cities, was 50 per cent great- 
er in amount than the order from that 
concern a year ago. If this can be 
taken as a general indication of sub- 
sequent spring orders from our South- 
ern trade we shall feel very much en- 
couraged over prospects for Southern 
business the coming season.” 


New Heel Concern 


William Linnehan of Brockton and 
Edward McCrillis of Bridgewater have 
established a cut sole and heel con- 
cern in the nearby town of Bridge- 
water. Mr. Linnehan is owner of the 
Linnehan Leather Co. of Brockton. 
Mr. McCrillis was until recently su- 
perintendent of the sole leather de- 


partment of the L. Q. White Shoe Co 
factory in Bridgewater. 


Buys Cut Sole Business 

Harry L. Katzew has purchased the 
cut sole business formerly conducted 
by the Puritan Counter Co. An inner- 
sole department has been added where 
there will be soon produced 50,000 
pairs of innersoles daily. 


Oppose Tax on Trunks 
Brockton manufacturers have reg- 
istered disapproval at Washington of 
the proposed luxury tax on sample 


_ trunks costing more than $50. Such 


a tax would cover practically all sam- 
ple trunks going out of Brockton. 
Shoe manufacturing’ concerns in 
Brockton say it is ridiculous to call 
any sample trunk a “luxury.” 


Leases Larger Factory 
G. W.-.Bailey Co., manufacturer of 
shoe trimmings, has leased a plant on 
Crescent Street and is now occupying 
the new location. Floor space is 7000 
sq. ft., which largely increases the 
concern’s ‘manufacturing facilities. 


PROVIDENCE 


Retail Sales Show Increase 


Vogue of Low Cuts and Spats to Continue 
This Winter, Say Merchants 


ITH the arrival of colder au- 

tumn weather, the shoe 
business in Rhode Island has shown 
a marked improvement the past week 
though there is room for much more. 
Merchants expect to see as many 





low shoes worn in Providence this 
year as there were last and predict 
that a big pump, oxford and spat sea- 
son is in store for them with black 
and lighter shades more popular. The 
10-12 button spat seems to be the 
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best bet with -little talk regarding 
buckles. Regarding hosiery, a lighter 
weight than that of the heavy heather 
sport hose of last season will be worn. 
In the men’s department trade buying 
is still lagging, due no doubt to the 
large number of unemployed, though 
in several of the better-grade stores 
men’s trade is said to be good. 

House building in Providence took 
a favorable turn during the past 
week, when 16 permits for the erec- 
tion of dwelling houses were issued 
at the office of the Inspector of Build- 
ings at City Hall. Inspector Hopkins 
stated that the past week was the best 
this year, from the standpoint of 
the number of dwelling house per- 
mits issued. City officials say it in- 
dicates a big rush of house construc- 
tion early the coming year. 


Whitmore Made Secretary 

Roy S. Whitmore, well known 
Butler Exchange shoe merchant, who 
has been acting secretary of the R. I. 
S. R. D. Association since the death 
of William W. Moore in July, was 
elected unanimously as secretary for 
the ensuing year at the first fall meet- 
ing of the association Oct. 4. 
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Welt Straps to Go? 


It is the opinion of many of the 
leading shoe merchants of the State 
that welt straps are about doomed 
and that the call on same shortly will 
be in that line, for turns. Sport shoes 
of smoked horse, elk and plain colors 
are said to be the best bet for the 
warm months of 1922 with a lesser 
call for combination colors. 


Quarter Million Dollar Sale 


Jordan’s Department Store, which 
opened in Providence some 16 months 
ago is rapidly coming into its own. 
In order to make room for more floor 
space, alteration and expansion, is the 
reason for the above sale. 


Holds 13th Anniversary 


The newly reorganized Diamond Co., 
one of the largest department stores of 
Providence, is conducting its thirteenth 
anniversary with good success. Hun- 
dreds of anniversary savings were 
tagged throughout the store with 
plenty of opportunities to save. In 
the shoe department, business was said 
to be exceptionally good. 


ROCHESTER 


Unemployment Shows Decrease 


Fewer Out of Work Than at Any Time in 
Last Ten Months 


RESIDENT ROY McCANNE 
P of the Rochester Chamber vt 
Commerce, in reply to a telegram 
received from President Defrees of 
the National Chamber of Commerce, 
asking co-operation in the emergency 
program of President Harding’s un- 
employment conference, has sent a 
letter to President Defrees stating 
that Rochester has fewer unemployed 
workers to-day than at any time dur- 
ing the past ten months and that no 
local emergency measures will be 
needed. 

Superintendent C. J. Dollen of the 
State Public Employment Bureau, who 
gathered from the various factories, 
labor organizations and other sources 
the figures for the Federal Labor 
Board submitted to the conference, 
said this morning that factory work 
and unemployment is now at lower 
ebb in Rochester than at any time 
since 1914. 

The building trades strike was set- 
tled in August and building has re- 
sumed to such an extent that there is 
a temporary shortage of masons, car- 
penters, plumbers and sheet metal 
workers, The clothing and _ shoe 
industries are working practically on 
full time. 


Good Business Ahead 
Fred Appledorn, shoe merchant of 
Kalamazoo, Mich., and director of the 
Michigan Retail Shoe Dealers’ Asso- 


ciation, was in Rochester during the 
past week, buying shoes and getting 
a line ‘on styles and conditions. Mr. 
Appledorn is very enthusiastic about 
immediate prospects and states that 
he cannot see that the present sea- 
son will be poor if the merchants give 
their customers the merchandise they 
desire at the prices they wish to pay. 
During the past season Mr. Apple- 
dorn has increased his business ma- 
terially by advertising continuously. 


Says Boots Will Sell 


That there will be a greater de- 
mand for women’s high shoes this 
fall and winter is the opinion of Wil- 
liam Pidgeon, Jr. The cool weather 
of the past week brought many calls 
for high shoes and Mr. Pidgeon be- 
lieves that as the season advances 
this demand will increase. 


Anniversary Sale Held 


The Edwards store celebrated its 
sixteenth anniversary with a week 
sale on all their merchandise. In the 
main shoe department attractive “spe- 
cials” were offered at $5.45. Oxfords 
in kid, Russia calf and brown calf 
were included in the special price. 
Kid boots were also featured. In the 
basement shoe store men’s and boys’ 
dress shoes in black calfskin, black 
vici kid and black gun metal calfskin 
were featured at $3.98. 
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Whereto Buy 


Men’s Shoes 











HERBERT ©. GLEASON. 


NEW YORK OFFICES 
AEOLIAN BUILDING 
22-25 w.4200 ST, 





OFFICE AND FACTORY 
"NEWARK.N.J. 
Vsa. 
































who care to 
dress well. 


t. D, 
BARRY CO. 


Brockton, Mass. 














Gentlemen’s 


Shoes 
A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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[eee to Buy 
Men’s Shoes 


= 
PULLMAN TRAVELING SLI 
better"than ever inQuality and fit 
idinator~ownery of 7iade Mork Pullman 
DULL CABERETTH $162 a doz. 
GLAZED KIT #182 
Colorr Black and Brown 
full sizes 3 toll in Stock 
M. GUSTIN CO. 
BWwi9st New York 
> —_.. 























‘ries at present. 





BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send 
Agate ws 

















THE 
CO-OPERATIVE SHOE 


FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Co-operative Boot & Shoe 


oO. 
Factory—Brockton, Mass. 














Stock Dept. 5 <¢ 
Is at Your Service Ss 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 

















| Where to Buy 


Boys’ Shoes 














AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 
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O. K. Johnson, manager of the East- 
wood stores, states that their Septem- 
ber business is ahead of last year, 
due mainly to their aggressive ad- 
vertising methods. Prices in the 
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Eastwood stores have been reduced 
to the lowest point consistent with 
high grade merchandise, and this com- 
bined with their advertising-had meant 
a steadily increasing business. 


BROOKLYN 


In-Stock Business Good 


Patent Three-Straps, Satin One-Straps and 
Oxfords Moving Well 


TOCK shoes form the center of 

interest in the Brooklyn facto- 
According to re- 
ports from several manufacturers, 
many retail merchants have been 
caught short of stock and are now in 
the market looking for immediate de- 
livery merchandise. Among the 
styles they are buying in this manner 
now are patent three-strap pumps, 
satin one-straps, oxfords in black pat- 
ent, black kid and calf, Russia calf 
and brown kid. Brown kid oxfords 
are selling particularly well at the 
factory of J. & T. Cousins. 

Most of the Brooklyn factories have 
sent their salesmen on the road on 
their initial “spring” selling trips. 
Manufacturers regard the “spring” 
part of the trip as a misnomer, as 
most of the orders being booked are 
for nearby delivery. The initial lines 
for spring are out, but show little 


change from prevailing styles. Straps 
still lead. 
Solid Color Sandals 

Discussing the outlook for spring, 
Irving Grossman of I. Miller & Sons, 
asserted that his firm is working on 
sandal effects in solid colors and 
plainer than some of the sandals in- 
troduced earlier this year. “There is 
a trend toward plainer styles,” he 
said. “In the development of hee'!s 
the trend at Miller’s is toward the 
baby Spanish and the low covered 
heel. It looks as if 12/8 and 8/8 cov- 
ered heels would be the leaders for 
spring. At present we are selling a 
number of oxfords with flat heels and 
they seem to be meeting with the 
favor of women all over the country. 
For evening wear the baby Louis heel 
is still strong, but for afternoon wear 
the trend is toward the low covered 
heel.” 


NEW YORK 


Season is Developing Slowly 


Straps and Sandals Selling Best—Moccasin 
Pattern Not in Favor 


HE fall retail season here is 
developing slowly. Only a few 
days of cold weather have been 


served to the retail merchants, who. 


feel that seasonable weather is the 
greatest need of the moment. 

While complaints of poor business 
are common, some merchants state 
that they are satisfied with the prog- 
ress made so far. As yet novelty 
shoes are the leaders in selling, and 
those who have chosen their novelties 
wisely are benefiting. Straps still 
hold the center of attention and the 
sandal type, for which an early death 
has been predicted time after time, 
is still running strong. The mocca- 
sin and “jazz” oxford, reported to be 
moving well in some localities, are cre- 
ating but little impression here. So 


far they are seen mainly in the win- 
dows. Few of them are actually being 
worn around the hotels or other fash- 
ionable gathering places. 


Brocades Are Popular 


For evening wear, brocaded slip- 
pers have the lead, particularly in the 
one-strap Spanish heel type with 
small strap ornaments of cut steel 
or rhinestones. 

Price is still one of the big prob- 
lems here. In shoes, apparently more 
than other articles of apparel, compe- 
tition is extremely keen. The depart- 
ment stores are continually putting 
on cut price sales and in the prepon- 
derance of these the prices have 
ranged from about $5.85 to $8.95. 
Few shoes above the $10 mark are 


CHARLESTON 
Sales Show Marked Increase 


Temperature Drops and Shoe Sales Go 
Up; Orders for Spring Footwear 
Being Placed. 


The second week of October opened 
with cooler weather and as a result 
there has been quite an increase in 


sales among the local retail shoe 
merchants. On the first Saturday 
Condon’s shoe store reported that 
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business was splendid—nearly three 
times as large as on any previous 
Saturday during the past three 
months. 

M. A. Condon, who recently re- 
turned from the convention at Bir- 
mingham, declares that the styles 
recommended by the style committee 
are proving very popular with the 
buying public. His firm has recently 
put in stock a new French slipper 
made on a semi-stage last, cut-out 
quarter pattern, with the new Cuban 
heel. They are carrying these in 
black suede, satin and patent leather, 
and the sales indicate that this will 
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be one of the mest popular shoes on 
the local market. 
Ordering Spring ‘Shoes Now 

Dealers generally declare that the 
buying public is “extreme.” That is, 
the demand is either for the very 
highest or for the very lowest priced 
footwear. Medium priced goods are 
moving slowly. Some of the dealers, 
especially Condon’s, are placing 
liberal orders in white goods for the 
spring of 1922, expressing the belief 
that these goods will shortly show a 
marked advance. 


How Co-Operation Wins Out 


Plans for a ‘““New Shoes Week” Outlined 


BY FRANK H,. WILLIAMS 


HILE, of course, every shoe 

dealer is anxious to do more 
business than all his competitors 
and is, therefore, inclined to view the 
other dealers - somewhat hostilely at 
times, the fact remains that much 
good can be accomplished by all the 
shoe dealers in a city co-operating 
from time to time in putting on spe- 
cial stunts which are designed for 
the purpose of increasing the local 
interest in shoes and helping all the 
dealers sell more shoes. 

Co-operation of this sort is a splen- 
did thing for all shoe dealers. It 
makes the dealers realize that their 
interests are identical and it makes 
them see further possibilities for in- 
creasing their business by co-opera- 
tion. 

Building a Slogan 

For instance, think what a splendid 
thing it would be for all the shoe 
dealers in a city if they were to get 
together and co-operate in putting on 
a “New Shoes Week.” 

Let’s examine this idea more thor- 
oughly and see just what the shoe 
dealers of a city could do in this sort 
of a co-operative stunt and just how 
such a stunt would help their busi- 
ness. 

Let us suppose that the prelim- 
inaries have been completed. The 
shoe merchants have gotten together 
and decided to all come in on the 
proposition of putting on a_ stunt 
which is designed to make folks think 
of new shoes and buy new shoes. The 
next step, then, is to secure a good 
slogan for the week. 


Work for the Individual 


After some considerable discussion 
on this point let us suppose that the 
dealers decided to adopt the slogan, 
“Buy New Shoes This Week,” as the 
Phrase which will be used by all the 
merchants in their window displays 
and advertising during the week. 

Now with all these preparations 
completed let us see how one individ- 
ual shoe dealer, J. L. Jones, for in- 


stance, might go about the propo- 
sition of cashing in to the fullest ex- 
tent on the stunt. 

Mr. Jones might, for a starter, put 
an announcement of the event in his 
main show window reading about like 
this: ; 

“LOOK AT ALL THE NEW 
SHOES YOU’LL SEE ON FOLKS 
NEXT WEEK. 

“Next week is going to be observed 
by this city as ‘New Shoes Week.’ 
During next week we, in co-operation 
with the other shoe dealers of the 
city, are going to offer special bar- 
gains in new shoes. Every person 
who wants to be well dressed and 
fortified against inclement weather, 
will purchase new shoes next week. 
And by looking around you will see 
folks by the hundreds and thousands 
wearing new shoes next week. 


An Interesting Announcement 


“Of course, YOU will want to get 
in on this proposition, too. You’ll not 
want to be wearing old shoes next 
week when you can purchase brand 
new shoes at such special bargains 
and thereby take your place with the 
other enterprising, progressive peo- 
ple of the city. So arrange now to 
purchase new shoes now or next week 
and take your proper place with the 
other live wire citizens.” 

This sort of an announcement 
would would be sure to stir up a lot 
of interest. It would have the effect 
of making folks think about new 
shoes and it would have the further 
effect of making them look around to 
see what folks were wearing old 
shoes and what folks were wearing 
new shoes. In other words it would 
make people conscious of their old 
shoes and would, therefore, make 
them anxious to get new shoes. And 
that sort of a feeling on the part of 
the general public would be a mighty 
good thing for the shoe merchant. 


Follow Up Work to Be Done 


Following up this initial announce- 
ment Mr. Jones might arrange to 





NU BABY SHOE CO., Bast Lynn, Mass, 
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| Where to Buy 


Children’s Shoes | 











SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—All 
leather 


line of Ladies’ Pump 
Straps. 








W°C.G@oodcger 


Manufacturer of 
Children’s Dlexible Durn Shoes 
Fer. L.., Exch - rely 
89 Allen St.. Rochester, XD 











Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sel} 
the retail trade. 


Newcomb-Anderson Shoe Co. 








ROCHESTER, N. Y. 








‘Bonita: Shoe * Baby 


TURNS end SOFT SOLES 


In Stock 


Send. /@r Cata 


A.H.Martin®@ 


Mehers ROCHESTER NY 








“ELAM”? 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CoO. 


ochester, N. Y. 
Boston Office, 212 Essex Street 


| here ad 
Men’s Shoes . 





























ANY TYPE OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes 
is our specialty, Let us solve your problems. 
CRAIG-REED & EMERSON, INC. 

Brockton, Mass. 
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Where to Buy | 


Standard Shoe Materials 





























Boggs & Cobb, Inc., Boston, Mass. ; 


COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 


Formerly Walpole Shoe Supply Co 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice- 
F. E. JONES, Treas 


F. E. JONES COMPANY 
covors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. f5eut" Saraet 


Tanneries at Danvereport 
















mentally, so you’ll make no mis- 
take in buying nails for use in 
your repair department. 
SHELY ON NAILS ARE BEST 
‘equest ur jobber to I 
you with this ane te 
= Send for catalogue. 
(~) THE SHELTON TACK CO. Shelton, Conn. 


DOOOQOQOGOQOOOOOOOOOOOQOQOOOOO 








MAX H. BERGER 
Manufacturer of CUT Soles 
From the Best Tannaged Leather 


Men’s outer soles and Grained inner soles 
Men’s grain counters 
Men’s and women’s underlifts 


MAX. H. BERGER 





12 Everett St. Brockton, Mass. 








INFORMATION f=: 


“Where to Buy” constitutes ai 
source of knowledge so that he who : 
runs through these pages may read : 
—and learn. H 
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have a particularly elaborate and in- 
teresting window display during the 
week. Effective -window displays are 
among the best possible advertising 
mediums for the shoe dealer, particu- 
larly when there is some especial rea- 
son why folks are going to look at his 
windows with particular interest, as 
they would during a “New Shoes 
Week.” 

Of course, the main feature of Mr. 
Jones’ window should be the low 
prices at which he is offering shoes 
and .should seek new and novel 
methods of presenting these prices 
so that folks will be especially im- 
pressed by them. 

A particularly effective method of 
playing up the prices in the show 
window would be by means of hav- 
ing little screens or curtains which 
would drop down from the ceiling in 
front of the various exhibits and on 
which would appear sentences stat- 
ing that the shoes behind the screens 
were priced at such and such a sum. 
These screens might be kept in front 
of the shoes for about five minutes 
and then raised for fifteen minutes 


and this process might be repeated - 


continuously throughout the day. Of 
course, the shoes themselves would 
carry price tags so that people who 
looked in at the windows would know 
what the price of the shoes were 
when the curtains had been raised. 


Window of Shoes at One Price 


This sort of a stunt would be en- 
tirely different from the usual run of 
window displays and would, undoubt- 
edly, attract a lot of attention. It 
would, perhaps, be especially effec- 
tive with groups of shoes instead of 
with individual pairs of shoes. That 
is if the store had a large group of 
shoes priced at $5.00 and another 
group priced at $6.50 and if the store 
used only two curtains—one for each 
of these groups—the stunt could be 
put on more effectively than if there 
were a number of shoes shown and 
a number of curtains used for each 
pair of shoes. 

Another effective stunt would be 
to show in one window only shoes 
which were being sold at a single 
price. For instance, all the shoes 
shown in a window might be priced at 
$6.00. Then the store could play up 
a huge $6.00 price mark at the rear 
of the window and could have the 
same sum painted on the glass of the 
window and could have price tags, 
larger than the shoes themselves, 
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scattered all about the show window. 
In this way the price would be very 
strongly impressed on the folks who 
looked in at the window and in this 
way the store would, undoubtedly, be 
pushing its sales of these shoes quite 
effectively. 


Placards and Signs 


Through the store, during the week, 
Mr. Jones, too, should use placards 
and signs calling attention to the 
event and urging folks to dress up 
by getting new shoes during the 
week. All of this sort of thing would 
make folks sit up and take notice and 
talk and all of this would, therefore, 
be a mighty good thing for the store. 

The store, too, would profit by get- 
ting the local newspapers to run a 
lot of feature stories about shoes dur- 
ing the progress of the week. Of 


‘course, in these stories no specific 


shoe dealer would be mentioned but 
Mr. Jones, as well as all the other 
local shoe merchants would profit 
from the appearance of such articles 
because the folks who read the ar- 
ticles would think about shoes and 
would feel the necessity of purchas- 
ing new shoes. 


Newspaper Assistance 


Some of these articles in the news- 
papers might deal with the new styles 
in shoes. For instance some local 
paper might run a page article tell- 
ing about what the new styles in 
shoes are and illustrating these points 
by actual photographs. Most papers 
would be glad to run such an article, 
particularly during a “New Shoes 
Week” as it would benefit all the shoe 
merchants—who are generally good 
patrons of the advertising columns of 
the papers. 

Other articles in the papers might 
deal with the increased mileage which 
modern shoes are .now rendering. 
Such an article might contain charts 
or diagrams showing how much mile- 
age a man might expect from a pair 
of shoes when using the shoes in 
walking to work, in farm activities, 
in sports and so on. This sort of a 
thing would be something entirely 
new in most cities.and would, there- 
fore, be mighty interesting stuff for 
the newspapers to run. And this sort 
of stuff, therefore, would be calcu- 
lated to stir up more local interest 
in shoes and thereby help business 
considerably during “New Shoes 
Week.” 


Western News Letters 


(Continued from page 74) 


Mfg. Co. at Sheboygan, Wis., has 
opened a repair business at 915 North 
Fourth Street in the same city, under 
the name of Lakeside Shoe Repair 
Shop. It has a complete equipment 


of electrical tools. 


New Retail Store 


Herman Gilbert, formerly superin- 
tendent of the Kewaskum Novelty 
Leather Co. of Kewaskum, Wis., 4 
branch of the Enger-Kress Pocket- 
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book Co., West Bend, Wis., is open- 
ing a new retail store and repair shop 
at Main and Railroad streets in Ke- 
waskum. He has been connected with 
the leather and leather working busi- 
ness for more than twenty-five years. 


Carnival to Boost Business 

Business men of Oshkosh, Wis., 
have decided to conduct a winter 
carnival during the last week in 
October as the stage setting for a big 
drive to create new business. E. F. 
Beals, chairman of the retail mer- 
chants’ division of the Association of 
Commerce, has been placed in charge. 
More than 130 retail stores in Osh- 
kosh which are members of the divi- 
sion, will participate. 


Sells Interest in Menzies 
Shoe Co. 


At a meeting of the board of di- 
rectors of the Menzies Shoe Co., 
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manufacturer of men’s shoes at Fond 
du Lac, Wis., a sale was consummated 
whereby the Nunn, Bush & Weldon 
Shoe Co. of Milwaukee disposed of its 
holdings of common stock in the con- 
cern. The Menzies company origi- 
nally was a subsidiary of the Nunn- 
Bush organization but within the year 
was given its own identity and made 
a distinct enterprise. S. D. Nichols 
and George P. Utley are the principal 
stockholders and officers of the Men- 
zies company. 


To Travel for United Shoe 


William Lindquist, Peshtigo, Wis., 
has resigned his position with the 
Stiller Shoe Repair Shop to accept a 
post as traveling salesman for the 
Milwaukee branch of the United Shoe 
Machinery Co. 


To Examine Feet of Children 


Kansas City Bureau Plans Lectures on Care 
and Abuse of Pedal Extremities 


46 N the Kansas City Post of 
Sept. 4, says The Foot Spe- 
cialist and Practipedist, a little 
magazine published in the interests of 
the Scholl Manufacturing Co., “ap- 
pears a long article by Bert Love on 
the work of the Children’s Bureau and 
the unexpected findings a survey of 
the feet of the extreme youth of the 
city reveals. The most important 
parts of the article are reprinted be- 
low, as readers will undoubtedly be in- 
terested in this progressive step. 
Would it surprise you to learn that 
a large percentage of children under 
school age in one fashionable section 
of Kansas City have defective feet? 


Many Defective Feet 


This is a fact, discovered and duly 
recorded by the investigators for the 
children’s bureau. The bureau is go- 
ing to send persuasive talkers into 
the district to lecture to the parents 
on the use and abuse of children’s feet. 

Is it not really startling to know 
that such a situation exists? Does it 
not seem that progressive citizens 
should know enough to take care of 
their children’s feet? 

Similar questions might be asked 
and none of them would be impertin- 
ent. The children’s bureau, under the 
devoted leadership of Mrs. E. R. 
Weeks, wants every child in Kansas 
City to have a chance to grow up with 
r “perfect understanding”—standard 
eet. 


Health Talks Planned 


And for that reason the bureau now 
is ready to suggest to parent-teacher 


associates in defective feet districts 
the kind of health talks most needed. 

“In almost all districts malnutrition 
is a marked feature,” the annual re- 
port of the children’s bureau, just is- 
sued, says, “suggesting an examina- 
tion of the quantity and quality of the 
milk supply and a study of food val- 
ues by. mothers.” 

“The purpose of the children’s bu- 
reau,” says the annual report,” is to 
keep children under 6 years of age 
well and bring them into school with 
as few physical defects and handicaps 
as possible, and to do this by prevent- 
ing, rather than by cure.” 

And that applies to all Kansas City 
children under 6 years old, whether 
they be pampered offspring of mil- 
lionaires or the neglected progeny of 
paupers. 


Injury Through Mistaken Kindness 


One big thing this children’s bu- 
reau has learned and is pointing out 
to the people is that the children of 
wealthy parents are, in many in- 
stances, victims of neglect as to phys- 
ical well being and that in many other 
instances such children suffer positive 
and permanent injury through a mis- 
taken kindness due to ignorance of 
fathers and mothers who doubtless 
imagine they know all there is to 
know about rearing children. 


The bureau has been in operation 
for three years, so now it is possible to 
make analysis of certain below-stan- 
dard conditions peculiar to different 
school districts. 
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Where toBuy 


Engraving and Printing 


















COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 








‘Flrciotee hay 


Lay) TURERS OF Tues COmrT 
“—. 1 ~~) 














} 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for “1 of 
our Special Printing Service 
the Boot and Shee Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











1000 Sales Letters 
All ready to mail 
3c Each 
F. 8S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 








Where to Buy 


Children’s Shoes . 



































106 








Where to Buy 


Shoe Ornaments 














SHOE ORNAMENTS 


For Particular People 
Beaded Buckles 
Straps—Rhinestone Ornaments 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 








THE LATEST NOVELTY 
Rhinestone Shoe Buttons 
Can be attached by machine. 
In Biggest Demand Now 
Write for Samples. 
NOYES MFG. CO. 
Manufacturers of Buckles and 
Shoe Ornaments in Large vouey 
63 Fulton St. New York, N e 








SHOE BUCKLES 


OF EVERY DESCRIPTION 
BEADED AND METAL BUCKLES 
OUR SPECIALTY 


FASHION ORNAMENT CO. 


15 MYRTLE AVE., BROOKLYN, N. Y. 








COLONIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 











D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES, 
PROVIDENCE - - = R.I. 


aval 








M. B. MARTINE, Ine. 


Show Reom—130 W. 42nd Street 
Office—148-152 Duane Street 


NEW YORK, N. Y. 
SHOE BUCKLES, STRAPS AND 








iG _ IN SHOE OR- 
NAMENTATION, INCLUDING 
BEADING 














PARISIAN BEADING WORKS CO. 
42&WALNUT STS., PHILADELPHIA 








-DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
ied This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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CLEVELAND 


Business Conditions Encouraging 
Unemployment Decreasing and Building 
Activity Is Increasing—Distinct Quick- 
ening of Retail Trade Noted 


EPORTS of surveys made here 

in the last month were most 
encouraging for men engaged in all 
lines of retail business. ~ Charles 
Smith, business agent of the unions 
that have the building workers as 
members, reported that 90 per cent 
of the membership of the various 
organizations are busy. He declared 
that the building industry has opened 
up at a lively rate, and he asserted 
that the construction man would not 
have a hard winter. 

The Industrial Relations committee 
of the Chamber of Commerce reported 
that in the last month there has been 
an increase in employment. The au- 
tomobile industry and the parts and 
accessories manufacturers are em- 
ploying large numbers. All this is 
reflected in the retail stores. 


October’s First Week a Good 
One 


The shoe merchants the latter part 
of September and the first of Octo- 
ber experienced a distinct quickening 
of trade. The stores have been 
busier, and some who had purchased 
lightly experienced difficulty in ob- 
taining stocks to meet the demand. 

The first week of October started 
off at a clip which indicated that buy- 
ing would be heavier during the 
month than in the previous 30 days. 
Dealers report that sales of men’s 
shoes have improved and this has 
been directly connected with the im- 
proved condition in industry. The 
trade in women’s also has been very 
good, with the demand running 
largely to blacks. Patent leather is 
still the most popular color. The 
men still are wearing tans, almost to 
the exclusion of black shoes. 

The prospects for fall business are 
now certain. The trade is bound to 
be better than it was a year ago. 
September left a record that does not 
suffer when compared to the same 
months in previous years. 


Heavier Walking Shoes In 
Demand 

The first touches of winter were 
seen here last week during the first 
seven days of October—and there 
was a change in buying as a result. 
Thus far during the fall, the trade 
has been largely in patent leathers, 
satins and suedes. These shoes are 


rather dressy and are all right for 
street wear, 
good. 

With the advent of chilling breezes, 
and of snow and sleet, heavier walk- 


when the weather is 


ing shoes were sold in large numbers. 
The demand was mostly for low 
shoes, oxfords and such. Saturday, 
Oct. 8, was a most disagreeable day, 
with rain and sleet falling at inter- 
vals. But in spite of the inclemency 
of the weather, the downtown shoe 
stores all enjoyed a fine run of trade. 
For the first time this season there 
was noticed a demand for high shoes, 
an indication that later on the cus- 
tomary volume of business in the- 
high models will be transacted. 


Wool Hosiery Also Sells 


The larger stores report that the- 
last week brought in a good demand 
for wool hosiery. Merchants here are 
banking largely on a big sale of 
woolen hosiery not only in the imme- 
diate weeks to come, but throughout 
the winter. With patent leather and. 
black being the popular colors, black 
woolen hosiery is taking the lead in 
the demand. But hundreds. of pairs. 
of women’s English or domestic 
quality woolen stockings, made of 
soft, pliable yarns—gray, green or- 
heather mixtures with contrasting 
stripes—or plain colors, beige, cas- 
tor, brown or Russian calf are being: 
sold. 


Bargain Sales On 


One of the popular methods of 
lowering the stocks of fall shoes in 
this city is that of throwing 2000 or 
more pairs on the bargain table and 
offering them at greatly reduced. 
prices. Low models are used for this 
plan, and in the selection may be- 
found types of all kinds, and shoes 
embracing a large run or scale of 
prices. By averaging the same, the: 
dealer is able to move goods that un- 
der ordinary conditions and situations: 
would go from the shelves to the- 
consumer’s foot slowly. 

The Pocock-Wolfram Co., for in- 
stance, made a special on 2000 pairs: 
of new Fall shoes and placed them: 
on the market on Monday morning. 
Every pair in the lot was of this sea- 
son’s designing. There were no 
special purchases of job lots in the 
number, but all were taken from the: 
regular stock. Over twenty styles: 
were included, pumps, snap effects, 
moccasins, and oxfords, patents, sa- 
tins, suedes, kid and calf in tan and’ 
black. The Stone Shoe Co. is an- 
other local concern that featured a: 
sale of 2000 pairs of shoes. Both: 
companies had a good run of business, 
and at the same time, they sold goods: 
from their shelves that were not in- 
cluded in the sale. 
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AKRON 


Oxfords to Lead in Volume 


Merchants Agreed That Low Shoes Will 
Sell Best in Rubber City This Winter 


LACK and brown oxfords with 
fancy woolen socks are to be 
the leading novelties in men’s and 
women’s footwear in the “Rubber 
City” this winter. That is not only 
a good guess. but a fact, assert 
Akron’s oldest and best shoe dealers. 
The demand for them is already ex- 
ceeding the supply, they claim. 
Women are beginning early with 
woolen stockings, and many of them, 
the dealers declare, have been buying 
up during the past six weeks. One 
of our leading dealers pointed out 
that his women customers are asking 
for lighter weight stockings and still 
lower heel oxfords. The deep brown 
seems to be their favorite color, he 
says, while most of his men patrons 
are demanding black with plenty of 
brogue. 


Wide Toes Dying 


There is yet a fairly good demand 
for the long narrow and half-rubber- 
heel shoes, but wide toes are about 
extinct, as far as Akron in concerned. 
Business men are getting particular 
about their shoes. The recent slump 
has taught all classes the harm of 
“reckless spending” and has created 
the habit pf buying within reason. 
The seven dollar shoes is in best de- 
mand. Many of our leading stores 
make that their only shoe price. 

Dealers report that the month of 
September has been the dullest in 


years, but many are preparing for 
improved business during October. 

Although several of the best Akron 
shoe men claim they do not know, and 
refuse to guess, what the coming 
styles will be, they continue dressing 
up their display windows with shoes 
they believe will sell. Many of the 
fair sex stores are featuring browns, 
satins and patents. Although women 
seem to be well fed up with satins, 
this variety was in good demand dur- 
ing August and September. 


New Store Opens 


The Childrens Bootery, the latest 
and only shoe store of its kind in 
Akron, opened last week. It is very 
attractive and pleasing to visitors. 


Women Getting Better Fits 


Women are getting more sensible 
about their footwear. They are having 
ing their feet “scientifically” measured, 
and they are putting more faith in the 
shoe clerk. One of the oldest shoe 
clerks in the city claims that there 
are more sixes being sold than any 
other size, and that the stock sizes 
for women’s shoes run even into the 
eights, nines and tens. This particu- 
lar clerk also says that the fair sex 
are passing up the Cinderella model 
with the three-inch heel and the rhine- 
stone buckle. 

Akron women are reputed to wear 
narrower shoes than women in other 
cities of the country. 


Styles Cannot Be Forced 


“Sales of shoes increase or decrease 
according to the direction of fashion, 
just as a boat sails according to the 
direction of the wind,” remarked a 
manufacturer the other day. “The 
only thing for a shoe man, whether 
manufacturer or merchant, to do, is 
to trim his sails according to the 
wind. 

“There was a most notable example 
of the influence of fashions on sales 
at about the time of the American 
Revolution. Then buckles went out 
of fashion and lace boots came into 
common use. , The buckle makers of 
Wallsall, in England, who supplied 
the American, as well as the domes- 
tic market, suffered heavy losses of 
business. Nobody wanted their buck- 
les, because they were not the style. 

“The buckle makers appealed to the 
Prince of Wales to help them. They 
represented to him that their work- 
men were starving, because there 
was no sale for the buckles which 
they made. The Prince commanded 


that his household put buckles on 
their shoes. But even his powerful 
patronage was of no avail. People 
kept on wearing lace shoes, and the 
buckle makers, finding their occupa- 
tion gone, had to turn to new occupa- 
tions, and make goods in styles that 
the people demanded, so that they 
could sell them. 

“So it seems to me,” concluded the 
manufacturer, “that shoe men who 
are successful simply give the people 
what they demand.” 


Ault-Williamson Shoe Co.’s_ sales- 
men and their territories are as fol- 
lows: 

C. W. Emrich—Missouri, Kansas, 
and Colorado; Gordon McDaniel— 
Alabama, Florida, Georgia, and Ten- 
nessee; Fred Snyder—Minnesota, Ne- 
braska, North and South Dakota; O. 
L. Rappleye—lTllinois and Iowa; A. J. 
Eastham—Oklahoma, Texas, and New 
Mexico; 
West Virginia; P. R.. Howard—Michi- 
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| Where toBuy 


Ballet Slippers 














326 WMONROE ST 
= CHICAGO 
W% SUMNER SMITH 











Ballet Slippers 


IN STOCK 
No. 1296, Black Pe | 8-11, $1.30; 
11%-2, $1.40; 2-7, $1.50 
No. = White Ballet, oo $1.56; 
11%-2, $1.65; 2-7, $1.75 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 














Where to Buy 


Miscellaneous 




















Feesivertnce bt 
suapouencoscnsescss: 


“SILVERITE” 


for our com- 


Lamb Wool Soles—Bound and Cond 
Write for our new No. ade Ay, L. = 


pl Caen Es igrs..81 High St, Bootes, 





Manufacturer—Attention 


Littlefield Heele—are genuine all leather 
heels and we can assure you of prompt de 
liveries, Write for samples and prices, which 
you will find correct in every way. 


yo ign HEEL CO. 
High Street, esbury, Mass. 
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Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
. Boston, Mass., U.S. A. 





















G. A. Campbell—Ohio, and 


QUESTIONS 
ANSWERED QUICKLY : 
in “Where to Buy” eolumns— a 
growing directory for all the trade, 

ting answers briefly to cur 
rent problems in merchandising 
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Prepare for Profits 


HERE is every indication of a 

long, severe winter—an unus- 
ual season for “U.S.” BOOTS— 
your chance for profits.. Are you 
prepared? 


Now is the time to order a well — 
balanced stock and cash in on the 
big demand for “U. S.” BOOTS. 


United States Rubber Company 
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Canvas Footwear for 1921-1922 


Wide Style Range Meets Every Requirement of the Retail Shoe 
Merchant—Big Demand for New Athletic Models 
—Rubber Heels Increasingly Popular 


SURVEY of the new rubber 

soled canvas footwear lines 
for 1921-1922 reveals many new 
numbers, in addition to the quick- 
selling staple numbers. There are 
shoes to meet every demand of the 
consumer, whether that demand may 
be for canvas shoes required for heavy 
outdoor work or for a model of lighter 
type for indoor wear. There are at- 
tractive patterns to complete the shoe 
wardrobe of the dweller in the South- 
land and the trunks of tourists 


cause ribs on its surface follow the 
design of a spider’s web. These ribs 
give a fine floor gripping quality and 
prevent. slipping in any direction. 
The sole is of an exceptionally dur- 
able compound and in addition has 
that “hefty,” sturdy look which makes 
such an appeal to the masculine eye. 


Model with Leather Upper 


The new shoe adds to the retail 
shoe merchants’ line a low-heel ath- 


heels were hospital attendants and 
sweet old ladies who wore “comfort 
slippers.” But for a number of years 
now the American population, par- 
ticularly the male portion, have been 
experimenting with rubber heels with 
the result that a sweeping tide of 
popularity has set in which has led 
the shoe manufacturers to put rubber 
heels on the shoes as they are made. 

Ask the rubber heel devotees why 
they wear them and the answers are 
likely to vary. “I like them 
because they are more com- 





who will soon be thinking of 
wending their way to summer 
climates. 


Basket Ball Special 


A canvas shoe on which 
much interest is centered at the 
present time is that for athletic 
purposes. 

A clever model in a men’s 
and boys’ basket ball shoe re- 
cently put on the market is 
made with upper of natural 
duck specially reinforced; it is 
trimmed with brown leather, 
has loose duck lining, a Kendex 
insole, black gum toe cap, 
double foxing; black cushion 
yutsole. The black cushion out- 
sole is so constructed that it 








all-around sport shoe for the athletic man 


fortable and save me jars and 
shocks in walking,” says one. 
“They outwear leather heels 
two to one and keep their 
shape better,” is the next 
reply. “The thing about them 
that appeals to me is that they 
enable me to walk quietly,” 
says a third. 


Big Retail Demand 


The action of the shoe man- 
ufacturers in turning out 
shoes already equipped with 
rubber heels was not spon- 
taneous with them. But the 
retail shoe merchant kept up 
such an insistent demand for 
shoes with rubber heels that 
the change was finally made. 








grips the floor and will not 
slip, yet does not cling when 
the foot is raised. It permits the 
utmost speed with sure-footedness 
and is made extra strong in order to 
withstand the strain of fast, hard 
play. Some of the models are laced 
to the toe and others are designed in 
the regular hal style. 


New Athletic Shoe 


A big rubber company has devised 
a very high grade canvas rubber 
soled shoe for general athletic wear, 
both indoor and outdoor. Its higher 
quality is linked up with several dis- 
tinctive new features. The new shoe 
will meet the needs of the athlete and 
outdoor man who seeks style and 
strength but who wants to keep his 
expenditure below the cost of the 
highly specialized sport shoes. It is 
particularly well adapted for golf 
and tennis and at the same time will 
answer every purpose of the indoor 
athlete. It is made in white or 
brown duck with black cowhide trim, 
double foxing of gum and friction 
fabric, ankle patch and back stay. 
One of its most important new fea- 
tures is a special “web cord” red sole. 
The web cord sole is so called be- 


letic shoe of enough better quality 
than the ordinary shoe to attract the 
attention of the buyer who is looking 
for quality. The stylish black trim- 
mings and the new type of sole com- 
bined with the general appearance of 
rugged strength will prove attractive 
especially to the young men who are 
in the majority in the world of sport. 

Another new type of shoe designed 
for basket ball players, has qualities 
which should make it popular. The 
upper, cut from specially prepared 
leather, is so patterned as to give sup- 
port to the wearer’s ankles, while the 
whole is very light in weight. The 
special feature of this new shoe is the 
thick rubber sole which grips the floor 
and gives the wearer a sense of 
security. 

The Rubber Heel Vogue 

Rubber heels have recently acquired 
so widespread a vogue that approxi- 
mately three-quarters of the men’s 
shoes not being made are equipped 
with rubber heels before they leave 
the factory. 

It was not so long ago that about 
the only persons who wore rubber 


And to these endorsements 
may be added that of Dr. Dudley A. 
Sargent, director of the Hemenway 
gymnasium at Harvard college, who 
says: 

“If a person is living in the city 
and walking much on brick, concrete 
or flagstone pavements, it is advisable 
to have at least a quarter of an inch 
of rubber added to the heel. This 
will prevent constant jarring and con- 
cussion, and will add to the elasticity 
of the step.” 

One Reason Why 

Insistence of the dealers grew out 
of the fact that so many customers 
objected to pay for a leather heel 
which they intended to replace at once 
with rubber. 

The retail shoe merchant says that 
the new custom is one of the most 
popular moves made in the shoe field 
in many years. The customer who 
has become addicted to the rubber 
heel habit feels that the retail shce 
merchant in offering him a shoe with 
rubber heels attached is saving him 
the half dollar he has previously 
spent for them. And it is a curious 
fact that the objections to shoes al- 


(Continued on page 127) 
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“ELAINE 


A thoroughbred “Camco” 


: Gaiter made ~~? eng 3 se. “ Will Po popular 

. Brogue, an ollege Girls’ walking shoes 

WOMEN’S ....-.+-eeeeees $3 15 Just a little more style and wear 

“Elaine” or “Louise”’...... ° LOUISE 

MISSES’ ......-++s++++0% $ As above with broader toe and heel 

“Betty” (3 Bkl. Nature Toe) 2.35 Especially adapted to growing girls’ shoes 

CHILDREN’S. ....ccccccee IMMEDIATE DELIVERY 

“Betty” (3 Bkl. Nature 7592-00 Avoid transportation delays by ordering now 


CAMBRIDGE RUBBER COMPANY 


CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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From National Headquarters 


Secretary Delany Works for Inter- 
changeable Mileage and Against 
Hotel Room Tax 


T _ A. DELANY, National Sec- 
. retary, is writing letters 
these days in earnest. One of his 
recent promulgations to members of 
the N. S. T. A. related to the bill on 
interchangeable mileage. “T. A. D.” 
asks for co-operation in securing the 
passage of this bill The letter reads, 
in part, as follow: 

“Existing railroad fares are a pos- 
itive handicap to you in the distribu- 
tion of merchandise to distant points. 

“The salesmen being the medium 
for the distribution of merchandise, 
the asked for concession means a re- 
duction in your selling costs if he be 
on a salaried basis. 


Advantages of Concession 

“Be the salesman on a commission 
basis this concession means the high- 
est type of salesman with contentment 
and a living profit. 

“This concession means the broad- 
ening of local industries and more fre- 
quent visits of buyers from distant 
points to your markets. 

“These bills are not a local issue, 
the one, two, three and five thousand 
interchangeable mileage books at re- 
duced rates being available to all as 
are the various script and trip tickets 
now existent on various roads. 

“This concession means no loss to 
railroad in revenues but an accommo- 
dation to all commercial men. 

“We are asking your co-operation 
to your senators and congressmen 
through your positive request to them. 

“May we count on you as among 
those willing to manifest co-opera- 
tion? 

“It is an imperative duty you owe 
yourself and your organization.” 


Text of Bill 


The text of the bill dated April 28, 
introduced in the U. S. Senate by Mr. 


Spencer, read twice and referred to 
the Committee on Interstate Com- 
merce, is as follows: 

“Authorizing and directing the In- 
terstate Commerce Commission to 
issue interchangeable mileage books 
of not less than one thousand nor 
more than five thousand miles, and 
at a reduction of 33 1/3 per centum 
from the established rate. 

“Be it enacted by the Senate and 
House of Representatives of the 
United States of America in Congress 
assembled, That the interstate pas- 
senger rates, as now or hereafter in 
force, shall provide for the issuance 
of interchangeable mileage books of 
not less than one thousand nor more 
than five thousand miles, and at a re- 
duction of 33 1/3 per centum from 
the established rate. That the Inter- 
state Commerce Commission is hereby 
authorized and directed to take such 
action as may be necessary to carry 
into effect the operation of this pro- 
vision.” 

Another letter relates to the pro- 
posed bill, Sec. 907, to tax hotel room 
charges. This bill would place a tax 
of 10 per cent on all rooms of $5 and 
up per day. The communication reads 
as follows: 


Fighting Hotel Tax 

“That the office of the National 
Shoe Travelers’ Association is alert 
to all issues arising in Washington 
for and against the commercial trav- 
elers is evidenced from the prompt- 
ness shown in the protests developed 
through a circular letter sent broad- 
cast to manufacturers, commercial 
bodies and salesmen, pertaining to 
the proposed bill Sec. 907—to tax 
hotel room charges. 

“This bill would place a tax of 10 
per cent on all rooms of $5 and up 


per day. 
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“No doubt in the first consideration 
of this bill the 200,000 sample men in 
the United States were not consid- 
ered but rather it was thought to be 
a tax on luxuries rather than the im- 
position of another burden to be 
added to the already much taxed 
salesman.” The circulars as sent out 
by Secretary T. A. Delany read: 


Urges Immediate Action 


“SHOE MEN! 

“Now is when we MUST act. 

“There is a bill before the United 
States Senate known as the Tax on 
Hotel Rooms—Sec. 907—and calls for 
a tax of 10 per cent on all rooms of 
$5 and over. 

“This means another hit at the 
sample room and means more burdens 
for the already overburdened commer- 
cial men to carry. 

“Send a protest to your senators 
and congressmen at once. 

“Urge your firms and all others in- 
terested to also protest at this extra 
tax. 

“Quick action is necessary.” 


Mahoney on Trip 


A. J. Mahoney, president of the 
Geo. E. Coffin Shoe Co., Lynn, has 
left for a trip among friends scat- 
tered between Boston and Denver, 
and incidentally to take their orders 
on his line. Mr. Mahoney has two 
strong hobbies—one is the joy he has 
in telling his trade about his shoes; 
and the other is his car, which is 
polished to reflect as does a French 
plate mirror. 


Powers with Doherty Bros. 


James T. Powers of Providence has 
cast his fortune with Doherty Bros. 
of Avon, Mass. Mr. Powers is a 
young man, full of “pep” and vim 
and it is needless to say that Avon 
welcomes men of his calibre to keep 
the wheels of shoemaking turning. 
“Jim” has covered New England for 
the past three years for A. J. Bates 
Co. 





BOOT AND SHOE RECORDER 








‘October 22, 1921 






























































Our Salesmen are now on the road 
with a Most Attractive and Complete 
Line of Samples for the Coming Season 


E have always believed that the only 

way to hold our customers is to give 
the utmost value possible in our entire 
production. 


Following our long established motto 


of making ‘“‘None But the Best,” we are . 


not only making the equal of our former 
productions, but have added new and at- 
tractive features, which are bound to add 
to the popularity of our line. 


To our already established and popular 
“Combination Lasts,”” we have added our 
wonderful “Foot Flex” patented process 
method’ of making Flexible, Foot Con- 
forming shoes. Requires no “‘breaking in.”’ 


Also our ‘‘Patent-applied for’’ ““STA- 
FLAT” process, by which the foreparts of 
all Flat lasts will remain flat and will not 
“buckle” nor “‘blister’’ the toes,—a gen- 
uine innovation and one which fills a long- 
felt want. 


It is to your interest to see the line. 


STACY-ADAMS COMPANY 


BROCKTON, MASS. 


BOSTON SAMPLE ROOM, ROOM 706, LITTLE BUILDING 
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Rost with Clinton 


Frank J. Rost, one of the old 
timers selling the Chicago and subur- 
ban trade for twenty years, is very 
busy on the Clinton Shoe Manufac- 
turing Co.’s dress welt shoes in the 
big corn state of Ohio. Mr. Rost has 
a host of friends who think well of 
his line. 





F. J. ROST 
With Clinton Shoe Mfg. Co. 


Wirt Travels the Dakotas 

Henry Wirt is also on the Thomson 
Crooker Shoe Co. salesforce. He com- 
menced his road experience with 
Harper, Kirschten Co. of Chicago, 
for whom he traveled one year, cover- 
ing Minnesota, North and South Da- 
kota. During the next five years Mr. 
Wirt traveled for Noyes-Norman 
Shoe Co. of St. Joseph, Mo., covering 
the same territory. 
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Decker with Chipman- 
Harwood 


Emil Decker is well known to the 
retail shoe merchants of the South- 
land as a booster for the line of Chip- 
man-Harwood & Co. Mr. Decker has 
a Baltimore office at 332 Belvedere 
Street, Room 305. He has adopted a 
very clever card, on the back of which 
is printed a table giving “Easter Sun- 
days for the Next Eight Years.” 





EMIL DECKER 
Southern Representative . 
Chipman-Haywood &€ Co. 


Mode with Thomson-Crooker 


W. E. Mode is now a Thomson- 
Crooker Shoe Co. man. For three 
years, before becoming affiliated with 
the Thomson-Crooker salesforce, he 
traveled for Armour & Co. of Kansas 
City in Oklahoma, and for three sea- 
sons prior to that, he sold shoes for 
the Roberts, Johnson & Rand branch 
of the International Shoe Co. of St. 
Louis in New York State. 





HENRY WIRT 
With Thomson-Crooker Shoe Co. 


W. E. MODE 
With Thomson-Crooker Shoe Co. 
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Campbell with Thomson- 
Crooker 


J. S. Campbell has been traveling 
the territory of Greater New York 
City and Northern New Jersey for 
Thomson-Crooker Shoe Co. since 1910. 
Mr. Campbell is a nephew of the late 
Robert Campbell, who founded the 
original firm of Powell & Campbell, 
wholesale shoe dealers, and for whom 
he traveled for several years in New 
England and Greater New York. 





J. STUART CAMPBELL 
With Thomson-Crooker Shoe Co. 


The Baker Salesforce 


The following is a line up of the 
Baker Shoe Co., Inc., salesforce: Mr. 
Harrington has charge of the whole- 
sale trade, covering all territory from 
Boston to the Middle West. His Bos- 
ton office is at 139 Lincoln Street. 
Alex Crutchfield has charge of the 
states of Texas and Oklahoma. E. 
Hill has all of the retail trade in the 
States of New York and New Jersey. 
Office is at 296 Broadway, New York. 
E. L. Goldbaum is in charge of the 
State of Tennessee. 


Andrus Goes to Pacific Coast 


W. D. Andrus of Syracuse, N. Y., 
who has covered New York state for 
thirty years, the last fifteen for Wil- 
liam F. Mayo Co., Boston, Mass., will 
go to Los Anegeles, Cal., about No- 
vember where he will be Pacific 
Coast representative for an Eastern 
manufacturer. 


John Ross Convalescing 


John Ross of Rockland, Mass., who 
recently started on his fall selling trip 
in the South for the Emerson Shoe 
Co., was stricken with malaria and 
has returned to Rockland to con- 
valesce. 
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Style 445 
Last 121 





Russia Calf Oxford, Imitation 
Ball Stray and Tip—on our 
new last that carries a 7% heel. 





JOHNSON BROS. 


: SHOE MFG CO. 
HALLOWELL MAINE 


Made Ja ‘fhe Pine Free flale ~ 
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Charles Vegiard with Blum 

Charles Vegiard will again take up 
his duties with the Blum Shoe Mfg. 
Co. during 1922. Mr. Vegiard has 
successfully represented the Blum 
Company in Wisconsin, Northern 
Michigan and Ohio for a num- 
ber of years, and ranks as one of 
their leading salesmen. He is 
thoroughly familiar with the making 
of felt slippers. 





CHARLES VEGIARD 
With Blum Shoe Mfg. Co. 


O. F. Howard “on the Job” 

O. F. Howard of Boston has re- 
cently joined the sales force of the 
Rickard Shoe Co. and is now “on the 





0. F. HOWARD 
With Rickard Shoe Co. and Claremont 
Shoe Co. 
job” selling Rickard welts and 
Claremont turns to the retail trade in 
the larger towns of New England and 


BOOT AND SHOE 


New York state. Mr. Howard comes 
into his new connection after a wide 
experience gained during six years’ 
close study. He has always believed 
in specializing and chose women’s 
footwear as his chief point of concen- 
tration. 


George Drysdale with Thom- 
son-Crooker 


George Drysdale started in the shoe 
business in Philadelphia with the old 
firm of Morrison-McIlvaine & Co., 
wholesale shoes, now J. C. Morrison, 
twenty-three years ago. He re- 
mained with them for twenty years 
covering part of Philadelphia, South 
Jersey and. nearby towns. About 
two years ago he made connections 
with the Thomson-Crooker Shoe Co. 





GEO. DRYSDALE 
With Thomson-Crooker Shoe Co. 


Marion Men 


The roster of Marion Shoe Co. men 
and territories are as follows: E. G. 
Adams, Alabama and Mississippi; 
Major Beahr, Kentucky and Tennes- 
see; George L. Clanton, Missouri and 
Arkansas; Frank W. Curtis, City of 
Chicago; J. B. Innes, Iowa; F. C. 
Lahrman, Southern Indiana; G. J. La- 
Montagne, New York State; J. R. 
Lester, South Carolina, Georgia, 
Florida; J. George Miller, Ohio; 
Charles F. Sexton, Illinois; E. E. 
Snell, Indiana; A. M. Statler, Mis- 
sissippi, Arkansas and city of Mem- 
phis; D. M. Taylor, Texas; J. W. 
Vaughan, Pennsylvania; P. E. Vaug- 
han, Pennsylvania; Clarence W. Wil- 
liams, Virginia and North Carolina. 


I. Miller Men 


The following men will cover the 
territories written opposite their 
names for I. Miller & Sons, Inc.: Mor- 
ris Nordheimer covers the states of 
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Ohio, Michigan, Kentucky, Maryland, 
District of Columbia and Indiana. 
Irving Telling covers all the territory 
from Chicago west to Denver. John 
Reedy covers the Pacific Coast east 
to Denver. Edward Mannheimer 
covers the entire Southern territory. 


Queen of Saleswomen 


Mrs. D. E. Hooker, who has success- 
fully represented the Blum Shoe Mfg. 
Co. throughout North Carolina, South 
Carolina, Georgia and Florida for the 
past four years, is looking forward to 
the 1922 season as her very best. Mrs. 
Hooker is of the opinion that the 
prospects for the coming season are 
especially bright and she is antici- 
pating much more active buying. She 
is very eager for the season. 





MRS. D. E. HOOKER 
With Blum Shoe Mfg. Co. 


The Stetson Salesforce 


A list of the Stetson Shoe Co., Inc., 
salesforce and territories covered are 
as follows: W. A. Bates, Middle 
Western States; G. H. Bernheisel, 
Middle Atlantic States; A. L. Brooks, 
Southern States; S. W. Merrill, New 
England States; A. W. Little, Export 
Department; E. R. Scudder, Central 
States; J. W. Melville, Southwestern 
States; George W. Young, Pacific 
Coast. es 


Martin with Roth 


Charles E. Martin who formerly 
traveled for the Pedigo-Weber Shoe 
Co., has joined the sales force of the 
Roth Shoe Mfg. Co., Cincinnati. Mr. 
Martin will travel Colorado, Kansas, 
Missouri, Nebraska and a few special 
cities in Iowa. Martin has been con- 
ducting a shoe department on Wash- 
ington Avenue, St. Louis, which he 
expects to continue, Mrs. Martin 
looks after business while he is gone. 
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MMI 
MEN’S AND WOMEN’S 


South Shore Styles 


Ready to Ship 





S-72 
S-92 Men’s Russia Regular Oxford. 


Women’s Medium Russia Oxford. Park Square Last. Medium 
Miss Bon Ton Last. AA-D, 2-8. Brown. A-D, 5-104. 


Price $5.00 Price $5.25 


Shoe styles entitled to the distinction of being “South 
Shore’’ made merit the business of the trade’s best mer- 
chants. For years our shoes have been known to possess 
sterling characteristics. They are built up to: quality 
standards which maintain the prestige and profits of mer- 
chants retailing them. Write for catalogue. 





ALDEN-WALKER & WILDE 


(INCORPORATED) 


EAST WEYMOUTH, MASS. 
NEW YORK OFFICE: 299 BROADWAY 
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Coleman a Watson Booster 


Fred T. Coleman, one of the best 
known shoe salesmen in the: East, is 
starting on his third season with the 
Watson Shoe Company of Lynn. Mr. 
Coleman has made good with Watson 
from the start, and has turned in a 
handsome volume of business, prac- 
tically all- of it sold to entirely new 
accounts. To inquiring friends, Mr. 
Coleman gave out the information 
that he was “checked through” to 
Norfolk. After a little trip down in 
that section, Mr. Coleman will work 
East, so as to be back in the “Whirl- 
ing Hub” by Christmas time. 


FRED T. COLEMAN 
With Watson Shoe Co. 
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Plant Bros. Men 


Plant Bros. & Co. salesmen and 
their respective territories areas fol- 
lows: J. H. Allendorf, Texas, West- 
ern Louisiana, Oklahoma, Arkansas; 
I. N. Emerson, Indiana, Southern 
peninsula of Michigan and Ohio (ex- 
cept cities covered by Mr. Meggett); 
A. C. Engel, New York City, Brook- 
lyn, Long Island, New Jersey; W. E. 
Gerrish, New Hampshire, Vermont, 
Maine, Massachusetts; Graham Lash- 
brook, Eastern Louisiana, Alabama, 
Mississippi, Tennessee, Kentucky and 
Pensacola, Florida; R. J. Leiser, 
Minnesota, Wisconsin, Grand Forks, 
Valley City and Moorhead, North 
Dakota; Sioux Falls, Watertown, 
Huron, Flandreau and Dell Rapids, 
South Dakota; Omaha, Nebraska; R. 
W. Long, Iowa, those portions of 
North and South Dakota not covered 
by Mr. Leiser; Prairie Du Chien, Wis- 
consin; Moline and Rock Island, IIli- 
nois; J. M. Meggett, Pennsylvania 
(except cities covered by Mr. Weaver) 
and about twelve (12) cities in the 
northeastern part of Ohio; Ralph T. 
Moore, North and South Carolina; 
Danville, Virginia; F. M. Perryman, 
Georgia and Florida (except Pensa- 
cola); H. B. Rosenthal, Kansas, Mis- 
souri, Illinois (except Moline and 
Rock Island) and Nebraska (east of 
Hastings and south of Fremont, in- 
cluding those towns); E. J. Sibbald, 
California, Oregon, Washington, New 
Mexico, Arizona, Nevada, Western 
Idaho; El Paso, Texas; Denver, 
Colorado; Ogden and Salt Lake City, 
Utah; John F. Fink travels in connec- 
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tion with Mr. Sibbald on some of the 
territory in Oregon, Washington, and 
Western Idaho; W. Earl Teass, Mon- 
tana, Wyoming, Eastern Idaho, West- 
ern Nebraska and Colorado (except 
Denver); H. G. Weaver, Delaware, 
Maryland, District of Columbia, Vir- 
ginia (except Danville), West Vir- 
ginia, Philadelphia retail trade, Cat- 
lettsburg and Ashland, Kentucky and 
certain towns in Southeastern Penn- 
sylvania; E. H. Whittredge, New 
York State, Connecticut, Rhode 
Island. 





The first. step away from the all- 
black patent leather shoe is seen in 
Paris, where red heels are being 
added to black patent sandals and 
pumps. This same movement is 
noted in .this country and _ the 
French Beading & Novelty Co. of 
Philadelphia is taking advantage of 
it by offering a painted heel service 
to manufacturers and merchants. 
The design illustrated here is one 
of the many which they are in 
position to furnish 

















With Gregory-Read 


Will Cover Territory from Pitts- 
burgh, Pa., to Portland, Maine 


A. C. Golden is now a Gregory & 
Read Co. booster and will act as 
Eastern representative, with terri- 
tory from Pittsburgh, 

Pa., to Portland, Me., 
including the larger 
cities of New Jer- 
sey, Pennsylvania, New 
York State, New York 
City, and all of New 
England, also Boston. 
“Goldie,” who hails 
from Peekskill, N. Y., 
has‘ a host of friends 
among the shoe trade. 
For the past twelve 
years he has traveled 
New England with the 
Utz & Dunn Co.’s line, 
and prior to that he 
was in the retail busi- 
ness in his home town 
of Peekskill. “Goldie” 
knows the shoe game 
thoroughly; he com- 
menced to study it 


when a boy of fifteen, as footwear, 
and especially that of the ladies, al- 
ways appealed strongly to him. 

The old retail shoe store of J. R. 
Decatur & Sons, now Decatur, Posey 
& Yellott, was his training school 
and there he remained until he had a 
knowledge of the merits of good shoe 


A. C. Golden Demonstrating 
the Merits of Gregory ¢ Read . 
Co.’s New Skating Boots 


materials and - good shoemaking. 
“Goldie” has sent out a circular letter 
to old customers announcing his new 
affiliation. 


Agricultural [Buying Power 


A shoe salesman cov- 
ering Kansas, Missouri, 
Iowa, Nebraska, Colo- 
rado, Oklahoma, Ar- 
kansas and Texas says 
the farmers of that rich 
agricultural section 
have money to spend. 
Kansas has added $120,- 
000,000 to the wealth of 
the district in wheat 
alone. Corn in Kansas, 
Missouri, | Oklahoma, 
Nebraska and Iowa is 
“made” and govern- 
ment estimates indicate 
a marvelous crop—115,- 
000,000 bushels greater 
than the five year aver- 
age. This means buy- 
ing power and is the 
best kind of news for 
the trade in general. 
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I 


“ 


“THE QUALITY 





cM eee 


No. 13767—Brown Kid 
No. 10765—Lt. Tan Calf 
12/8 Heel 











SHOES, LEATHER- FINDINGS 


JUVENILE MASTERPIECES .-. 1n stock 


IS HIGHER THAN’ THE PRICE” 


ALL STYLES 


Genuine 
Juvenile 
Construction. 


Goodyear 
Welts 


A-C Widths 


STYLE BOOKLET SHOWING MANY OTHER DESIRABLE NUMBERS SENT ON REQUEST 


James Clark Company 





13/8 Heel 











Saint Louis, U. S. A. 
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A Wave of Correction Shoes 


The national inquiry to-day among shoe buyers is 
“Why is it that so many corrective shoes are being 
called for?” The wave of public interest in ortho- 
pedic shoes has been grdaually increasing since 1919. 
It may be a call for comfort, and then again it may 
be that the excessively long drawn out vamp had its 
injurious fitting features contrary to the accepted idea 
that as along as shoes were fitted with ample length, 
the width could take care of itself. The call for ortho- 
pedic shoes cannot be explained from the point of 
economy. 

The fact is that practically every factory making 
women’s shoes is putting in an orthopedic line, based 
on one of two principles—either the flexible shank or 
the rigid shank. When it comes to cubicle contents 
of the shoe, .the effort is made to give a little more 
room at the ball, to elevate the waist and throat of 
the shoe, and to give a bigger heel seat. The accepted 
theory of footwear to cover civilized feet is being 


changed. 
Changes in Feet, Too 


City life and even partment life, with the tremen- 
dous development of the automobile, has changed feet 
in the last five years to such an extent that these 
foot coverings have a standing in the court of indus- 
try equivalent t othe development of a new field for 
footwear. Keep an open mind on the footwear devel- 
opments of the next few years—they will influence 


your business. 


Draws Toes on Lasts. 


Everett Dunbar, the footologist of Lynn, draws toes 
of the foot on lasts, to show customers how the bones 
of the forepart of the foot lie in the shoe when it is on 


the foot. 


Showed a No. 12 Shoe 


Almy, Bigelow & Washburn, Salem, stirred up new 
interest in comfort shoes, by showing a No. 12 com- 
fort shoe in their main window, together with “the 


makings” of a comfort shoe. That shoe looked big 
enough to hit everybody in the eye as they passed by. 


Helpful Hint. 


It might add to the zest of the window display if a 
little more spice were put in the dressing. 


American Shoes Popular 


Boston.—American shoes still dominate the better 
class trade in Europe, despite heavy duties and unfav- 
orable exchange, according to Theodore Seydel, a Bel- 
gian importer of footwear, who arrived here recently. 
If exchange difficulties were rectified, there would be 
no limit to sales of American shoes, Mr. Seydel said. 

England is making some good shoes, with American 
lasts, Mr. Seydel declared, and elsewhere American 
machinery is extensively used. 
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Demand for Patent Continues Strong 


Call also Continues for Scotch Grains in Black and 
Colors—Manufacturers, Scenting In-Stock 
Business, Place Orders More Freely 


HE market is as active as it 

has been for the past few 
weeks, which is not saying much 
from the leather man’s point of view. 
The continued mild weather is prob- 
ably responsible for the slowness in 
which orders come in from shoe sales- 
men now on the road. The mild sum- 
mer weather which we have been hav- 
ing is not inducive to the placing of 
orders, in normal volume. Many man- 
ufacturers, however, anticipating a 
strong demand for in-stock goods are 
purchasing leather more: freely so 
that the aggregate volume of busi- 
ness is by no means discouraging. 


Increasing Demand for Patent 


A noticeable feature of the situ- 
ation is the enlarging demand for 
patent leather. Not only is patent 
being used in combination with other 
leathers but many lines of samples 
have been ordered in which the entire 
upper was of patent. The call also 
continues good for the Scotch grains 
in black and colors. The run of 
grain leathers has exceeded expecta- 
tions, and it has to some extent 
actually cut into the sales of smooth 
finished stock. 

The smooth finishes, however, in 
the new and popular brown and red 
shades are in strong call for the high 
grade shoes. The better finishes of 
high grade calf and kid are enjoying 


-a good run in as much as many of the 


factories making high grade shoes 
have been operating at practically 
normal capacity. 


Side Leathers Active 
In the side leather lines the volume 


‘of business has been improving some- 


what of late. The lack of confidence 
in the future seems to be still evident 
in the very close buying of leather. 
Manufacturers purchase as. close to 
their needs as possible. It is not ex- 
pected that prices for leather can go 
lower than they are. In such an 
event there would be little or no profit 
for the tanner. For chrome side 
leather selected stock the top price is 
30 to 32 cents per foot. There has 
been a good sale of grades ranging 
from 15 to 22 cents. There is also 
an increasing call for elk finish 
leather for unlined footwear. 

The demand for a shoe at a price 
is compelling the shoe manufacturers, 
especially in the staple lines, to seek 
leather at a price. Hence the sales of 
some side leather at around 20 cents. 


‘Standard tannages, however, in full 


grain colored chrome stock range 
from 28 cents to 30 cents, with the 
medium grades at 22 to 26 cents, and 
below 20 cents according to quality. 


No Change in Calf Prices 


In calf leather there is no lowering 
of prices on the top grades. For 
choice colored calfskin the asking 
price is from 50 to 55 cents for heavy 
weights. This applies to the best 
grains and also smooth finishes in 
colors. The light and medium run 
from 45 to 50 cents according to 
tannage, with fair selections quoted 
from 38 to 40 cents. 

The leading tannages of suede are 
offered at 65 to 75 cents per foot, but 
there is a good demand for other 
grades which are quoted at from 55 
to 60 cents, and cheaper selections 
at 40 to 50 cents. 

Tanners of glazed kid are fairly 
well sold up on their better grades 
and the black skins have shown an 


improvement in sales of late. The 
general volume of business, however, 
is not what it should be at this time 
of year. Some of the cheaper grades 
of kid have been moving in larger 
volume the last week. The top grades 
of colored kid are still quoted at 70 
to 80 cents per foot, and some of the 
colors range up to 90 cents. The 
price range of kid leather is very 
wide according to quality wanted. 


Good Season for Patent 

The patent leather market which 
was so depressed some months ago 
is coming into its own again, and bids 
fair to be the best season in some 
years. The top grades of chrome patent 
sides are now quoted at 42 to 44 cents 
and downward according to quality. 

There is improvement in the sole 
leather situation, with the best demand 
for heavy weights. Buying is close 
to needs, but the aggregate of sales is 
taking up the desirable stock. 








Comparative Leather and Hide Prices 


Upper ey (price per foot) 


re-War Peak To-day 
Calf, suede, top grade .......... $0.32 a $0.35 $1.40 a $1.50 $0.65 a $0.75 
Calf, smooth, colored, top grade.. .28a .30 1.40a 1.50 45a .55 
Calf, smooth, black, top grade... .26a 28 1.30a 1.40 45a .50 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 26a .30 
Side leather, black, top grade... .16a .20 65a .90 24a .28 
White buck, top grade ......... 28a 30 90a 1.00 35a 40 
8. a eae 24a = .26 65a  .70 24a = .26 
Kid, colors, best fancy ......... 35a .40 1.40a 1.65 80a .90 
Kid, colors, top grade .......... 33a 85 1.35a 1.60 ‘70a .80 
Kid, black, top grade .......... 28a  .30 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a — .60 
Kid, medium, black ............ 18a 22 60a 1.00 30a .50 
Oe ere Pree er 06a .12 20a  .36 10a _ .20 
Chrome patent sides .......... 25a  .30 85a 1.05 _ 30a 45 
Sole hantiny ~~ per a A 
TTD: .0.5,60.65,3,00000%4% 58 34a 
ES errs Goren eats se 36 $0 ; re 46a .50 
DRGs BGR WAGES 60 cs06600060000 38a . 389 92a .95 55a .58 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use .... ...a .48 1.15a 1.25 -70a_ 80 
Raw Hides and Skins (price per pound) 
(1918 Av.) 

Native steers, as used in sole 

leather, harness, etc. ......... coe: Se 52a 55 ct «614% 
Heavy Texas steers, for sole 

SN ge RE Se oo 8 onc OO swt 4 
Light native cows, for side upper : 

a rere ay rh Mee i Jeo: 2 12%a 12% 
Branded cows, for light sole: 

TOE EPSP aos, ste soc 0 i 
No. 1 buffs for heavy upper and 

SE AR rere a 45a .50 07a .08 
No. 1 Chicago City calfskins, for 

fine CGIE TOREIOP «660! 55s Ksi0 ces ven > ae 80a 1.02% 15a _ .20 
aa for ty Aad a eee jose 26% 65a .80 18a «.18 
B. for hemlock sole 

whan FosSPECCCR CSS ESERS Bi SSS a .30 42a 46 14% a .15 
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Fall and Winter Styles} 
CARRIED IN STOCK 


Civilian shoes are made with an under- 
standing of the present-day requirements 
of men. They are shoes of attractive ap- 
pearance, solid construction and reason- 
ably priced. Civilian shoes promise large 
turnovers and interesting profits. Try them 


Ss No. 105—C Ss Stock No. 112—Civilian 
— Ne i. M ao ~~: © Goodyear Welt, Black Kid, 
Bal, “Yale” fest, Single RUBBER Fire Whole Quarter Blu. ‘‘Doc’’ 
Sole, Goodyear Wingfoot Last, wee -. snes 
Rubber Heel. 4 and 5 year ngfoo' u er 
wide. Heel. 3 wide. 


DELIVERIES ON DAY ORDER IS RECEIVED 
Ask for our catalogue. 


CIVILIAN SHOE CO. 








Here is a Sales 
and Profit pro- 
ducer for your 
children’s shoe oe 
department. | Se ig “ARCH FORM” 


STUDY THE i fi Children’s Turn, 
PRICES P First Step 


Examine the ‘ For the Little Folks 


shoe and then 30° rowan Bitent_ But 
send us your 81 Brown Ps 


; 2 P 
trial order. 82 Brown | Pa 
This ts a humdinger—but 33 Tan Calf Button.... 
600 Black Kid Button... 
—_ oa = cost of 610 Brown Kid Button.. 


White Kid Button... 1.15 . 
Patent Button, white Increased business comes to 


A REAL WATERP ROOF oe t 1.15 the merchant who is pre- 
SHOE FOR SCHOOL WEAR e2s Browa. Mid” Titios, 0, Pared with « complete av: 


Beaver brown top... 


Storm Blucher—Chocolate Elk uppers, solid oak Terms: 8 per cent 10 days ; First Step T * 
outsole, waterproof slipsolee A REPAIRABLE = ‘ ne 
STITCHDOWN. Real Values— 


Sizes axeii ty The two larger runs have Buy by Comparison 
11%-2 $2. outside heels. Send for sample dozen or sample pair. 








Note:—If they bear the trade-mark bottom stamp, shown Co-Operative Shoe Co. 


above, we repair them for your customers at cost. 


The Community Shoe Co., Inc. Juvenile Footwear 
351 Classon Avenue Brooklyn, N. Y. 309_Main Street, Cincinnati, O. 
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“THE GEM” Strap 


Concave Bow , Style 26 


Single Buckle Up-to-date 
Strap Combination 
Easily Attached 


Up-to-date Trimming Perfect Fitting 
for Pumps Made of Best Materials 


Pat. 1740 


For 
Fits the Shoe Ladies’, Misses’. 
: ¢ and 
Made in «all Sizes of ? Little Misses’ Pumps 
Either Leather or Ribbon 
“FLEXO” 
Made in Patent Leather, “owe 
Gan, — at Dall Kid ae Stes Gait Geeetes 


White Kid and Canvas i 
Priced ites Made in 1200 Different 


82.50 to $3.00 Dozen Pair — Styles 








W. K. CHANDLER, INC ae ee 


Line formerly sold by Manufacturers and Sole Agents Chandler’s Shoe Jobber, write us 
Cc. A. Browning Co. Novelties 




















125 SUMMER ST., BOSTON, MASS. 








FINISHES 


Nickel, Bronze, Jet 
and Gold 


HIGH-GRADE 
BUCKLES 


Easily Attached 
Fine Appearing 


Special Prices in 
Gross Lots 


25c. to 40c. 
Per Dozen Pair 











LOW SHOES IN STOCK 
Two New Styles for Immediate Delivery 

















SIZES 
PR sid etic 414-8 
RRR Ray 4 -8 
De o-daé usewnn 314-8 
Se ere Se 3 -8 
eo er 214-8 
noe Se 214-8 oun tee 
Style B-464 Dark Reddice yg Osseo’. 
Russia Calf Strap WELT. 14/8 i st, elt, alking 
in the. ion 505. , Terms: Heel. 


$5.35 Net 30 Days $5.65 


C. P. FORD & CO. Inc., Rochester, N. Y. 











PPP PPE EEE Eee enn eee 


Buyers’ Easy Reference Directory 








APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
children’s shoes 
complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action, 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 


VENTILATIONDS 
PATENTED 


i 


This Little Beauty in Stock 


Orthopedic physicians 
and orthopedic stores 
heartily recommend our 
footwear for children of 
allages. Yearly we sell =: 
thousands of pairs to =: 
leading orthopedic =: 
stores. The soft, 
choice leather which 
we cut insures 
maximum comfort, 
| and correct 


t. 
Visit us at the Bos- 
No. 7246, ton Sh 


Tam or Pearl be well worth your 
hile 


Made in High or Low Styles. w ° 


BOWS MOCCASIN CO. send for AVON, MASS. 
Opposite Depot Catalogue (Brockton District) 








7 
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Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 

Tuscan Calf — 

Russia Calf — 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





SELLERS 
One tea 
% heel. 
IN 
STOCK 


Cab Boudoirs— 


11. .$1.25 
Misses’ 114%4-2.. 1.30 
Girls’ 2%-7.... 1.35 


ORDERS SHIPPED 
DAY RECEIVED 


Kid Ballets— 
Obilds’ 8%- 


Satin Quilted Bou- 

doirs, Wood Heels, 

All Shades, $2.00 
Low Heel. Quilted Sock. 


Terms 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 





Kistler, Lesh & 


SOLE LEATHER 
AND 
BELTING BUTTS . 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 








>. . 
_ Baying in Balk 

Grocers used to display their wares by placing them 
in bushel baskets on the sidewalk. In those days 
customers often paid for dirt when they were buying 
coffee. 

Then came the day of standardized merchandise. 
Grocers gradually learned to sell their wares in sani- 
tary packages, trademarked for definite quantity and 
quality. 

Advertisers used to buy space in publications “in 
bulk.” Like the old-time grocer’s customers, they 
frequently received as much refuse as “coffee.” 

The Audit Bureau of Circulations has done for advertising 
what standardized merchandise has done for the consumer. 
It has marked circulation with a stamp of accuracy. 

In the Boot and Shoe Recorder's circulation an advertiser 
buys a definite and known quantity. Its records are audited 
by the A. B. C. 














Write for my SEA- 
SONABLE CATA- 
LOGUE No. 32 with 
illustrations in colors 
of Everlasting Decora- 
tive Flowers, Plants, 
etc., mailed FREE 
FOR THE ASKING. 


Frank Netschert 


No. 32861— Holly avicath, D&: 61 Barclay St. New York 


tural prepared, everlasting; 16 
inches diameter, with red Ww, 
each $1.25, per dozen $10.00. 














FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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“The PEDREINA Spat 


Our Latest Novelty 


In Felt In Kersey 
831 Light Fawn 836 Dark Taupe 
833 Brown 837 Beaver 

834 Fawn 838 Platinum Grey 
835 Taupe 839 Black 


$21 per doz. 


935 Taupe 
937 Beaver 
939 Black 


$24 per doz. 


931 Light Fawn 
933 Brown 
934 Fawn 


Oversize 
Calf Spats 


(Originated by us) 


Boot Tops 


10 and 12 
Button Styles 


This spat has a 


We invite comparison of our regular ankle size 


workmanship and materials. and oversize top, 


thereby giving 
perfect fit where 
special orders 


In same assortment 
of colors and 
materials as the 


Pedreina 
were formerly 


KINGMAN MFG. CO. 


STOUGHTON, MASS. 


necessary. 


SSS SSSSSSSSSSSSSSSSSSSSVSSNULS SSSR SRS NS NSS. 





YES—IN STOCK—NOW 
; 


These numbers are unbranded, but will 
be stamped PACKARD if you carry 


603 


Black Norwegian 
Brogue Oxford 


617 
Imported Tan 
Scotch Grain 

Brogue Oxford 


the Packard Shoe. 











THE 
BRAEBURN 


604 


Black Norwegian 
Brogue Bal 


THE 
POCONO 


‘No.1 
WOMEN’S 
Black Norwegian 
Saddle Brogue Oxford 
White Fibre Doubler 


A, B, C, D, 3% to7 


No, 2 
Same in 


A, B, 7-11; C, D, 6-11 Tan Norwegian 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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Milford M. 


This illustration represents one of our 
Women’s oxfords which we are making suc- 
cessfully. Our price of this shoe is $4.50 
per pair. Any orders which you send to us 
by mail will be given our prompt attention. 


We are receiving from our customers who 

have used our Women’s shoes, very com- 

plimentary letters. One of our most im- 

portant customers writes they never have 

received shoes from anyone that came as 

One of Our Women’s near to sample as our line of Women’s shoes. 
“MILFORD MAID” 


Shoes Address orders and correspondence to 


KNOX SHOE CoO. 


Milford, Mass. 


PIV OVO DVO GOV VV VDDD OVP BVIVVVO NPP VYBPVPGIIIIS 


( 


Keith's Konqueror “iullelin— 


Jn Stock Styles for Fall cclling are 

now ready. “They're piping and 

there’o enough of Chem for most calie= 

factory choice. “We ougqqeol you 

oend for Uluctrated folder. piace Norwegian Bromus Ox. Yinete Colored Calf Bromus Ox 


1 inch Heel, % Rubber, Campus x 
Model. Widths AA to D. Model. Widths AA to D. 


Price $6.25 Price $6.25 


“The “Preston “13. Keith Shoe Co. 


WU. Yop 249 Bradway, “Room §15 
“Brockton, Wass. “Boolen 207 Gesex. Strect 
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Shoes for Trophies 
A pair of good walking shoes goes to the man 
who bowls the highest score each week, in a Bos- 
ton bowling alley. And the name of the shoe mer- 
chant is on each pair of the shoes. 


Let’s Tell ’Em 


That walking is the gait-way to “get there.” 

That their work shoes should have a day off 
oftener than one in seven. 

That, parodoxical though it may seem, there is a 
right shoe for the left foot. 


A Slogan for 1922 


An army man, when asked what he considered 
the most important thing to fit an army for service, 
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is one of the best slogans for 1922. See that every 
customer has a pair of rightly made, properly fit- 
ting shoes in 1922. 





FIFTY CENTS DIFFERENCE ON LEATHER 
A salesman took out a line of calf shoes. 





Advantage of Low Shoes 


A noted authority on the public health urges 
the wearing of low shoes, on the ground that they 
permit the feet to breathe, the air being pumped 
in and out of low shoes as a person walks. That 
helps to keep the feet healthful. Also, he says that 
low shoes afford “a better opportunity to develop 
the feet and ankles by exercise.” 














replied: 


“See that every man has a pair of rightly made, 


properly fitting shoes.” 


While that may sound like war-time stuff, yet it 


From Head to Foot 


Shoes are designed in the head to be made by the 
hands for the benefit of the feet. 















Statement of the ownership, 
management, circulation, .etc., re- 
quired by the act of Congress of 
August 24, 1912, of Boot & SHOE 
RECORDER, published weekly at New 
York, N. Y., for Oct. 1, 1921. 
State of Massachusetts 
County of Suffolk 

Before me, a Notary Public in 
and for the State and county afore- 
said, personally appeared Wm. M. 
LeBrecht, who, having been duly 
sworn according to law, deposes 
and says that he is the Asst. 
Treasurer of the Boot & SHOE 
RECORDER and that the following is, 
to the best of his knowledge and 
belief, a true statement of the 
ownership, management, etc., of 
the aforesaid publication for the 
date shown in the above caption, 
required by the Act of August 24, 
1912, embodied in section 443, 
Postal Laws. and Regulations, 
printed on the reverse of this form, 
to wit: 

1. That the names and addresses 
of the publisher, editor, managing 
editor, and business manager are: 

Publisher, Boot & SHOE RECORD- 
ER Publishing Co., Boston11, Mass., 
Editor, Arthur D. Anderson, Brook- 
line, Mass., Managing Editor, Ar- 
thur -D. Anderson, Brookline, 
Mass., and Business Manager, Ev- 
erit B. Terhune, Brookline, Mass. 

2. That the owners are: 

Owners: United Publishers Cor- 
poration, New York, N. Y. 
Stockholders of More Than One 

Per Cent Stock of the United 

Publishers Corporation: 
Edmund D.- Carey, Yonkers, N. Y. 
Fritz J. Frank, Pleasantville, N. Y. 





G. H. Griffiths, Montclair, N. J. 

J. H. McGraw, Jr., 10th Ave. and 
36th St., New York City. 

Elizabeth S. Mekeel, Montclair, 
N. J. 

A. C. Pearson, Upper Montclair, 
N. J. 

Chas. G. Phillips, Upper Montclair, 
N. J. 

Chas. Swayne Phillips, 
Montclair, N. J. 

Jennie M. Phillips, Upper Mont- 
clair, N. J. 

W. I. Ralph, 222 W. 59th St. New 
York City. 

Chas. T. Root, 2 W. 67th St., New 
York City. 

Franklin T. Root, Bronxville, N. Y. 

Olive Root, Bronxville, N. Y. 

Winifred Root, 2 W. 67th St., New 
York City. 

Elizabeth S. Root, 2 W. 67th St., 
New York City. 

G. E. Sly, 239 W. 39th St. New 
York City. 

Velma S. Stevens, 325 West End 
Ave., New York City. 

H. M. Swetland, Montclair, N. J. 
M. J. Swetland, Trustee for Grace 
E. Swetland, Montclair, N. J. 
W. H. Taylor, Upper Montclair, 

N. J. 
C. K. Beidenkopf, 239 W. 39th St., 
New York City. 
W. H. Lindsay, 239 W. 39th St., 
New York City. 
E. B. Terhune, Brookline, Mass. 
_ 8. That the known bondholders, 
mortgagees, and -other security 
holders owning or holding 1 per 
cent or more of total amount of 
bonds, mortgages, or other securi- 
ties are: (If there are none, so 
state.) None. 


Upper 





4. That the two paragraphs next 
above, giving the names of the 
owners, stockholders, and security 
holders, if any, contain not only 
the list of stockholders and security 
holders as they appear upon the 
books of the company but also, in 
cases where the stockholder or 
security holder appears upon the 
books of the company as trustee or 
in any other fiduciary relation, the 
name of the person or corporation 
for whom such trustee is acting, is 
given; also that the said two para- 
graphs contain statements embrac- 
ing affiant’s full knowledge and be- 
lief as to the circumstances and 
conditions under which stockhold- 
ers and security holders who do not 
appear upon the books of the com- 
pany as trustees, hold stock and 
securities. in a capacity other than 
that of a bona fide owner; and this 
affiant has no reason to believe that 
any other person, association, or 
corporation has any interest direct 
or indirect in the said stock, bonds, 


* or other securities than as so stated 


by him. 

5. That the average number of 
copies of each issue of this publica- 
tion sold or distributed, through 
the mails or otherwise, to paid sub- 
scribers during the six months pre- 


‘ceding the date shown above is 


(This information is required from 

daily publications only.) 

Wm. T. LeBrecht, Asst. Treasurer. 
Sworn to and subscribed before 

me this eighth day of October, 

1921. (Seal.) Francis J. N. Joyce. 
(My commission expires Jan. 6, 

1922. Form 3526.—Ed. 1916. 
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Yourself 





No. 679—KoKo Ivory Veal Bal, Rock Oak 
Sole, Grain Innersole, Leather Counter, Cus- 
tom Trimmings, Strand Last. 


In Stock B to D. The Price is $4.65. 


No. 678—Same Shoe, Blucher Pattern, Pre- 
mier Last. 
In Stock C and D. 


Clinton Shoe Mf Co 
—————— 


bs 
Mh ll tl lian MUN ~~. 
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For Manufacturers of Women’s, Misses’ 
and Children’s Shoes. 


Paragon Slipper 
Mfe. Co. 


ESTABLISHED 1905 


WE are making up 
a new and exclusive 
line of Leather and 
Satin Novelties, for 
men, women, misses and 
children. Also new cre- 
ations in felt footwear. 


Our Mr. Yuelles will 
visit the jobbing trade 
very shortly, with our 
new “1922” line. 


STRAP BUCKLES, RIBBON 
FOR or LEATHER Bows, oR 
TASSELS 


Write to 
The Vanity Novelty Works 
Designers and Manufacturers of 
SHOE ORNAMENTS 
913 Gates Ave. Brooklyn, N. Y. 


105-111 Wooster St., New York, N. Y. 
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(Continued from page 109) 
ready equipped with rubber heels are 
practically nil and that there are few 
cases on record where a customer has 
taken the trouble to have the rubber 
heel replaced with a leather one, 
whereas, before the manufacturers 
started the new practice the: repair 
men did a big business ripping 
leather heels off brand new shoes 
and replacing them with rubber heels. 


NEW CANVAS CATALOGUE 


A very artistic canvas footwear 
catalog has recently been issued by 
the Hood Rubber Products Company, 
Inc. This is entitled a “Buying Guide 
of Canvas Footwear” and contains 
net prices to retail shoe merchants, 
subject to change without notice. 
Actual photographs of the models il- 
lustrated appear against scenic back- 
grounds. 


SEGER SUCCEEDS COLT 


Charles B. Seger, President of the 
United States Rubber Company since 
January 1, 1919, has been elected 
chairman of the company’s board of 
directors to fill the position formerly 
held by the late Colonel Samuel P. 
Colt. Mr. Seger holds a directorship 
with several other companies, includ- 
ing the United States Mortgage and 
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Trust Co., the Western Union Tele- 
graph Co., the International Accept- 
ance Bank, the Union Pacific Rail- 
road, the Oregon Short Line Railroad, 
and the Oregon and Washington Rail- 
road and Navigation Co. 


SCRAP RUBBER IMPORTS 


The importance of rubber scrap 
among the imports into the United 
States has fallen off considerably 
since 1913-14 when the total quantity 
was 25,958,261 pounds, value $2,063,- 
198, as compared with 12,663,747 
pounds, value $909,606 in 1920. Dur- 
ing 1913-14 Europe alone supplied 
19,845,724 pounds, England’s share 
being 6,074,053 pounds, Russia’s 
5,018,555 pounds; that of France 
8,237,821 pounds and of Germany 
1,942,003 pounds. Last year Europe 
contributed only 7,091,607 pounds and 
the chief participants in the trade 
were England, 3,371,318 pounds, and 
France, 2,100,831 pounds. 

Russia and Germany, which sup- 
plied considerable quantities before 
the war, now figure with 14,678 
pounds and 76,175 pounds, respec- 
tively. Other amounts were 5,188,446 
pounds in 1913-14 against 4,197,416 
pounds from Canada; 241,879 pounds 
against 1628 pounds from Mexico; 
184,480 pounds against 657,721 
pounds from Cuba; Australia, 17,966 
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pounds against 65,492 pounds. In 
1913-14 Russia in Asia sent 214,380 
pounds and Turkey in Asia, 21,403 
pounds, while Brazil, which in 1920 
sent 356,371 pounds, did not figure in 
the list at all. 


RUBBER QUOTATIONS 


Para—Up-river, fine 

Up-river, coarse 

*Island, fine 

Island, coarse 

Caucho, ball, 

Caucho, ball, lower 

*Cameta 
Plantation—First latex, crepe 
Brown crepe, thin, clean.... 
Brown crepe, rolled 
Amber—No, 1 

No. 2 
No. 3 

Smoked ribbed sheets 
*Centrals—Corinto 
*Esmeralda 

*Mexican scrap 

*Guayule, wet 

*Guayule, dry 

*Balata, block, Trinidad.. 

*Balata, block, Colombian. 

*Balata, Panama 

*Balata, sheet 


cinta ee 
PAACORMOMMR: «cee cecscceccces 


*Nominal. 
Scrap Rubber 


Buyers continue to hold off await- 
ing developments and the market 
closed dull at nominal prices. 

Boots and shoes 
Arctics, trimmed 
Inner tubes, No. 2 
Hose, steam, fire 
Inner tubes, No. 1 
Arctics, untrimmed 
Tires—Automobile 
Bicycles, pneumatic 


KALTER-CERF MERCANTILE CO., Inc. 


‘‘Merchantable Sizes”’ 


ARMY RUBBER KNEE BOOTS 


ALL AMERICAN BRANDS 


First quality as manufactured for the United States Army. 
Packed 12 pairs to the case. 


Price $1.75 


SIZES IN 35 CASE LOTS AS FOLLOWS: 


Size 


7 8 


No. of Cases ...... 2 10 


Assorted Cases, Sizes in Same Proportion, 
$2.00 per Pair 


Terms: Net 30 Days, F.O.B., New York 


Kalter-Cerf Mercantile Co., Inc. 


591 BROADWAY, NEW YORK CITY, N. Y. 


Boston Office: 119 Lincoln St. 


10 11 12 
6 2 I 
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Your Finding Case, Does It Contain 
“‘Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off' or Wear Tinny 
TODAY’S PRICE LIST 
Women’s or Men’s 27 in. per gro. Laces $2.00 
“ “ “ 30° 2.20 
Men’s 36 in. per gro. Laces $2.50 
“ 4° " % ro 2.70 


Women’s or - 45“ = 8 - 2.90 
“ “ “ 54° oe 3.30 


Women’s 63 in. per gro. Laces $3.70 
ro 2°" ra 4.10 
SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 


_ OMG 
OPPOSITE SOUTH STATION G5 % EX ABSOLUTELY FIREPROOF ae 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 
To see the motor cars from distant places drawn up in front of the ESSEX is to realize the 
widespread popularity of this centrally located hostelry. From whatever direction one enters 
Beston it becomes an easy matter to “make” the ESSEX where discriminating travellers stay. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 














Groping in the Dark 


Time was when the purchase of advertising space was a “blind groping in the 
dark.” Advertisers had no means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 
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WOOL LAO CWO LO POP LOLO LOL GYD GO LOLS LOLOL OLGA 


FOR FALL 


Shoe merchants who give careful consideration to every 
angle of their business, realize the value of correct foot- 
wear for the various portions of the day. For functions 
and evening wear the beautiful brocaded model here pre- 
sented is entirely right, for fashion has decreed metallic 
and brocaded cloth for this class of footwear. 


OOOO OOOO TOTO OTE 
HOO GGL GLO GOL oL4p GLO GG). 


“THE CAPRICE” 


TA\KV@\t aN i VaN! @\t YON" aX ext! 


Mua 


This splendid advance style will prove to be a real leader 
in your store. 


TeV '/avYa\t /e\t vey 


We would be glad to show you more of the Lax & Abowitz 
line. Call to see us any time. 


“Lox tAbowitz 


MANUFACTURERS OF 
Women’s High Grade Bench Turn Footwear 


Silver Brocade, Modified Toe, 
16/8 Louis Heel. 


fi \in7 WA 


Yay! 


“THE JUVA” 


7 


\ BY@\ vey 


Y@\ 1/60 /@\\/@\ 





FACTORY AND SHOWROOM 
17 Smith St. 


Brooklyn, N. Y. 


MOWAT Mmm 


Phones—Triangle ; rn 


T7a@\SY@NE7O\1 0\'/0\8/O\N7O\bYO\ ION /@\4/0\t/a\ia\t ai /a\t aN Ya\t/a\tiaxtveni vey 





TAMA AN AMAMANAMAnAnA mmr mmr maine Narita 





IF you have an unswerving ambi- 
tion to get to the very top asa Trav- _icoc 
eling Shoe Salesman : 


WE WANT YOU! 


ee eee iin 


E| 


Our advertising during the past few 
weeks has brought opportunity to the 
attention of many high grade salesmen. 


The fact that we demand first-quality 
men with selling records indicates that 
our proposition is an unusual one. 

It is. 

We are offering exceptional openings to 
exceptional men. . 

Some of the following territories are 


open: Arkansas and Nebraska, Arizona, 
California, Chicago, Colorado, Illinois, 
Indiana, Iowa, Louisiana, Minnesota, 
Missouri, New Mexico, New York City, 
New York, Ohio, Pennsylvania, Utah, 
Idaho, Washington-Oregon, and Vir- 
ginia. 

Think this advertisement over carefully. 
If you can fill the bill, tell us the story. 
It will be held in confidence—and you 
will hear from us. 


Opportunity 
c/o Boot & Shoe Recorder 
207 South St., Boston 


Ei 
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KO-REC-TOE 


TRADE MARK 


Ate. us. Par. 


< 




















IN STOCK 


Description of shoe _ illustrated 


above: 


No. 8802—Misses’ Mahogany Calf 
Lace solid leather throughout. 
Sizes 12-2 outside heel, widths 
B, C and D. Price $3.50. 


No. 7802—Sizes 8%-11%, 
B, Cand D. Spring Heel. 
Price $3.00 


widths 


Pleased customers form the bulwark of your business; 
therefore, the shoes you fit your Misses and Growing 
Girls with must give Comfort, must show Style, and 
must give Long, Wearing Service. These selling fea- 
tures are “standard equipment”: of our “KO-REC- 
TOE” line. They make your selling easier, your turn- 
over faster. 


Mail Orders 
receive prompt atten- 
tion. 


Our In-Stock Depart- 
ment can quickly fill 
your size-up orders. 


Write or wire us: 





The L. D. Stickles Shoe Co. 


Manufacturers 


RED WING MINN. 
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“DAMN—I BEG YOUR PARDON, MISS CONNOR!” 
Emphasis in Language From a New Slant 


This is not a lecture on the habit of cussing in 
business discussions. Neither is it an apology for the 
cuss word. 

We have, however, a bit of advice for the business 
cusser. If you must say bad words like “damn” and 
“hell” and “guts,” don’t turn around and apologize 
to any business women who happens to be present. 

The offense is small compared to the insult of the 
apology. Most women who have gone into business 
and found themselves able to earn a living by their 
own efforts have had opportunity to read a book or 
see a play. 

In print and on the stage, and who knows but what 
at home, they have encountered various forms of social 
and commercial profanity. 

They can stand it, if they must, without batting 
an eye, but the eye will bat with a little flash of fury 
if you inevitably turn and say, “Excuse me, please, 
Miss Blank.” 

For to the woman your apology does not convey 
a regret for a slip of the tongue. It conveys a regret 
that there is a woman present. 

Your apology does not say, “I should have been more 
careful and will be.” It says, “Oh, deuce take it, 
there is a darn woman sitting in here, gumming up 
this conference, and I have to watch everything I say 
for fear of hurting her silly feelings. I wish either 
that she were a man or that she were somewhere 
else.” ; 

You may not mean that, but that’s what a woman 
senses in your apology for a cuss word. 

If you doubt it, ask one—From Batten’s Wedge, 
Vol. XIX, No. 7. 


NEW LASTS RETIRE OLD STYLES 


Style goes up in smoke when lasts are burned. And 
that is what some manufacturers are doing with their 
war-time lasts. 


TAKE.IT FROM COLUMBUS 


Take a chance. Start a special Columbus Day Sale. 
Take a chance. Start something. Think what would 
have happened to Columbus had he stood still in the 
middle of the sea. 


FINE “IRON” GRADING 


Half an iron is 1/96th of an inch, a dimension too 
small for the average eye to notice. Yet some sole 
cutters grade their soles to the half iron. Experience 
has taught them that it pays to be particular, even in 
little things. 


STYLES START WITH COLLEGE BOYS 


Good old college styles are coming back again. Wel- 
come, thrice welcome to them. The college lads can 
certainly make styles spin. Sales already are speeding 
with the merchants who fit out college boys. 


TRAFFIC SIGNS IN STORES 

Inside a large store it is a good idea to place 
signs to show the way to the men’s department, or 
the women’s department, or the children’s depart- 
ment. 

But the main idea is to have the signs so clear that 
shoppers can see them as they walk by and save 
themselves the trouble of asking the clerk. 
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Address C 860, 
207 South St., 





AFront Rank Western Shoe Manu- 
facturing Organization Is Seeking 
Exceptional Traveling Salesmen 


These men must be picked salesmen in the fullest 
sense—men who have sold shoes in a large way. 
Our product is men’s shoes of the better grade, and 
to keen, progressive shoe salesmen a wide range 
of territories will be opened. 


In applying please give complete details. 


care Boot -& Shoe Recorder, 
Boston, Mass. 


WANTED TO PURCHASE 








We b quick and pay highest cash price 
for retail and wholesale stocks of shoes er 
any other merchand 
—_— no -" 
r years our special: 
Bank and mercantile reference, 


BROOKLYN PURCHASING SYNDICATE | - 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y¥. 


WILL { nr Sellers FOR 


CASH 


Surplus Stocks 
BUY Entire Stocks 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
weil Pe cunlue tor your entire or surplus 
Leases having a sho taken 
over. Bstablished ga — = 


I. OLENICK 


418 Broadway, New York. Tel. 9581 Canal 











New Shoe Stores 


Lancaster & Co., East Radford, 
Va., shoe department. 

Self Service Shoe Store (Jacob 
Saxe), 152 Moody Street, Waltham, 
Mass. 

The Walk-Over Shoe Co., 214 Post 
Street, San Francisco, Cal. 

Bufkin Shoe Co. (F. P. Bufkin, 
Manager), Jackson, Mich. 

Balmat-White Shoe Shop, 707 Felix 
Street, St. Joseph, Mo. 

Thomas Heller, 292 Passaic Street, 
Passaic, N. J. 


MISCELLANEOUS 


Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear a 
shelving and 
help the appearance of 
your store. Shipped sub- 














alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 


; : we oo ha be r 
Re wattage 


BERR 


- 








Ideal Line Rolling Step 
Ladders = 
Fifteen Styles. Satis- 
faction Guaranteed. 
Lasts a Life-time. 
Write for Catalogue. 
Daynite 
Furniture Mfg. Ce. 


213  Chouteau Trust” 
Bidg. St. Louis, Mo. 

















SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 





1154 4th St., CINCINNATI, OHIO 





Highest pon Prices «a 











ATTENTION OF 


ane and Jobbers 


ents of general 
oe. ane SESS 




















Beautiful Glass Fixtures 


Our —— line 
% a 4 be * Catalog G. F. Tite 
=] Large line of 


Wood neu 


Ask for Catalog “‘L.” 


The Hecht oa 


Medinah Bldg., Wells & Jackson 


HICAG' 
NEW YORK SHOW ROO 
65-67 E. 12th St., bet. A’. Im & 4th Ave. 





CASH PAID 


for shoe stores or lus stocks 

dl — ——— tee a ayy go2* ~y A 
© send a resentative 

and make offer upon request. ™ investigate 


Kalter Cerf. Mercantile Co., Inc. 


5691 Broadway York Ci 
Phone Spring 5160-5161-0165 ad 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. A’ 
Prompt attention given. — 


CHAS. BLACHER 


166 Pulaski St. Brook! . Xe 
Phone Williamsburg 8410" a 








Where to Buy 
Wanted Styles 


An extra editorial service to 
‘*Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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page per issue: 
Space 1 time 
1 in... $5.00 


13 times 
$3.50 


7 times 
$4.00 


2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





26times 52 times 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth SITIONS WANTED—Four cents per word for each 
insertion. Minimum amount accepted, seventy-five 


,. cents. For other “Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
$1.25. Ads under this heading will be received up to 
day of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. When advertisers desire replies for- 
warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


noon, on Fri 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 























SALESMEN WANTED ° 


SALESMEN WANTED 


POSITION WANTED 








S&VERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














W ANTED—Salesmen in all territories to 
handle popular priced line of In- 
fants’ and Children’s Turn and McKay 
shoes. 6% commission. References. Ad- 
dress C-851, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





ANTED—Salesman to handle on com- 
mission, first class line of mer- 
cerized shoe laces, state territory covered. 
Address C-858, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 
mninaies 
ELIABLE SALESMEN WANTED to 
carry six popular infants’ turn shoes. 
Various territory open. 6% commission. 
IN STOCK proposition. Address C-855, 





care Boot & Shoe Recorder, 207 South St., - 


Boston, Mass. 
ALESMAN WANTED as assistant to 
New York Representative. Nationally 
advertised line of Men’s and Women’s high 
grade shoes. Commission basis. Address 
C-857, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED — We desire immediately a 

competent man to represent us in 
the best sections of South Carolina and 
Georgia. Also one for North Carolina. 
We have established trade in the above 
three States. Tennessee territory open 
to the man who has established trade. 
We will make good payable propositions 
to the right men. CAROLINA SHOE 
COMPANY, Columbia, S. C. 


IDE LINE SALESMEN to carry Tom- 
ahawk Men’s, Boys’, Youths and Little 
Gents’ channel nailed shoes in the follow- 
ing States in which trade is established; 
Illinois, Missouri, Iowa and Minnesota. 
Commission 7% on all shoes for which 
we receive our pay. Give references in 
first letter. TOMAHAWK SHOE CoO., 
Tomahawk, Wis. 








L'VE wire salesmen for an all leather 
line of Infants’ and Children’s Square- 
edge Turns, sizes 1-11, in stock. One 
Day Service. 6% commission, paid week- 
ly on net shipments. All _ territories. 
References and lines carried. Address 
C-836, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED —Sideline men calling on high 
grade trade to carry a line of fine Welt 
shoes for boys, youths, and little men, 
specializing our Celoid chrome Sole, assur- 
ing double the wear. Write immediately 
tor territory and give references and par- 
ticulars in first letter. R. K. L. Company, 
10 Ionia Ave., N. W., Grand Rapids, 
Michigan. 





WANTED 
Salesmen or Live Retailers 


To Sell 
During January and February 


The Best Known, Nationally 
Advertised 


POPULAR PRICE FELT 
SLIPPERS 
AND 
MEN’S LEATHER SLIPPERS 


In Michigan, Minnesota, Southern 
Indiana, Southern Illinois, Ohio, 
Kentucky, Tennessee, North Da- 
kota, South Dakota, 
Kansas, Nebraska and Far South 
and Far Western States; splendid 
opportunity for salesmen or re- 
tailers who have time during these 
months; liberal commission. Ad- 
dress C-832, care Boot & Shoe Re- 
corder, 189 W. Madison St., Chi- 
cago. 

















LINE WANTED 


WANTED, by an experienced shoe sales- 
man, short line of low priced 
Welt. Will consider few 
McKays; stock proposition preferred. 
State in reply your terms and your com- 
mission. Address C-829. care Boot & 
Hap Recorder, 207 South St., Boston, 
ass. 








OBBER WANTS Men’s work shoes, In- 
fants’ First Steps, Soft Soles and 


Turns—jobs and unusual value regular- 
& 


lines. LANSING SHOE LEATHER 


co., Lansing, Michigan. 





INES WANTED FOR GREATER NEW 
YORK—Reliable salesman with many 
years experience in calling upon Greater 
New York trade is desirous of securing a 
line of Infants’, Misses’, Children’s and 
Growing Girls’ shoes. Also line of In- 
fants’ turn shoes and a line of Women’s 
McKay sewed shoes. If interested, ad- 
dress with further particulars C-861, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


Are You Getting 
Results Out of 
Your Advertising? 


Experienced Advertising Manager 
available for part time to work 
with manufacturer or merchant lo- 
cated near Boston on catalog, 
house-organ, trade or newspaper 
advertising. Address C-844, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 














LIVE WIRE SALESMAN, assistant man- 
ager of executive ability, desires to 
make change. Twelve years’ experience. 
Splendid references. Open for good propo- 
sition. LARKIN, 329 Chester St. 
Brooklyn. 


POSITION WANTED as traveling sales- 
man, 33 years of age, good appearence, 
best of references as to ability, character, 
etc. Want strong line of Ladies’ Shoes 
for State of Missouri. I am _ personally 
known and well acquainted with the bet- 
ter class of trade in the State, St. Louis 
and Kansas City. ~Address C-859, care 
Boot & Shoe Recorder, 207 South St, 
Boston, Mass. 








HELP WANTED 








WANTED—Manager for shoe store, 
doing a good class of shoe business. 
Must buy, sell, advertise and dress 
: - ———— — 4 

employees an oe repairing dept. 
Liberal salary or salary and Pa 


to right rson. Lb 
(enmeen, 101 Main ot. Flushing, 














FOREMAN to take charge of Fitting 
Room. Must have had experience in 
making Men’s High Grade Shoes. Must 
be able to instruct green help and to re- 
pair machines. Address C-862, care Boot 
& Shoe Recorder, 207 South St., Boston, 








XPERIENCED SALESMAN of Women’s 
Shoes is open for engagement. Penn- 
sylvania or Southern States territory 
preferred. Address C-864, care Boot & 
oe Recorder, 207 South St., Boston, 
ss. 





POSITION WANTED 








WANTED—SALESMEN calling on shoe 
and luggage stores to sell our Folding 
Slippers in pouches (one sample only). 
Also other good holiday novelties. The 
- bs GILBERT MFG. CO., Rochester, 


S ALESMAN—Ten years’ experience 

covering Pacific Coast. Now selling 
general line; will consider change Jan. 
first. Past record and references on _ re- 
aquest. Address C-865, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


FOR SALE 


FoR SALE—A remarkable opportunity te 
purchase retail shoe store. New 
Stock, excellent location, best city in New 

00. Requires $15,000.00. 
Address C-845, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


FOR RENT 


SAMPLE room, office or desk room, with 
telenhone. service. etc. Low rent, 
ideal location, preferably to shoe men. 
Martine, 148 Duane St., New York. 











Sead all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise neted in advertisement 
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Member of the Associated Business Papers, Inc. 
Each issue copyrighted by the Boot and Shoe 





Member of the 
Recorder Pub. Co. 


D SHOE R 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
right purpose, to the right wearer, in the right fitt This 
is the great problem of the retail shoe merchants. 
help solve it: for this is the basic problem upon which depends the progress of the en- 
tire allied industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00. 


No Subscription Accepted for Less Than One Year 


The chief purpose 


Per copy, 25 cents. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


Cable Address BOOTRECO 


tting, for the right price, at the right profit, 


Canadian, $6.00. 


Root Newspaper Ass’n. Member of Audit Bureau “s Oirculatione. 
Entered at the Post Office, New York, N.Y., as second-class matter. 


ECORDER 


oft “T 


Foreign, $10.00 




















TO LET 


OPPORTUNITY 





A LIGHT, dry, heated space of about 
1400 sq. ft. in a fireproof building, 
equipped with sprinklers, provided with 
freight elevator service and suitable for 
storage Low rental. Apply seventh 
floor, 210 South St., Boston, Mass. 





——- 





FOR LEASE 


HE DEISEL CoO., Lima, Ohio’s largest 
department store, is open for proposi- 
tions for leasing its shoe department. 
Section is now successfully operated with 
low stock investment. 


OPPORTUNITY 


ANTED, young married man of experi- 
ence, with about $8,000, to buy third 
interest in one of the best shoe stores in 
the Pacific Northwest in a town of 25,000 
and become actively engaged: owner has 
other interests. Address C-854, care Bodét 
& Shoe Recorder, 127 Duane St., New 
York City. 

















MISCELLANEOUS 


XPERT Aluminum Heel Laster wants 





to get in touch with party inter- 
ested in it. Write particulars. Address 
C-856, care Boot & Shoe Recorder, 207 















South St., Boston, Mass. 
Metal Shoe Fitting Stools 
_ Floor 


No. 141 


yaw tr THE CHICAGO 
wi fee WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, 











LINE WANTED 


A No. 1 salesman who has traveled New 
York, Michigan, Indiana and Ohio sev- 
eral seasons is open for a line on account 
ef unexpected conditions. Is available 
at the present time. Address C 853, 
care Boot & Shoe Recorder, 207 South 
Street, Boston, Mass. 











GOOD opportunity for a man 

with alittle money and plenty 

of Ambition and Energy, who 
knows the Retail Shoe Business and 
is looking for an opportunity to be 
interested in one of the best Retail 
Shoe Businesses in a smal] town in 
Alabama with several other smaller 
— nearby to draw good business 
rom. 


This concern has been in business 
since 1891 and made money every 
year, and is now an exclusive shoe 
and hosiery business, and the only 
exclusive shoe store in town. No one 
need apply: except a high class man 
who knows his business. Address 
C 863, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 

















SALESMAN WANTED 








A REAL 
SALESMAN 


Who Ranks Among the 
Leaders in New York City 


with a selling record second to none, is 
looking for a line of Boys and Girls 
Shoes for this territory. 


The line he is after must be backed 
by an up-to-the-minute concern which 
recognizes the changing conditions in 
the trade and who is willing to meet 
them with the right merchandise. 


To such a concern he offers his years 
of experience and keen knowledge of 
the requirements of the trade in New 
York City. He has an established trade 
and his sales will go well to the half 
Million Dollar Mark for the house that 
can produce the right merchandise and 
show the proper spirit of co-operation. 
Address SALESMAN — 1610 Times 
Building, New York. 











Salesmen Wanted 


Progressive house and bedroom slipper 
manufacturer, showing probably the 
most complete line with largest in- 
stock department, some established 
trade and a well advertised trade 
mark, is open for several experienced 
salesmen, one for Pennsylvania and 
Ohio, one for the South, one for the 
New England States and one for the 
Pacific Coast; a young man is wanted 
who knows the trade and who has 
some knowledge of the shoe business, 
slipper experience preferred. Are 
also inclined to place the line with 
resident men in larger cities. This 
is a strictly commission proposition. 
Give all details, age, experience, ter- 
ritory, yearly sales, past earnings 
and references in first letter; strictly 
confidential. Address C-852, care 
Boot & Shoe Recorder, 127 Duane St., 
New York. N. Y. 











PUBLISHED WEEKLY IN THE INTHRBEST 
OF THE RETAIL SHOB MERCHANT BY THB 
BOOT AND SHOE RECORDER . 
PUBLISHING CO. 
(Incorporated under Massachusetts 


CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R. HILL, 1st Vice-President 
H. WALTER SCOTT, 2d Vice-President 

ARTHUR D. ANDERSON, Secretary 


Laws) 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 
ARTHUR D. ANDERSON, Bditor 
&. C. LOGAN 


OWEN A. THOMAS 
HELEN M. HANBY 
Associate Editors 





PUBLISHER’S NOTICD 
SUBSCRIPTION—The ee ice of a 
Boot and Shoe Recorder is 5.00, a year 
advance, which includes yo in ua 
United States, Cuba, waiian Islands, 
Philippine Islands and Mexico. The price 
4 Canada is $6.00 a year, including post- 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All a are payable ™. steee. 

ADVERTISING rd of ertising 
Rates camen on application, sare rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 
OFFICE: 207 South Street. 
to all de- 
dressed to 


BOSTON 
Correspondence relatin 
partments should be a 
the Boston Office. 

BROCKTON OFFICE: 224 Moraine St. es 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. 

HAVERHILL OFFICBD: Chamber of Commerce 
a, Haverhill National Bank Bldg. Geo, 
W. R. Hill, Manager. 

CINCINNATI OFFICD: 810 Second National 

Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 7 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone _o— 6314. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Cortes. Man- 
ager, 11 Haymarket, London, 8. W., 1, England. 

AUSTRALIAN OFFICE: 4380 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 

P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

ous: Mr. H. Gomes, Corrales, 2A, Havana, 


JAPANESHD OFFICER: Yokohama. J. F. 
_ Wagen, _— 

SPAIN: @G ti i de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 
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“Investigate Our In-Stock Department” 


We have twelve styles of women’s medium priced fine Welts in stock ready 
for immediate shipment. Send for our In-Stock folder which illustrates and 
fully describes all of these styles. 
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Style No. S8831—Welt P & -V No., 124 Tan Calf Lace 
Oxford, Perforations as_ illustrated; 11/8 Heel. —s 









TO ROTTOTOTE ITO 






























Style No. 8131—Welt Tan Kid Lace Oxford, 14/8 Heel, AA, 4 to 9; A, 8% to 9; B, 3 to 9; © and D, d 
Perforations as illustrated. —— AA, A _and B, 4 to 9D. Bocccccsccce opeeebhieses cccccc ces cccc ck BEOO 94.75 

Os GO and D, 8 OO Oe cccccccvscccccccees ...Price ‘$5.25 Style No. 8854—Same style as 8881, made of P & V RY 

Style No. 8031—Same style as 8131, made of Black No. 115 Dark Tan Calf, Perforations as illustrated. Widths A 

Kid, Perforations as illustrated, 14/8 Heel. Widths AA, AA, 4 to 9; A, 4 to 8; B, © and D, 8% to 8. RY 

4 to 8; A, 4 to 9; B, 3% to 8; C ong 5 D, S oi.s6 Price $4.75 KA 

rice S| 

Style No. 8151—Same style as 8831, made ¥ i.~ 2) 

Style No. 8841—Same style as 8131, made of z . Vv Kid, Perforations as illustrated. Widths AA and 5 

~ ~~, ae Dark Tan Calf. Widths A, B, lee 2 $47 8% 9; B, 8% to 9; C and D, 8 to 9........ Price Ags.25 4} 

Ree C eee ee ee seceseseseeerroseococesers rice @e 
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Style No. 8058—wWelt Black Kid Preao Strap, Two But- RY 

Style No. 8811—Welt P & V No. 124 Tan Calf Lace = — tor Oxford. Widths A to D. 8 to 8...... y 2) 
Oxford, 14/8 Heel, Perforations as illustrated. | Widths UE, Ce, Te 4 te eS ae Ce Fy. 
AA and A, 4 to 9; B, 3% to 9; O and D, 8% to 8. Style No. 8178—Same style as a made of Mouse = 
Price $4.75 Brown Kid with 15/8 Junior Levis Heel. Widths A and 2) 

B, 4 to 8; C and D, 8 to 8..... oa onh-be Price $4.00 > 
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Immediate Attention to Your Orders 


Examine the patterns carefully. These are now favorites with many of the 
leading stores in big cities. 
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THE RICH SHOE CO. Milwaukee, Wis. 
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Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonable, making possible 
BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 








MONARCH LEATHER ®. 


CHICAGO * ILLINOIS. 


BOSTON - - NEW YORK CINCINNATI - - 














US MC CORK INSOLES 


for MEN and WOMEN 









NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 

















UNITED SHOE MACHINERY CORPORATION - - - BOSTON 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE CO. - - - -= BOSTON 
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: As Comfortable as the Welts That “Grown-ups”’ Wear 


“NU-BABE WELTS” 


O wax tacks thread or seams to hurt or r chafe the 
tender little feet. 
The extension edge keeps them from turning the foot 
and helps to prevent BOW LEGS or KNOCK KNEES 


HELP THE LITTLE ONES TO STAND 
ERECT AND WALK RIGHT BY SELLING 
THE MOTHERS THE “NU-BABE” WELT 


AA 


|PURRSGAEERRCRRRERORRRRO REE PELEUI UU TITIIIIIIITITTrrrrrrrrrrrriiti titty 
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SHOWING WELT BUTTON STYLE 
fe 
° 
5 We Can Deliver Your Order NOW .Order from Schedule Below 
i NO HEEL. SIZES 1 TO 5. HALF SIZES 
H 7390—Black Vici, Lace pS I Ae AEE Pars a Per Pair $1.00 
: 7391—Brown Cabretta, Lace SS RES Se ee eer ee 1.00 
3 7394—Black Vici, Button Sg. ae ae ae ake oe ale Tae F 1.00 
H 7395—Brown Cabretta, Button MRED a5 -< seus w al aa Sl ead a Git "a 1.00 
H 7396—Patent, White Kid Top, Button 2to5............00e00000e 4 1.25 
H 7397—Patent, Brown Kid Top, Button > eo Pe ee hn Se ae etal ia 1.00 
H 7399—Patent, Black Cloth Top, Button 20 5.........ccceccsccecs Y 1.10 
H SPRING HEEL. SIZES 2 TO 5. HALF SIZES. 
: 7386—Black Vici, Lace Eg RP rot ree [ 1.15 
5 7387—Brown Cabretta, Lace Sessa Si . 1.15 
5 7388—Black Vici, Button Pie Orso oot hilveee oa assis 1.15 
= 7389—Brown Cabretta, Button MS ee a 5 Sear cee ai 1.15 
: PARKER, HOLMES & CO. 
5 “The House That Helps” 
: BOSTON MASS. 
Er sees 
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THEY'RE RINGING 
“FULL SPEED AHEAD" 
ON THIS NUMBER! 
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STYLE 486 






BARNET’S RUSSIA CALF OXFORD 
GOOD YEAR WELT—8/8 HEEL 


Solid Leather Construction Throughout 
WIDTHS A to D PRICE $4.85 







SISSIES S, 











MT 


SOM LT 1 “W4ddda 





In-Stockh—Immediate Shipment Guaranteed 


“Follow the Creighton Line”’ 


A. M. CREIGHTON LYNN, MASS. 
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i =A Boy’ 
‘ i ioe that Wears. 














Train Your Feet in the Way 
) They Should Grow 


To make young muscles and tendons strong, to build up reserves against pos- 
sible foot ills of a later day, to allow young feet to develop naturally and at the 
same time afford the maximum of wear. 








These are considerations that guide u us in the making of the Red Wing Shoe for 
Boys. 2 

Red Wing “Boy” Shoes are of solid leather construction, with highest grade 
Jumbo Oak Bend Soles and are made over foot fitting lasts. 


Samples Sent on Request. 





Manufacturers 


Red Wing Minn. 
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OTE these Shoes—and 
note particularly the 
eat Lakes Cushion 
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flexible sturdiness 
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Buy When The 
Salesman Calls 










and be sure that you 
will have the shoes you 
want, at the time you 
want them. You make 
a profit only on the 
shoes you sell. 










You will have but one 
chance to buy J&K 
Shoes this season. We 
will not “return later” 
for any order whatso- 
ever. 








Remember how quick- 
ly we sold up last sea- 
son? History will re- 
peat itself. We will 
sell up again in a short 
time. Don’t go short 
and miss sales that 
J & K shoes will make 
for you if you have a 
good stock. 
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There must be a good reason for this 
fact: The J&K Line once in is 
never out. Our customers buy them 
season after season with confidence. 
Women wear them with pride 


The Best Women’s 
Shoes are made in 
Cincinnati. We 
make the Best Shoes 
in Cincinnati. 
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Write or Wire for Appointment 


The SSULIAN & KOKENGE © 


(Manufacturers of 
CINCINNATI, O. 


Gy Women's Fine Shoes 
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3 STANDARDIZED STYLES IN STOCK 


























Stanworth 


Quality 
MAKES 


LASTING 
FRIENDS 


3 shoes you will feel 
proud to sell. They 
satisfy. They are re- 
peaters. 


Large mail orders and 
re-orders prove the 
growing popularity of 
the Stanworth line. 
Stanworth has “the 
shoes of the hour” IN 
STOCK. 


You be the judge of 
the style, fit and qual- 


ity. 


Try a case on ap- 
proval. 


o 



















SF 


Ner- 30 

















an 
CONSTRUCTION 
vrtess Full Groin Ruso Cf 
eursoze Ook Beud 
msorz Oohe- Full Gran 
No.3 COUNTER Sole (oath 
; sox tor sholte Seather 
meet Ruble - GradeA 


STANWORT 











No. 1 
Round Toe. In Stock. Widths 
A to B. Sizes 5 to 12. 


In Case Lots 
$4.60 


No. 2 
Medium Toe. In Stock. Widths 
AA to E. Sizes 5 to 12. 
In Case Lots 


$4.60 


No. 3 
English Last. In Stock. Widths 
AA to D. Sizes 5 to 12. 


In Case Lots 
$4.60 


“2%-10 STANWORTH 


SHOEMAKERS 
MARION INDIANA 
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oe = Sock ee, 














ie CoretcT DooGe In Sr TOCK iaaiaiae: 
“aout lo Sen VE You Oven Mur. : 


oF BOSTON 
KANSAS CITY | Mirch City 15 Nearest You? 
MONTGOMERY : yer os 8 
SANFRANCISCO «O6] ait i oe 2 : 
NE\VBURYPORT ~ N g 
LMICAGO | 
NEW YORK | 
















d SSilve r Clo th Thee an rl 

17/8 Spanish - Heel, 

aS $6.50 

Novemb S Delivery. - rried 
w York On 





No. “FANNY.” Im- No. X553—Code B amagh ong 
ported. “Silver al “tio = Is —~ 1 with Brown Ooze Calf as 
mter of No. "K551, but wit he Bu saaiee 

.— “af oe 17 = RE Ea ees $6.35 

(©) ate ee t rice November 10 De - 1" ~ rried 
‘sili $6.50 - Newbury; Onl 

No one 3 20 Delivery. Carried : 

nly. 





t New York Onl 


Select your house and let it serve you! 
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at Seven Va nlage Kints_ 
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No. X555—Code “JULIA.” 


No. X491—Code “VIVIAN.” 
Black Ooze Calf Lorraine, Jet 


Glazed Kid Lorraine, Jet Cen- 


November 10 Delivery. 0 
ried at Kansas City and San 
Francisco. 


No. X554—Code “NIGGER.” 
Black Satin Lorraine, Jet Cen- 
ter Buckles, 17/8 Louis oer] 
AM te C. “Pelee.....05-2 $6.1 
November 25 Delivery. so 
ried at Kansas City Only. 


























November 25 Delivery. Car- 
ried at Kansas City Only 


No. X530—Code “TIRA.” Pat- 

ent Chrome Lorraine, three 

side buttons, 17/8 Louis fies. | 
MA to C. Price........ $6.2: ‘ 
At Once Delivery. Carried 4 

Kansas City Only. 





No. X545—Code “CLARA.” Dull Calf Lorraine, Nickel 
Center Buckles, 17/8 Louis Heel, AA to C. Price. .$6.25 
November 10 Delivery. Carried - Chicago Only. 

Ne. X543—Code “VANITY.” Black Ooze Calf Lorraine, Steel Center Buckles, 17/8 Louis Heel, AAA to C. 
ND Galette teas a ONS < u0-6. <6: Kea en bo aa ee SE ea 5 ad a dias aod ie lane die odes ox Ss Dok eka 6. 
November 10 Delivery. Carried at Chicago Only. =e 
No. X544—Code “COUNTESS.” Patent Chrome Lorraine, Black Buckles, Te Louis Heel, AA to C. \ 
EE ep re Per Tk re A ee Mt a Re. Me eee eee pore $6.25 2 
November 10 Delivery. Carried at Chicago Only. ey 
No. X542—Code “PEACHY.” Patent Chrome Lorraine (Very High Grade), Brass Center Buckles, 14/8 
Seton: Saas Ti, FO BGG. Dis on ih oa hk wk +: Bs hexidats dw a wileoade $6.25 
November 10 Delivery. Carried at Chicago Only | 
No. X498—Code “LOCHINVAR.” Patent Chrome Lorraine, perforated all ond, Center Brass Buckles, 
ee NG re. BW Gi hie rst eines onseS. 5545546505580 64esbae moans $6.50 
November 1 Delivery. Carried at New York Only. : 
No. X502—Code “MARTHA.” Patent Chrome Lorraine (Very High Grade), Brass Center Buckles, 17/8 | es 
ee re eR aaa $6.50 ili 
At Once Delivery. Carried at New York Onl 


forated as Illustrated), 17/8 Spanish Louis Heel, AA to C. Price..............cccceccecccceceees 
At Once Delivery. Carried at New York Only. 


———————E>>~L——>~ _ _ _ ————————]_—_——_—=——_=na9a=anan_anmEEEE—— _ £€ 

















Boston, Mass. New York, N. Y. Kansas City, Mo. 

Albany Bldg., 179 Lincoln St. 110 Duane Street 215 Sheidley Bldg. 
R. A. GILLETT, Manager WM. M. ANDERSON, Manager H. W. DRAKE, Manager 

Montgomery, Ala. Chicago, Ill. San Francisco, Cal. 

105 Bibb Street. 310 Lees Bldg., 19 So. Wells St. 770 Mission Street 


H. N. WHEELER, Manager A. H. HOPKINS,. Manager SOLLY SCHWEITZER, Manager 


Matha D Dadde Soo (2 


~ NEWBU RYDORT MASS. 











ter Buckles, 17/8 Louis — Center Buckles, 17/8 Spanish sen 
ie eee $7. Louis Heel, AA to C. | Ps 
8: x 


No. X522—Code “CHERIE.” Black Ooze Calf Lorraine (Very High Grade), Nickel Center Buckles ay I. «A he 
$7. i: “Oat 
| 
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Smart Novelties for Fall 
In Stock 


Patent Colt 
Patent Colt 


W109—Patent Colt, Goodyear Welt, 
10/8 Cuban Heel $5.60 
AA, 4% to 8; t 

to 8; C, 3 to 8; D, 3% to 8 


W111 — Patent Colt, Jet Center W199—Patent Colt, Soft Box, Light 
Buckles, Goodyear Welt, “ . Coll 
ther Walking Heel $5.50 ae Welt, One-inch Ss ege 
AA, 4% to 7%; A, 3% to 7%; B, 4 as 3 

3 to 716; C, 2% to 7%; D, 3 to 7%. or a $i, Ne a ee 
Black Satin 

Van Dyke Tan Calf or 


Havana Brown Kid 
Black Suede 


W315—New Process Light Weight 
Flexible Sole, 17/8 Satin Covered 
Full Louis Heel. $5.25 
W149—Black Suede Oxford, 13/8 
Military Heel, Goodyear Welt..86.00 W106—Van Dyke Tan Calf, Good- 
year Welt, 13/8 Military Heel. $5.25 





el 


‘ 
W109—Same in Patent Colt. 





W325—Same 

Louis Heel 

AA, 4% to 7; A, 4 to 7%; B, 3% 
to 8; C, 3'to 8; D, 3% to 8. 


Van Dyke Tan Calf 


W107—Same in Black Ebony Calf. 
$5.25 


AA, 4% to 8; A, 4 to 8; B, 4 to 8; 
to 8; D, 3% to 8. 


Havana Brown Kid 


W113—Van Dyke Tan Calf Oxford, > 


10/8 Cuban Heel, Goodyear Welt. 
$5.25 


$5.50 
AA, 4% to 8; A, 4 to 8; B, 3% 
to 8; C, 3 to 8; D, 3% to 8. 


TERMS: Net 30 Days 


W4179—Havana Brown Kid Oxford, 
10/8 Cuban Heel, Goodyear 90.00 


AA, 4% to 8; 4 to 8; B, 8% 
i Sra sist: D, 3% to 8. 


W129—Havana Brown Kid, Good- 

year Welt, 14/8 Military Heel .86.00 

AA, 4% to 8; A, 4 to 8; B, 3% 
to 8; C, 8 to 8: D, 3% to 8. 


Toney Red Calf 


W185—Toney Red Calf Oxford, One 
Inch College Heel, Goodyear 90.25 


W175—Same in Black Dbony Calf. 
tai $5.25 


a. oS » A, ae e* 
to 8; C, to 8; D, 3% t 


Send for New Catalog 


THE MENIHAN COMPANY 


Shoemakers for Women 


ROCHESTER, N. Y., U.S. A. 








AANA 


ETT 
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SPVUSNERS 


SCIENTIFIC 














The Children’s Shoe Department 


To-day the children’s shoe department is an important 
factor in the business of almost every shoe merchant. Its 
success depends upon laying in a complete assortment of . 
footwear to fit the ever-growing foot of the child. 


Dr. Posner carries In Stock more than two hundred 
styles, all designed to perform a particular function in 
fitting the child’s foot at its different stages. Among 
these numbers are tan, gun metal and Lotus calf, grey 
suede tops, black kid, and many other novelty effects in 
turns and welts unusual in stock depts. 





Of proven salability is Dr. Posner’s Ankle Brace Shoe, 
in black and tan kid, white nubuck, genuine buck, and 
patent leather with white kid top. 





The Dr. Posner Service Plan, explained in our catalog, 
contains many valuable hints and suggestions. Your 
game on a card brings a copy. 





DR. A. POSNER SHOES, Ine. 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE 


140-142 WEST BROADWAV,NEW YORK (ITY 


FACTORY - ROEBLING AND HOPE STS., BROOKLYN, N.Y. 


























| DIR. Pe ot SN EIR SHOES 
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Welt, Women’s 
Flexible English Oxford 
Rubber Heel. 


4768—Brown Kid 
4769—Black Kid 


Patent Vamp, Field Mouse Top, 
Plain Toe, eS, Sn Peggy 





7521—3 to 8 
7522—1 to 5 No Heel 


Tan, Kid, Tip, Turn, Button, 
Peggy L Last. 

7542—3 to 8 

7543—1 








TRADE MARK 











What Parents Want 


Long wear and comfort are the 
two features most desired by 
parents seeking shoes for 
their children. Good shoemak- 
ing plus a little touch of grown- 
up style also increases accep- 
tance for the shoe. 


The 3 W’s LENOX line has all 
these qualities. The price of 
each number is_ attractive. 
And they’re In Stock—ready 
to ship! 


= 
Z 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
2 


SERSRAERECRERSGERERSRSRGEEEEERARGORSCREOOREREOODESERESOROEEOROS! MULTI ETPITITITTTITTTTTITITIITI 


juni 


SREGEUERERERERORERE: 


ia 


T 
i 


TOM 


Misses’ and Children’s Tan Side, 
Tip ce, Snap Last. 





(RERSOEROEESREEOEED! 








\RUGHERRRRRRRERDGSORORERRREREOD 


Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. PHILADELPHIA 


EDSQGCUERGESGSSERRSRESRREEER: 
LUT TT 


Lid 


T 

















PCRGRGRURESHGCRGEESGHGRURESURRSSRERRERREEEDODE LT Li RESUGHERRAGGGRERSRECRRRCREREE: EOEBE PURRECUSURCRORSRRRORSU RRR ORORRERCREDIGCERE: 
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BLACK SHOES IN STOCK 





STYLE 64 MISS HAWES LAST 


Women’s Black Glazed Kid Bal. Small Eyelets to 
top. Cap Toe. Light Edge. Single Sole. Stetson 
1% inch Heel. 


IN STOCK. Sizes 4-9, Width AA. Sizes 3%-9, 
Width A. Sizes 3-9, Widths B, C and D. Sizes 
8-8, Width E. 


IBESSSSSSSESESEES SSSESS ESSE S SSS SS SSS SSeS SSS 


NMENIENMIEENENENMONG 
VSN 














SSSSESSSESESEES:! 


Page 23— Dept 5— Stock Book 29 
WRITE FOR A COPY 


The Stetson Shoe Company, Inc. 


South Weymouth, 90 Mass. Ce 
BOSTON fa [ xe »» 
Little Building : NEW YORK ~° 


cor. : Bush Sales Building 
Tremont and Boylston Sts. ‘180 West 42nd St. 
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Goodwill Shoes 


REGISTERED TRADE MARK 


“FOR HARD SERVICE and LONG WEAR” 








100,000 Pair Ready to Shi 
of Work Sha, | A PARTIAL LIST OF OUR SHOES | 7 Rock + in 


Carried in Stock | ALWAYS READY FOR DELIVERY Prices 




















CARRIED IN-STOCK 


Goodyear Welt, Unlined 


2531—-Men’s Brown Full Grain Blu., Two Full Soles, at 3.10. 

2031—Men's Brown Elk Blucher, Chrome Outsole, at 3.10. 

1031—Men’'s Brown Elk Blucher, Two Full Soles, at 3.10. 

1030—Boys’, Youths’ and Little Men’s Brown Elk Blu., Single Sole, at 2.60, 2.45, 2.25. 


Nailed, Unlined 


2856—Men's Second Grade Black Fireproof Molder at 1.85. 

492—Men's Brown Full Grain Blucher, Two Full Soles, at 2.25. 

2094—Men’'s Brown Elk Blu., Two Full Soles, Soft Box, at 2.60. 

1091—Men’'s Brown Elk Blucher, Chrome Outsole, at 2.60. 

1096—Men's Brown Elk Blucher, Two Soles, Plain Toe, at 2. 

a Youths’, Little Men's Brown Elk Blu., Two — Soft Box, at 2.25, 2.10, 

891—Boys’, Youths’, Little Men’s Black Elk Blu., Two Soles, at 2.25, 2.10, 1.85. 

1041—Boys’, Youths’, Little Men’s Brown Elk Blu., High Cut, Two Soles, at 2.85, 2.65, 
2.45. 


Terms: 3% for cash within 10 days or net 30 days. F.O.B. Holliston. 








Molder Shoe Week 


Special Prices Nov. 14 to 19, 
1921 


Stock 2856 at $1.60. Stock 856 at $2.00 
Prices revert to List Nov. 21, 1921 


Less Than Cost—Order Early 




















NO. 1034 


BROWN ELK, SOFT _ BOX,_ SINGLE BROWN F 
SOLE, GOODYEAR WELT, AT FULL SOLES. ar Two 


NO. 856 
$3.10 $2.60, $2.40, $2.20 
We are revising mailing list for bRoor MOLDER TWo PULL sores, Send postal card with full ad- 


our monthly price catalog. At $2.25 dress and let us send this cata- 
log to you. 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 


BOSTON OFFICES, 15 HIGH STREET 
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we 
"Tis Halleween! Black cats and witches scream! 
And Jack O’ Lantern eee 


Three spinsters shrink jing gleam, 
Andtoceble ivther shees of COMFOR EZE. 


rv" 








No. 103—Glazed Kid, Plain Toe Juliet, No. 340—Glazed Kid, Patent Face 
‘Juliet, 8/8 Rubber Heel, ‘Genuine Leather 
Commonsense Last, Whole Rubber —_ Inner Sole. In Stock, $2.35 


Heel. In Stock, E, 3/9. Price. . .$2.35 3/9. Price 


No. 562—Glazed Kid, % Foxed Polish, 
Steel Arch, 14/8 Military Heel, Genuine 
Cushion Leather Inner Sole. 


No. 561—As No. 562. Stitched Tip. 
Both Styles in Stock, C, D and E, 38/9. 
Pri $3.65 


In 1882, Merrill, Porter & Co. began the manufacture of 
women’s comfort turns. At its inception, the business was 
grounded upon a desire to give quality in the form of a shoe 
as good as those then conceded to be the best. 


This policy has been pursued constantly. . To-day, “Com- 

forteze” Turn Shoes embody skillful craftsmanship coupled 

with flexibility. Only selected materials are used. Our busy 

factory running at full capacity is evidence that the quality 

standard is still maintained. 

Our catalog containing twenty styles ready to ship will in- | = ee 
Heel, Genuine Leather Cushion Inner 


terest you. Stock, D, B and 


MERRILL, PORTER & CO. 


113 Munroe Street LYNN, MASS. 
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Famous “ie: Famous 
“J C M Trio” ; f = “J C M Trio” 
Six Dollar ~ y Six Dollar 
Sellers Sellers 
Fall Fall 
and Winter and Winter 
Styles Styles 

Guarantee 
with Every 


Shoe pins 
Period 


$3.50 


Guarantee 











Two Full Soles, Boarded 
Veal, Stock 734 
U..S. Officers’ Blucher 


LESS 5 PER CENT 10 DAYS 


IN STOCK 


12 Pair Cases 
Goodyear Wingfoot Rubber Heels 


White Fibre Slip—F our Row 
Stitch Boarded Veal $ Stock 727 
Stock 735 e 
RaeAP 
ee 


Full Guarantee with every pair. A commitment built of faith in our product. Every pair 
made from sole leather and upper leather of our own manufacture, a product known to 


the tease sinae, FOSS. Sample 12-Pair Case or Salesman on Request 


J. C. MOENCH SHOE CO. 


CENTRAL OFFICES—119 BEACH ST., BOSTON 
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: Christmas 
, pectals 


-HOOD- 
RED TOP 


Boot 


A winner for Christmas busi- 
ness with a real appeal to 
anyone who is buying gifts 
for children. Use it to 
secure bigger holiday busi- 
ness. 















=HO6B- Fenway Everett Slipper 























Construction — Light 












weight, bright finish, , r = : 

emery leg with red _ Excels in easy comfort and light weight and yet will 

top band, white  fieece give long and faithful service. A most profitable Christ- 

lined, semi-rolled edge mas seller. 

sole. Sapieneiee- Brown duck upper, brown smooth — — 
Size Height Lining Fini eel. endex insole. Made on regular last in one width only. 
Misses’ Short White Fleece Bane tee Description Color Size Price 
Child’s Short White Fleece _ Bright 1.70 Men's Brown 6-12 $0.95 

% Boys’ Brown 2%-6 .85 



















~HOOD- 


Victoria 
Gaiter 


Smart and stylish. Snug, 
comfortable and smooth 
fitting upper. Popular 
military heel last. For 
those who want protec- 
tion as well as'a trim 
dainty fit. Smart trade 
will appreciate this 
style. 







=HOOB- Snugs 


The flexible knurling curls 
over the edge of the shoe 
and molds itse‘f to the out- 
line in smooth lines’ that 
emphasize the perfect fit of 
the rubber to any last. The 
self-selling counter display 
earton enables your. cus- 
tomers to pick their size and 
help you to make 
make three sales in 
the time it used to 
take to make one. 





































Construction — Li ght 
weight Jersey cloth 
upper, in colors as 
specified below. 4 and 
6 buckles. Stretchable 
net lining. Bright fin- 
ish, plain edge sole. 
Made on one last only. 




















Construction—Best grade rubber upper and sole with special 
elastic flexible knurling. Fine quality strap that retains its 
elasticity. Special Snugs last that conforms to all women’s up- 
to-date shoe models. Snugs are made in full sizes only from 
3 to 7. One last and five sizes will take care of all require- 
ments. The shoes are stretchable and will fit on several different 
sizes or shapes of leather shoes, thus, size 3 will fit best on 
2%, 3, 3%, ete. They are packed 48 pairs to case in the 
following rung: 















Size Height Color Last Price Size 3 4 5 6 7 : 
Women’s 6 Buckle Black City $3.50 Oo Ree 6 15 18 6 3 48 pairs 
Women’s 6 Buckle Brown City 3.60 Comtainer .scccsess 2 ee: 2 1 16 pairs 
Women’s 4 Buckle Black City 3.15 Every 16 pairs packed in a special display container for quick 
Women’s 4 Buckle Brown City 3.25 sales. Three containers, 48 pairs to a case 
Size ast Price 
Women’s Special Snugs $0.55 





=HOOD- Custom Last 


Many new shoes are being made 
with heel from % to. 9/8 high 
and medium pointed toe. Retailers 
are finding Hood custom last to be 
the best fitting rubber for this style 
shoe. Look into this yourself. 


‘HOOD RUBBER PRODUCTS COMPANY, Inc., Watertown, Mass. 


RRR OE OR EO EOE ER OR 
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LARKIDE 


The “Ultimate Sole 





THE BUYER OF LARKIDE SOL 
WRITES HIS OWN GUARANTELS > 


sor 


100% proof against potent 
acids. A winner in the hy- 
draulic test. 









In the _ grindstone 
test superior over 
finest sole leathers, 
3 to 1; over best 
fibres, rubbers, and 
compositions, 8 to 1. 












Vill n 
’ bles e¢ 
Will not crack nor eet, 
deteriorate in stock. 

Will not bulge. 





NTEE Does not harden, buckle nor crack, but 








October 29, 1921 








LARKIDE 


The ‘ultimate Sole 








retains its nappy surface. Will not ab- 
Will not burn the feet. 





sorb moisture. 





























Vill not slip on wet pavements. Peb- 
cannot depress it and hurt the 


wear in every single shoe. 
may be kept at any temperature. Soles 
that require no change of tension or 
thread during rapid-stitching. 
that can be procured in shades to match 
all upper leathers, drills, canvas, or 
fabric. 
cost less than, top-grade fibre, leather, 
or rubber soles. 


Soles that will not crack nor in any way 
deteriorate while being kept in stock. Soles 
that will not bulge. 


Soles that will not absorb moisture, that will 
not rot, that will not burn the feet, that will 
not slip on wet pavements. 


Larkide Soles answer all the above require- 
ments. Scientific and practical tests have 
proved Larkide’s superiority over the finest 
fibres, rubbers, leathers, and compositions. 


Write for the complete story of Larkide 
Soles in attractive and interesting booklet. 


THE LARKIDE COMPANY 
OFFICE- 201 DEVONSHIRE ST., BOSTON 
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What Manufacturer, Merchant and 
Consumer Have Long Sought 


OLES perfectly uniform that need 
no grading, thereby assuring equal 
Soles that 


Soles 


Soles that are superior to, that 
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Two of the Seasons Newest Effects 


FOR IMMEDIATE 
SHIPMENT 
1501 Wonderful Fitters 
Graceful Lines 





PATENT COLT 
TWO STRAP GRECIAN 
COVERED HEEL 
SILK CORDED 
AA TO C $5.25 





PATENT COLT 


THE POPULAR 
STYLES TO - 
INCREASE SALES 


W.T. HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 


15 NO. FOURTH STREET 


THREE STRAP 
CENTER BUCKLES 
COVERED HEEL 
SILK CORDED 
AA TO C $5.25 











PHILADELPHIA 











FOLLOW THE HOUSE OF 
DISTINCT FOOTWEAR 
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IN STOCK 





No. S3369—Mahogany Kipp, $4.00 
IMITATION WELTS 








No. S4049—Blk. Satin, 14/8 Heel 
$5.75 


No. $4051—Blk. Kid, 16/8 Heel. . 
5.00 
TURNS 


No. S4050—Blk. Satin, 16/8 Heel 
$5.50 


No S4052—Blk. Kid, 14/8 Heel 
$4.85 
TURNS 








No. S3386—Blk. Kid, Oxford.... 
$2.85 


No. S3385—Blk. Kid, 2 Strap.... 
$2.85 
McKAYS 








No, S534—Blk. Kid, 6% inch... 
$3.25 


IMITATION WELTS 





No. S548—Brown Kid, 8 inch.... 
$6.00 


No. S550—Blk. Glaze Cab, 8 inch 
IMITATION WELTS 

















ARCH REST 
No. S2944—Hav. Brown Kid, 8 
$7.50 


inch 


No. $2950—Blk. Kid, 8 inch.$6.50 
WELTS 














ARCH REST 
No. S2939—Blk. Kid, Stout, 8 
h $6.00 








ARCH REST 


No. S2886—Blk. Kid, 7 inch.$5.50 
No. S2937-—-Blk. Kid, 8 inch. $6.50 
No. S6787—Blk. Kid, Oxford.... 


“COMBINATION LASTS 
WELTS 








These are a few of our stock styles. 


Write for our catalogue showing all stock numbers. 


THE IRVING DREW CO. 


PORTSMOUTH, 


OHIO 
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= 
MEN’S AND WOMEN’S 


South Shore Styles 


Ready to Ship 


li 


| 


| 





UA 


S-72 
S-92 Men’s Russia Regular Oxford. 


Women’s Medium Russia Oxford. Park Square Last. Medium 
Miss Bon Ton Last. AA-D, 2-8. Brown. A-D, 5-101. 


Price $5.00 Price $5.25 


$-94—Women's Medium 
Russia Oxford. 156 
Last. Lace Stay. Imi- 
tation Ball Strap. 9/8 
Heel. Rubber top lift. 


Price $5.00 


S-96—La Hav Brown 
Ox. 240 Last. AA-D, 
2-8. 


Price $5.75 


S-98—La Blk Vici Ox. 
240 Last. AA-D, 2-8. 


Price $5.25 S-94 


ALDEN-WALKER & WILDE 


(INCORPORATED) 


EAST WEYMOUTH, MASS. 
NEW YORK OFFICE: 299 BROADWAY 


AAA 


lhis 


“all 
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The LAPE s ADLER ©G. 
| HI-STYLE “xr: LO-PRICE 
COLUMBUS OHIO. 


OFFERS YOU 


The most unusual trade-increasing and 
profit-making line of women’s shoes 
that you will see this season. 


Styles that make customers at the first 
glance. Fit that makes permanent 
wearers, Prices that make money for 
every customer. 


Buy them when our salesmen call. We 


will cover-territory but once. Take 


advantage now of this Wonderful 


OPPORTUNITY 


—— 
—= 
—— 
——= 
—— 
—— 
— 
—— 
—= 
—— 
—— 
——= 
— = 
—= 
—— 
—— 
—= 
—— 
——= 
—— 
—= 
——= 
—— 
——= 
——= 
—— 
——= 
—— 
—— 
—= 
—— 
—— 
——= 
——= 
—— 
—— 
—— 
—— 
—— 
=_—— 
—— 
—— 
= 
—— 
— 
—— 
—— 
— 
—— 
= 
— 
—— 
== 
—— 
—— 
== 
a 
— 
= 
= 
= 
= 
= 
a 
= 
= 
= 
—— 
= 
== 
— 
= 
a 
= 
= 
— 
—=— 
= 
= 
—=— 
— 
— 
— 
— 
= 
— 
—=— 
—— 
— 
— 
— 
— 
—=— 
— 
= 
— 
— 
— 
= 
— 
—=S= 
— 
— 
—=— 
== 
— 
= 
= 
—S 
== 
— 
— 
= 
— 
== 
— 
— 
— 
— 
— 
—S 
— 
= 
—— 
— 
—— 
= 
= 
= 
= 
= 
— 
— 
= 
= 
= 
= 
= 
= 
= 
== 
= 
J 
= 
— 
a 
= 
= 
= 
= 
— 
— 
— 
= 
— 
— 
= 
= 
= 
= 
= 
— 
= 
= 
= 
= 
= 
= 
= 
= 
= 
—— 
= 
= 
= 
= 
= 
= 
= 
—— 
= 
= 
= 
= 
= 
7 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
as 
= 
= 
as 
= 
= 
= 


= 


lis 





24 BOOT AND SHOE RECORDER October 29, 1921 


| 
CHILDREN’S PHYSICAL CULTURE SHOES 


Develop Perfect Feet 











al. 





Physical Culture Shoes for Children are built sturdy over our special 
combination lasts by master shoe makers. 





Realizing the need of 100% leather shoes for children, we are cutting 
all bottom and upper stock, from the same high grade leather used in 
our women’s shoes; the same chamois sateen linings; whole toe, no 
cut off vamps; tongue and back stays down to the soles, lasted in at 
toes and heels. 


The wearer of Physical Culture Shoes has the comfortable assurance 
that will aid nature in the healthful development and support of the 
growing foot. 


Wm. Henne & Co., Inc. 


957-971 Kent Avenue at De Kalb 
BROOKLYN, N. Y. 


In Stock A to E widths 5 to 8; 814 to 
11 Spring heels; | 1 2 to 2 Solid Leather 
Heels. Russia Calf, Gun Metal, Black 
Kid, White Buck, Patent Vamp and 
White Nubuck Top. 
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VV HOLESALERS! 


Have you a line of shoes priced low 
enough to insure good dealer demand? 
The kind that the merchant can offer to 
his customers at $4.50 to $5.00? 




















We have such a line, and they are good 
shoes, shoes that satisfy in every respect. 
You can sell these shoes to retail merchants 
“with the knowledge that reordering will 


be the logical result. 











Russia Perforated Bal. Broadway 
Last. Single Sole. With Goodyear 
Wingfoot Rubber Heel Attached. . 





Corcoran Shoes are made in the city of 
Brockton, by highly skilled operatives. Each 
shoe bears our Union Stamp in the innersole. 














If you are “‘out after’’ volume busimess, if you 
want to add to your list of merchants, if you 
wish to enjoy the profits that come from carrying - 
a line priced right,—send for Corcoran samples 

Russia Full Quarter Blu. Cort 


and prices today! 
Last. Single Sole. With Goodyear 
Wingfoot Rubber Heel Attached. 














JOSEPH F. CORCORAN SHOE CO. 


146 Court Street BROCKTON, MASS. 
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No. 204—KID, 7 Inch Polish, Press eee 
and Fox, ag Cat’s-Paw Rubber Hees 

Co TR, Be Bcc ccccccncccscecsossen 

No. a90—saaih TOD KID, of Fy Palsy 
12/8 Rubber Heel. C, D, B, 


%. 


No, 272—KID SANDAL, Opera -— 228 
Leather Heel. C, D and E, 27 Last. 


me, 


ae — qancee, 12/8 — Boat. 
ys OE BF BAe cc ccccccccecéess 





No. 401—% FOX KID, Stock Tip Polish, 
Press Vamp and , eye eg Cat’s-Paw 
Rubber Heel. A to EB, 40 Last....... 

No. 402—KID STOCK TIP ‘OxFORD, 12/8 
Cat’s-Paw Rubber Heel. A to 40 Tes 25 


No, 405—KID STOCK TIP, 7 INCH POL- 
ISH, 12/8 Rubber Heel. C, D, B, On 2S ‘ 





No. 4510—KID SANDAL, > a 


| | No Box, 9/8 Rubber Heel. B® only.. 





No. L—_ey STOCK TIP a me- 
dium Toe, Rubber Heel. C, D, B and 
EE, 145 Lact. peoseccceeeocceséoseound $2.25 





No. 461—KID we Commonsense Toe, 
7/8 Rubber Heel. , B and BE, 462 es 

















DEFINITE satisfaction comes to the merchant who carries an ample 

assortment of Gardiner’s Quality Comforts: a knowledge that there is 
continuous demand for comfortable, well-made boots, sandals, oxfords and 
Juliets. Gardiner’s In Stock catalog listing 26 styles for immediate delivery 
contains many helpful suggestions for building your business. 






H. K. GARDINER COMPANY ren setts 
680 WASHINGTON STREET _LYNN, MASS. oe 


BOSTON SAMPLE ROOM, 134 LINCOLN ST. 








Continuous Demand 
| 
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Live merchants are respond- 
ing enthusiastically to the 
boudoir values we are offer- 
ing. 


And why? 


Because they are priced with 


eration of their quality—and 
every merchant can market 
them profitably. 


We suggest your acting quick- 
ly while our stock is complete. 


FT TMIMMMIMIUMMUMILLMILULILIUIMIUIMIUIUUIMIMIUIUIUIUMIIU MIMI ICT UIMIULIUMIUTUMIUIULIUILIIITILIUIUI UIT 


Sil! M0000 00 
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In-Stock 


the utmost reason in consid- ~ 





No. 79—The Goodwin 


Made. of Black Cabretta, with Pom Pom, 
Quilted Sock Lining, Drill Quarter Lining. 
Sizes, 3 7, 3-8, 4-8. D Widths. In Black. Case 


lots only. 
Price $1.10 


No. 89 
The Goodwin Intermediate 


Made of Black Cabretta, All Leather Lined, 
+ Faas Heel. Same Sizes as No. 79; D 
idths. 


Price $1.25 


No. 99—The Goodwin Special 


Made of Highest Grade Leather, Special Pom 
Pom—Leather Lined. 


Black $1.35 
Red and Tan, $1.45 








E. J. GOODWIN CO. 


HAVERHILL 


INE 


le 


Ik 
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[Toler bs Ame 4 


FFICIENT distribution is a_ pote L 


3 factor in all industrial activitieg of 
ae From it springs confidence among buyeng te 























< 


Plant expansion and better maintenangg ty 
result. : 














%, exciusivety & 


WELTS & 
X Aus cups (| 


WOMEN'S 
HIGHEST 


5 re Ree 






































HARNEY 
SHOE CO. 





HENNESSEY 
- MAXWELL & . 


pM BUCK WELTS 
fer GROWING GIRLS. 

MISSES ard , 
CHILDREN 






FOOTWEAR 
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port 


pote | ynn—situated almost within her source 
Ivitieg of supply, possessing sufficient and in- 
uyens telligent workers, and quickened by 














nan tradition—is the epitome of efficient dis- 





tnbution. 




















er? Le 
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“7 NS SLipe® ws | 
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PATENT OXFORDS 


MADE IN ST. LOUIS 
IN STOCK FOR IMMEDIATE DELIVERY 


Chrome patent, St. Louis McKay 
Flexible, heavy single sole, 13/8 
leather heel, B and C widths, 214 
to 8. 


$3.50 


No. 134 


Chrome patent, St. Louis McKay 
Flexible, heavy single sole, 13/8 
leather heel, B and C widths, 1 
to 8. 


$3.50 


wi 


DAVID P. WOHL SHOE CoO. 


1216 Washington Ave. St. Louis, Mo. 


That Live Shoe House in That Famous Shoe City 
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SINBAC 


Offers Attractive Values In 


BOYS’ SHOES 


October 29, 1921 


n>) 
bo 


In Stock for at Once Delivery! 


Over one hundred and fifty easy selling 
styles in shoes for young folks of all ages 
listed in catalog G. Send for it today! 


The line 


PRO aries eo 
CHicaGo, W- 
SINSHEIMER BRO. & CO. 
211-13-15 W. Monroe St. 


~ a, 
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10 Iron soles give 
maximum wearing 
quality to boys’ shoes 
shown here. 


Wingfoot rubber 
heels attached make 
them easier to sell. 


“Shoes like Dad's.” 


High grade mate- 


}! 


This Classy Brogue 
Catches the Boy’s Eye 


As above in Gun Metal Calf. 
Perforated. B, C and D 
Widths. Goodyear Welt. 


Sizes 


Boys | to 5Y4 


As above in Brown Calf. 
Perforated. C and D Widths. 
Goodyear Welt. 


Sizes 


Boys | to 514 





R2232 $3.75 


R2226 $3.75 


rials, fashioned by 
excellent workman- 
ship, insure service. 


Every shoe carries 
our guarantee—the 
trade mark below— 
on the sole. 


A Steady Selling Staple 
It Pays to Stock 


As above in Mahogany side 
blucher. Goodyear Welt. 
Widths B, C and D. 
R2220 $3.35 
Sizes 


Boys | to 514 


As_ above. Black Calf 
Blucher. Goodyear Welt. 
Widths B, C and D. 
R2214 $3.35 
Sizes 


Boys | to 514 
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MAHOGANY HIGH CUTS 


ANNVILLE BRAND 


. You can buy all of your children’s shoes 
I N a S - O C K from KREIDER and have the advantage of 
the largest In-Stock Department in_ the 


world. This means a real saving to YOU. 







R1377—Mahogany High Cut McKay 
Sewed, FOOT FORM Last, Imitation 
Tip, Annville Brand. 


Growing Girls’, C-D, 2%4-7.......... $3.50 
Misses’ C-D, 1114-2.......-.---se eee 2.85 
Child’s Spring Heel, D, 8%-11....... 2.40 


As above English last, Order No. R377. 


@ 
MEAS Yrawer Ce. 
Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
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CHICAGO NEW YORK, N. Y. BOSTON, MASS. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 

G ST. LOUIS, MO. PITTSBURGH, PA. PHILADELPHIA, PA. Y 
4 1408 Washington Ave. 923 Penn Ave. 51 North Third St. " 
FACTORIES 

AnnvilHe Middletown Lebanon No. 2 
Lebanon No. 1 Palmyra Elizabethtown 
Pennsylvania 
Ve ; i Q i Kz A 
ov SN ca 
» fff ay i WN 
1 Mfg acti 
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LEATHER 
SHOES 


AA complete line of 
Welts - DoubleWelts - McKays ~ Jurns 
in the foHowing runs | 


GIRLS’ BOYS' 

MISSES° YOUTHS’ 

CHILD'S LITTLE GENTS’ 
INFANTS’ 





"AB ae Paro hay? atatealsetereutyt He ?a!s hake 
Certificate with every Pair 


| THEY SPEAK FOR a 


Write or Wire for Salesman 














ROBERTS. JOHNSON & RAND 


MANUFACTURERS Branch of International Shoe Co. ST.LOUIS 
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Poll-Parrot 























se, 

















A complete first quality line of 
solid leather shoes 
(\ 
For Children 
HIS complete first quality line HE advent of the Poll-Parrot : 
of Poll-Parrot Shoes is the line widens the possibilities 
latest addition to the famous for a greater and more profit- 
Star Brand—a favorite fast-selling 
able volume of sales for you, enables 
line of foot-wear among thousands : 
hha teaelisniasnapaien. you to cater to a greater circle of 
customers and makes it possible for 
S a member of the Star Brand 
you to make two sales where only 
family, Poll-Parrot Shoes 
: ; one was made before. They offer 
possess every quality of lasting ; 
serviceability, modish appearance and to shoe dealers the prestige and the 
desirable comfort that have always service that have come to make Star 
characterized Star Brand Shoes. Brand Shoes famous. , 
ray 
Note carefully these five dominating features that make Poll-Parrot 
Shoes distinctive : 




















MA Whe 


Superior All-Leather Quality 
High Standards of Workmanship 
Attractive Up-to-date Styles 
Easy, Well-Fitting Lasts 
Maximum W. earing Comfort 
































Let the Star Brand salesman tell you about the Poll-Parrot line. it 
A wire or letter will bring him. 1¥ 

















ROBERTS. JOHNSON & RAND 


MANUFACTURERS star Vile i mee) o International laters) Co. ST.LOUIS 
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AMERICAN HIDE & 
LEATHER COMPANY 






































CADET CALF 


A new line of colors in a tannage already famous. 
Bright and Semi-Bright Finish. 
Smooth or Boarded Grain. 

Popular Shades and Black. 


The CADET TANNAGE for durability, economical 
cutting value and appearance has always main- 
tained an extremely high standing. 























Offices and Stores 
New York Boston Chicago St. Louis Cincinnati 


Calf and Side Upper Leather Tanneries 


Lowell Chieseo Milwaukee Sheboygan  Ballston-Spa- Curwensville Woburn 
Shoe Stock Plant: Binghamton, New York 
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Herman’s 
Garrison 


Shoe 


' For General Wear 
and College Military 
Service 


. ° : : wy Munson Army Last. Soft Toe. 
NI Hey , aw Re-Tanned Chrome Leather. 
; . oe Full Double Sole. Outside 
- Counter-pocket. Half-bellows 

Tongue. 


s Ss. IN STOCK: D, E and EE, 6 


to ll. 
is $3.80 
= ERE is an Army-style model, solid leather throughout, that is selling 


= strongly everywhere—particularly in towns near colleges having 
military departments. 
No. 68 is a “Bear for Wear.” It is one hundred per cent comfortable 
and ideal for every form of outdoor activity. 


Plenty of sizes in stock. Quick shipments are our specialty. 


JOSEPH M. HERMAN SHOE COMPANY 


MILLIS, MASSACHUSETTS 


3 
FAGRAR rearanereren mnonenuanem manana enema mnannememan 


3 

3 

a 

3 

ae 

=} Style 68 is in stock, in full sizing. 
BS) 

3 

a 

Zl 
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Ar faleyman breezed inle a wve dealerr rlere 
Stnd he pul cut the glad hand with unctien 
There wasn't a time when he'd been there before 
That he badnt been able te function. 


Ie showed up hir vampler- they leeked very fine 
As they lay on the counter legether 

Me made cul the erder, ‘tway ready fe vign 
/tnd if specified shees of all Leather’ 

“Ttew come’, vaid. the merchant, “Dent hand me that junk 
Thir all-leather talk, why itr nethin? buf bunk 

[ want Meuvam Ceunlerr- theyre there with the war 


If yeu. den want fe de if-se leng, take the air.’ 








38 





Ag 
oe: 
a: 
Vi 
°F 
Ma 





BOOT AND SHOE RECORDER October 29, 1921 


FRED RUEPING LEATHERCO. 
> FOND DU LAC, WIS, U.S.A. 


Mohawk Calf 


Fashion’s choice is a smooth Black Calf. We cannot 
afford to exaggerate and in making the statement that 


““Rueping’s Mohawk Calf”’ is 


“The Superior Smooth Black Calf” 


we are sure of our ground. 

A rubbery, mellow feel, tight break, fine grain and 
deep black finish demands quality’s recognition and will 
do more to sell shoes than many words. 

Add these convincing points to your sales talk, specify 
““Rueping’s Mohawk Calf’’ and tell your trade about it. 

A leather backed by an organization that has pro- 
duced 


“Quality Upper Leathers” 


for over 65 years. 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 
Est. 1854 
BRANCHES 


Cincinnati Milwaukee 
San Francisco Montreal 


Chicago 
Northampton, England 
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‘Murray-made 
means merit” 


Smart Shoes 
Turns Exclusively 


Three Leading Sellers in Stock 
For Immediate Delivery 
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We have just moved into our 
new quarters at 115 Essex 
Street—we outgrew our old fac- 
tory—increased business com- 


pelled us to enlarge. 
THE KENT 


Patent Leather, Murray Made turns are gaining 
3 Strap, Center ° * 
Buckle, 12-8. in sales-momentum daily. And 
Spanish Louis e jo 

eel, 12-8 Mili- they are just as active when you 
tary Cuban Wood h ° 
Heel or 16-8 ave them stocked in your store. THE BUNNIE 


Full Louis Heel. 
; Patent Leather, 


Terms—5%—10 days Laatis, ie 


Pies’ $6.00. Military” Wood 
Blak Ooze Net 30 days Heel, or 16-8 Full 
Quarter, Patent ryt 78, 3 to 
aa * aoe 7; ¢ to 7 
nter ju: e, ° 
12-8 Ss onteh : Price $600. 
Louis eel or 
16-8 Full Louis 
Heel. B, 3 to 7; 
C, 3 to 8; D, 3 to 
8. Price $6.50. 


THE SALLY 

SANDAL 
Patent Leather, 
3 Strap, Center 
Buckle, 12-8 
Military Wood 





TTT 


Same in _ Black 
Ooze, $7.00 



































HORACE W. MURRAY CO., INC. 


115 ESSEX STREET HAVERHILL, MASS. 























BOOT AND SHOE RECORDER October 29, 192] 


TbeHeel LhatAddsH. Finishing Souck 











“ARMORTRED 


Why 1s tthat- The number of makers of 


better grade shoes who use 

Armortred Heels steadily 

multiplies? 

Because they find that the de- 

sign of ARMORTRED 
EELS adds to the appearance 

of their shoes. 


ARMORTRED HEELS 


are not only extra good looking 
but also extra good. 


Quabaug Rubber Co., North Brookfield, Mass. 
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The Excellence of Style and Quality in the 
“Staco” Line is Shown by Repeat Orders 


Women’s welts now 
added to our long 
line of men’s Brock- 
ton-made shoes. 


We use Goodyear Wing- 
foot Rubber Heels. 


D106—Men’s Tony Red Calf Bal, D121—Men’s Scotch Grain Recgue 
Park Last; also made in Mahog- Welt Oxford, Soft Toe, Rolled 
any Calf and Gun Metal Calf. Edge and Heel, Vanguard Last 

made in black and tan Scotch 


Grain. 


FOUR HANDSOME 
MODELS SUGGEST 
THE EXCELLENCE 
OF OUR STYLES 


D513—Women’s . Tony Red Calf D527—Women’s Sport Welt Ox- 

Welt Oxford, Smithsonian Last, ford, Plain Toe, Soft Box carry- 

13-8 Heel. Also made in Gun ing rolled edge and heel, with 6/8 

Metal Calf. Heel on the sport last made in 
black and tan Russia, black and 
tan Norwegian Calf. 


SEND FOR CATALOGUE 


STONE-TARLOW SHOE CO., Inc. 


BROCKTON, MASS. 


BOSTON OFFICE, 183 ESSEX STREET 
NEW YORK OFFICE, 47 WEST 34th STREET 
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This editorial from the 
Chicago Tribune has 
been heeded profitably 
by many leading shoe 
manufacturers. 


DY coo? PRs 
dott > Ne 
od. - a ae 

Ke™ -§D Gh age 05° 92! 

fo om pe ev® 


3 2 
> or SK o 
1°) 
> o> AS “je 
_ © See eo? 


Many of the new styles 
for men are featuring 


—LACING HOOKS 
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TRADE MARK REGISTERED 





No. 940—MEN’s 
No. 941—BOYS' 
No. 
Si 
No. 943—LITTLE MEN’S 
Sizes 8-10% 
WOMEN’S—Sizes 2%-8 
WOMEN’S—Also in Oxfords 
(Send for Complete Catalogue) 











“SPORT-TRIM” 
BAL 


A better shoe at the right. price 





Loose lining. Smooth suction sole. Athletic 
trimmed throughout, including outside back 
stay. Altogether it’s a shoe to depend on for 
sales and satisfied customers. 


CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASSACHUSETTS 


MANUFACTURERS OF 
RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 
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Newly Created ‘Designs In 


Buckles 6 Footwear 
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HAROWARE 
PRODUCTS 








cANNOUNCING 


Season of 1921~1922 





No. 2416 No. 137114 No. 1141 No. 1413 No. 1416 
Sizes 3g-14-5g Inch _ Sizes 34-14-54 Inch _ Sizes 34-14-54 Inch Sizes 34-14 Inch Sizes 14-%-14-5 Inch 





No. 1062 
Sizes 34-14 Inch 


No. 2136 No. 2137 
Size 34 Inch ; Size 34 Inch 





bers 


and 





supplied in all desirable finishes and sold by leading job- 


hensive assortment of buckles suitable for use on men’s 


Buckles shown above are only a few of the many 
everywhere. 

We shall gladly send free samples upon request. 
Write for Bulletin 132, illustrating our compre- 


women’s shoes. It’s yours for the asking. 








sees 





SES NEW BRITAIN, CONNECTICUT See 
Si % * % se 505 . 
BS oe CHICAGO BRANCH SALES OFFICES ee 3 
Soe ©6326 , Madi wom St. 12 7 Duane St. 

Me XX Se SAN RAN J 
RIES Postal Tel. Bidg, 608 Victoria Bldg, 


North § Judd Manufacturing Cmp; 
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NOVELTIES 


FOR AT ONCE DELIVERY FOR AT ONCE DELIVERY 


THE BEST BET. FOR 
A QUICK TURNOVER 
























No. 133—Black Patent oo ~~ 3 Pum with Junior 
Louis Heel. AA, 4-8; 3-8; 2-8; 


Price $6.26 Beave Genter Buckles Ouben Hel, AA, 28; 4. 88; 6 
ORs Ge oss coke Si coccccsccoess " Brice $6.25 
FOR AT ONCE DELIVERY FOR AT ONCE DELIVERY 





EVERY SHOE 
A BUSINESS BUILDER 











No. 130—Black Satin C—Sone Straps like above. Pye as 


No. 129—Black Kid C. 8. One Strap, nm age 4 Strap 
and oe", Junior Louis Heel, No. 90 Last. » 4-8; 
A, 3-8; B, 38; O, 2-8, 


tmmediate 3 WORAVGET 665 ccccciccens Price $5.50 . 2206—Black Kid One Strap, Fully Perforated, Junior 


FOR AT ONCE DELIVERY 


Powis Bee, « BA WH Go scccccccccsnsseccce Price $5.75 


These styles are the most in demand. Each one 
will be found a producer of profitable trade for 
you. To omit any one of these models from 
your stock would be a mistake. We suggest 
an assorted order today. The very best mate- 
rials and workmanship are clearly revealed in 
these values. Buy what the other fellow doesn’t 
have. Order early—now. 


ee HOPKINS and Extis 


Suede Saddle, Junior Louis Heel, Diamond ‘oration on 
8-8; B, 2%-8 


Vamp. AA, 4-8; A, ; OC, 2-8..Price $6.00 H hill M h tts 
ag gh Re averhill, Massachuse 
Louis Heel, Sizes as above..........++0- Price $7.00 
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IN STOCK 


Stock No. 861—Newark Bal, Stock No. 871—Style like No. 
Tony red calf. Perforated through- 861, P & V No. 104. Perforated 
out. Fancy center perforation in throughout. Fancy center perfora- 
tip. One inch heel. Goodyear tion in tip. One inch broad heel. 
‘“*Wingfoot’”’ rubber lift. ‘‘Vogue’’ Goodyear ‘‘Wingfoot’’ rubber lift. 
last. 13 iron single sole. 13 iron single sole. On our ‘‘Ad- 

Price $6.50 vice’ last, Price $6.50 


WOMEN’S STYLES 


Stock No. 103 


Re ae 4 
. 1 orwegian Welt Ox- 
Stock No. 10 Rerwoginn WeltOn- 
—P & V Cherry and pinked  thru- 
Calf Oxf.—2 rows 

close stitching thru- 

Imitation tip. on: 
carries a 

¥ » 185; Code 
Widths, AA-D. Appl e; ‘Widths, 


Charles A. Eaton Company 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
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MARY JANES! 


1922 Will Be 
Another MARY JANE Year 





Bit wwra are no “MARY JANES” like Lyons and 
Hershenson Patent Leather Mary Janes. 


That is their reputation in the trade, and they deserve it 
bcause of the VALUE we put into them by strict specializ- 


ing on MARY JANES that look well, wear well and sell well 
at popular prices. 


PLACE YOUR ORDERS EARLY 


We have steadily increased our production each year, but never 
have been able to supply all who demand our Mary Janes. 


DON’T BE DISAPPOINTED 


Lyons & Hershenson, Inc. 


Chelsea, Mass. 
Boston Salesrooms 207 Essex Street 





P KT Oe aa ea es ee 


MARY JANES 
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“Kimonos and (omfys 
Are the Things to Wear’’ 
er only, do Des Fall is the season when 
our Comfy national ad- 
vertising shows its great- 
est results in increased 
sales in our dealers’ 
stores. This full page 
Comfy advertisement for 
October is one of the 
series reaching the 
2,000,000 readers of the 


Ladies’ Home Journal. 






































Are You Ready for 
a Big Fall Business on Comtys? 






































Fall season is Comfy season in every shoe 
store in the land. With the fall comes the 
strong desire of everyone to get relief from 
wearing hot and uncomfortable high shoes 
in the evening, and seek protection from 
cool floors when dressing in the morning. 
Two fall needs which give a strong buying 
impulse to fall sales and Comfy Slippers. 


Are you ready for the fall demand on 


New York Sales Room: 
116 East 13th St. 


Daniel Green Felt Shoe Co. 


And are you selling them to 
every purchaser of high shoes? 


Comfys? 


Be sure you have the genuine Comfys— 
the kind that look best, wear best and sat- 
isfy your trade. 

Investigate our “In Stock Service." Write 
for our catalog of “In Stock Comfys and 
Satins.” 


General Offices: 
Dolgeville, N. Y. 


Daniel Green 


Comfy 


Slippers 





wn 


BOOT AND SHOE RECORDER 


October 29, 1921 








La France _ 


CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 











Brown or Black Kid. 








La France “REST CURE” 


E have been making 

them in _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. 
La France Flexible Welts 


are tqo well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 





For the Assistance of 
Our Customers 
We have provided a 


very complete and 
helpful 


Free 
Advertising Service 
on Rest Cure Shoes. 
You are cordially in- 
vited to avail your- 

selves of it. 











shoes are an established success with most 


position most comfortable 
to the wearer. 

No shoe we know of em- 
bodies all these important 
features. 

In_ selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


La France Rest Cure Shoes Are Carried in Stock 
Boots and Oxfords—Finest Black or Brown Kid, AA-D 


Williams, Clark & Company 


Women's Welt Shoes Exclusively 
183 Essex 


St., Boston 








wo 
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A CLASSY SHOE AT A POPULAR PRICE 


THE GREAT POPULARITY OF THE Lundin SHOE IS DUE TO MUCH MORE THAN ITS 
EXTREMELY REASONABLE PRICE. 


WE ARE SPECIALTY MANUFACTURERS; AND AS SUCH, WE ARE ABLE TO GIVE THIS 
MEN’S FINE DRESS WELT MANY A TOUCH OF INDIVIDUALITY WHICH LENDS IT A DIS- 
TINCTION WHICH HAS MADE IT EASILY THE GREATEST TRADE-BUILDER ON THE MARKET. 


If there isn’t a .4ndin Dealer in your town, write us TODAY 


LUND-MAULDIN Co. 


MANUFACTURERS ; 
SAINT LOUIS U.S.A. 





rTM MALL LCL LAM MULL LU MLL LLL LUM ULL MULT 











= 
— 
= 
= 
= 
= 
= 
= 
= 
=> 
— 
= 
= 
= 
= 
=> 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
= 
— 
— 
= 
= 
— 
= 
= 
= 
= 
=— 
=> 
= 
= 
= 
= 
= 
= 
= 
= 
=>= 
=— 
> 
t 
—— 
= 
= 
=> 
=> 
=> 
= 
= 
=— 
=> 


UPULULANCUOECUCOUUOLCUOEANAAEUNE 


By) 


SIMILIAR 









BOOT AND SHOE RECORDER 








October 29, 1921 





WOOLWORTH BLDG. 


STATUE OF LIBERTY 
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JOHN CRAMER & SON 
199 Steuben Street 
BROOKLYN 


D. H. CHANDLER SHOE CO. 


166 Livingston Street 
BROOKLYN 


BERT E. DRAKE SHOE CO. 
235 Park Avenue 
BROOKLYN 


DEGEN LIPP, INC. 
133 Floyd Street 
BROOKLYN 


ANDREW GELLER 
240 Broadway 
BROOKLYN 


A. GARSIDE & SON 
Webster & 7th Avenues 
LONG ISLAND CITY 


GRIFFIN WHITE Co. 
DeKalb & Grand Avenue 
BROOKLYN 


JULIUS GROSSMAN, INC. 
372 DeKalb Avenue 
BROOKLYN 


WM. HENNE & CoO., INC. 
957 Kent Avenue 
BROOKLYN 


R. H. HOSKINS CO. 
39 6th Street 
LONG ISLAND CITY 


‘HORN SHOE CoO. 
145 Roebling Street 
BROOKLYN 


F. 8. KAUDER SHOE CoO. 
10 Leo Place 
BROOKLYN 


AMERICAN SHOE CO. 
166 Livingston Street 
BROOKLYN 


J. J. LATTEMANN SHOE 
MFG. CO 


St. Edwards Place 
BROOKLYN 


MAETRICH EYRE & CO. 
242 Greene Avenue 
KLYN 


I. MILLER & SONS, INC. 
1 Carlton Avenue 
BROOKLYN 


MORSE & BURT CO. 
1 Carlton Avenue 
BROOKLYN 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 





PINCUS & 
17 Lexington Avenue 
BROOKLYN 


PARISIAN SHOE CO. 
226 Varet Street 
BROOKLYN 


PERFECT SHOE Co, 
2941 Atlantic Avenue 
BROOKLYN 


DR. A. POSNER SHOES, INC. 
141 Roebling Street 
BROOKLYN 


pogans & DAVIS 
1615 Bast N. Y. Avenue 
BROOKLYN 


STRASSBURGER-STILES 
99 Myrtle Avenue 
BROOKLYN 


CHAS. STROHBECK, INC. 
309. “Johnson Street 
BROOKLYN 


VOGEL-MILLER 
4th Avenue & Baltic Street 
BROOKLYN 


S. WATERBURY & SON 
232 Throop Avenue 
BROOKLYN 


8S. WEIL & CO. 
379 DeKalb Avenue 
BROOKLYN 


ALGIER SHOE CO. 
138 Broadway, Cor. Bedford Ave. 
BROOKLYN 


JULIUS ALTSCHUL 
220 Varet Street 
BROOKLYN 


KOZAK & McLOUGHLIN 
14th Street & Governor Place 
LONG ISLAND CITY 


GEORGE W. BAKER SHO CO. 
343 Classon Avenue 


BROOKLYN 
c. A. B. SHOE CO. 
641 Lexington Avenue 

BROOKLYN 


COHEN & FRANK CO, 
756 Stone Avenue 
BROOKLYN 


J. & T. COUSINS 
369 DeKalb Avenue 
BROOKLYN 
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Appreciation of the exclusive points of style 
and selected materials embodied in Brook- 
lyn shoes is of course the basis of the de- 
mand for them. 


But there is a question if even their dependa- 
bility—their certainty of being always high- 
est class—does not itself contribute materi- 
ally to that demand. 


Sellers of top-quality footwear for women 
have come to know, without their inspect- 
ing it closely, that every Brooklyn model will 
be authoritative and worthy. 


Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 
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DUBLIC LIBRARY 
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“PARLEZ VOUS” 


THIS SHOE IS A SPLENDID COMBINATION 
OF BEAUTY, FITTING QUALITY AND HIGH 
GRADE MATERIALS AND WORKMANSHIP 


A SALES STIMULANT 


PATENT 
16/8 FULL LOUIS HEEL 
HEAVY TURN SOLE 
FULL QUARTER LINED 
TWO NICKEL BUCKLES 


EMERY & MARSHALL CO. 
Haverhill, Mass. 


BOSTON OFFICE: 183 ESSEX STREET 
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A strip cut from an O’Sul- 
livan Heel stretches and 
springs back like an elastic 
band 


This test of quality is known 
to thousands of your customers 


MILLION S of Americans, your customers among 

them, know O’Sullivan’s Heels and they know 
this test of their remarkable springiness and durabil- 
ity. They know why O’Sullivan’s Heels are the 
“quality heels’—know why they absorb the shocks 
of walking on hard, unyielding pavements. 


Every pair of new fall shoes with O’Sullivan’s 
Heels attached will give your customer that much 
more confidence in their quality. 


Line up with this big selling aid. Wire to your 
manufacturer or jobber today to attach O’Sullivan’s 
Heels to those shoes you have on order. 


Any manufacturer or jobber will gladly fill your 
order for O’Sullivan’s in both men’s and women’s 
styles. Insist on O’Sullivan’s. 


O’Sullivan’s Heels 


Absorb the shocks that tire you out 


SGT ON AGT SN AGS AGT SS AGT NALS NAAN AG SNOOAG NCA NAG NN 
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THERE IS ONLY ONE VICI Kil 


ETTER business— means not only more 
business—but higher standards of doing 
business. 


For example, in the shoe trade, better business 
will come the more quickly to the house that 
shows an evident desire to give better value. 


We suggest one means of assuring such better: 
value to buyers of shoes. 


Be sure your kid shoes are made of real VICI 
KID. Then take pains to tell your customers 
that this famous quality leather is a part of your 
plan for value giving. 


Robert H. Foerderer, Inc. 


Sole Manufacturer of VICI KID 
Philadelphia Penn. 
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HERE NEVER HAS BEEN ANOTHER | 


























BOOT AND SHOE RECORDER October 29, 1921 


2 RRRREREREE RUE RSG REE 





Men’s Dress Oxford 


All Patent Leather 
Light Beveled Edge 
Plain Toe 


We Are Strong on Quality in Our Line of Men’s Shoes 





ee 


’ DOHERTY BROS. 
Factory: Avon, Mass. 
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Our Leading Specialties for 
Spring Season of 1922 


VAN DYKE CALE _ tte approved Brown Shade 

VAN RUBA CALE Pees Red with tat grain 

VINETTE CALF . oe = 
VIX CALF Seite Tat, siemens 
BLACK VINETTE CALF sits! 
VEGA CALF Shea nhs Soa 
OKAY CALF ee ee ie 
CHIC CALF Handsome Black Suede with ve 


 SKOTCH GRAIN In Patent, Black and Colors 
NEWMADE PATENT LEAT 


(Small Kip Sides) 


Most of the leading shoe 


manufacturers are showing 
the above lines in their samples 
of men's and women's fine shoes. 


BARNET LEATHER CO., Inc. 


Headquarters 
81 Fulton Street, New York, N. Y. 


Tanneries: Little Falls, N. Y. 





N. E. Selling Agent 
BARNET LEATHER CO., INC., OF MASS. 
98-100 South St., Boston, Mass. 
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WHAT are RIGHT Prices? 


Right prices are prices which will move goods, and keep them moving from manufacturer 
to merchant and from merchant to consumer. 








Hagerstown is having a 
sharp movement of goods, both 
for quick shipment and for 
next Spring. 


Both the McKay factory and 
the Stitchdown factory are 
very busy. 


Do you need to size in from 
our stocks of school shoes? 


And have our Spring Catalog 
and Price List reached you? 


STITCHDOWN 











Hagerstown Shoe & Legging Co., Inc. 
Hagerstown, Maryland, U. S. A. 




















/ 


| | 


i i 


Do not forget that the man who pays from $5 to $9 for his 
shoes is even more critical of their service than he who pays much 
more. 

In that connection it is well to remember that Weber Brothers 
Shoe Co. have adhered closely to their established standards of 
value for over a quarter of a century. 


WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 
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A style for next Spring that 
you can buy now with ab- 


solute safety— 


It’s Patent Leather 
and It Fits! 


Style 446 
Last 120 


Patent Blucher Oxford Perforated, carry- 
ing an eleven-eight hegl. This last is right 
from every angle. 


J OHNSON Eps: 


SHOE MIG CO. 
HALLOWELL 





Made Jn‘Jhe Pine Free flale~ 
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HAVANA BROWN No.10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 








Y EAR by year our trade mark has taken 
on a more important meaning to the 
shoe trade. 


That meaning is Security—security in all 
those factors such as beauty of color, fine- 
ness of texture and satisfactory service to 
all who make, sell or use shoes made of 


Scherer's *“‘Flower City’ Kid. 


Oscar Scherer & Bro., Lnc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


HERE 


Flower Cit 


securily. 








BELGIAN BLUE No. 21 
MAPLE BROWN Nz. I? 
BOOZIE BLUE No. 38 
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Our latest Moccasin 
Brogue, made of 
Scotch Grain. Carries 
heavy sole and full 
flange heel. A real 
smart sport shoe. 
Price $4.50 (not in 
stock). 


mmm th 








- We Are Large Users of 








IN STOCK—Patent 
leather oxford (soft 
toe), flexible sole. A 
smart dancing pump 
at the lowest price of- 
fered. Price $4.25. C 
and D widths, 6 to 
10%. 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), MASS. 


Boston Office, 117 Lincoln St. Detroit Office, 213 Bowles Bldg. Philadelphia Office, 411 Forrest Bidg. 
Chicago Office, Security Bldg. New York Office, 303 Fifth Ave, 
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AS USED BY QUALITY amcor 


The Natural Color of Shrewsbury Bark Tannage Shows‘ Through Perforations 





G & H SPECIALTY LEATHERS 
Steewshevy Gute cot, Nat. Color:...No. 89 
WEEE 66-0600 No. 88 

Mahog. ......No. 66 

Dk. Mahog. ...No. 126 

Scotch-Tan ...No. 139 

= = . No. 116 

Black ..No. 90 

He ” ..No. 16 
Steowsbury Sthendmevien Grate Calf eee Black 
....Brown 

Green é tay Suton Scotch, Tan...... No. 30 


Black ..No. 99 
BEWARE OF IMITATIONS 











Never before were the public so keen for 
value as now. With incomes reduced the 
natural desire to stretch the dollar to the 
limit gains strength. Serviceability of shoes 
equals style as a selling attraction. Shrews- 
bury Grain Calf provides the serviceability— 
and the style. A combination which is the 
“big stick” of business. 






MADE BY 
FIEBRICH-FOX-HILKER SHOE CO. 


RACINE, WIS. 
Be among those using it. 


MR. MERCHANT 


Are you taking advantage of the “G&H 
Tag Plan” of identifying Shrewsbury 
Grain Calf Shoes? Write us for details. 





















ESTABLISHED 1782 INCORPORATED 1900 


OEM 3 gc NTE 


GREEN &HICKEY LEATHER CO 






i 


Sople athersWhich Qre Unegualhe 
15 COLUMBIA STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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In BEECHTEX and BRIGHTEX 
wear is assured—cleanliness 
is a certainty 


HESE splendid white shoe fabrics 
eliminate the undesirable qualities of 
white footwear. 


In dainty pumps—or sturdy sport shoes— 
they look equally well, and footwear made 
from BEECHTEX or BRIGHTEX never 
hardens or shrinks, but retains its smooth 
soft kid-like feel. You can feature these 
white shoes with the certainty that they 
will give complete satisfaction and result 
in permanent customers. 


MADE WITH CARE— 
PREPARED FOR LONG WEAR 


J. EINSTEIN, Inc. 


7-11 Spruce St., New York City © 


BOSTON ST. LOUIS CINCINNATI MILWAUKEE 
MONTREAL BUENOS AIRES 


=.) 
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Watch the Women 


Some Afternoon 


Count the ones wearing comfort- 
able common sense walking shoes. 
You’ll probably be surprised. 








Then lay in a stock of Modified 
Educators—the shoe that received 
the enthusiastic endorsement of the 


National Council of the Y. W. C. A. 













It’s a combination women are buy- 
ing — style — comfort—orthopedic 
correctness plus wearing qualities. 










Modified Educators are in stock 
AAA to E, 2% to 9, black or tan— 
high or low—making 392 fitting 
combinations. 












In stock at each one of our nine dis- 
tributing houses. Write nearest 
house for sample. 










Rice & Hutchins Distributing Houses 








The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins Cincinnati Co. 
The Rice & Hutchins St. Louis Shoe Co. The Atlas Shoe Co., Boston, Mass. 






Joseph I. Meany & Co., Inc., Philadelphia 





RICE & HUTCHINS, Inc. 


10 HIGH ST. BOSTON, U. S. A. 
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Buying Close to Store Needs 


There Is a Proper Utility of In-Stock as a Service Feature in 
Selling Sizes and Tested Styles 


chant that is so valuable that it is to prove 

more than an emergency measure promising 
to become a permanent and extensive department 
of every shoe factory. It is here because it makes 
possible the obtaining of selling sizes, when wanted, 
when stylish, and when profitable. 

Necessity is the mother of In-stock. A _ sure 
prophet in styles has no need for in-stock footwear. 
But merchants have found that these are days when 
a primary order needs the supplement of selling sizes 
in the midst of the season. To order factory con- 
struction would take the selling date over the fitting 
stool into the tail end of the season, for as styles go 
their season is often limited by days and weeks in- 
stead of old time months and half-year periods. 

It is not necessary to point out the features of in- 
stock, for the advantages are very evident—more 
sales—less capital—greater turn-over. There is, 
however, a necessity for clarification of in-stock ter- 
minology. 

First, in-stock must justify the name and intent 
of shipping at once from footwear on hand in the 
factory. 

Second, it must be nearly as economical as the 
anticipatory order. 

Third, it must not be the sole method of buying 
used by the merchant, because then it becomes a 
hand-to-foot peddling process with the possibility of 
damage to the store’s standing with both trade and 
public. To venture and anticipate is to make a vigor- 
ous and well balanced business by selections which 
form the main movement of business throughout the 
year. 

To then augment the stock by telegraph and mail 
orders is to keep active each line of shoes worthy of 
more sales by more selling sizes. In-stock is truly a 
proposition of sixty per cent sizes and forty per cent 
styie—the former being the more important feature. 

Those very active critics of the middleman have 

spent a busy year in telling Washington that the high 


I N-STOCK is a function of service to the mer- 


cost of distribution could be lessened by cutting off 
wholesaling. Let them look into the book of industry 
for the real utility of small lot distribution, for whole- 
saling and in-stock are the same. Under wholesaling 
the shoes are sent to jobbing centers and then dis- 
tributed in small lots, while under in-stock the journey 
of the small lot is just a more distant process. The 
elements of planning ahead at the factory and the 
plotting of sizes is identically the same. The “order 
and ship” features are similar. In wholesaling the 
salesman makes more frequent visits, whereas in in- 
stock the salesman with a shorter line makes a wider 
territory. In-stock and wholesaling therefore have 
come into a greater serviceability, and likewise a 
greater degree of venture. Shoes must be pretty 
nearly correct in every detail to justify classification 
as in-stock. 

As time goes on it will become necessary to code 
and simplify the method of buying by telegraph. We 
advocate the early adoption of a universal terminol- 
ogy that will make it possible to put into a fifty-word 
night-letter an accurate order, especially on the im- 
portant feature of sizes and widths. As the method 
now stands errors are frequent and the following let- 
ter conveys the real desires of the merchant. Where 
days and hours count the mail service is often so 
slow as to make distant orders a full week slower 
than necessary. If In-stock is to be the real service 
it can be—it needs this improvement. With holi- 
days ahead utilize in-stock to the utmost for the 
sales and profits prior to the New Year. 


Down to Brass Tacks 


The whole scheme of the democratic government is 
based on the propositions that the interests, security 
and welfare of all of the people are paramount to those 
of any individual, or group of individuals; that the 
protection of the commonwealth and the preservation 
of its integrity and authority are essential to the free- 
dom and safety of the individual and his interests; 
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and only by the. unyielding -maintenance of these_ 
propositions can government of the people, for the-< 


people, bythe people, endure and civilization survive 
and function in the United States. 

When, therefore, any minority of the people 
banded together into a bedy calling -itself a labor 
union tells the Nation, which is all the people, that it 
must. be granted certain peculiar privileges of work 
and wages,-or it will arrest‘the march of Civilization 
in America, stop the wheels of- industry, compel the 
harvest. to’ rot ‘in the field and rust in the warehouse, 
prevent ‘free intercourse between states and. cities, 
induce’ famine;- foster disease and bring suffering, 
disaster and-death to a thousand separated communi- 
ties, that labor union is-guilty of treason to democracy 


and treachery to civilization, since it is declaring. war” 


on both. This, in plain language, is what the Rail- 
road Unions are threatening to do; and if the admin- 
istration in Washington is weak and unwise enough to 
permit the consummation of-such, a crime’ against 
humanity and organizéd ‘society, it shouldbe cor-. 
rected at the polls. 

Whatever the grievance of the Railroad Brother- 


hoods, whatever the griefs of. the Railroad Corpora- 


tions, neither is of sufficient importance to warrant a 
declaration of war on the country. The United States 
has just emerged from a terrible war and the un- 
stinted sacrifice’ of blood and treasure that civilization 
and freedom might-be preserved, and shall it now per- 
~~mit a- wrong-headéd- minority in its own. household to 
- ‘dchieve on: American-soil.a success it helped: to- pre- 
* verit Germany achievé-in Europe? It is unthinkable. 

The country is-ik-an-ugly mood; it wants peace, not 
war; ‘it -wants- work ‘and ‘wages;. and it-..has- neither 
- patience nor pity: for -plunderers and profiteers, no 
. matter what name ‘théy-masquerade under; and if the 

‘Railroad: Brotherhoods undertake to bar the peaceful 
- progress 6f the Republic: they’ will find the procession 
‘will walk over them and: stamp them into the dust: 

Lét us’ #et'déwn to brass ‘tacks. The right of every 
Citizen of ‘this Republic to’work or refuse to work is 
guaranteed’ ‘him under our “Constitution and: Jaws, 
provided; ‘however, the exercise of that right does not 

_interfere with the rights of his fellows or imperil 
°“thefy péaeé ‘and safety; and when he bands himself 
~ ‘with‘others into a labor union or society, or organiza- 
~<tioh Of any kind, his rights and limitations are neither 
- ‘{riereased nor diminished by the multiplication of his 
“numbers. All rights have limitations; all -privileges 

have responsibilities arid imply duties. 

‘The man employed in a private enterprise and in- 
dustry can work or idle as he pleases, provided he 
keeps the peace; he may be economically foolish or 
wise when he and his fellows, organized as a union, 
elect to strike; and though a commission: may seek to 
make the industrial peace between the employer and 
employee, the incident is regarded as local, somewhat 
personal, and in its broad sense private and non-politi- 
cal. The public interest in the matter is voluntary and 
humanitarian, since the continuance or cessation of 
that industry. in-that place, by those people, is not 
vital to the Commonwealth. 

The man engaged in an industry we term as Public 
Utility is in a different position. ‘ The transportation 


of passengers and commodities and the distribution of 
intelligence, heat, power and light.are the predominant 
and preservative features’ of “modern civilization; 
“when these functions fail; civilization: fails, «society 
disintégrates, free goverrimént degenerates into: an- 


-Brotherhoods and, other kindred bodies. 
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archy or. tyranny @nd- ivicalculable: suffering’ is. in- 


- flicted on humanity War, military, industrial or 


economic, can produce these evils; continental 
Europe is an example of military assault on civiliza- 
tion, and contemporary Russia is an-illustration of 
the workings of all three forms of warfare. 

~ The workers in public utilities organized as a Union 
have no moral right to strike. In the past we have 
seen. our communities rendered helpless and. given 
over to terror because-we have hesitated to grasp the 
nettle of lawlessness, and given the strike a standing 
in law by paltering and bargaining with a public enemy 
whose activities were as disastrous while they con- 
tinued as the operations of an alien invader. The 
fruitage of.our futility and cowardice of our accord- 


_ ing legality-to lawlessness of our recognition of a 


right in organized labor we deny to organized govern- 
ment the right to wreck our civilization is here to 
plague us now, and the sooner we realize that the 
civilization of the nation and the rights of all the 


“people are of more consequence than the quasi-legal 


rights of a labor union the sooner we will have an end 
forever-of these threats and demands of the Railroad 
If our public 
enemies prefer force to rights and martial law to moral 
law, let them have it. The hunger of one family, the 
suffering of one woman, the death of one baby—any 
one of these is of more vital importance to American 
civilization than the addition of an hour’s labor and 
the subtraction of a dollar’s wage from all the .rail- 


’ road unions in the Republic. 


Let us decide once and for all who is master in this 
Republic, the American a or the Railroad Brother- 
hoods. 


> ye ' 4 * . 
Don’t Kill T his Leather 
We can see no necessity of reviving the resolution 
passed in 1915 to the effect that patent leather is not 


-. guaranteed and that such goods are sold strictly at the 


purchaser’s own risk. The policy is all wrong, 
especially if the slip of paper is put.in each carton 


- saying “it being absolutely impossible to purchase 


material of this kind that is dependable.” 
Patent leather has its place in footwear—it is the 


shiny shoe for dress and indispensable in every per- 


son’s footwear equipment. It is so much better in its 
finish today that the average run of twenty-five of the 
patent leather tanneries today is superior to the very 
best production of six years ago. -Patent leather can 
stand on its own footing as a material for fine foot- 
wear. 

Why give the public. one more opportunity for griev- 
ance. To even mention guarantee, whether or not the 
use is negative, is to wave the red flag of danger in 
the face of public opinion. Education may be needed 
in informing the public that checking is more visible 
in patent: leather because the finish is thicker, but 3 


- few weeks’ wear usually corrects the appearance. 


Checking in cold weather ean be partially corrected by 
a rub of vaseline. A simple caution as to care of foot- 
wear will be all that is necessary when the sale. is 
being. made. : : 

Let the shoe cunt ‘stand on its own service—fe 
sponsibility—to say “no guarantee” is to aggravatea 


-eondition. which may. not -happen,.-to spread distrust, 
- to limit-sales, and-to eventually kill.an excellent ma- 
s terial. whieh in-a period :of black gives niger and 
“vogue to~many. more pairs: of shoes. .- -. --~ « 22 
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History of a Record Sale 


WELL-DRESSED and prominent 
society woman of the Middle West, 
with her daughter and husband, entered 
the Thayer McNeill store in Boston, at 3.30 
one afternoon in late September to pur- 
chase a pair ‘of bronze slippers prior to 
boarding the 5.15 o’clock west-bound train. 
She was approached by Salesman Walter 
Richardson, who fitted her to a pair of 
pumps of the kind she wanted. 

And here is where the transaction might 
have ended had it not been for the clever 
salesmanship of Mr. Richardson, who sug- 
gested that a pair of cut steel buckles in 
copper shade would be just the right deco- 
ration for the pumps. The buckles were ac- 
cordingly attached to the shoes and the hus- 
band surveyed the bronze pumps and their 
sparkling adornment with admiring eyes. 

Salesman Richardson overheard the lady 
remark to her husband: 

“T am all out of hosiery,” whereupon he 
immediately made good on his opportunity 
by selling twenty-five pairs for dress and 
sport occasions. 

He then tactfully suggested some smart 
models for the street, for full dress, for 
hiking and for the boudoir.~. He did not 
urge the lady to buy, but observed and 
acted on his observations. Four pairs of 
spats were bought on the salesman’s recom- 
mendations, as were also four pairs of shoe 
trees and three pairs of slipper trees. 

The fact that daughter was present gave 
another sales clue to Salesman Richardson. 
Mother was most responsive and purchased 
for daughter a pair of walking boots of 
black calf, a pair of plain black calf ox- 
fords, and a pair of patent leather sandals. 

“If she had only stayed for another hour 
and a half,” says Mr. Richardson, “I think © 
that I could have sold her a bill of at least 
$700—oh, boy!” ; 


A mount—$341.95 
Time—One and one-half hours 
Place—Thayer McNeill store, Boston 


Salesman—Walter Richardson 








































‘ 


Salesman Walter Richard-. - 
son, his sales trophies and 
his ‘sales slip. ‘For ob- 
vious reasons the name of 
_the Customer’ has - been~ ©’ 
erased ..and a : fictitious ...- 
name substituted : 
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Buying for Immediate Delivery Can Be Reduced to a Science 
Composed of 60 Per Cent Study of Sizes and 
40 Per Cent Study of Style 


stores is to watch the size scale and see to 

it that when stock is replenished, fitting 
sizes are ordered and not the full run of sizes. 
The duplication of end sizes on second orders is the 
greatest menace to a profitable business, especially 
in a season of great activity. 

A merchant, mistaking the click of the cash regis- 
ter for prosperity, often fails to realize that the ac- 
cumulation of non-selling sizes more than eats up 
the revenue received from volume of pairs sold. 

Actually, if the end sizes in shoe stores through- 
out America could be merchandised in a special 
month allotted to that purpose, the sum total re- 
ceived would more than pay for a dozen new fac- 
tories fully equipped. 


Ts most urgent need of the day in shoe 


The Basis of Successful Buying 


Buying as a science should now be based on a 60 
per cent study of size schedules and a 40 per cent 
study of style value. Eccentricities in styles have 
passed, and the attention devoted to securing novel- 
ties, as in the past, should be put into intensified re- 
search of the sizes selling in your store. In-stock 
is a game of tested styles in volume production with 
speedy service, transportation and turnover. 

On Monday, after a big Saturday sale, the size- 
up should be the most careful duty of the entire 
staff of the store, and the in-stock order as put in 
should be studied not only with a view to replen- 
ishing the sizes sold, but also in the light of the 
possibility of that style having reached its pinnacle 
for the season, and whether or no the total volume 
need not be decreased. In-stock then becomes an in- 
surance of profits. 


In-Stock Meeting the Test 


In-stock service is standing the test in these busy 
days of shoe selling. The shoe stores of America 
never before called for shoes in such volume for 
immediate delivery. The insstock departments which 
gauged the demand last August had ample time to 
build up a reserve stock of shoes to balance the late 
ordering on the part of merchants. The in-stock 


‘ 


department of this character is to-day the busiest 
spot on the shoe supply map. 

Style footwear in color stitchings, bindings and 
cut-outs are scarce in in-stock. The in-stock depart- 
ment that renders 20-day service on this type of 
fine footwear is worthy of the name—even though 


the practice is not literally in-stock. This style 
service is actually emergency service. 


Service First—Then Economy 


Selling shoes from stock is first a matter of serv- 
ice and second a matter of economy. Service is 
providing the right style shoe at the right time. 
Economy is providing the right shoe at the right 
price. The right style shoe, from the stock depart- 
ment, is the shoe that is at the height of popular 
demand. The right shoe at the right time is the 
shoe that is delivered to the retail shoe merchant 
when his customers are demanding it. 

The stock shoe is not now a staple shoe. Anybody 
can carry the staple shoe. A merchant is as safe 
in loading up his store with staple or basic line 
shoes, insofar as his means permit, as is a house- 
keeper in putting in provisions. The stock shoe, as 
a matter of economy, is not the shoe at a price. It 
is the shoe that the merchant can sell at a profit. 
He can sell it at a profit, because he can get for it 
the price that right-up-to-the-minute style should 
command. 


Manufacturer Anticipates Styles 


If a merchant wants a shoe at a price he had best 
order it in advance of the season and specify the 
making of it so that he may get the best for the 
price. 

If a merchant wants a shoe that is in style and 
wants it instantly, he may get it of the modern stock 
department. It is the business of the manufacturer 
who has a stock shoe department to anticipate the 
style demands of his customers and to prepare for 
merchants the styles that they are likely to require 
for filling up the lines with the best selling styles 
of the season. 

The manufacturer is in a position to do this be 
cause he has a broad view of the markets of the 
country and knows how styles are running; als0, 
because he knows about the sources of supply of new 
materials necessary for the making of the new style 
shoes. 

A Dynamo of Sales 


The stock shoe department has ceased to be 4 
cold storage warehouse in which shoes are held ul- 
til there is a market place for them. It is no longer 
filled up with plain black shoes. It has the newest 
styles, turn slippers, advance welts and other nové 
ties, such as merchants want for immediate sale at 
the best market prices. 

The stock shoe department has become a dynamo 
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The Big Feature of Present-Day In-Stock Departments Is That 
They Provide, Not Only Staples, But 
Up-to-the- Minute Styles 


which delivers power to merchants for the accelera-~ 
tion of their sales. 

The in-stock departments of to-day have been 
pulled down to strong styles that have an assured 
sales power. 


Good for Both Buyer and Seller 


The mutual element is the big thing in in-stock 
work, for the manufacturer helps the merchant stock 
up what sizes are needed and the merchant helps 
the manufacturer keep his factory running more 
constantly. Many manufacturers consider that the 
maintenance of the in-stock department fifty-two 
weeks in the year and the top notch efficiency of 
the employees, because of this continuous work, 
would be well worth the installation of the system 
that produces a full year’s run of work even if the 
department does not pay a profit over and above 
the cost of its upkeep. 

The mid-season months find many shoe stores with 
stocks “shot to pieces” and with a minimum of sizes 
4%, 5 and 5%, in widths B, C, D and E in the wo- 
men’s lines and sizes 8, 814 and 9, and in widths, C, 
D and E in men’s sizes. 


A Reserve Stock Room 


The merchant, however, does not find that this 
condition is a great disadvantage to the rest of his 
season’s business, inasmuch as he has an oppor- 
tunity to size up through in-stock connections on 
these best sellers at short notice. 


It is as if he had a reserved stock room facility a 


hundred miles away, being maintained by the manu- 
facturer and held subject to his immediate order 
upon any size in the whole range of styles and sizes. 
In this respect the in-stock department becomes a 
reserve supply for the merchant to draw upon and 
makes for a more profitable business as the merchant 
can run his business on a smaller capital, turn his 
stock oftener and hold his trade in the mid-season 
months when sizes that are popular sell quick and 
heed quick filling-in. 


Serious Effort at Factory 


In-stock departments of shoe factories are depen- 
dent for their success upon the service they render 
retail shoe merchants. They carry a reserve stock of 
shoes for retail merchants to be drawn upon on de- 
mand, just as banks carry a reserve supply of cash 
for business men. They enable merchants to prac- 
tise new economies. 

In-stock departments permit merchants to do busi- 


ness on small stocks of shoes that they can fre- 
quently replenish. Thereby they are able to do 
business on a smaller capital. And such other capi- 
tal as they may have at their command they may 
use for the improvement of their stores, the sale of 
goods other than shoes, or for the promotion of other 
enterprises. 
In-Stock Increases Turnover 


They provide merchants with shoes upon demand. 
They encourage merchants to turn their stocks into 
cash frequently, each time at a profit and then to 
re-invest their capital in a stock of fresh and new 
style shoes. 

Right at present wou will find that a great many 
of the best selling styles are probably getting low. 
The good sizes have been sold, and as it is essential 
to have sizes in all styles selling the best, more must 
be ordered at once. 

If a merchant has special footwear made up it 
means a delay of from four to six weeks, running 
him short on his best selling numbers at a time 
when the demand is greatest and by waiting so long 
he is sure to lose some sales by customers being un- 
able to be fitted in styles which are now in stock. 
The shoes cannot possibly get in before almost the 
end of the season, and at that time the weather may 
be unfavorable toward business, or the demand not 
so great at this time as the first call indicated. 

A system of duplicate ordering helps if. sufficient 
time is given to allow the straight line factory to 
build the shoes. A fair order must always be given 
in advance to permit the in-stock department to be of 
maximum help. 

In-stock never can take the place of the method 
of anticipating footwear in sizes and widths to do 
an orderly business—it does, however, supplement 
the service of a shoe store by increasing turnover 
on good selling styles—it is the companion service 
to that given automobiles—no driver would carry a 
gasoline supply for a thousand-mile trip—he buys 
as he runs. 


An Advertising Correction 


In the advertisement of the J. G. Asay Shoe Co., 
31 North Third Street, Philadelphia, which ap- 
peared on page 143 of the RECORDER of Oct. 1, a 
non-intentional omission was made of the terms on 
which that house does business. In view of the fact 
that these terms are unusual, it is but fitting that 
reference be made to them. The terms are 5 per cent 
10 days: 2 per cent monthly. 
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In-Stock Chart—Women’s Shoes 





















( Turns and Imitation Turns Patents in Strap and Tongue 
in Effects 
H r h Ss J Louis Heels Satin Straps 
Z t ; Junior Louis Black Kid Straps 
g y é Spanish Louis Black Ooze Straps 
Dress 
<4 
Brown Calf, Black Calf, 
and Oxfords Black Kid, Patent and 
"4 Welts and Imitation Welts Brown Kid 
Semt- Dress : 
Military Heels Brown Russia 
Cuban Heels Straps Black Calf 
Patent 
f Black Kid, Brown Calf 
Welts with Military and Boots and Brown Kid 
Cuban Heels 
‘ Oxf. Brown Calf, Black Calf, 
Conservative ° xfords ) Black Kid and Brown Kid 
P Black Kid Boots 
Turns in Comfort Types : 
, EA Black Kid Oxfords 
{ with Military Heels | Bis Kid Straps 
. 
St rl ctl y Sati Black and shades to match or harmonize with gown 
Ev en in g atin Plain or ornamented with beading or small rhinestone buckles 
Turn Footwear | 
‘ Gold—Plain or Brocade 
in Metal Cloth Silver—Plain or Brocade 
Aluminum—Plain 
Straps, Operas, 
and Tongue wie 








Effects 


We have tried to chart the in-stock possibilities for the next two months in women’s and men’s 
footwear. We have classified the footwear in three main divisions, high style, conservative and strictly 
evening footwear. How many merchants make a similar classification in their own store? 

At a glance you can determine from the above charts the types of footwear that you will need 
for the next two months. It extends all of the way from fine turn footwear to comfort footwear in the 
women’s classification and from boots to pumps in the men’s footwear. Each type is defined as to its 
general characteristics and sufficient leeway is given within each classification to get a good variety 
of style on very few lasts and patterns. 

In-stock is a matter of sizes. Through in-stock service you can get the wanted styles quickly and 
in the best selling sizes to give you a speedy turnover. We have tested these charts nationally to get 
the widest possible balance of styles. We believe that within this range of stock it is possible to do 
the major portion of the holiday business. The balance of the Christmas trade can be satisfied in 
slippers, felts and novelties that are usually of a gift character. 

One important thing to note in the selection of: women’s styles from in-stock is that the shape 










. a a 











en’s 
ictly 


need 
the 
> its 
“jety 


and 
get 
o do 
d in 


nape 





BOOT -AND SHOE RECORDER 73 





October 29, 1921 














miss 


Eee 








In-Stock Chart—Men’s Shoes 


cr cr 
Grain or Boarded Colored and Grain or Boarded Black Calf with 
brass eyelets, heavy perforations, pinked, heavy stitching and stitched 
heels with heavy bottoms on medium square toe lasts, French toe lasts, 


and Haig-type lasts. 
Boots 4 lintel 


Smart Styles 


Sf or J Plain Russia Calf and Gun Metal with medium sole, blind eyelets, mod- 
erate perforations and close stitching on custom lasts. 








Y ounger 
Men 
Oxfords Heavy Grain and Boarded Colored and Black Calf; thirty per cent soft 
toes; lasts and patterns same as boots in same leathers above. 
Ons Medium Russia Calf, Gun Metal, Black Kid, Brown Kid, with small perforations, close 
Ci ervalive stitching, medium soles. Mostly Bals on custom last, London last, medium last and full: 
Boot Ss toe last. Some Bluchers on medium and full toe lasts. 


Oxfords in Patent Colt, Patent Kid, Dull Calf, circular vamp, or Plug ae and 
plain toe on dress last, light sole, close trimmed edge. 


Evening . 
Boots with patent vamp and cloth button top on dress last, light sole,-close_ trimmed 
Footwear edge. 


Pumps—Patent and Dull Calf, one piece vamp, flat ribbon bow. 








of the toe should correspond with the type of the heel. For example, it is not.good style in the short 
vamp French type to. use a high spindle Louis heel. The proper balance would give you a thicker heel 
more on the Spanish or Paris type. Many good styles are spoiled by the inappropriateness of compo- 
nent parts. In-stock styles are usually built with a lot of careful attention to the appropriateness 
of materials, last and pattern. 


Peak of Season Approaches 

In-stock styles are designed to cover the widest territory within the style season so that the aggre- 
gate amount of orders will justify the development of the efficiency in the in-stock department. The 
thing for you to do is to take these in-stock charts and to make a similar chart of the merchandise 
that you have in your store, then to balance the two to see what extra footwear you will need in 
order to get holiday profits. 

November and December are the two best months of the season for business at a good prolit. 
Take advantage of in-stock now. 
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Paris Decrees 
Elaborate 
Effects 

for 

Evening Wear 








"SKETCHED IN PARIS: GREEN KID FOREPART WITH GOLD AND GREEN 
| BROCADED QUARTER 


3 | FASTENER. Bose 


JEWELLED ANKLET, PENDANTS AND SIDE m4 


1 


a ee ee ae oe ee hoe ~ ~ - en - a 


HE Deauville season was as brilliant this year as usual, perhaps even more so. Each year, 
this fashionable resort is becoming more and more of an exhibition ground for fashions. 
Dressmakers, textile manufacturers, shoe makers and buyers the world over collect here 

to get a line, not only on what is now being worn, but on what will be the dominant note in 
fashion for the next six months. 

The three most important features of fashion which stand out distinctively from the cos- 
tumes worn at Deauville this season are: first the increase in the length of skirts. Second, the 
use of elaborate belts, and third the novelty which is introduced into the cut and trim of sleeves. 

From the point of view of shoe fashions, the increase in the length of skirts is the most 
important. All skirts for house wear worn at Deauville as well as those shown at the Paris dress- 
makers’ openings were long, in many instances just clearing the ground by an inch. Skirts ol 
een. yoo Namaste remain moderately short, for the most part measuring a good eight inches 
off the ground. 

In shoes, the pump is coming steadily into the foreground, worn with or without a buckle. 

Next in favor to the pump are sandal effects and fancy strap slippers. 

Strap slippers, in fact, will undoubtedly hold their position in Paris throughout the com- 
ing winter season, but that the next step in shoe styles will be the pump is certain. 

At Deauville, the prominence of the all white pump was a marked note. White shoes were 
the feature in fashions in shoes at this resort. Usually the shoes were in all white, but com- 
binations of white with a black trim were also prominent. 

For the first time in many seasons, white glacé kid slippers were noted worn by very 


smartly dressed women. 
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Strap slippers lead in Paris. The pre- 
diction is that pumps will follow in 
style leadership. We have found that 
the style trend in Paris is from siz to 
ten months ahead of the popular 


demand here 





Black slippers in sandal effects were worn to some extent with white or with light colored 
silk a. 

The colored silk stocking matching the dress was also noted several times, this in contrast 
to the prevailing style for the last five years of stockings in taupe, grey, or téte de négre, with 
black or white shoes. 

adame Georgette, a noted Paris dressmaker who launches many of the new —— wore 

at the Casino in the —— a dress of wisteria colored velvet with stockings to match, and 
black satin sandals. At the races, Madame Georgette wore a shell pink quilted silk chemise 
gown embroidered in black with matching stockings and sandal slippers of black sue 

Slippers which tie over the instep are endorsed. by several of the fashion leaders, and 
this style of shoe was also seen worn at the Deauville races. 

For evening, satin sandals in black or in yet and sandals in metal cloth hold their own. 
Plain metal cloth now takes precedence over the figu 
P For winter, black patent l iesther holds first lied. he the vogue for colored shoes is entirely 

ying out. 

With regard to shape, medium long vamps, and the medium pointed toe with the high Louis 
heel is the preferred type for all styles of shoes for Paris. 

B s in cut steel continue to be extensively worn on patent leather cor in large 
oblong shapes. For evening, small oval plaques in brilliants and in filigree work are prominent. 

Plaques in heavy crystal in black and white, and black and a color combination, plain jet 

and platn nickel buckles are in demand for the popular selling models, but are not perry be by ihe 
high class boot makers. 
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Comparison of Wholesale Price Trends 


A Valuable Table and Analysis of Wholesale Prices 
of Cattle, Hides, Leathers and Shoes 


Research is always of utility if it covers sufficient 
ground and is accurate. We are given opportunity of 
showing a table of industrial figures, prepared by the 
Chemical National Bank of New York, extending from 
1913 to date, and precisely the period most often used 
as a basis for comparing prices. Keep this chart as a 
measure of values over a series of important years. 
It is a fallacy that shoes should fluctuate with cattle, 
hides and leather, for the economic factors are radi- 
cally different.—Editor’s Note. 


hide and leather industries reveals some 

facts of importance in connection with 
the above discussion. It should be made clear, 
however, that in making a comparison of the prices 
of related commodities account should be taken of 
the element of labor cost and overhead expense. The 
greater the element of manufacturing cost the 
slower are the price changes, both upward and down- 
ward. Liquidation is in general more drastic and 
comes earlier in the raw material classes; labor 
costs and overhead expense cannot be cut as sharply 
or as promptly as can direct material costs. 

This general principle is made clear in the table 
in which is shown the course of wholesale prices of 
cattle, hides, leather and shoes from 1913 to 1921. 
The grades taken are indicated in each case. Shoe 
prices, it should be noted, are those for but one 
standard grade of shoes, men’s vici calf, Goodyear 
welt, blucher, as compiled by the U. S. Bureau of 
Labor Statistics. The prices of these articles are 
all shown on a percentage basis, the average price 
of each commodity in 1913 representing 100. 


A STUDY of price conditions in the allied 


Low Cattle Point in June 


Cattle prices reached their peak in March, 1919. 
With minor fluctuations the price has fallen since 
that date, reaching a point in June, 1921, which was 
5 per cent below the 1913 average. Since June a 
slight advance has been registered. 

Hide prices did not reach their peak until August, 
1919, continuing to rise for five months after cattle 
prices had started spring of 1920. Retail prices in- 
creased proportionately. On certain selected shoes 
retail prices, as reported to the Federal Trade Com- 
mission, increased from $4.50 a pair'in 1914 to 
$12.75 a pair in the spring of 1920, a price which 
was 283 per cent of the 1914 average. 

In the spring of 1920 shoe prices started down- 
ward. Because of the difficulty of reducing labor 
and overhead expenses as rapidly as raw material 
costs, the decline in shoe prices has been more grad- 
ual than the fall in hides and leather. In August, 
1921, the wholesale price of the style quoted stood 
at $7 a pair, 125 per cent above the 1913 average. 
Retail shoe prices, according to the Federal Trade 
Commission, have lagged in the downward move- 
ment. Unwillingness or inability of retailers to 


accept inventory losses by selling at reduced rates 
stocks bought at high prices always causes a lagging 
adjustment of retail prices to a lower price level. 


Facts From Factories 


More light is thrown upon this subject by detailed 
figures which have been obtained from representa- 
tive shoe manufacturers. The following table 
shows costs and wholesale prices in September, 
1921, in relation to the respective 1913 averages, for 
five representative manufacturing concerns: 


Raw General Wholesale 
Material Overhead Prices 
Labor Costs Costs Expenses of Shoes 
Sept., 1921 Sept.,1921 Sept.,1921 Sept., 1921 


(Aver. 1913 = 100%) 


Per Cent Per Cent Per Cent Per Cent 
Company A....... 183 134 167 142 
Company B....... 202 152 155 190 
Company ©. ....0. 200 135 200 183 
Company D....... 150 167 241 213 
Company E....... 210 140 190 160 


(Company D explains its increase in wholesale price, citing 
the fact that they make a higher grade now than in 1917.) 

Striking differences in the degree to which costs 
and prices have been reduced are apparent. These 
differences are in part due to differences in location 
and to variations in the character of the product. 
In certain cases shoe manufacturers have succeeded 
in lowering the price of their product to a greater 
degree than their manufacturing costs have been 
reduced. Inequalities between cost and price re- 
ductions in different manufacturing concerns are 
characteristic of the present period of readjust- 
ment. 

In the above discussion an attempt has been made 
to give a general picture of the situation in the al- 
lied leather and shoe industries. The general pro- 
ductive equipment, it has been pointed out, has been 
increased over the last 20 years; establishments for 
the manufacture of leather and shoes have been 
geared to produce almost 50 per cent more than they 
produced in 1899. But the purchasing power of the 
domestic market has been seriously diminished by 
the depression of the last eighteen months. Our 
war-won foreign markets are threatened through 
the demoralization of the exchanges, stronger for- 
eign competition and diminished. purchasing power 
in.continental markets. 


Signs of Recovery 


There are signs of recovery in: both fields, how- 
ever. Leather production, with the exception of 
certain types, has increased since January, 1921. 
The increase has been gradual, with a slight reces- 
sion in July, but reports from trade sources indicate 
that the improvement is continuing. The consump- 
tion of leather is shown, by. Government reports, to 
be increasing. Exports of boots and shoes and other 
leather products, which reached the lowest points 
in May and June of this year, have shown gains 
during the last two months. 
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It is to internal readjustment and to reviving busi- 
ness at home, however, that these industries must 
look for any substantial improvement in their condi- 
tion. Decreased costs of production and increased 
buying power on the part of the domestic population 
are essential to complete recovery. The process of 
liquidation has brought about the former, and the 
gradual recovery in general business will provide 
the stimulus to buying power which is necessary to 
restore an effective demand at home. 

In the cases of leather and shoes we have commodi- 
ties in which elements of manufacturing cost enter. 
Sole leather prices have been relatively stable, reach- 
ing the highest point in August, 1919, and maintain- 
ing this level for twelve months. The sharp reces- 
sion in hide prices continued for a year before sole 
leather prices were affected. Sole leather prices, 
however, never reached the heights to which hide 
prices rose. In August, 1921, sole leather stood at a 
price 21 per cent above the 1913 average. 

The prices of other kinds of leather rose to much 
greater heights than did that of sole leather, and 
this fact must be taken into account in studying 
shoe prices. In August, 1919, prices of side upper 


-1913 average. 
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- Teather were 236 per cent above the 1913 average; 


prices of calf leather were 336 per cent above the 
These leathers, also, have shown 
smaller price declines in 1921 than sole leather. In 
August, 1921, side upper leather sold for 40 per cent 
more than in 1913; calf leather sold at from 50 per 
cent to 60 per cent more than in 1913, certain grades 
reaching even higher levels. Some grades of kid 
sold in August, 1921, at prices 100 per cent greater 
than in 1913. 

The price of the particular style of shoe here con- 
sidered started its upward march more slowly than 
did the prices of hides and sole leather. In 1917 it 
stood 53 per cent above the 1913 level, while hides 
were 78 per cent above that level and sole leather 
was 90 per cent higher than in 1913. Labor costs 
and overhead expenses had not, by 1917, increased 
as much as raw material costs. When the war and 
post-war rise in general prices had affected all ele- 
ments in manufacturing costs, shoe prices, both at 
wholesale and retail, rose with the rest. The par- 
ticular style, the price of which is here quoted, in- 
creased from $3.11 a pair, at wholesale, in 1913, to 
$9.60 a pair in April, 1920. 








Whuleuié Prices of Cattle, Hides, Leather and Shoes, 1913-1921 


Prepared by the Chemical National Bank of New York 


CATTLE 


Steers, Good to Packers’; Heavy 
Choice, Chicago: 
Price per 100 lbs. Price per lb. 


HIDES LEATHER SHOES 
Men’s Vici Calf 
Native Steers. Sole, Hemlock. Blucher. 


Price per lb. Price per Pair. 


Average Relative Average Relative Average Relative Average Relative 
OME 65:4 de arcidina es gt acuaieeaimmcuemaraee $8.5 $100 $0.18 $100 $0.2 10 $3.11 $100 
TMM aig Sead nce oes ake beiaciancese eae asias 9.03 106 19 106 —- .30 107 3.17 102 
oo OLE LO COE EO ODT ee 8.7 102 24 131 .30 110 3.25 104 
WEEE <nWdeipciDaleae Smsac ae Ss Seneee 9.57 112 26 142 38 138 3.71 119 
ME: dcd-atdeee ware tet afaik oot oeatb sicebig aide 12.8 150 33 178 53 190 4.75 153 
MM oeschs 0. giarlaths-oig we sce Aeedcgara ss ereseee 16.42 193 .30 163 48 172 5.62 181 
1919: 
ECO OEE LCE LL PEI 18.41 216 .28 152 49 174 6.50 208 
INN 5s Creare cee ued tre prsess Siealale 18.47 217 28 152 49 174 6.50 208 
OMEN 6 5.5 5550606 oe 5554 bo ee es celes ees 18.57 218 Zt 150 49 174 6.50 208 
EE teiSis cn etieSaks ate ante nse bal 18.32 215 29 160 49 174 6.50 208 
ME S025 ving as Ld dial setae Rial bicses taaeaigne Oi 17.74 209 35 191 49 174 6.74 216 
PIE, Bika cae Sha EW a CoA hea s Eee 15.46 182 .40 222 51 . 181 7.00 228 
MOM cea sib ties ecciaaenkasce ccm eae 16.87 198 49 264 53 188 7.47 240 
EERE EEE IO Ie OOP DELEON TT 17.64 207 52 283 57 202 7.75 249 
oe CS OT Te, 198 46 252 57 202 8.87 285 
MIE dics 5 cra piardig alaioror6-diadieiape bay pend 17.59 207 48 262 57 202 9.00 289 
POWOMIUDE 55 5 Nc ce Pii6 dN os ow 3 bon os 17.50 206 AT 255 57 202 9.05 291 
OCR 6 aha osc co btka sae oRe SOR: 17.07 201 41 223 57 202 9.25 297 
1920: 
DOMERES . (o5GKbikehase kts oecdiou 15.94 187 40 218 56 199 9.28 298 
OMNI 61d ane tie Sebacree wd naceib ers ed 14.97 176 40 219 57 202 9.50 305 
| ERR ar aes Pre reer 14.40 169 36 198 57 202 9.60 308 
Ce Se Re ee Serr amet 13.90 163 36 196 57 202 9.60 308 
BY Scadsiv ta oath sdetw eee duicedewal 12.60 148 35 192 57 202 9.60 308 
NNN ike aaa choks oalsila Seas ROG GAS 15.03 177 34 185 57 202 9.10 292 
WUE 8 ca ecisage cuss cone caceouuitss 15.38 181 29 160 57 202 9.10 292 
PINE oa aoa tats sags sidiassieres ose eres 15.35 180 28 155 55 195 9.10 292 
eS FRSA LEP Se eee 15.25 179 28 154 51 181 9.10 292 
RE aot odie ste ce cate ewresiee oui 14.69 173 25 139 49 174 7.94 255 
MOWMMNNE 515 j2ate > tn bodoskSoaneseee 14.57 171 23 126 AT 167 7.75 249 
MORNING gai) 0s 6, 5strscd aiaseeateiaiad sie < 12.09 142 19 103 41 145 7.75 249 
1921: 
ER CCPC PL TORE FE Te 9.84 116 17 91 40 142 7.25 233 
DORM 56 54d Usk a, caa ve ai as 9.31 109 14 74 38 135 7.25 233 
| RR ie Se eed ee 9.56 112 11 63 37 131 7.25 233 
PEM, Diciedickl sababuwsiteatace 8.72 102 10 55 57 131 7.00 225 
BP. BO 5656 cacti these Ons Cael CON 8.42 99 12 65 37 131 7.00 225 
SIRES SIRE AOE EE 8.09 95 14 76 37 131 7.00 225 - 
WOE cecicncgse outages saacse ct oareces 8.40 99 14 75 25 - 124 7.00 225° 
GME. cccice cece acu ceeenesten sees 8.77 103 14 76 34 121. 7.00 225 * 
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The Apron on Sport Shoes for Men 


The moccasin type by Reynolds, 
Drake €& Gabelli, No. Easton, 





Brown calf and ooze over a pair 
of Steady-man soles from South 
Mass. Braintree, Mass. 


For southern resort wear in 


January. By Wall, Doyle ¢€ 
Daly, Ine., Brockton 





Protest Against Licensing Plan 


The Scheme Smacks of an Assault 
on the Merchant’s Margin of Profit 


posals made in Washington for the regu- 

lation of distribution of goods to the pub- 
lic is having its effect. Merchants are bitter in 
their denunciation of all regulation proposed by 
Congress and either vehemently protest each new 
scheme or ignore it. The plan of licensing retail 
merchants as proposed by the agricultural bloc is 
about the last straw. 

Considerable comment has come from leading shoe 
merchants on the Recorder’s editorial treatment of 
the “licensing plan.” Merchants have properly la- 
beled it a plan so to reduce profits as to put the 
worth while merchant out of business. 


6 ee constant irritation of merchants by pro- 


Teach Economics to Law Makers 


Here is how A. H. Geuting expresses himself: 

“The sooner our law-makers realize and fundamen- 
tally understand the law of supply and demand and 
the survival of the fittest—and that these rules reg- 
ulate aN economic laws, the better off they will be. 
All we ask Congress to do is to keep the track open, 
allow no monopolies or collusions and the striving 
for public favor will take care of the rest. 

“We always patronize the best show; we go to 
the clothing store having the smartest clothes for 
what we want to pay; and our wives know where to 
get the best ice-cream, candies and produce. We 
have too many people in the world so ready always 
to prescribe for the other man’s manner of living. 


“Live and Let Live” 


“We need a little more of the original American 
dope, which is to live and let live, and mind one’s 
own business. 


Of course, if this was generally 


practiced there would be a great many preachers out 
of business. Yet, I think that there would be more 
salvation. While in Detroit recently I made the re- 
mark that the legitimate returns for service in the 
shoe business lay in the fact that competition is so 
keen and the desires for volume so great that 
throughout the country retail shoe merchants were 
straining themselves beyond their ability to bear. 
The average retail merchant reminds me very much 
of the runner whose heart gives out before he can 
finish the race. I find it entirely unnecessary to 
caution any retail merchant against marking his 
goods too high. There is no such thing. Wherever 
this condition exists even for a short time, it cures 
itself.” 
Merchant Needs Organization 


Another nationally known defender of the retail 
shoe merchant is Henry E. Hagan. He said: 

“The retail shoe merchants have themselves to 
blaime for permitting such a condition to develop 
from what was in a great measure within their own 
control. Were they willing to spend $1 as an in- 
vestment to further their own interests, and if they 
had had the courage of their convictions they would 
not have such irritatiaon by legislation. 

“An editorial of this sort ought to stiffen the back- 
bone and give encouragement to a lot of retail shoe 
men, who are starving to death because of lack of 
courage and lack of business born of that same lack 
of courage.” j 

“The advocates of this scheme of licensing might 
well refer back to the report of the government 
commission in 1916 which after a long study and 
investigation decided that co-operative stores among 
farmers are not a very great success for the reason 
that farmers cannot be made to understand that 
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Early Tryouts on Straps and Buckles for Men 


Russia calf with buckles that A clever apron effect, part of 
the straps over the instep. By 
Regal Shoe Co., Boston,. Mass. 


clutch onto metal grips. By 
Marion Shoe Co., Marion, Ind. 


Three straps and harness type 

of buckle on a bal type of oxford, 

By Hurley Shoe Co., Rockland, 
ass, 





there is a direct relation between business efficiency 
and financial success, that is to say, that keeping a 
store successfully involves brains, training, energy 
and special aptitude and a lot of hard work. 


A Fair Profit is a Right 


To “Willing Worker Willson” of Boston the sub- 
ject of fair profits and licensing means a vigorous 
letter as follows: 

“Every worth-while, value-giving, public-serving 
merchant is entitled to a fair profit, so that in the 
end he may have a fair net return for his efforts 
and investment. The idea of a licensing plan for 
merchants, I think, is absolutely wrong. We have 
two instances where the plumbers and the elec- 
tricians are virtually licensed, if not actually so, for 
the city ordinances do not permit anyone to do a 
plumber’s job unless he is a full-fledged plumber and 
so recognized. The fire laws do not permit anyone 
to do any kind of electric wiring unless he is a li- 
censed electrician or a recognized one. 

“If these two instances are not actually licensed 
they have the same result. I want to ask you, if you 
want to have a job done of electric or plumbing 
work, if you can find anything that beats it for 
value received when you get your bill. 


Licensing Kills Competition 


“If the merchants of the country had to be li- 
censed it would be difficult to get a license and it 
would kill competition, and merchandise would be 
higher than it is at the present time. I wouldn’t 
want to see farmers licensed, for it would not per- 
mit as many farmers to start in raising and farm- 
ing as at present. If Congress would give a little 
more attention to some of the big problems, such 
as our revenue and tari ffand other national and in- 
ternational questions, and clear them up, instead of 
sitting around there making up some scheme how 
they can tie business up, they would be doing a great 
Service to their country. 

“In August, 1919, President Wilson undertook to 
lower the cost of living, but he turned this job over 
to Attorney-General Palmer. They had a great idea, 


but they knocked one of the very legs out from under 
business .and precipitated the crash, in my opinion. 
If they both had minded their own business and kept 
on their own jobs and let business alone, business 
would have taken care of itself in a much better 
manner for the interests of the public and those who 
worked for a living. 


Penalties for Crimes of the Few 


“T hold no briefs for man, woman, or child, in busi- 
ness or out of business; who doesn’t act on the 
square and do what is right. If we have any dis- 
honesty, lying, or stealing, we have courts which 
should be able to handle the cases. We have places 
where such people may reside until the learn their 
lessons. But why in thunder charge everyone with 
a crime when it is only committeed by a few, if any 
at all. 

“Every experience where the President had any- 
thing to do with controlling or regulating business 
during the war or trying to run a business, particu- 
larly the railroads and shipping board, we know they 
were disastrous failures, from a practical and finan- 
cial standpoint. Some of these things were neces- 
sary in order to put the war across, but it costs us 
about tw oor three times as much as it should have. 

“Business cannot continue without having an ade- 
quate profit. If that adequate profit doesn’t start 
not later than Jan. 1, 1922, business is going to be 
up against it, and Uncle Sam is going to be mighty 
short when he colects his income tax thereafter. 
He won’t get fat on it this year, either. 

“The new conditions are going to call for closer 
margins of profit and more units of sale, and every 
store must .eorganize and readjust itself on a new 
basis of economy and efficiency. We should not be 
obliged to go back to the old two-cent margin and 
live by the skin of our teeth. That is not good for 
the country or the people. If the people of the 
United States would recall about two-thirds of the 
politicians in Washington and send down worth- 
while men to Washington who would do something in 
a constructive way, I believe the country would be 
much improved.” 
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(Continued from Issue of Oct. 22) 
UNSCRAMBLED POLAND 


ROM dismembered Austria the next stage 
K in my journey was reconstituted Poland 
which Frederick the Great, the Czar of 
Russia and Imperial Austria had twice con- 


quered, dismembered and partitioned in the 18th 
Century, wiping it off the political map and out 


of the family of nations. Each of these autocracies 
in adding these bleeding provinces to its domain an- 
nexed a fine piece of trouble; and for more than a 
century and a half they have had a sullen, oppressed 
people on their hands who refused to be assimilated 
by their conquerors and resolutely preserved their 
language, religion, race consciousness and faith in 
their national restoration with a tenacity and fidelity 
no tyranny could shake. I wanted to see how the 
triumphant Allies at Versailles had unscrambled these 
addled eggs of the Imperialism, they had defeated and 
try and visualize how a reunited race and a recreated 
nation after long years of separation and oppression 
was functioning under independence and self-govern- 
ment. 

Shortly before I left Vienna I telegraphed an ac- 
quaintance in Warsaw to reserve quarters for me at a 
hotel, and I was answered in this fashion—“Not a 
room available in Warsaw. Might possibly dig up 
something after arrival. The weather is fine and 
sleeping in any of the public parks not so bad.” 


A 5000-Mark Tip 


Cheerful! What? Fortunately I arrived in War- 
saw early in the morning and had time to look around. 
Every room in the hotel was taken and there was a 
waiting list. I tried the other hotels and heard 
the same story. Finally, I called upon a Polish gentle- 
man to whom I had a letter of introduction and he 
heard my tale of woe politely but without any special 


alarm; my plight left him calm and unruffled,’ but- 


he solved my dilemma. He advised me to go’ back to 


>. a 








my first hotel, slip the porter a tip of 5,000 Polish 
marks and await results. It was the custom he said 
and never failed. to get action. I followed his advice 
and my difficulties vanished. It might seem at first 
blush that I was criminally extravagant, but as 5,000 
Polish marks were only worth about $2.50 in Ameri- 
can money I was not really a prodigal. 

I don’t imagine the porter tucked that tip into his 
jeans for a rainy day; I think it was a Polish plan 
for whipping the devil around the post. The Govern- 
ment in Poland regulates pretty nearly everything— 
in sight. It fixes the price of rooms in hotels, and it 
fixes the price so low that the landlord has to get his 
overhead expenses and profits by indirection, by 
curious charges and imaginary services that appear 
in the hotel bill. The porter’s 5,000 mark tip is one 
of the ways of bridging the gulf between Govern- 
ment paternalism‘and landlord necessity. At that, my 
room and breakfast only cost me about eighteen cents 
a day. I wondered how they did it. I’d like to put 
the question to the amiable gentleman who runs the 
Waldorf Astoria. 


Wise Heads Needed 


Unscrambled Poland came to life on Nov. 18, 1918, 
Germany, Russia and Austria being compelled to 
surrender the ill-gotten gains of the ancient parti- 
tions; but the process up-to-date has been more pain- 
ful than peaceful and the prospects ahead are stormy. 
There are many discordant elements in this new-old 
Poland and many vexatious questions; and it is going 
to take wise heads and strong hands to keep the peace 
in this historical cockpit, which has seen many 
marching armies and devastated fields in the long 
centuries. The Poles themselves are not comfortable 
neighbors; they are as emotional and pugnacious as 
Gascons; and they are surrounded by neighbors they 
hate and distrust. As Roosevelt used to say, Poland 
has to walk warily and carry a big stick.- Bolshevist 
Russia is at her doors and her heresies in her streets; 
the Letts, Lithuanians, Esthonians and other peoples 
north of her aré distinctly unfriendly: Prussia hates, 
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despises and dreads this new Poland,. this protege of 
her vindictive enemy, France; and she has her own 
internal problems of radical socialism, landlordism and 
currency troubles. 

The Silesian question is a burning one and full of 
dangers for Central Europe. Silesia was never part 
of Poland; it was stolen from Maria Theresa of Aus- 
tria by Frederick the Great; and its great coal fields 
and mineral supplies constitute a prize which will 
make its possessor the economic master of Eastern 
Europe. England appears to be backing Germany 
in the dispute, and France, Poland; neither is un- 
selfish in her aims; England wants German trade and 
industrial aid to capture Russia; France wants Ger- 
man ruin and Polish industrial dominance; and 
France was clever enough to get her plebiscite plans 
for making Silesia Polish into the treaty of Ver- 
sailles. It is merely the plain truth to say that the 
German population of Silesia is native; the Polish, 
immigrant; but it is pretty safe to add that moral 
purposes and treaty arrangements seldom stand much 
chance when a prize is to be grabbed; and since 
France is a long way off and Germany and Russia 
are at her doors, it might be the part of prudence 
on the part of Poland to moderate her claims and 
demands and play for safety and peace. 


Socialism Rampant 


Socialism of an advanced character is rampant in 
Poland and only her positive religious character and 
hatred of Russia save her from Bolshevism. About 
the time I was leaving Poland a serious strike was 
called in Lodz, which is the great textile center of 
Eastern Europe. About 125,000 operatives went out 
and their demands were radical.enough. They wanted 
about 125 per cent increase in wages, which may have 
been urged by the constantly falling value of the mark 
and the high prices of living; but their demand that 
no operative be discharged without the consent of the 
Workingman’s Council and the right of that body to 
have access to the employer’s books at any time had 
a flavor of Sovietism. The restaurants in Warsaw 
hotels are run by the Waiters’ Union. The proprie- 
tors attend to the management of the hotel proper 
and the sleeping rooms; but the restaurants are the 
waiters’ responsibility; and they arrange the cuisine; 
hire and fire the chefs, make up the budgets, buy the 
supplies, render the bills, and divide the profits. 

Poland is largely an agricultural country; landlord- 
ism is a burning question; large holdings by the upper 
classes were the rule under the old regime, Prussian, 
Russian and Austrian; and the peasants are land 
hungry and not to be denied. The land question and 
its settlement are as important as the industrial to 
the future peace and stability of Poland. The fact 
that both Russian and German armies rolled back 
and forth over Poland during the war caused tremen- 
dous losses to the agiicultural interests; livestock 
was confiscated, and eaten up, homes destroyed; 
utensils ruined, lands devastated, the cultivators: slain 
or driven off, and famine and misery followed the 
paralysis of agricultural activity.. ‘The Bolshevist in- 
vasion’ added to these evils and orily the coming of 
peace and American aid saved’ the land: from‘ condi- 
tions that threatened to transform | Poland ° into a 
wilderness. 

Poland’s principal industries outside: of agriculture 
aré oil wells, coal mines, lumbering and textiles. ‘‘Her 
coal product-is largely anthravité and lignite; she pro- 
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duced about 6,408,684 tons of the former and: about 
251,822 tons of the latter in 1920 and this. year she 
is doing fairly well and is up to about 90 per cent of 
her peace output of 1913. This coal goes to keep her 
textile industries in Lodz going; and she- has had a 
fairly good trade with Roumania, Ukrania and other. 
parts of Russia, the Government winking at violations 
of the commercial ban on Russia. Agricultural de- 
pression compelled her to import much grain from 
Roumania in 1920-21, but the prospects for the 
harvests are good this year. 


Railroads in Bad Shape 


Her most difficult problem has been transportation, 
her railroads being in bad condition and-her lack of 
locomotives a serious handicap. 

Under the treaty of Versailles, Germany and-Aus- 
tria are required to deliver locomotives and rolling 
stock to Poland and these are now coming in to sup- 
plement the 3700 locomotives.and 86,000 freight cars 
left behind by the Russian, German and - Austrian 
armies when they retired from the country. 

Poland is slowly.emerging from the disorder and 
chaos of the war, and given peace, industrial rest, and 
common sense and prudence on the part of her Gov- 
ernment, she ought to begin to see daylight ahead of 
her; but these things demand. patience and require 
time. 

Her immediate problems are her lack of sufficient 
food supplies, the condition of her finances, the 
tremendous currency inflation, the domestic unrest, 
and the continuance of her unsettled and dangerous 
relations with her neighbors. France is the avowed 
friend and protector of Poland; but there are times 
when men and nations have to be protected from their 
protectors and saved from their friends. Her 
alliance with France may have elements of safety for 
her; to become merely a catspaw for the exploitation 
of French schemes of revenge in Russia and Germany 
is quite another matter. 

Warsaw in peace days had a population of 800, 000; 
to-day it has about 1,200,000, which number is con- 
stantly growing by the influx. of’ diseased and starv- 
ing refugees from famine-s ricken Russia. In view 
of Poland’s food shortage, unemployment and financial 
disorders, and the dreadful conditions of Russia which 
react on her acutely, the outlook for the coming 
winter is dark and perilous. The filthy, under-nour- 
ished and diseased refugees pouring out of Russia 
present a grave problem to Poland that calls for aid 
from the outside world if typhus and cholera are to 
be arrested from spreading into Middle and Western 
Europe with their populations undermined by under- 
feeding and malnutrition. 

But let me discuss other matters less gruesome and 
gloomy. 

Wages Fixed and Erratic 


Wages are increasing in Poland in name if not in 
fact, by the fall ‘of the mark and-the consequent rise 
in prices.” Food is none ‘too plentiful and the ration- 
ing of sugar and bread continues. ‘Fluctuations in the 
value of. the mark:are so érratic that a Warsaw wife 
ean hardly tell from day to day what she must pay 
for ‘food’ and ‘clothing for her ‘household. © ‘Butter 


may be 300 marks to-day and 400 to-morrow. 


‘Wages are divided into two parts, a fixed basic 
wage’ and‘a sliding’ additional seule to*cover the cease- 
less changes in’ values. “Labor ‘anions wand employers 
fix' the Haste wapes;a’ government ‘statistical’ depart- 
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ment manages and defines the variations in values, 
and fixes the standards from month to month. Salaries 
are regulated in this fashion. In 1914 the average 
wage ranged from 50 to 230 marks a month; in this 
year they range from 2,000 to 5,000 marks a week, 
skilled laborers getting from 5,000 to 9,000 marks 
a week, and as the mark falls the wage figures rise. 
In January, 1914, a Polish workman could live on 4 
or 5 marks a day; in December, 1920, he needed 357 
marks a day for a family of four; and now his neces- 
sities call for 573 marks. 

To realize the tremendous advance in prices of 
foods and the equally disastrous deterioration of 
paper money values,—and these two things are closely 
related to each other and to the general instability of 
life and living in Poland—comparisons of the prices 
and money values of 1914 and 1921 are worth ex- 
amining. In pre-war Warsaw Russian money was 
in use, the Russian ruble of 100 kopecks being equal 
to about fifty cents American. The Polish mark ad- 
justed to the ruble, each on a normal basis, would have 
a value of 40 kopecks. 

Here are a few now and then quotations. 

1914 1921 
1 pound in 1 pound in 
Polish marks 
130 
80 to 105 
100 


Potatoes 15 


Cheese 100 
26 180 to 220 


40 150 
26 360 to 450 
13 100 to 160 
7,000 to 9,000 
Clothing 1,200 to 1,500 20,000 to 25,000 

In the old days when peace prevailed and railroad 
service was constant and efficient the food resources 
of Russia and Siberia kept Russia and Poland well 
and inexpensively supplied; normal conditions will 
only return with the pacification of Russia and the 
rehabilitation of her transportation system. 

The economic condition of any country must be 
measured by its productive capacity and the stability 
of its monetary system. Poland to-day has an almost 
hopeless currency, inflated to a point where it does not 
pay to print bills of small denominations, the paper 
itself being worth more than the stamp. Poland is 
flooded with this worthless stuff and still the print- 
ing presses work. There must be over one hundred 
billion paper marks afloat and it is hopelessly dis- 
credited. It is really a pathetic thing when people of 
a country lose all confidence in their currency. The 
state of mind of the people has a great deal to do with 
the stability of currency in any country. 


New Currency Called Zloti 


When I was in Warsaw a few weeks ago there was 
much talk about a new form of currency which was 
to be called Zloti, which, I believe, is the Polish word 
for gold. This new currency had, in fact, been 
printed, some in England and some in Vienna, but 
when the supply was in transit from London to War- 
saw some 8,000,000,000 Zloti is reported to have been 
stolen, so the issue was held up until the numbers 
could be identified and located. It is intended that 
this new currency, if it ever sees the light of day, 
shall have a more substantial backing than the Polish 
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mark. It was rumored that the Polish Government 
had already received a foreign loan which would be 
used to strengthen this Zloti issue. But whether or 
not that was so remains to be seen. It was hoped that 
the Zloti might help to control the violent fluctuations. 
One of the great New York banking houses is now 
acting as financial agent for the Polish Government. 
It is intended that the value of the Zloti shall be fixed 
by the Polish Government and that this New York 
banking house will, in turn, fix the value in the United 
States. It is also understood that the banks of Poland 
will be obliged to co-operate in maintaining whatever 
rate or value is established. 

Life in Poland to-day is far from ideal. Warsaw 
shows the results of the war; the streets are badly 
in need of repairs; sanitary conditions are bad; the 
hotels are dirty; vermin is too much in evidence. The 
diseases that spring from dirt, decay and neglect are 
too common in the city and they are not decreasing. 
The hotel I stopped in was one of the grand hotels 
of Europe in antebellum days; to-day it is all run 
down, badly lighted, carpets ragged and dangerous 
and in need of a thorough cleansing and refurnish- 
ing. In fashionable Nice and Monte Carlo women go 
bare-legged by choice; in Warsaw chambermaids and 
waitresses are bare-legged and bare-footed from 
necessity. The poorer classes don’t pretend to wear 
shoes and stockings in summer weather. Ragged 
clothing is too common to merit attention. 


Is This Your Cook? 


A story is told of a Polish cook back from America 
who brought home her life’s savings, some $5,000, 
which she had changed into Polish marks and de- 
posited in the bank. With her 10,000,000 marks the 
lady feels as rich and good as the best of them and 
expects to live in state the rest of her days; but when 
her fanciful figures are reduced to fact she may 
change her mind. 

I gave a dinner for four in a fashionable restau- 
rant, the dishes and wines being excellent. My bill 
was 9,000 marks which only represented $5 Ameri- 
can. It was considered a luxurious meal and I a 
highly desirable guest, a fellow with good taste and 
a free hand. 

Warsaw has an enormous population of Jews and 
their numbers are increasing daily by refugees from 
Russia. They constitute a serious problem in Poland 
to-day, for the Pole hates the Jew as badly as the 
Russian does and the Jew is not modest in claiming 
his rights, or inclined to self-effacement; he is in 
constant antagonism to the forces around him and 
certainly has a hard row to hoe. The Poles accuse 
him of anti-Polish propaganda and hold him re- 
sponsible for Bolshevism and its evil effects on Poland. 
It is a pity that some way cannot be secured of allay- 
ing this anti-Jewish spirit, which is altogether too 
acute and widespread in Eastern Europe for the gen- 
eral human good. Dr. Aschenazy, a prominent and 
cultured Jewish educator and professor in the War- 
saw University, says the solution of the Jewish 
problem lies in making the Jew over into a good 
Pole, which is not as easy a task as it looks. 

The visitor in Warsaw is impressed by the fewness 
of motor vehicles in the city, and their absence is 
an index of the general poverty of Poland. Per- 
sonally, I like that picturesque horse vehicle, the 
droskhi, which is very much in evidence. 

(To be continued next week) 
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Knowing Your Merchandise 


usually listed as one of the first essentials 

of successful selling. It certainly is im- 
portant that a sales person should be familiar 
with the constituent parts of the merchandise, the 
process of construction and the use for which it 
was intended. 

Thousands of sales are lost annually in shoe stores 
because salespeople cannot intelligently answer 
questions about merchandise asked by customers. 

Sometimes, of course, the questions are foolish 
and unnecessary, but in the main, they are intelli- 
gent and should be answered intelligently and to 
the satisfaction of the customer. 

Evading the question or giving an unintelligent 
answer only shows a lack of knowledge and breeds 
suspicion and doubt in the mind of the customer. 

Recently while a woman was trying on a pair of 
shoes, she asked the salesgirl what kind of leather 
they were made of. The salesgirl hesitated a mo- 
ment and then answered, “They are not leather at all, 
they are suede.” 

In the basement shoe section of a large city de- 
partment store, not one of four girls in a group could 
tell the kind of leather in the shoes on the table. 
They did not know calf from kid. Not one of them 
knew the meaning of “welt,” “turn,” or “McKay.” 
They did not know a wood heel from a leather heel 
and they could not read sizes. Yet, they were sup- 
posed to serve the customers of that great institu- 
tion. To say that they were “selling” shoes would 
be a mistake. The shoes were on tables over which 
were large cards showing the price and size, but 
nothing about the width. These girls were only 
handing out shoes or hanging them on to the un- 
fortunates whom they were supposed to serve. 

Small wonder that the legislatures of various 
states are full of proposed laws regulating the fit- 
ting and selling of shoes. 


THOROUGH knowledge of the product is 


More Interest in Component Parts © 
of Shoes 
Live wire merchants, however, are looking at the 


shoe business from a new angle. They are passing 
out of the era of merely buying shoes and selling 


shoes. They are becoming more interested in the 
component parts; the upper leather, sole leather, 
linings, counters and other parts. 

The construction and fitting qualities are being 
given more serious consideration. The contour and 
measurements of the last are receiving more atten- 
tion. 

The Importance of Knowing 
Leather 


The one product or substance with which shoe sales- 
people have to do more than any other is leather. 
And yet, leather is little understood by the aver- 
age salesperson. That leather is made from the 
skin of animals is generally known, but the method 
of tanning or converting it from a raw state into a 
finished product is a process little understood by the 
average merchant and salesperson. 

If the people who sell the shoes to the ultimate 
consumer knew more about the leather of which the 
shoes were made, and what could reasonably be ex- 
pected of it in the way of service; if they knew 
more about its properties of resisting water and 
could talk more intelligently about dressings and 
polishes, undoubtedly “more shoes would be sold 
right” and there would be fewer complaints, ex- 
changes and refunds. 

True it is that many salespeople talk too much 
anyway. They lack terminal facilities. They just 
keep on going—talk themselves into a sale and then 
out of it, before the customer has a chance to buy. 

The over-talkative salesman, however, is not 
usually the man who knows his product thoroughly, 
but he usually is the fellow who does not know the 
facts and tries to camouflage his ignorance by using 
a multiplicity of words. 


Manufacturers Anxious to Educate 
Salespeople 


Shoe manufacturers and tanners are anxious to 
have salespeople in the retail stores know more 
about the materials and manufacturing processes in 
the shoes which they are selling. Many of the lar- 
gest tanners would gladly welcome a group of re- 
tail salespeople and show them the various processes 
employed in converting the raw hide into the beauti- 
fully finished leathers which they make. 
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HE Thomas G. Plant Co., on Tuesday, Oct. 

4, opened a new store of its own in Louis- 

ville, at 536 South Fourth Street, opposite 

the Guthrie Street intersection, in one of the best 

retail blocks in the city, and one of the fastest grow- 

ing. This block now houses a number of the very 

highest class women’s specialty and ready-to-wear 

stores. L. F. McConnell, who was in charge of the 

department at Kaufman’s, is in charge of the new 

store, which is one of the most attractive shoe spe- 

cialty houses in the city, and is described by competi- 
tors as “A beautful store.” 

The building is about 175 ft. in length and 22 ft. 
wide. The store itself is the full width of the build- 
ing, and runs back 115 ft., the remainder of the store 
being used for stock, receiving, etc., while there is 
also a full basement under the building. The store fix- 
tures are of solid American black walnut throughout. 
A balcony extends around the store, about 8 ft. from 
the floor level, and this breaks the monotony of 
straight shelving to the ceiling. Shelf space is de- 
signed to carry about 11,000 to 11,500 pairs. 

The store is carpeted in a taupe colored carpet, well 
padded underneath. Theré are eighty seats, made by 
the American Seating Co., upholstered in blue and buff 
patterned velour. The seats are in two rows, running 
the length of the store, each row facing the shelving 
on the side with passageway between the backs of the 


seats. The cashier is located at the wrapping desk at 
the rear of the store room. 

The windows are large and roomy. A 4-ft. passage- 
way is found between the two front windows, this 
opening into a sort of outside lobby, with windows run- 
ning back the length of the lobby and hooking up with 
the back lobby windows, each window representing 
the outside leg of a heavy, square “H.” A 6-ft. wide 
doorway leads into the store, this being of walnut like 
the windows and inside fixtures. Each of the doors 
has fifteen glass panes, following the Old English 
fashion. The lobby is tiled in large black and white 
tiles, which gives it a clean and bright appearance. 


Wall Case and Attractive Floor Cases 


Inside of the door there is a wall case 12 ft. long 
and 8 ft. high at each side. In front of this case is a 
floor case 8 ft. long and about 3 ft. high. On the right 
of the entrance these cases are used for hosiery, and to 
the left is the findings department. Separating the 
hosiery and findings department from the shoe floor 
proper, and making it into a sort of foyer, or room in 
which to meet customers entering the door, are two 
4-ft. floor cases, about 3 ft. high, of walnut and plate 
glass, in which are shown shoes and hosiery. 

In the side walls are four full length mirrors,. two 
on each side of the store, placed at intervals to serve 
all seats. There are ‘also eight built-in wall show- 
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cases, four on each side, to display under lights at- 
tractive shoes, hosiery, etc. These are equipped with 
adjustable shelves. 


A Daylight Store 


Lighting is obtained from three large skylights, and 
from the front windows. There are also six semi-indi- 
rect lights hanging from the ceiling, and extending 
down the center of the house. At the entrance are 
two attractive floor lamps, with silk shades. 

Many visitors have commented freely on the rich 
appearance of the store, the black walnut in a light 
finish, being very attractive. 

The house is carrying women’s and children’s shoes, 
and also some orthopedic lasts. Hosiery and findings 
make up the full stock. 

At the rear of the store there are double doors lead- 
ing into the building, and the company could garage 
its own machines in the building, if it decides later 
on to handle its own delivery. At the present time 
delivery will be handled through the Louisville Auto 
Parcel Post Co. 

On the opening date a five-piece orchestra provided 
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music through the day, and souvenirs consisting of 
dahlias and doll shoes were given away. The formal 
reception was 11 a. m. to 6 p. m. 

During the latter part of opening week Joseph Piet- 
zuch, of the Thomas G. Plant Co., brought two young 


‘ladies to the city, and demonstrated Osteotarsal foot- 


wear in the windows, using the live models, who were 
young, well dressed, well groomed and very attractive. 
They created a good deal of interest, and there was 
quite a crowd in front of the store at times. 

Manager McConnell is anticipating a good fall busi- 
ness, and is well pleased with the reception that the 
new store has received so far. He has the merchan- 
dise and the location, and a number of fine women’s 
stores in the block, to aid in bringing the exclusive 
trade to the store. He believes that the ground floor 
location and individual advertising will result in much 
better sales of Queen Quality merchandise than was 
the case when the line was handled in the department 
store. 

Mr. McConnell is a live wire, and has many good 
ideas, which should result in steady building up of a 
good local business. 








INDUSTRY IS HEALTHIER 


Gains Made Thus Far Are Real and Are Being 
Maintained 


Gains thus far made in industrial activity are real, 
and there is steady progress toward better business. 
With the exception of cotton, the crops are reason- 
ably good, and their movement is being reflected 
in ‘an improved banking position as farmers’ obliga- 
tions are liquidated. Cotton mills, the wool manu- 
facture and the boot and shoe industry are all hold- 
ing their improvement of- recent months. Although 
the steel industry is operating at about one-third 
of capacity, :production of both. pig iron and steel 
made’ fair gains in August.. Orders are small, but 
they have come-from widely diversified sources, both 


geographically ‘and «as.-to’.consuming industries. _ 


Many other industries report slight betterment, and 
building activity is being remarkably well main- 
tained throughout the country. 


CHICAGO SHOE TRADES’ ASSOCIATION ELECT 
NEW OFFICERS 


The Chicago Shoe Trades’ Association, at a lunch- 
eon meeting held on Oct. 13 in the Sherman House, 
elected the following officers: 

President, H. C. Dovenmeuhle, H. F. Dovenmuehle 
& Sons -Co.; vice-president, J. Harry. Selz, Selz- 
Schwab & Company; secretary, Raymond C. Booth; 
treasurer, W. G. Colvin, Rice-Hutchins Chicago 
Company. Directors—H.. Cushman, A. S, Kreider 
Company; E. J. :Hartung, School. Manufacturing 
Company; M. L. Patterson, Converse Leather Shoe .Co. 
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Hill Brothers Open New Store 


Years of Prestige Building Make The Opening of a New Store Only 
an Added Opportunity for the People of Spokane 
to Secure Hill Bros.’ Service 


their associates in Spokane who have built up 

a mammoth retail business in that city and 
caused the founding of the H. & E. Shoe Company last 
spring. Striving to never be more than a minute be- 
hind the latest idea in salesmanship and service and 
to keep ahead of the times in the eternal newness of 
things in the industry, the H. & E. management is 
beginning its intended 


T HAT is the evident policy of the Hill family and 


mulberry. Reed chairs with mohair cushions add a 
luxurious tone to the room. Pastel colors predominate 
throughout the room. 

An elegant Tiffanized landscape is hung on the rear 
wall and the floor from the door to the partition is laid 
in tile. Simplicity, richness and distinction are em- 
bodied in the designing and furnishing of the win- 
dows, which are harmonized in the pastel shades. 

The stock is from the 
factories of Stacy Adams, 





string of stores in the Pa- 
cific Northwest with the 
opening of No. 3 store in 
Spokane to be known as 
“Hill Brothers,” an ultra- 
modern shop in the heart of 
the city. 

“Keep an ear to the popu- 
lar demand. Be modern 
and on the lookout for a 
better way to sell shoes. 
Keep your prices near the 
low limit. Be consistent in 
having good merchandise. 
Keep a perpetual inventory. 
Advertise heavily. Do busi- 
ness in the center of the 
shopping district. Consider 
legitimate merchandising on 
a fair mark-up better than 
any freak systems of selling 
footwear.” These are the 
Hill lines in the Book of 
Success. 

The new store opened in 
September in the Fernwell 
building is an unique estab- 
lishment in its artistic 
utilization of every square 
foot of the 30 x 90 room. 
The fixtures are valued at 
$10,000 and furnish the shop 
to better advantage and in better tone than anything 
in the state, it is claimed. 


Moorish Idea of Architecture and Decoration 


A Moorish effect has been given the room and the 
theme is consistently carried out in every detail. A 
wooden partition and balustrade, starting about 15 
feet from the door, runs through the store with a 
break of about six feet in the center and extends to 
the cash counter in the rear. This 








Hanan, Wm. Henne, Pincus 
& Tobias, John Kelly, John 
Gray, Thompson Brothers, 
and J. P. Smith. Special 
cartons are used which har- 
monize with the woodwork 
and only the special Hill 
sales ticket is visible 
through a small opening in 
the visible ends. 

In March, 1899, Jacob and 
George Hill opened a shoe 
store known as “Hill 
Brothers” in Spokane in a 
30 x 20 room at 524 River- 
side. Following the de 
mand of the public, regard- 
less of where it led, and 
earnestly keeping mark-ups 
to a minimum in a bid for a 
substantial volume of sales, 
the two Hills prospered. In 
1908 the firm moved into a 
large, modern room next 
door to their pioneer loca- 
tion. The stock was increased 
and shoes of all grades car- 
ried. In 1908 George Hill 
was lost to the firm through 
death. Organization of the 
H. & E. Shoe Co. was accomplished in March, 1921, 
when Otto Eggerts’ “Eastern Shoe Repair Company” 
and stock of Bostonian shoes were joined to the Hill 
Brothers’ forces. Jake Hill was made president of the 
H. & E. concern; Otto Eggerts, vice-president; F. P. 
Shockley, secretary-treasurer. Lloyd Hill and Mrs. 
Ellen Hill, son and widow of George Hill, are part 
owners. The original store at 520 Riverside was 
changed to the name of H. & E. Shoe Store, the old 

Eastern Shoe Repair Shop and stock 








divides the shop into two sections, 


was titled “Eggerts” and the third 


which are devoted to men’s and 
women’s high grade footwear. The 
woodwork in the partition and 
throughout the room is finished in 
an attractive Tiffany effect in 
mottled ivory. The electroliers have 
large wicker and silk shades, with 
delicate blendings of blue, gold and 








“Lead the retail shoe busi- 
ness in your city by being 
first to introduce new ideas, 
by trusting your city to repay 
you for any progressive move, 
by patronizing the whims of 
your trade and by being un- 
afraid of progress.” 








store opened recently was given the 
20-year-old name of “Hill Brothers.” 
It is the plan to open other branch 
stores in the Pacific Northwest 
under the name of the H. & E. Shoe 
Company. Lewiston, Idaho, is al- 
ready chosen for the next location 
and Yakima, Walla Walla and other 
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Washington cities are on the waiting list. 

As a new Coast feature the policy of the H. & E. 
store of selling all shoes at one scale of prices, $5, $6 
and $7, in order to definitely segregate the one store 
as a popular priced establishment, is already meeting 
with intended success. A youngsters’ department is 
featured there with special salesmen for the juvenile 
trade. Only men’s shoes are sold at Eggerts. 


The “Recorder” Used in Business Building 


Hill brothers believe in trade journals. Their in- 
stitutions are bristling with ideas taken from the 
BooT AND SHOE RECORDER. The sales slip is an in- 
vention of Mr. Shockley, worked out of a BOOT AND 
SHOE RECORDER suggestion. A perforated card is 
filled out and folded over the front of the shoe box, 


which is in the shelves. On the card is one stub for 
the bookkeeper, one for the perpetual inventory and 
the other for the customer. The stock number, size, 
lot and price is on each stub, with a key number show- 
ing the date the shoe was put into stock. When a sale 
is made the salesman uses 
the entire card for his sales- 
slip. If it is a “charge” the 
name is written on the stubs. 
Hill Brothers do a tremen- 
dous credit. business. An- 
other trade journal idea is 
Eggerts “sole entrance” to 
that store, which is composed 
of two doors outlined in the 
shape of the soles of a pair 
of shoes. The effect is 
unique and a good bit of 
advertising. 
The BooT AND SHOE RE- 
CORDER’S merchant service is 
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used by the company ad man and large advertising in 
newspapers has always been a policy of the firm. 

Frank Shockley was the first president and one of 
the chief organizers of the Spokane Retail Shoe 
Dealers’ Association of Spokane, which was formed 
four years ago. Mr. Eggerts is now president and 
Lloyd Hill vice-president. The firm’s executives have 
been the principal backers of the dealers’ group and 
stand for all the good that can come out of such an 
organization. 


FOR THE FUN OF IT 
Slippers a la Shakespeare 
Customer—‘“In slippers you have both Romeos and 


Juliets, have you not?” 
Floorwalker—“Yes, lady; in the balcony.” 


TO HOLD MEN CUSTOMERS 


The Smoker Set Takes the-Hustle Out of Saturday 
Service 
Joe Klawitter, manager of the Florsheim shop, Ma- 
jestic Building, Milwaukee, always has a number of 
smokers’ sets about the 
store, with matches and 
everything but the makin’s. 
He states that when the 
store is crowded on Satur- 
days or any other days the 
men, who are poor “waiters” 
in shopping, become of a 
rather leisurely mood when 
they see the smoke sets, and 
make use of them. 


“I am to be made the sole 
manager.” 

“Who will have charge of 
the uppers?” 
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Shoe and Leather Industries Liquidate 


An Address by the Honorable A. S. Kreider 
at the ‘‘Sell America First’’ Dinner, 
Wilmington, Delaware 


is greatly affected by general conditions. 

When the country is in a prosperous con- 
dition the shoe industry shares in that pros- 
perity and when depression comes, this industry 
in common with all other industries, suffers because 
of the depression. 

The manufacture of boots and shoes is the largest 
of the group of leather industries. The production 
of boots and shoes runs sixth in value of output in 
the United States. It is one of the most highly com- 
petitive industries having about 1300 producting 
companies, the largest of which does not produce 
over 6 pe rcent of the total production. 

No trusts have been formed in this industry and 
no pool exists. The value of the shoes produced an- 
nually is well in excess of a billion of dollars. The 
average daily production is estimated at 997,000 
pairs for a 300-day year. 

Prior to the war under the normal conditions then 
prevailing, the shoes industry was moving along 
smoothly with but slight fluctutaion in prices. 


‘ie? shoe industry like all other industries 


Fluctuations In Prices 


During the period of the war and since, there 
have been tremendous fluctuations not only in the 
prices of shoes but in the entire group of leather 
industries as well as of hides and skins and of 
leather. 

The first changes in prices occurred in 1916. Dur- 
ing that year the prices of hides and skins and 
leather advanced from 60 to 80 and in some cases 
to 100 per cent, on an average perhaps 80 per cent. 

From December, 1916, to February, 1918, when 
the hide and leather control board was formed there 
were slight fluctuations but no serious change oc- 
curred. Shortly after the formation of the Hide and 
Leather Control Board it- was reorganized as the 
Hide, Leather & Leather Goods Division of the War 
Industries Board. 

Under their supervision various arrangements 
were made whereby the market was controlled. 
Prices were ‘fixed on certain grades and classes of 
hides and skins as well as on certain grades and 
classes of leather, so that there was no market fluc- 
tuations of any consequence during the war. After 
the signing of the Armistice the market then being 
open prices declined for a little while, but in the 
early spring of 1919 prices suddenly began to ad- 
vance and continued to advance, causing great ex- 
citement in th eentire industry; so that by July and 
August unheard of prices prevailed. 

Native steer hides selling as high as 55 cents per 
lb. Kips for upper leather as high as 80 cents and 
Chicago City calfskins at over $1 per Ib. 

Sole leather in both Union and Oak had advanced 
to $1 per lb. Calfskins to $1.50 per foot; Side Leath- 


er for uppers to 90 cents per foot and Kid Leather 
sold at $1.65 per foot. 

These prices were so abnormally high that it was 
felt they could not remain permanently, but there 
was no real break in the market, either for hides and 
skins or leather, until the spring of 1920, when 
prices receded about as rapidly as they advanced in 
the summer of 1919. 


Price Drop Paralyzed Industry 


This sudden drop in prices had the effect of 
paralyzing the entire industry, it stopped buying on 
the part of the retailer, the jobber and manufactur- 
ers and tanners, so that by the fall of 1920 and the 
winter of 1920-21 hides and skins became such a 
drug on the market that thousands of perishable calf 
and small kid skins never found their way into the 
tanneries at all; they were either put into glue or 
thrown away. 

With the gradual resumption of buying by the 
trade in the early spring of 1921, values were again 
established, but on a level below pre-war prices. 
The demand, however, was largely for the better 
grades only. The demand has increased during the 
last few months and now all grades are selling 
freely. In fact, the demands for the top grades ex- 
ceeds the supply an dto-day large equantities of the 
best grades of leather is not obtainable. 

Prices of shoes followed to a degree the prices of 
hides, skins and leather. However, it should be said 
that when the prices of leather reached the peak in 
the summer of 1919 the prices of shoes were not ad- 
vanced generally to replacement values, but the 
prices were very high and remained high until the 
spring of 1920. The break in prices came in April 
and May and June and prices continued to decline 
throughout the year 1920 and have continued to de- 
cline during the spring of 1921. 

The present demand has now caused an upward 
turn and advance in the prices of hides, skins and 
leather. 

During the war the Shoe Retailer found business 
good and had no trouble in securing the advanced 
prices and dueto the seady and constant advance in 
prices the retailers and jobbers were free buyers, as 
is always the case on an advancing market, and when 
the prices broke in the spring of 1920 they found 
they were heavily stocked and there was nothing to 
do but liquidate; that is, sell the stock on hand and 
purchase only a few so-called novelties, which con- 
sisted largely of women’s goods and such sizes as 
were needed to fill in on their regular lines. 


Liquidation Caused Stagnation 


It was this liquidation that caused the stagnation 
in the industries and especially in the hide and skin 
market, for when the retailer failed-to buy the job- 
bers would not buy, and such orders as came to the 
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shoe manufacturer from either the retailer or jobber 
were filled by the use of the leather the manufac- 
turers had on hand, and what few orders for leather 
that were passed to the tanner were filled either from 


leather the tanner had in his-bins or from hides and - 


skins he had on hand; so that there was no demand 
for hides and skins in the fall of 1920 and winter 
of 1920-21, causing the condition in the hide and 
skin market’to which I have referred. 

This liquidation on the part of the retailer of his 
fall good sin 1920 was absolutely necessary. It will 
be remembered that the break in prices did not occur 
until about April, 1920, after the retailer had pur- 
chased and received his stock of spring goods. 

We had a late spring in 1920, the result was that 
large stocks were carried over to the spring of 1921 
so that the process of liquidation of stocks on hand 
had to be continued during the spring season of 
1921 with the result that orders placed by the retail- 
ers were gain, in the main, for new and novelty 
styles and such sizing up as was necessary to re- 
plenish stocks. These spring stocks have now also 
been reduced in quantity to or below normal; so that 
in my judgment the stocks of boots and shoes gen- 
erally are liquidated and from now on the retailer 
and jobber must buy goods in the usual quantities. 
In fact, this buying has been and is now in evidence 
and it has its effect in the markets. Shoe manufac- 
turers generally are busy and are likely to continue 
to be busy indefinitely. The activity in the shoe 
trade is reflected in the leather market and in the 
demand for hides and skins. 
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As a matter of fact the better classes of hides and 
skins ‘are very scarce now and the top grades in 
leather both calf and kid are not to be had in large 
quantities even at the top prices. 

The medium grades. of leather are now also in 
good demand and no accumulations exxist; the prices 
in some cases have already advanced and as leather 
in mist cases is now sold on a replacement value 
basis, further advances are sure to some with the 
continued demand. 


Industry Has House In Order 


Iam safe in saying, so far as the shoe and leather 
industries are concerned, they have liquidated and 
in so doing the tanner, the manufacturer, the jobber 
as well. as the retailers have taken their medicine 
and pocketed their losses, which in many cases ex- 
ceeded the large profits made during the period of 
advancing prices and are now selling shoes on the 
present basis of cost. 

I can see no prospect of further reduction in 
prices of footwear. The only possibility is in lower 
prices being paid for labor and this reduction when 
it comes is more than likely to be absorbed in the 
higher cost of leather. 

It is my opinion that prices will neither advance 
nor decline in the near future to any appreciable 
extent. 

The shoe industry has set its house in order and 
is ready, and in a position to help along in the im- 
provement of general conditions which are not only 
in sight but which we are already enjoying. 








HOW IS VALUATION DETERMINED? 


Tariff Walls Keep Goods in as Well as Competition 
Out 


London, Oct. 12.—The American Valuation Plan 
in the proposed new tariff was condemned to-day 
by a resolution passed by the American Chamber of 
Commerce in London, an organization formed and 
maintained to foster the interests of Americans in 
Great Britain and. the other countries of Europe. 
Only American members of the Chamber are allowed 
to vote and they were unanimous in declaring their 
belief that American valuation of imports for the 
purpose of assessing ad valorem duties “must inevit- 
ably be handicapped and an obstacle to the freest 
possible exchange of goods which is not only in the 
best interests of both countries, but is essential to 
the restoration of their mutual prosperity.” 

In the opinion of the Chamber the American Valu- 
ation scheme would make it practically impossible 
for American importers to ascertain the full cost 
of purchases made abroad until after they arrived in 
the United States where further complications would 
almost certainly ensue as a result of long drawn out 
custom disputes. It also expressed the opinion that 
it would be equally impossible for foreign shippers 
to make the C. I. F. or delivery quotations which 
American houses have found desirable to call for 
in the past. 

The resolution further calls attention to the opin- 
ions freely expressed abroad that if additional duties 
are desired “this result could be better attained by 
meeting the issue flatly and increasing the rate 
rather than by adopting a basis of valuation which 


can only increase the uncertainties and confusion 
inherent in foreign trade under present world con- 
ditions.” The resolution continues: 

“The American Chamber of Commerce in London 
cannot subscribe to the view that such a course 
would to-day benefit the United States, which has 
now become a great creditor nation. Foreign coun- 
tries which are already having enough difficulty in 
buying American goods because of the exchange 
would find such purchases an impossibility in the 
face of a tariff which would prevent them from mak- 
ing payments by selling their own goods in the 
United States. The Chamber feels rather that this 
is the time for the United States to encourage ex- 
pansion of reciprocal trade between itself and other 
countries. An unimpaired flow of goods is the only 
means of creating funds for the purchase of those 
American commodities of which other nations stand 
in need, for exchange is the basis of all trade. The 
greater the volume of goods which can be exchanged 
internationally, the more trade there is for each 
country, and in the opinion of the Chamber this is 
the constructive policy which will lead most surely 
and quickly to the rehabilitation of the markets of 
the American manufacturer and the expansion of 
American trade.” 





ONE PAIR PER PERSON—RIGHT NOW 


To increase the distribution of shoes is the main 
job of the shoe trade just now. In brief, it means 
that the shoe merchant must sell a good pair of shoes 


‘to every person in his town who is insufficiently shod. 
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St. Louis Shoe Retailers’ Association Opening 
Meeting Brilliant Success 


James P. Orr, President N.S. R. A., and Frank Rand, 
President International Shoe Company, 
Address Gathering 


Shoe Retailers’ Association ever held took 

place Wednesday evening, Oct. 12, at the 
Missouri Athletic Club, where a banquet was 
served to the members and invited guests. James 
P. Orr, president of the N.S. R. A., and Frank Rand, 
president of the International Shoe Company, largest 
manufacturers of shoes in the world, were the prin- 
cipal speakers. The St. Louis Wholesalers’ and Manu- 
facturers’ Association were invited as guests of the 
retailers. Practically the entire membership of the 
retailers were present to welcome President Orr. 

Mr. Orr, the first speaker, briefly outlined the early 
history of the N. S. R. A., visualizing its accomplish- 
ments. 

He further spoke of how the N. S. R. A. averted 
drastic legislation which would have virtually 
ruined the retailers and after intense effort effected 
a satisfactory arrangement to everyone, which was 
never put into effect, due to the signing of the 
armistice. ;, 

The speech in part follows: 


['s most successful meeting of the St. Louis 


Merchants Profit by Experience 


“T feel that the experiences we have gone through 
have taught us much and the lessons learned dur- 
ing the war have made us better merchants. Let’s 
hope that we never again go back to the old days 
when 50 per cent of us were insolvent. We have 
learned that to operate a shoe store as it should be 
run—to give service that an exacting public re- 
quires, we must make a just and generous profit; 
not to practice extortion. That would not only bring 
down the wrath of the community on our heads, but 
by inverse ratio bring us back to the same financial 
status as would selling our goods too close. 

“The shoe business is changing rapidly. The old 
days of buying a season’s supply are over. Styles 
come and go and we must be more constantly in the 
market. With the rapidly changing styles comes 
the necessity of moving goods quickly to make place 
for the new ones. This system entails more losses 
and should be compensated by greater profits. Every 
man owes it to himself to amass a competence as a 
result of his labors. He not only becomes a better 
citizen, but a better merchant. If we are not in po- 
sition to take advantage of the rapid change in 
styles and market conditions that permit savings in 
purchases, our stores will soon begin to go. back- 
ward, with the result that they are no longer at- 
tractive to a capricious public and our days of use- 
fulness in the community are numbered. So don’t 
be afraid to put a fair price on your merchandise; 
don’t be afraid to reduce it, if it isn’t moving. The 
net results of the year’s operation will be cleaner 
stock and a better net profit. 


“Another thing which we ought to do is to organ- 
ize our own community. Get on good terms with 
your competitors. You'll be surprised what good 
fellows they are. Get to be friends. 

“If someone has cut the price of an article you 
are both selling, don’t retaliate by cutting it still 
lower. That will only bring a reprisal from him. 
See him, talk it over; the chances are that you can 
get him to restore the price. He wants to prosper 
the same as you do. After a few instances of this 
kind it won’t be long until he sees his mistake and 
you’ll soon be getting the best of co-operation. 

“While our relations with the manufacturer are 
amicable and friendly, we are trying to have him 
realize that retailing is a science of its own and 
that his interests are not best served by entering 
the retail field. 


Keeping Standards High 


“We believe that the American shoe has reached 
its present state of perfection through the stimulus 
of keen, competitive methods which the factory 
chain store would eliminate. We do not fear its 
competition so much as we fear for the future of 
our craft. Our business will grow even as the 
American shoe continues to advance toward per- 
fection. Once such a condition ceases to obtain we 
may look for a gradual decadence in our advance- 
ment. For these reasons we stand four-square on 
the principle that the retailing of shoes should be 
left for the retailers and that our support be given 
concerns who pursue this policy. 

“On the other hand, it is for us to keep the stand- 
ards of retailing high—let there be nothing unethical 
or unfair in our dealings with manufacturers; let’s 
make all proper allowances for goods received, when 
we feel that he is doing the best he can; let’s don’t 
quibble too much with minor, technical defects, re- 
membering that manufacturing isn’t one bed: of 
roses; let’s don’t hold a stop-watch on shipments; 
let’s never cancel goods except when absolutely jus- 
tified by late deliveries or definite warranted condi- 
tions. What more natural than the fact that when 
selling to retailers becomes unprofitable, the manu- 
facturer will become his own distributor? So meet- 
ing him on the broadest and fairest grounds, we are 
serving, not only his interests but ours as well, and 
on no other basis can business be permanently sat- 
isfactory.” 


Relationship Between Buyer and Seller Very Agree- 
able 


Frank Rand, president of the International Shoe 
Company, in his address soundéd a note of confidence 
in present prices of shoes. It was his opinion that 
there would be no wide fluctuation of prices in the 
near future. 
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The address in part follows: 

“An organization such as the N. S. R. A., founded 
on the principles and practices as outlined by Presi- 
dent Orr, is building on the proper foundation that 
will not only last but go on and on to success. The 
wide diversion of prices between the price of raw 
hides and the finished shoes is not easy to explain. 
The biggest percentage of cost going into shoes is 
labor. The cost of tanning is higher, freight rates 
are higher and the overhead has gone up. All this 
has to be added to the cost of shoes. Hides have 
advanced 100 per cent since last March. No one 
can explain that difference in price except on the 
above principles. 

“Buyers of shoes, that is, the ultimate consumer, 
is becoming intolerant. You receive kicks constant- 
ly. We, too, receive our share of complaints. No 
industry has ever been put up as a mark to shoot 
at as the shoe industry has in the last three or four 
years. Possibly it’s because of the stock numbers in 
the shoes. This being a mark of identification it 


may possibly explain the constant complaint at the — 


shoe industry. 

“If you buy a piece of dress goods or a hat there 
is no way to identify this purchase. 

“The N.S. R. A. is an organization of fine integrity 
and during the fluctuation of prices its members 
assumed their obligations without flinching. 

“IT suppose you want to know something about 
prices. I believe prices in the future in the factory 
with small production will possibly be lower. 

“T believe the retailer can buy to-day with assur- 
ance and confidence. 


Shoe Prices On Par With Money Prices 


“Shoes to-day are no more in excess of the pre- 
war price than the value of the dollar of to-day and 
the value of the pre-war dollar. For example, a 
$1.49 to-day will only purchase what a dollar would 
buy in pre-war times. Shoe prices are not above 
that advance to-day. Prices to-day are only 48 or 
A9 per cent above the 1914 and 1913 price. 

“IT believe a sound merchandising policy is to buy 
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things you need when you need them. No one has a 
right to speculate and make a profit. Profit based 
on a service from day to day is what everyone is 
justly entitled to. When you speculate you are steer- 
ing the ship on the rocks. 

“There exists to-day a finer relation between buyer 
and seller. 

“I don’t believe in retail stores owned by manu- 
facturers. We never had a dollar’s worth of inter- 
est in a retail store and we never will. If I were a 
retailer I would not buy shoes from a manufacturer 
who would put them in a store across the street. 
We are staying out of the retail business because we 
don’t know anything about it. Retailing is a science 
separate and distinct from manufacturing. 

“St. Louis is proud of its retailers. St. Louis is 
proud of its manufacturers and the door is always 
open for manufacturers to come and locate here and 
we'll help them all we can. Shoes of St. Louis wear 
well, they carry a conviction of honesty. Refine- 
ment has gradually crept into our shoes and in the 
last four or five years they compare favorably with 
the best shoes in the country. 


Price Based on Profit 


“Prices based on a fair profit must be established. 
I can’t see any wide fluctuation of price. 

“I believe we have turned the corner, the worst 
has been passed through. The agriculture situation 
is greatly improved. The increase in the price of 
cotton was a God-send to St. Louis. Merchants in 
the South sixty or ninety days ago who were hope- 
lessly wrecked are standing on solid ground looking 
forward to-day. I have a feeling of the future as one 
of an optimist. The way looks clearer. The bumps 
seem to be smoother.” Paul Jamison, sales manager 
of the Friedman-Shelby Shoe Co., and president of 
the St. Louis Wholesalers’ and Manufacturers’ Asso- 
ciation, responded in behalf of the Association, thank- 
ing the Retailers for the invitation. Harry Vin- 
sonhaler of the Vinsonhaler Shoe Company, also 
spoke. 

President Frank Ames of the Retailers presided. 








MILWAUKEE 


Novelties Selling Well 


Men’s Business Not as Good as De- 


sired—Men Are Buying on 
Price—Women on Style 


Contrary to all that the pokesmiths 
may say, that is unusual. Even as re- 
cently as a year ago men were buying 
the best the market afforded, almost 
most regardless of price. Now they are 
taking as good a shoe as they feel they 
can afford to buy. The brogue types 
and perforated styles are appealing 
only in'a moderate degree. The con- 





HE run of business among 

Milwaukee shoe merchants 
continues to be of an unusually di- 
versified character. Almost anything 
with a touch of novelty is selling well. 
Novelty, however, means more than 
this word has meant since the day 
that novelty footwear took the place 
of staples in the bulk of selling. It 
now means that a shoe must be a real 
novelty—the latest development of 
style. It runs the gamut from the 
strap pump or oxford to the moccasin, 
and from this style to the brogue and 
semi-brogue tie oxford. In the pump, 
patent leathers are having a good run, 
with satins and suedes in brown and 
black holding the first place in this 
division. 


So far as men’s business is con- 
cerned, there remains considerable to 
be desired. A good many men are 
hanging on to summer oxfords until 
the weather becomes so cold that these 
will be uncomfortable, when it is be- 
lieved a healthier demand for the boot 
will present itself. Offerings of men’s 
shoes by local merchants, as indicated 
by current window displays, are about 
equal in relation to high and low cuts. 
There is a feeling in some quarters 
that the oxford is going to be a better 
seller all winter than the boot, but 
others are banking on the high shoe 
to fill the bulk of the call. 

A distinct trend of the day is that 
women are buying on the merits of 
style, while men. are buying on price. 


sistency of the call for the plain shoe, 
doubtless born of the idea that these 
are lowest in price, is believed to in- 
dicate that in the coming season the 
plainer styles are going to be the big- 
gest sellers. 

Business in women’s shoes, which 
excites relatively less concern than 
that on mén’s footwear because of the 
currently, good call, is arousing con- 
siderable discussion with respect to 
purchases for spring. For several 
months there has been an increasingly 
good demand for the hardier and 
sturdier types for street wear, gen- 
erally in a low cut, Girls, young and 
middle-aged women who formerly 
wore nothing but the daintier style 
pumps and oxfords, for dress as well 
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as street use, have been working to- 
ward a service shoe ideal. In the 
minds of some of the keenest shoe 
merchants in Milwaukee, this trend 
will continue and be accentuated in 
the coming five or six months. 

A good many salesmen and sales- 
women in Milwaukee boot shops have 
been enrolled in the evening course in 
commerce at the Milwaukee branch of 
the Extension Division of the Univer- 
sity of Wisconsin, which this winter 
is again giving day and evening in- 
struction in this line. The courses in 
commerce are in charge of sixteen 
teachers and an administrative staff 
of six members, The evening courses 
are intended for men and women em- 
ployed during the day who can devote 
only part of their time to study. Day 
courses are for those who can devote 
full time for two years. Evening 
classes are grouped under the heads 
of general business and accounting, 
with suggested groups of courses 
under each head. 

Opinion in respect. to the call for 
shoes in college and university towns 
in the United States is indicated by 
expressions made by shoe merchants 
of Madison, seat of the University of 
Wisconsin. W. G. Schumacher, man- 
ager of the Schumacher Shoe Co., 
said: “Oxfords for all is the go. 
This affects all young people as well 
as children. The men are finding 
woolen socks increasingly popular and 
they are going through the winter 
with low cuts.” J. F. Rose, manager 
of the Walk-Over Boot Shop, said: 
“A year ago our sales were running 
only about 20 per cent oxfords and 
80 per cent high shoes, but this fall 
we are selling about 65 per cent low 
cuts to 35 per cent boots. This may 
have been due to the mild winter we 
had last year, but as it is hardly prob- 
able that there will be two mild win- 
ters in succession, sales may take a 
turn if the weather is more seasonable 
in ‘the next four months. H. M. 
Woldenberg, manager of the Outlet 
Store, said: ‘While the tendency to 
wear oxfords in winter is increasing, 
the call for boots will not be affected. 
The older people will still wear boots 
as usual, and it is only to the univer- 
sity student that we merchants look 
for a healthy demand for oxfords.” 

R. C. Pehl, proprietor of the Cor- 
rective Shoe Co., Milwaukee, on Nov. 
1 will move to new and larger quar- 
ters at 735 Grand Avenue from the 
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present second floor location on the 
main corridor of the Plankinton 
Arcade, Grand avenue, from West 
Water to Second streets. It is one 
of the leading specialty shops in Mil- 
waukee and has achieved much suc- 
cess since it was established in the 
heart of the downtown district about 
five years ago. 

The Wild Rose Mercantile Co. of 
Wild Rose, Wis., has been incorpo- 
rated with a capital stock of $35,000 
to deal in dry goods, clothing, boots 
and shoes and general merchandise. 
The incorporators are F. M. Patter- 


son, Albert R. Jones and A. E. 


Melcher all of Wausau, Wis. 

The Diamond-Watkins Shoe Co., 
Milwaukee, operating stores at 407 
Grand avenue, and in Oshkosh, Fond 
du Lac and other Wisconsin cities, has 
recently amended its corporate 
articles, changing the name to the 
Diamond Shoe Co., its original title. 
The change is due to the retirement 
of J. D. Watkins, who has sold his 
interest to the other stockholders and 
is returning to his former home in 
Chicago. Elias Diamond is secretary 
of the company. 

The office of the city building in- 
spector of Milwaukee has received 
official notification from the American 
Hide & Leather Co. that it intends 
to rébuild its local tanneries, totally 
destroyed by fire on Sept. 29. The 
new -plant will cost about $500,000, 
which embraces an initial unit de- 
signed for additions as needs require. 
The notification came with a request 
for permission to clear the site of 
the former plant at 658-680 Commerce 
street. Detailed plans will be filed 
within a short time. The loss on the 
old tannery was approximately $1,- 
500,000, of which $1,260,000 was cov- 
ered by insurance. This plant was at 
the time the busiest of any of the 
American group and the contracts are 
being handled at other plants pending 
the completion of the new tannery. 

The Junction Business Men’s Asso- 
ciation, a community organization 
composed of merchants located at 
Racine Junction, the south side of 
Racine, Wis., has under consideration 
a proposition from M. L. Lawton to 
organize a new concern to establish 
a boot and shoe factory.. Mr. Lawton 
proposes to furnish most of the capi- 
tal, lease factory quarters and employ 
100 men and women operatives. 


CLEVELAND 


Fundamental Industries Strengthened 


Many Novelties Shown By Dealers 
Good Season Expected 


REVIEW of general business 
conditions and industrial hap- 
penings of the last few days must. 
be set forth in order to give one an 


accurate viewpoint on what the busi- 
ness conditions are in the retail shoe 


trade in this city. 


In addition, there have been de- 
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velopments of such consequence and 
importance in both the business and 
industrial fields that they are worthy 
of publication. 

In the first place the Standard 
Parts Co., Cleveland’s $20,000,000 
automobile accessory establishment 
that has been in the hands of a re- 
ceiver for more than one year, has 
just finished paying $2,000,000 to its 
creditors, and is now in a fair way 
to relieve the receivers. 

The McGraw Tire & Rubber Co., 
which charged off a tremendous loss 
in inventory some months ago, has 
just paid a 10 per cent dividend to 
its creditors, 

The Jordan Motor plant is working 
at capacity; the White Motor Co. has 
just increased its production 10 per 
cent and other concerns are placing 
more men. 

The Cleveland Trust Co. in its latest 
industrial and business review, says: 

The turn of the tide has come in 
several fundamental industries as in- 
dicated by production developments in 
basic lines such as textiles, iron and 
steel, building construction and wheat 
flour. 

Among financial indicators are in- 
creased bank clearings, a rising mar- 
ket, rises in all basic stocks on the 
market, and lower interest rates. In 
addition, unemployment shows some 
decrease, idle cars are fewer, failures 
are fewer, and the long declines in 
prices has been checked. The evidence 
indicates that improvement is signif- 
icant and not merely seasonal. 

Cleveland shoe merchants have 
banked heavily on the effects of the 
short skirt on shoes that will be worn 
this fall and winter, and most of 
them must have guessed right, for 
those interviewed appear to be cash- 
ing in O.K. 

With the skirt short it is imperative 
that the feet be well shod, and the 
novelties have been going well, for 
they certainly make a fine appearance, 
especially those that are to be seen 
in the show windows. 

While the demand for the boot has 
been very light thus far this fall, 
within the last ten days there has 
been an increase in the sales of this 
type. The weather has been conduc- 
ive to the selling of footwear that 
will be comfortable when the thermo- 
meter hovers below the freezing point. 
The mornings have been cold, the 
days warm and bright, while night 
always brought a nip of coldness. 

In the second week of October, the 
demand for boots increased in this 
city, but the strap pump and the ox- 
ford undoubtedly remained the 
favorite. 

While many novelties are to be seen 
in the show windows, such as slippers 
fashioned from American dovetail, 
velvet and velours, such old standbys 
as patent leather, kid, calf, suede, and 
satin are going well. 

For dress wear, fancy buckles 
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which may be used with the different 
style pumps and strap slippers are in 
vogue. Many of them are embroid- 
ered in steel, silver, jet or colored 
beads. 

One very attractive model that has 
been going great for evening wear is 
a black satin strap pump embroidered 
in silver beads. The anklet of silver 
beads is a novelty of the season, but 
their sale is limited largely to women 
who like to be dressed differently. 

For opera wear one of the best sell- 
ing models at several downtown stores 
that were visited is a pump of 
brocaded silver cloth with a Louis 
heel. A three-strap moccasin has 
been going well also. 

The sale of footwear for dress af- 
fairs has helped trade mightily in 
the last two weeks, according to man- 
agers of the downtown establishments 
The first functions of the coming so- 
cial season in the city are being held, 
and the demand for appropriate foot- 
wear for them was much better than 
it was a year ago. 

From the programs that have been 
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announced, especially the musical and 
lecture courses, this is to be an un- 
usually active social season here. This 
would indicate that dress shoes are 
going to have a fine run in the late 
fall months and early winter. 

Stores like Taylor’s, Halles Bros’., 
Higbee’s etc., banked on a good de- 
mand for this class of goods, and they 
are going to have their expectations 
realized according to present indica- 
tions. 

While the fall thus far has seen the 
lightest demand in years for boots, 
managers of the different stores are 
banking on a fairly good sales aver- 
age for this type of footwear during 
the year 1921-22. 

At the Higbee store the prediction 
was made that when the breezes of 
winter blow there will be a great rush 
to the stores for the old reliable boots. 

At Taylor’s they are banking on a 
long hard winter, and the fact that 
human agencies can not change so 
quickly the established custom of 
going well shod and warmly shod in 
the wintry days. 


LOUISVILLE 


October Retail Business Active 


Demand Stronger for Men’s Shoes— 
Brogue Models on the Wane 
—Dealers Anticipate Ear- 
lier Spring Buying 


CTOBER business has_ been 

_J active with the Louisville re- 
tailers due to colder weather and 
the fact that general industrial con- 
ditions have been a little better, and 
there has been a very fair volume 
from country visitors. The fall races 
have probably brought a little busi- 
ness, and more shoppers from the 
Bluegrass section, but the fall rac- 
ing season never brings the volume 
that the spring season brings. 

For the past couple of weeks de- 
mand for men’s shoes has been con- 
siderably better. than it was, and on 
Saturday, Oct. 8, and again on the 
15th, men’s departments and stores 
did a fine business, while business 
dyring the week days was larger. 
Men’s handlers report that the low 
shoe movement hasn’t been taken 
seriously by men, and that at least 
80 per cent of the merchandise sold 
at the present time is in high cut 
shoes. The very best stores report 
that demand for brogue models is 
waning somewhat, but with medium 
prices and popular priced stores, the 
brogue is very good. Grain leathers 
are fine, especially in tan. Black is 
selling slightly better. Patent leather 
is being worn more freely for eve- 
ning use, even where evening clothes 
are not used. 

In women’s shoes demand has been. 
very. strong for tan oxfords, espe- 


cially with winged tips, perforations, 
etc., in the semi-brogue models, while 
Grecian Sandals and two-strap effects 
in patent have been very good. 
Patent with gray trimmings has been 
a good seller. In dress shoes black 
satin and black and brown suede have 
been good. Striped patent pumps 
are not active. Dealers report that 
there is a stronger tendency to high 
shoes, one house reporting 50 per cent 
of its sales in high shoes, and an- 
other reporting that high shoes were 
moving better, and cold weather 
would probably bring out a good de- 
mand. 

Manager Richard Arendt, of the 
new Sorosis department in the Kauf- 
man Straus Co. store, which replaced 
a Queen Quality -department, the 
Plant company having opened its own 
local store here, reports that business 
has been good and is steadily increas- 
ing. The Sorosis line was not 
handled locally for some time, it hav- 
ing formerly been. handled by Levy 
Brothers, a men’s store, which gave 
up all women’s lines a few seasons 
back. Workmen are installing addi- 
tional fixtures in the Kaufman de- 
partment, which has been remodeled 
since the Sorosis department was in- 
stalled. 

‘Louisville dealers anticipate that 
buying for spring may be a little 
earlier this year than last year, as. 
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a result of the situation being 
changed. One dealer said: “It re- 
quires weeks to get orders through, 
and with the manufacturers not so 
anxious for business as they were 
last year, it doesn’t appear as though 
it would profit the retail merchant 
especially to wait, although there are 
rumors of lower prices for spring 
merchandise. Last year a lot of 
buying was held up until January, 
but it looks as though a good many 
retailers will go East in December 
this year.” 

Guy Wiggington, 37 years of age, 
prominent young shoe dealer of 
Eminence, Ky., died on Oct. 14 at a 
local hospital of a fractured skull, 
resulting from his automobile over- 
turning on the Shelbyville Road, a 
few miles East of Louisville, while 
he was returning to the Bluegrass 
from a trip to Louisville. Mr. Wig- 
gington turned out to give a rapidly 
approaching machine plenty of room, 
went over the edge of the road, and 
his auto turned turtle. He was a 
native of Plainfield, Ky. His three 
brothers, S. E., J. F., and Emmett 
Wiggington, and father and mother, 
Mr. and Mrs. N. F. Wiggington, are 
all residents of Louisville. The de- 
ceased had been ‘in the shoe business 
at Eminence fora number of years. 

J. Thormahlen, manager of the 
Durand Perry Co. shoe department, 
stated that fall business had been 
very. fair, and that he was showing 
an increase in pairs and practically 
his last year’s volume in dollars and 
cents, which means that he is getting 
a nice increase in volume. However, 
the stock is off in price 25 per cent 
or more over last year’s figures, when 
most of the high-grade stock was 
quoted at $18 to $22 a pair. 

Miss Rena Bowman has been. in 
charge of the Patrician department 
at the John C. Lewis Co. for several 
weeks past, T. W. Beagle, who for a 
number of years has been in charge 
of the department, having left Louis- 
ville to enter business at Jackson- 
ville, Fla. It is reported that the 
position has been left open for him 
for a time, if he should desire to re- 
turn, and no active manager will 
probably be named until the spring 
season is on. 

Byck Brothers have recently added 
“The Foot Saver” line of shoes .put 
out by the house of Julian & Kokenge, 
an orthopedic number of which good 
things are expected. 

Manager McConnell of the new 
Queen Quality Shop, Louisville, re- 
ports very fair business and excellent 
prospects after the new store becomes 
a little better established, Mr. Mc- 
Connell has been agreeably. sur- 
prised with the volume of business 
that has come to the new store so far. 

An interesting shoe repair shop in 
Louisville which does practically all 
trade work is that of, Thomas Owens, 
149: South Fifth. street, this. shop 
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doing no sole work, and giving its en- 
tire attention to repairing and alter- 
ing uppers, being a very highly spe- 
cialized shoe repair shop. 

Reports received in Louisville would 
indicate that the new low show idea 
for fall wear has taken much better 
in the East and the North than it 
has here. Woolen hose are not mov- 
ing as well as had been anticipated. 
However, a number of dealers are of 
the opinion that sales of spats will 
run heavy, and that women will stick 
to low shoes. 

A report from Paducah, Ky., is to 
the effect that the Paducah Board of 
Trade is co-operating with the Inter- 
national Shoe Co., which operates a 
plant in Paducah, and has started a 
campaign to raise $50,000, in connec- 
tion with a plan of the company to 
double its Paducah production. 

Noel Lyons, of Byck Brothers, re- 
ported that business as a whole was 
very good in all departments, the 
men’s department having taken a nice 
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brace, while women’s and children’s 
shoes have been moving well. 

Manager H. R. Childress of the 
Rodes Rapier Co. has been rather 
overworked the past few days in 
moving his stock and rearranging it 
in the new store. All new boxes were 
used, which meant complete transfer 
of stock. The store was closed Thurs- 
day evening, Oct. 13, and all stock 
moved into the new store and rear- 
ranged, with announcement that the 
new store would open at noon, Mon- 
day, Oct. 17. 

“The Ford coupé is desired by too 
many people and is too easy to steal 
and dispose of,” according to J. C. 
Riley of the Boston Shoe Store and 
secretary of the Young Business 
Men’s Association, New Albany, Ind., 
who had just purchased a new car 
when it was stolen. He drove to 
the Calumet Club and parked his car. 
He was gone a few minutes, and on 
his return the car had vanished and 
so far not a trace of it can be found. 


ST. LOUIS 


Decided Betterment in Retail Business 


Continued Cool Weather Forces Business Skyward 
—Boots Increasing in Demand—Patent 
Still Proving Strongest Seller 


NOTE of general betterment 

in the retail business was 
observed during the past week. 
Seasonable weather is a large con- 
tributor to the cause for increased 
business. Chilly mornings have sug- 
gested to many a desire for warm 
ankles, so oxfords are going and 
boots are advancing in the demand. 
A majority of the stores are re- 
porting good women’s boot business 
and from all indications it is highly 
desirable. Stocks of boots in most 
stores are of fair quantity. Last year 
the winter was an extremely mild one 
and oxfords were in strong evidence 
throughout the entire season. Most 
dealers played boots to their usual 
demands which, however, never mate- 
rialized, leaving them with a carry- 
over stock, of considerable size. One 
down-town store reported that more 
boots had been sold so far this fall 
than during‘ the entire season last 
year. Strange, too, that this store 
carries a large line of novelties and 
is known as such. High shoes that 
the being bought are for the most 
part in tan calf and black calf and 
kid. There seems to be an almost 
equal choice in the heel heights, with 
possible slight favor for the lower 
heels. It is estimated that about 


25 per cent is the amount of women’s 
boot business in the average day’s 
sales. 

Walking oxfords for women are en- 
joying a decided preference. The 
broader toes and lower heels are the 
principal types desired. There has 


been some pressure in black brogue 
oxfords in Scotch grain and Nor- 
wegian during the past week. This 
type of shoe is gaining in sales as 
the weather gradually becomes cooler. 
Tan in these heavier grained leathers 
has not met with the approval that 
black has received. 

Patent in buckle straps continues 
to be accepted as shoedom’s most pop- 
ular creation. Patent sandals, elim- 
inating the cut-out vamp type, are 
still being bought in good numbers. 
There seems to be a tendency for 
more cut-out and fancy work in the 
quarter. The construction there 
seems to be almost of lace-like deli- 
cacy. 

Moccasins have been laid away in 
a sense and there seems to be no 
mourners, with the possible exception 
of the few who were unable to dis- 
pose of the few pair bought. What 
has been shown in some of the popular 
priced stores are the imitation moc- 
casins, which seem to have met with 
better favor. 


Men’s Business Generally Improved 


The men’s end of the business has 
also enjoyed unusual prosperity dur- 
ing the past week. Apparently, from 
indication of purchases, preference is 
being shown boots. In the percentage 
of sales on low and high shoes, the 
boot type will be favored to the extent 
of about 60 or 70 per cent. The choice 
of color greatly depends on the char- 
acter of the store. In the better 
grade stores black will predominate, 
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while in the medium priced institu- 
tions about 75 per cent will run in 
the darker shades of tan. There 
seems to be on the part of the more 
conservative men a dislike for the 
extreme broad toes and a better pref- 
erence for the semi-brogue and 
French-English combination lasts. 

In low shoes Scotch grain and Nor- 
wegian in black have come to the 
fore somewhat in sales. Most of the 
sales made in this type of shoe are 
to the younger chap who prefers the 
doggy styles. There has been little 
demand for the plain toe patent ox- 
ford, although they are being dis- 
played in a great number of the 
stores. 


Department Managers 
of Boyd’s Dined 


Department managers of Boyd’s 
were guests last night in the new 
home of the establishment at Sixth 
and Olive Streets, at a banquet given 
on the second floor of the new store 
by the officers of the firm, President 
I. F. Boyd and Vice-President Ernest 
Richardson. Sixteen managers were 
pleasantly surprised at the end of 
the banquet when T. B. Boyd present- 
ed each with a gold watch inscribed 
“To acknowledge your part in our 
Success.” 

An additional feature of the store 
incorporated when it moved into the 
new building is a shoe department, 
managed by A. C. Lewis, formerly 
with Hanan & Son, Chicago. 

Henry A. Meyer of Boston, repre- 
senting the Commonwealth Shoe Com- 
pany, came on to attend the banquet 
and told the department managers 
some interesting things about shoes, 
also something of the courtesy and 
co-operation he had observed in the 
store. “Bostonians” are featured in 
the shoe department, which is one 
of the finest equipped men’s depart- 
ments in the city. 


$100,000 Shoe Factory 
Planned for Jackson, 
Missouri 

The Commercial Club of Jackson, 
Missouri, has not as yet taken any 
definite action on the proposal of the 
International Shoe Company of this 
city to establish a $100,000 factory 
in Jackson. 

The placing of the plant in Jackson 
is contingent upon the raising of a 
percentage of the initial cost by the 
citizens of that city. 


Business Situation Improv- 
ing, Trust Company Review 
Declares 


That the general business situation 
is improving is borne out by the facts 
and figures which have become avail- 
able during the past week, according 
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to the weekly review of the Liberty 
Central Trust Company issued here. 

The review says in part: “Corn 
has suffered some damage. In Mis- 
souri the prospects are somewhat 
poorer than a month ago. Cotton 
improvement during the first week in 
October was in large volume, well 
above the figures for recent years. 
If we can judge by available statistics 
there is little tendency to hold. 

“Wholesale trade according to re- 
cent rather indefinite reports con- 
tinues to show some improvement. 
Cool weather is stimulating retail 
trade. The chain store systems did 
more business this September than 
last, and for the nine months period 
show the same favorable record. 

There has been some recovery in 
oil prices. In the mid-continent field 
a somewhat more optimistic feeling 
is reported. 

Reports as to both Southern pine 
and hardwood markets continue to 
reflect slight though distinct improve- 
ment. 


Dittmann Salesmen Out With 
1922 Line 


After a week’s conference in the 
house the sales force of the Dittmann 
Shoe Company have again returned 
to their territory with the 1922 spring 
line. A good many numbers for late 
fall are also being carried for imme- 
diate delivery. It was announced by 
one of the officials of the company 
that an unusual amount of business 
was being done on stitch-downs. This 
house carries stitch-downs in women’s 
sizes up to 8 and the pressure for 
this particular style of footwear has 
been heavy. Future orders being 
booked by the company are reported 
as entirely satisfactory and indica- 
tions are that business will continue 
to be good through the season. 
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Many Sales on Women’s 
Boots 


Boots are being advertised and 
shown be many down-town . stores. 
Many pairs were carried over from 
last season. Little or no sale was 
found for high shoes, due to the ex- 
treme moderate weather during the 
winter season. Consequently the 
merchants’ shelves are well stocked 
with high shoes. During the past 
week many sales have been inaugu- 
rated to try and force the sale of this 
type of footwear. Manager McCain 
of the Shoe Mart has made a special 
anniversary sale on boots. Boots in 
Mahogany, Brown and Black, with 
military heels, imitation tip and sad- 
dle strap, valued at $5.50 were offered 
in the sale at $3.85. Sensenbrenner’s 
also carried large space in the news- 
papers announcing a large quantity 
of boots in brown, tan or black, with 
8/8, Cuban or Louis heel. Some styles 
were shown with straight tips, others 
had wing tips. The shoes were priced 
at $3.95, being advertised as $5.00 
and $6.00 values. Charles Williams 
of the C. E. Williams Shoe Company 
advertised boots especially adaptable 
for women difficult to fit, because of 
extra large ankle or calf measure- 
ments. The advertisement featured 
“Women’s Stylish Stout Shoes,” 
“Make Stout Ankles Stylishly Slim.” 
The leathers advertised were brown 
kid at $8.00 and black kid at $7.00. 
Famous-Barr heralded an unusual 
attractive sale of women’s shoes, 
formerly $8.00 to $12.00 for $6.40. 
There were 400 pairs in the lot and 
all from high class manufacturers. 
The offering included lace and button 
styles with choice of junior or full 
Louis heels, in blue, black or brown 
kid, colored or black suede, patent 
with dull kid or suede tops. The 
sizes of course were somewhat broken. 


SPOKANE 


Unfavorable Weather Blocks Trade 


No Necessity Felt for New Shoes Until 
Cold Weather Comes—F nancial 
Condition Good—High 
Grades Slump 


ITHOUT the slightest hint 

of fall or winter weather in 
Spokane and without rain since 
August, the Falls City is offering 
very little interest in the retail foot- 
wear business at present and Spokane 
boot shops are beginning the season 
with a serious handicap to normal 
business this time of year. 

The trade has not felt the necessity 
of new shoes and until cold or wet 
weather hits Spokane, dealers see no 
opportunity to care for the demands 
of October. One manager said that 
September was up to that of 1920 


with the exception of the last week 
and that each week improved slightly 
this month but that no satisfactory 
business would be done until cold or 
wet weather visited the city. 
Spokane is in an excellent condition 


‘financially and a good fall season is 


expected before snow flies due to the 
exceptional crops of the State. Clos- 
ing of the lumber industry which cen- 
ters in Spokane is considered un- 
favorable for the first months of the 
new year. 

Popular prices are being paid every- 
where with a marked slump reported 
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in higher grades of footwear. Con- 
stant hammering at the shoe retailers 
by public officials and the unthinking 
press is having its effect on the public 
who now expect serviceable grades 
and abundant styles in shoes at 
prices that would be popular any- 
where. This is being met in Spo- 
kane by a systematic educational pro- 
gram carried out by salesmen who 
refute current reports and offer con- 
vincing arguments against the idea 
of requesting 1914 prices in 1921. 

Arthur Schulein of the M. & S. 
Schulein company grades the popu- 
larity of materials as kids, satin, 
patent and suede in the order named. 
Black predominates in the requests 
of his trade, which is typical of the 
city. 

“In addition to the strap pumps in 
popularity, black and brown brogue 
effects are now in the front ranks,” 
said Mr. Schulein. “The prediction 
that patents would jump forward this 
season is already a certainty. Wom- 
en’s patent low heeled black oxfords 
are also leaders.” 

The Schulein establishment has al- 
ways been a pioneer in introducing 
novelty goods and already has fur 
shoes in its windows ready for the 
winter trade. The moccasin effects 
are arriving there daily, Mr. Schulein 
reported. 

Perforated make-ups and brogue 
effects, if they carry any attractive 
trimming, will sell out to the pair 
this month according to C. E. Wick- 
ersham of the Model Boot Shop. If 
it is a brogue it will sell to a man in 
a majority of cases he believes. 

The backward season due to dry 
weather has kept the wool hose sales 
below expectations although confidence 
is held in the future of heavy hose 
again this season. 

Warn & Winston are happy with 
the new modernized square toe which, 
in addition to being a wonderful fit- 
ting last, is already popular with their 
trade, according to Otto Warn. High 
school girls and the working class are 
asking for-nut brown oxfords, he said. 
The junior Louis heel, so well adver- 
tised, is getting a response in the 
opening requests of the dressy trade. 
The new Economy shoe store at 431 
Main Street has built up a promising 
business since the opening several 
weeks ago, according to Manager M. 
S. Lippitt, and is disposing of a large 
stock of medium priced footwear. 
The Bootery, conducted by the same 
management, has had a busy season 
with the same class of goods, due to 
the highly evident demand at present 
for popular priced shoes. 

The Kane-Stitz store is being re- 
arranged to make way for a special 
department for children. Novel dec- 
orations and a nursery style furniture 
scheme is planned for the new de- 
partment. 

The Saad Brothers’ second store at 
Lincoln and Sprague is being remod- 
elled and a new. store front installed. 
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MEN’S 
Note the correct plac- 
ing of the eight Nail 
Holes. 












BOYS’ 
Note the eight Nailing 
Arrangement —a very 
decided improvement in 
Little Gents’, Youths’ 
and Boys’ Heels. 















WOMEN’S 
Made from Stocks es- 
pecially compounded to 
withstand the extra 
wear required for 
Women’s Heels. 
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DOUBLE-WEAR 





The new Dryden, Double-Wear Heels are presented as the 
latest and most advanced achievement in Rubber Heel Manu- 
facture. ‘They -are the result of careful research and study 
by Experts who have. spent years in the Manufacture and 
Sale of Rubber Heels, and whose purpose was to improve 
upon ALL existing types and brands. 


Dryden Double-Wear Heels. are of a most pleasing and 
attractive design—they lend grace and character to the shoe. 


Constructed so as to permit of good:Shoemaking in every 
particular. . Fit the Leather Heel Base perfectly.. Location 
and spacing of the Nail Holes mechanically correct to the last 
detail—insuring an absolutely tight joint—no gaping or Heels 
working loose. 

Quality is SUPREME, and the Cost no more than for or- 
dinary Heels. f ‘ * 

Guarantee of thoroughly satisfactory wear is behind each 
and every pair. 


Shoe Retailers desirous of giving their customers the BEST 
VALUE in Rubber Heels will accomplish their purpose by 
specifying Dryden Double-Wear to their Manufacturers. 

4 


UBBER COMPANY 


CHICAGO 
DETROIT ~ ST.LOUIS 
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selvete! Yelueto! —-felweto! 


P-TO-THE-MINUTE MANUFACTURERS ARE USING THE WELL- 
KNOWN “BEA VERTON” SHOE VEL VETS—Made especially for the 
shoe trade. This is the same quality which was in so great a demand a few 
years ago. 






MADE IN 12 DIFFERENT QUALITIES. RANGING IN PRICE 
from $1.00 to $2.60 per yard. Backed. 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 


Cacia’ JULIUS KALLMAN CO. ,Mirsuies, Ofer 


ce 


529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 
Address our nearest office for samples and prices 




























To Those Who Want Quality and Style—at a Low Price 


Att seeing either a Wobst Comfort or Felt Shoe, you-will wonder how it is possible to make such prod- 
ucts at so low a price. You who are real judges of value—who want lines that will give you the greater 
profits that follow a faster turn-over—will not stop with your first order of these Wobst numbers. 


Take Comfort Shoe No. 603, for example. Neat, durable, and with all the flexibility 
and comfort that the finest selected leather and careful McKay sewing can give, it 
looks and wears like shoes that sell around $6.50. Yet it costs you but $2.65. 


Then there is the felt—No. 755—a member of the fastest-selling line of felt shoes 
made. No cow-hair and glue in this shoe—no 
cheap paper counter. Only a high- grade wool- 
felt is used, and counters are of genuine fibre. 
Leather is selected full grain. No wonder Wobst 
Felt Shoes are setting an entirely new standard 
of value. 




















Send for Sample Dozens Today 


WOBST SHOE CO. 
Vliet & 4th Street 
MILWAUKEE 
















eo. 603— 
Genuine Glazed 
Kid Comfort 
Bal with Leather In- 


IN STOCK 


soles and Rubber 
. 755—Men’s 9” 
| oy Dae ALWAYS— Ba, Ser atte fact Ory nae 
No. fes-—tame as 606, except with Tip and 1% Double Combination Felt and Leather Sole, Rub- 
EAL LEE LOREEN PE $2.85 r Heel. Width, EB; Sizes, 6 to 11, 
No. *805—Oid Ladies’ Kid Bal, Wide Ankle, Roomy READY TO No. 754—Men's, same a8 No. 106, 30 
No. erat Same as 605, except with Box Sides. .$2.65 SHIP Ot O PA, cconkins ccna $3.05 
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Louis XVI Design 

















No. 2204 




















Polite but 
Persuasive Windows 


The show-window that “hol- 
lers” at the passersby does not 
get them into the store; they 
see it, smile or shrug their 
shoulders, and pass by. The 
window that “gets them in” is 
the polite, courteous one that 
subtly persuades the passersby 
that here is the place to BUY. 
LYONS FIXTURES make those 
artistic, courteous displays that 
make your shoes approach the 
passersby persuasively. They 
are made in distinct patterns, in 
a variety of finishes, matching 


any color scheme you desire to 
carry out in your window LZ Y 


decoration. 
| SHOW CASES ea | 





No. 2292 



































Catalog will tell you what you 
want to know. Let us send it. 





























“Make Buyers Out 
of Passersby.” 














Hugh Lyons & Company 
700 South St., Lansing, Mich. 


New York: 35 W. 32nd St. 
Chicago: 232 S. Franklin Ave. 





No. 2220 
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REEQUIP YOUR STORE 


F COMPETITION of new and up-to.date stores i 
our problem, you can find the means of off- 
setting it by re-egupping your store,making the 
interior attractive by installing INDIVIDUQL chairs 
th fitting stools to match. 


EW STORES have the advantage because they 

Start off with everything new, thus making the>s*> 
store its best advertisement. In the open market for buying 
shoes and accessories it probably has no advantage over the 
older, better known stores. But clever attractively arranged 
interiors do advertise the store, drawing to it the trade of 
the “Smart Set” Who appreciate appearances. 


EB CQN serve you well in showing you how to re-equip 
your store. (Thereby help you to maintain your leadership) 


END US a photo with diagram of the floor area. Ve 
Iwill give your proplem the same attention which we. 
give to nationally known shoe shops. 


SVVV 


MILWAUKEE CHAIR C2 


FOR OVER AHALF CENTURY 
Makers of Fine Chars 
LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE - CHICAGO -NEW YORK~> SEATTLE: MINNEAPOLIS 
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[aA a 
Onyx 


Reg US.Pat. Office 


Hosiery 


for Holiday Gifts 


We have a wide assortment of the finest 
silk hose for the holiday trade. All silk hose 
with openwork clocks, with hand embroid- 
ered clocks and with hand embroidered or 
drawnwork insteps. Prices range from $36 


—$120 a doz. 


W ool hose also 
make welcome 
holiday gifts. 


Emery 6 Beers Company, hr 


Dept. M. 
BROADWAY AT 24TH STREET — NEW YORK 
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Do you always call your customers’ attention 
to MILLER SHOE TREES after you have 
sold them shoes? 


Showing Shoe Trees to your customers impresses 
them with the fact that you are interested in the wel- 
fare of their shoes after they leave the store. 


This fact appeals to them and establishes a bond of 
lasting confidence between your customer and your- 
self. 
Catalog for the asking 
SHOE TREE DIVISION 


O. A. MILLER TREEING MACHINE CO. 


a. BROCKTON, MASS. 
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Shoe Store Sonvico Helps 
Lo Get More Shoes Sold Right 
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Keep Your Chin Up and Tell the Truth | 


Comparative Price Advertising Is 


Odious Unless You Can “‘Make Good”’ 


“scared out of his boots” because his com- 


Ky = few days some merchant gets 
petitor comes out with a big full-page ad- 


vertisement set in inch-high type, announcing $12 


shoes for $6.85. As a rule, these advertisements 
give no logical reason for the unusual price reduc- 
tion that will convince the public of the truthfulness 


of the statement. 

The shoes may have been 
marked $12 at some time or 
other. There may have been a 
time when their fair market 
value was $12 a pair, but that 
is past history. Because they 
were marked at those prices at 
one time is no indication that 
they are worth it to-day. 

The public expects, and has 
a right to expect, shoes at 
lesser prices than those of 
twelve or fifteen months ago. 
What they also expect is to be 
told the TRUTH. 

People generally are getting 
pretty well fed up on this wild 
and even nonsensical form of 
comparative price advertising. 
It has ceased to make a very 
definite dent in the mind of the 
thinking man and woman—and 
bear in mind that men and 
women are thinking more inde- 
pendently and going more “on 
their own’ than _ heretofore. 
They have been forced to think 
for themselves, because, unfor- 
tunately, so many illogical and 
unreasonable statements have 
been made by all classes of 
business men that they have 








MERCHANDISING CALENDAR FOR 
DECEMBER, 1921 


Dec. 1 to Dec. 3—Lay out plans for 
holiday windows and interior store 
decorations. Buy wreaths, vines, 
flowers, etc. 

Feature rubbers in advertising. 
Be sure store and windows are 
clean, tastefully decorated and 
well lighted. 


. § to Dec. 10—Begin on holiday ad- 
vertising and show a few hause 
= along with shoes in win- 
ows. : 


. 12 to Dec. 17—Have you paid your 
taxes? 

Feature a Christmas trading cou- 
pon in advertising. Put holiday 
trims in windows. Don’t neglect 
the special section of P.M.’s shoes. 
Monthly meeting of sales force— 
good time for a little dinner for 
employees. 


. 14 to Dec. 24—The last week be- 
fore Christmas. The appearance 
of the store and sales force is 
very important. 

Newspaper ad for one day should 
be devoted to “Christmas Talk’— 
a message of good cheer. 

Other issues can be devoted to 
special Christmas sale. 


. 25 to Dec. 31—Christmas is over. 
An after-Christmas sale can be 
arranged to stimulate business. 
Rearrange stock and prepare for 
inventory taking. When inventory 
is finished prepare financial state- 
ment. Be sure to furnish your 
bank with a copy. Your banker 
is your best friend. 








lost confidence in one another and look with sus- 
picion upon all wild statements. 


Truthful Advertising Is Necessary 


Advertising is, of course, necessary. It never was 
more needful than at the present time, but it should 
have the ring of honesty and sincerity. The word 


pictures of the merchandise 
should not belie the actual ap- 
pearance and goodness of the 
article itself. 

Bear in mind that when you 
advertise $12 shoes for $6.85, 
the public expects $12 worth of 
wear, workmanship, style, fin- 
ish and fitting qualities, based 
upon the present market of shoe 
values, and $12 to-day will 
provide a mighty good pair of 
shoes and allow a good, rea- 
sonable profit. 

It has been a big job to liqui- 
date the excessively large stock 
with which merchants found 
themselves burdened when 
price reductions became appar- 
ent. To do this and always 
have smart, snappy, new mer- 
chandise at prices that look 
reasonable has really been the 
task of a Hercules, but it has 
been accomplished in the aver- 
age store. The merchant who 
began early to unload and did 
it intelligently and consistently 
has little to fear from the loud 
“squawkers” who are making 
unreasonable and outlandish 
statements in their advertising. 


(Continued on page 116) 
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Design No, 1—For your Victory Day window 


Special Windows for Special Days 


Two National Holidays in November 
Make Good Displays Imperative 


makes a statement that “well decorated 

store windows mark the line between the 
village and the metropolitan appearance of any 
city. 

A well dressed window is always an attractive 
beautifier of the street. In fact, nothing is so surely 
indicative df the fact that a town that has passed 
from the village stage of existence to the metropoli- 
tan than the art used in window decoration and the 
methods of display as used by the up-to-date. mer- 
chant to-day. 


The Rental Value of Windows 


You may not realize it, but you are paying a big 
percentage of your rental for your show windows— 
and it’s for no other reason than to be located where 
you can display your merchandise to the greatest 
number of people. 

Show window attraction results in more sales than 
any other medium in your store. 

If your store front is merely acting as a light ad- 


NEWSPAPER in a small western town 


mitter, shutting out the chill blasts, rain and cold 
and not selling your goods then you might as well 
board them up or move on some back street. 


Windows Attract—Or Repel 
All show windows are alike, as they reveal a great 


‘deal about the persons who are responsible for their 


appearance and the store’s methods of doing busi- 
ness therefore it is obvious that show window dis- 
plays may turn away trade as well as attract. The 
show window makes the first impression on your pos- 
sible customer, and the kind of an impression that it 
makes may determine in many cases whether your 
window displays are making sales or turning away 
possible customers. 

The first thing that comes into your mind is, what 
is motive power in window displays. The motive 
power in a window display is the purpose of the mer- 
chant to make money for himself. 

No window display should ever be considered as 
an expense. The display man must in season and 
out of season stimulate the window displays by the 
most attractive arrangement of merchandise amid 
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the most favorable surroundings with the idea in 
mind that he is making an investment for his em- 
ployer which in turn should increase the good will 


and esteem of your present patronage, pay dividends’ 


and make more sales. 
Special Window Displays 


Novelty of decorative ideas in displays is of great 
importance, a window display does not always make 
the best impression when simply showing a selfish 
desire to sell goods. There are certain times in the 
year that special window displays are in order, and 
should be recognized by some special effort in the 
show window. 









































Design No, 2—With the Thanksgiving pumpkin promi- 
nently displayed 


The month of November brings us two important 
events, Victory Day, Nov. 11, and Thanksgiving. 

The merchant who changes his windows often and 
recognizes these special events makes apparent to 
everybody the progressiveness of the store’s methods 
of doing business. It has been demonstrated time 
and time again that some clever turn in the decora- 
tion of the show window has attracted some people 
who might otherwise have gone by without getting 
an impression. 

Special Settings and Decorations 


There is nothing that will enhance the beauty of a 
window display of shoes as well as a special back- 
ground unit or floral decoration. 

When decorating a show window the merchandise 
is the most important thing to consider, care should 
be used in the selection and the preparation for the 
display. The background and fixtures are the sub- 
ordinate and are used to prevent monotony of ar- 
rangement and to show off the goods to the best pos- 
sible advantage. 

Color scheme should be carefully thought out and 
if you are in doubt as to just what colors to use, 
Nature is your safest guide. 

Display men concede that the eubelishiment of 
artificial flowers and foliage are ideal eye attractors 
to every window, that is when they are selected and 
arranged in perfect harmony with the event at hand. 


Fall Flowers You Can Use 


Among the many kinds of flowers which go hand 
in hand with the Fall season, any one of which may 
be used are grape vines, brown eyed susans, chrysan- 
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themums, sun flowers, asters, golden rod, bitter sweet, 
fox tails, oak sprays and many other kinds which 
may be obtained at a small cost from various manu- 
facturers dealing in artificial flowers and decorations. 

For the benefit of those who desire to use some- 
thing in their show windows for Victory Day and 
Thanksgiving we illustrate several designs which 
may be used to good advantage in working out an at- 
tractive looking store front which will arouse inter- 
est and prompt sales and at the same time show the 
people in your community that you are abreast of the 
times and up and doing in an endeavor to make your 
store the ideal trading place for them. 


Special Display Ideas 


Plate One. Illustrates a simple design to use for 
Victory Day. 

The background setting consists of a sheet of wall 
board cut out in the shape shown and painted a 
cream color, using alabastine or any other cold water 
paint. The top of the setting is finished off with a 
¥% by 2 inch strip painted brown. 

By using this color scheme this same back setting 
may be used for future displays during the fall 
season. 

The chief decorative feature is the large circular 
cut-out which hangs suspended from the ceiling as 
is shown. 


Wall Board as Invaluable Aid 


This cut-out medallion is made from wall board 
and painted in the national colors, as is shown. 
Upon the blue field is pasted the little stars which 


| 
| 
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Design No, 3—More elaborate than No. 2, but easily 
constructed 


are cut from silver foil paper. The lettering, 
Victory Day, Nov. 11, is done in red on a white 
field. 

The arrangement of the foliage is po shown.. 
In this instance grape sprays with gold leaves and 
bunches of gold grapes were used. The cut-out is 
suspended from the ceiling by gold silk pillow 
cord. 

Just in front of the unit setting is placed a table 
or stand over which a piece of National blue velvet 
is draped. 

The arrangement of the shoe fixtures and bunches 
of flowers around the bases of the shoe stands is 
clearly shown. 
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Plate 2 shows a very simple 
window setting to use for early 
winter and fall showing of shoes. 

First make a framework of % 
by 2-in. strips, using lumber which 
has not been finished. After the 
frame is made give it a coat of 
gold paint. The scene is a strip 
of wall paper border tacked on the 
back of the frame. Many different 
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satin ribbon about 3 in. wide are 
then draped from the top of the 
pedestal. The arrangement of the 
grapes and foliage is clearly shown. 
This makes a very good unit around 
which to build the display of shoes. 

Plate 5.—Here is a simple little 
suggestion for use in the display 
window which makes a mighty good 
decorative treatment and one that 





decorative scenes may be obtained 
by using wall paper borders of vari- 
ous kinds. Light lattice strips 
gilded are tacked to the frame, as is LZ 
shown. Flowers and foliage may 
be used to good advantage by ar- 
ranging them around the lattice 
strips at each end. 

The low plateau is made of wall 
board and painted a cream color. 
The addition of the large pumpkin 
and foliage placed at the end of the 
plateau gives a pleasing touch of 
color and still does not take up 
much room for the display of mer- 
chandise. The introduction of the 
pumpkin in a display of this kind 
makes it a good idea to use for a 
pre-Thanksgiving display. 





costs but very little. 


Christmas Windows Next 


First construct the tall stand 
from lumber and paint it black. On 
the top is placed a common market 
basket, which has been given a 
coat of gold paint. The basket is 
filled to overflowing with fruit. 
The orange and black ribbon drape 
is clearly shown. This unit, placed 


makes a good unit around which 
to arrange the shoes. 

It’s high time we were all think- 
ing about what will we have for 
our Christmas displays and what 
will we do to have a richer holi- 


\ a little to one side of the window, 





Coverings for Boards or Plateaus 





day harvest this year. Watch for 





Plate 3 illustrates another good 
idea for use in connection with a 
Thanksgiving display. 

This design is very simple in 
construction and consists of four 
pieces of board about 12 in. wide, the tops cut off 
as is shown. The four pieces of board may be cov- 
ered with a cream-colored felt or outing flannel 
stretched on smoothly or they may be painted with 
a cream color cold water paint. The lattice center 
is made of light strips painted black. The tops of 
the boards are finished off by narrow bands of black 
satin ribbon, as is shown. Upon the face of the 
two center panels is nailed a little shelf made from 
light lumber and painted black. Upon this shelf is 
placed the various kinds of fruit, as is shown. 

Just in front of the center lattice panel is placed 
the pedestal over which is draped a black leather skin. 
Upon this is placed the large pumpkin, which acts 
as a center piece for the trim. The arrangement of 
the shoe fixtures is clearly 
shown. 

Plate 4 illustrates a novel 
unit decoration for use in 
a Thanksgiving display. This 
design is cut from wall 
board, painted a cream color 
and placed upon a double 
decked plateau treated in 
the same manner. The unit 
cut-out and plateau are deco- 
rated with little squares of 
black card board pasted on, 
as is shown. Just back of 
the cut-out is placed a pedes- 
tal upon which rests a large 
yellow pumpkin. Long 
strands of orange and black 


Design No. 5—A simple unit display 
for use in Thanksgiving windows 





Design No, 4—Wallboard, paint and a double-decked 
plateau 


next month’s issue of the RECORDER; 
new decorative ideas and advertis- 
ing plans and suggestions will be 
given. 





KEEPING BUSINESS ALIVE 


The Bankers’ Duty Now Is to Take More Than 
Ordinary Risks 


It is the plain duty of every bank at present, in 
dealing with its regular customers, to take more 
than ordinary risks rather than through timidity, 
selfishness or shortsightedness to force into bank- 
ruptcy businesses which otherwise would live, to 
add to the number of wrecks at a time when the 
wreckage would sell for almost nothing, to cause un- 
necessary loss and heartbreaking sorrow to indi- 
viduals, to add to the general depression. It is not 
putting it any too strongly to say that a bank which 

; during these times forces 
into bankruptcy a business 
which otherwise would live 
commits unnecessary finan- 
cial murder. A_ banker’s 
first and highest duty now 
is not to make large profits 
for stockholders, but to 
keep business alive.—E. C. 
McDougal, President Marine 
Trust Co. of Buffalo, in the 
Journal of the American 
Bankers’ Association. 


Button Concern Moves Office 

The New York firm of 
Appelbee & Neuman, Inc., 
has moved its Boston office 
from 120 Milk Street, Boston, 
to 113 Lincoln Street. 
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The Task of Displaying ee os ee 
“FINE FELT FOOTWEAR }| 


Felt Slippers ft AA; 


To attractively display house slippers, has always 
been a problem with the average retail store. Within 
the last few years, felt slippers and house slippers 
generally, have passed from the class of strictly holi- 
day merchandise and have become all-year-around 
sellers. The big selling season, however, centers 
around Christmas time, and it is always a task to 
get them properly displayed so that a choice can be 
made quickly by a customer during the holiday rush. 

A. E. Nolan of Rock Island, Ill., has sold felt 
slippers on the road for a number of years and this 
experience taught him the necessity of providing 
some sort of a display rack that would properly dis- 
play this class of merchandise. The racks are made 
of metal in various sizes so that they can be used 
either on top of showcases, in windows or set on the 
floor at different places throughout the store. They 
are so constructed that the slippers do not fall off 
or slip out of position. The rack also can be used 
for displaying pumps or low shoes. The illustration 
shows the type of stand designed for the floor. 








A Lace You Can Shorten Without 


Losing the Tip The Screw Tip Lace Company of 525 West Twenty-third 
Street, New York City, has placed on the market a shoe 
lace innovation which bids fair to be a boon to the man 
or woman constantly irritated by having laces too long. 
The tip is made if two parts—the tip proper and a hollow 
sleeve. One end of the tip is threaded and screws into 
the sleeve. If the lace is too long, you merely unscrew 
the tip, slide the sleeve along the lace to the point 
where you wish the end to be, cut off the extra length and 
screw the tip again into the sleeve. The claim is made 
that the tip cannot pull nor work apart in any way from 
the sleeve, that it will not flatten and that it will not 
tear fine hosiery when being pushed through eyelets. It - 

is known as the “Adjusto” shoe lace 





An. innovation in shoe forms is the “Automat,” manufactured by the U. S. 

Specialty Manufacturing Co. of West Somerville, Mass. The illustration 

shows the form and the shoe as it looks with the form in it. The form, 

as its name indicates, is self-adjusting and thereby a time and trouble 

saver. It is made of basswood in natural, black or mahogany finishes, 
and adjusts itself to fit all sample sizes. 
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The Wise ae Will 
Watch His Window Displays 


OW more than ever before is it necessary to 
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make your windows attractive. When business 
lags and competition is close the compelling 
window stimulates the desire when other forms of ad- 


vertising will not. 
Spend Something on Your Windows but—Spend Wisely 
SEND FOR OUR CHRISTMAS CATALOGUE E 


presenting quality products at lowest prices : | 
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WE PROTECT YOU WITH OUR MONEY-BACK GUARANTEE 


THE ADLER-JONES CO. 7 


206 SO. WABASH AVE. CHICAGO : 


The House of Originality, Quality and Economy : ( 
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People are returning to work after sum- 
mertime vacations. Woods, seashore, lakes 
and mountains have seen their city friends 
depart, revived in spirit for arduous duties. 
Their needs must be met. You know, they 
know, others know 
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Shoe Polishes 
ARE SUPERIOR 







Do not let business which this popular 
polish creates get by your store this Fall 
and Winter. A generous stock of Whitte- 
more’s polish for seasonable shoes will 
move quickly. Black shoes are again in 
fashion and it takes a lot of “blacking” to 
keep them looking right. See your jobber 
salesman or write us direct. 


WHITTEMORE BROS. CORP. 


Largest Producers of Shoe Polish in the World 


‘BOSTON 
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Cream for black or brown, 
smooth or grained leather 
shors. , 
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All Corn Sufferers 


at least once a year 


Dass through the Shoe Stores 


$16,500,000 worth of corn remedies are 
sold annually in the U. S. and every 
cent of it to the Shoe Man’s customers. 
Is he overlooking a big bet? 





Dr. Scholl’s Zino-pads for Corns, Cal- 
louses and Bunions fit right in with 
Shoe Fitting because they are healing 
and not corrosive—because they over- Send in the coupon now for our splen- 
come friction and pressure. did new proposition, which includes 
one of the most elaborate window and 
counter displays ever offered in con- 
nection with the sale of a corn remedy. 





A timely suggestion by the salesman, 
to put one of Dr. Scholl’s Zino-pads 
over a corn, blister or other tender 
spots, has saved many a sale of shoes. The Gold Medal 


Window Trim Contest 


The Scholl Mfg. Co., 213 W. Schiller St. . | 
This Ad went to press too early to get the returns on the 


CHICAGO, ILL. Demonstration Week Contest but full details will be given 
339 Broadway, N. Y. 112 Adelaide St., E., Toronto, Canada in the next issue of this publication. 


‘ 
“ 


Advertised 
Nationally, 
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Sell a can of P & V 
FARM SHOE 
DRESSING with 
every pair of work 
shoes. 

Now is the time your 
customers can use it to 
good advantage. 

Far superior to mineral 
oils and rubber solutions 
as a leather nourisher and 
lubricant. 


A sales maker in all stores. 
A trouble saver in shoe stores. 


Pfister & Vogel Leather Co. 


Milwaukee Wisconsin 


PFISTER & VOGEL LEA. CO., 

Milwaukee, Wis. 

Please send us the following order of P & V FARM SHOE 
DRESSING: , 


nidemnee Doz. 15c size at $1.25 
Doz. 25c size at 2.00 


CeCe Te eee re eee ey Tee Pe Tee ree re 


ee OE SOs 05 cance cesaceccdaaseasinsed peuceedeua mee 5 
a 
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The New and Beautiful in Wood for Better Shoe Displays 
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J. R. PALMENBERG'’S SONS, Inc. 


Established 1852 


63-65 WEST 36th St., NEW YORK 


BOSTON CHICAGO BALTIMORE 
26 Kingston St. 204 W. Jackson Blvd. 108 W. Baltimore St. 











If “the shoe pinches my toe” 


The Peerless 
Shoe Lengthener 





will take the 
pinch out of 
it. The Peer- 
less fills a real 
need in a shoe 
store. 

When com- 
plaint is made 
that “the shoe 
pinches my ' 
toe,” it is more often that the shoe is too 
short rather than too narrow. 

The ordinary stretcher will not remedy this 
trouble—The Peerless Shoe Lengthener will. 

The Peerless is easily handled—it works 
quickly—the ratchet can be released without 
reaching inside the shoe. 


Price, with 3 toe pieces...... $4.50 
Progressive Shoe Machinery Co. 
Minneapolis, Minn. 
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Leather and Its Production 


Talk of Nicholas J. Schorn of Carl E. Schmidt & Co. Inc., at the 
Annual Convention of the Michigan Retail 
Shoe Dealers’ Association 


The retail shoe merchant of to-day is taking an attitude 
toward his business that he did not consider necessary in 
the past—namely, to know thoroughly the component parts 
of the footwear which he is selling. This is evidenced by 
the many letters which the RECORDER almost daily receives 
asking for information as to shoe materials and their pro- 
duction. It was with this idea in mind that President 
Jackson invited Mr. Schorn to talk on leather and its mak- 
ing before the Michigan retail shoe merchants.—Editor’s 
Note. 

HE most revolutionary discovery of the past 
forty years’ period of leather making was 
that of mineral tanning. Before its dis- 

covery men had depended in a large measure on 
vegetables, barks, leaves and so on, extracting tan- 
ning materials from which the word “tanning” is 
developed. These bark tanning materials had the 
annoying property which many of you will remem- 
ber of not permanently softening the leather. You 
will remember how your shoes turned hard when 
you put them away, notwithstanding the fact that 
every once in awhile you hear of the fellow who 
says, “I wish they made leather as they made it 
when I was a kid.” When he was a kid he had to 
get out the tallow pot and see that his shoes were 
well greased, particularly if they were wet, because 
in the morning he could not get his feet into them. 


Making Sole Leather 


Leather, whether it is made from the hide of calf, 
goat or sheep, depends upon the raw material. I have 
prepared for your 
information a num- 
ber of specimens 
showing the evolu- 
tion of the skin into 
leather. Skins as a 
tanner gets them 
are in two condi- 
tions. He finds them 
in the markets of 
the world in either 
a dried condition, 
as this particular 
skin is, or he finds 
them salted, or in a 
condition which is 
commonly known in 
the trade as “cured, 
green salted.” If 
you take any hide 
and allow it to lie 
around carelessly 
without making an 
effort to see that it 
is properly stretched 
so that it can be 
dried, it will rot, 
just as gelatin will 
rot the moment you 





NICHOLAS J. SCHORN 


put moisture on it. The bacteria get a chance to put 
in their destructive work. Just as you salt down your 
pork, so the tanner salts down his product, so that 
when he really wants the skin it is going to be in con- 
dition where it is still useful. 


Skins Are By-Products 


If the entire skin production were thrown out to 
be used immediately, many of us would have to go 
without shoes, because all skins are not used to 
make leather. Skins are a by-product. Because you 
are hungry, or some man in Russia or Germany or 
England or somewhere else is hungry, animals are 
killed. What happens to that skin is entirely a 
matter of indifference. The time that animal is 
killed does not depend upon when you want shoes; 
it depends entirely on when someone wants meat. 
Now, the eating of that meat and the wearing of 
that shoe are two very remote periods. You may 
have a pair of shoes which are good for another 
six months. You, however, are hungry to-day. It 
will not do any good to say, “I will kill that calf or 
that cow when you are ready for your shoes.” You 
by that time would be starved, so that the industry 
from the hide man to the shoe manufacturer must 
prepare for that in advance, and that preparation 
means the preserving of the skin from the time it 
is taken off until someone says “I want that skin for 
sole leather, or in such a color for shoes.” 

That entails the salting of the skin, which is 
really a very sim- 
ple process, but un- 
fortunately there is 
very little knowl- 
edge, or, at least, 
very little desire, to 
do the thing right. 
The American 
farmer is undoubt- 
edly the producer 
of the finest raw 
material in the 
world. Nowhere can 
you go and see such 
herds as within our 
boundaries. The 
animals are better 
cared for and bet- 
ter fed, and yet it is 
an unfortunate 
thing that that 
which is produced 
from the very finest 
stock in the world 
is not always com- 
parable with that 
coming from less | 
favored regions 
merely because the 
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US MC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION : - 
J. K. KRIEG COMPANY, NEW YORK 


UNITED SHOE REPAIRING MACHINE CO. - =- 





BOSTON DYE yaugees @ SHOE LACES 


and 


L 
POLISH pipe “OLD RELIABLE” Brands 


for - 3 Trade Mark Reg. U. S. Pat. Off. 
em “The Kind That Sells” 


BROWN SHOES 


Renews o!d shoes—also an 
excellent polish 


‘articles ini 
SUTIN snsonvs 
THE MIGHE SY 


at AL ITY OF 
DYE AND 
Boston Dye POLISH § 


and Polish om aw a 


LACKINe co. § 
is ‘made in black and ct 
brown. The black dye is 
for making colored leather black and ee bevalhiie 
it a splendid polish is obtained. The brown dye 
is for coloring colored leather brown, producing a 
uniform color and a polish. 
PRICE: Dozen 
Gross 
Boston Liquid Friction Polish (also in cream 
form) is now seasonable. 


Ask your jobber. If he cannot supply you, 
write us. 


“DUDLEY” 


(Trade Mark) (Trade Mark) 


oy, ALE” as Od 


(Trade Mark) (Trade Mark) 
NARROW PLAT AND ROUND LACES 
72 Pair Per Box 
MANUFACTURERS 

BOSTON 


BOSTON BLACKING €O. 
FRANK W. WHITCHER CO. cnicaco U. S. A. 


EAST CAMBRIDGE, MASS., U. S. A. 
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preserving of the skin is not done properly. Every 
skin which makes an inferior piece of leather harms 
somebody. This may not mean you directly be- 
cause it is passed on by you to the ultimate con- 
sumer, but it is one of the reasons why people think 
shoes are high. 


World Demand a Boomerang 


We have gone through a period a year or two 
years back when the world demand for leather was 
go tremendous that it seemed all the agencies of the 
world combined could not supply the demand; the 
result was a case of hurry up and get it through 
and never mind what happened. That came as a 
boomerang to us in this counttry. It meant that 
many of you gentlemen were waiting for shoes. 
You had figured to sell them for Easter, but they 
did not come in until the first of July, and to-day 
this raw material that some people are still dream- 
ing of because they see statistics which show mil- 
lions of skins on hand has no value for quality stuff, 
such as the shoe manufacturer must have for his 
merchandise. It is available, but it is of such value 
that unfortunately it is almost negligible. 

The skin reaches the tanner through a devious 
route. I am indebted to Mr. Logan for a chart show- 
ing the manner in which this is brought about; when 
it reaches the tanner’s hands he has a material which 
has been prepared for storing. He has put salt into 
it; it is in the condition this skin is. 

- The tanner must now return that skin into the con- 

dition in which it came off the animal and that con- 
dition is brought about by a process which is called 
soaking or putting the skins into water with mate- 
rials which will hasten the penetration. 


Handling Skins Ideally 


The ideal way to handle skin would be to take 
the skin off the animal and put it into the tannery 
mill. It would then make a hundred per cent piece 
of leather. Having returned that skin to its orig- 
inal condition, the next problem becomes one of 
removing the hair and that is done by a process com- 
monly called limeing. The action of lime on skins 
does not remove hair with sufficient rapidity to per- 
mit its use alone, and so tanners use what are called 
sharpeners, something to make it go down and at- 
tack the hair bulbs quickly; the materials common- 
ly used are arsenic and sulphide of sodium. These 
materials attack the hair bulbs; after the hair bulbs 
have been dissolved they are pressed out of the skin 
on unhairing machines, machines that are built very 
much on the principle of the lawn mower, spiral 
blades on large cylinders revolving in a different 
direction to which the skin is moving, pulling the 
hair off. In the case of sole leather the use of fur- 
ther machines are necessary—these depress the skin 
and work out the hair bulb. 


Natural Greases Removed 


This operation of limeing also has for its object 
the removal of the natural greases of the skin. The 
natural greases of the skin are important to the ani- 
mal, which is daily supplying the skin with renewed 
heat. Having removed life-and the heat of the body, 
certain other decided physical changes take place; 
the natural oil is no longer required; therefore, in 
order to bring the skin into a condition where a 
known quantity of lubricant can be put in, limeing 
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and many other things must remove the natural 
greases. 
The Fleshing Process 


In the taking off of the skin the farmer, butcher 
and sometimes even the packer, who should be scien- 
tific, particularly when skins are a dollar a pound 
and meat is only thirty cents, leave chunks of meat 
on the hide. In order to get rid of this excessive 
meat and also the connecting tissue which the ani- 
mal uses, there must be some material in between 
that will hold the skin to the carcass of this animal; 
this connecting tissue is removed by what is called 
a fleshing machine. 


Pits for Tanning 


After these processes have gone on, sole leather 
is actually tanned in what are called pits. The 
hides are hung in there and the liquors with vary- 
ing strengths added. To-day, perhaps, the big quan- 
tity of sole leather is still produced by the so-called 
vegetable tanning materials, as oak, hemlock, etc. 
These materials are used in increasing strength 
from day to day until they finally penetrate the skin, 
in the meantime they are agitated by a number of 
propellers underneath which keep the materials in 
circulation, because as the skin takes up the mate- 
rial, the solution becomes weaker and stronger ma- 
terials must be put in contact with the skin. 

This process takes a very long time in the case of 
sole leather; I believe a number of months. After 
the skin has been properly tanned it is “seasoned”; 
this is a preparation of the grain. Heavy hides go 
through machines called splitting machines, which 
divide the skin into two parts, the upper portion, 
which is next to the hair, or the outside of the skin 
called the grain, and the lower part of the skin which 
is called a split. The two parts serve entirely differ- 
ent processes. 


The Bleaching Process 


Then comes the process called bleaching. The 
hide has taken on a more or less dark color, which is 
not agreeable and so it must be bleached, after 
which it is dried and oiled and rolled and then cut 
up into sections which are usable for soles and, of 
course, other uses as, for instance, belting, etc., in 
which you gentlemen are not directly interested. 


Upper Leather Making 


There is another class of material from which 
uppers of shoes are made. To describe the making 
of this upper leather is not so very different from 
describing the processes of making sole leather; 
the names that-apply to the various operations are 
identical. But in the one case you want a rigid 
firm, solid material. The sole must stand much 
abrasion. Your feet come on top of that sole, but 
your feet need something else; they do not want to 
be put into immediate contact with a material as 
unyielding as that sole. There is a difference in the 
operation of the making of the sole leather and the 
making of the upper leather, the material which 
goes into the top of the shoe must be pliable, soft, 
yielding and sufficiently porous so that the foot can 
breathe. ; 


The Chrome Process 


To-day’s ‘processes of limeing and soaking have 
been naturally altered from those of earlier periods 
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REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 
every bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


Your customers like it because 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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TIME, MATERIAL, LABOR 


are three elements on which you can effect 
increased savings in your repair department 
by making certain that your equipment is 
Progressive. 


The Both-in-One Combination 
Sole Cutter and Skiver 


is a typical Progressive product. With it, 
your repairman can cut out a half sole and 
skive the butt on the one machine without 
removing his hand from the crank. 


The Skiver makes a wide, flat bevel on 
any stock; the Sole Cutter cuts out an 
shape of piece desired and leaves a smoot 


edge. 
Write for new circular on this machine. 


Progressive Shoe Machinery Co. 
Minneapolis, Minn. 























BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 


| Every store NEEDS one of these machines. It 





The FOOT-X-RAY 


proves to your customers that you FIT 
shoes properly. 


Correct-fit Incorrect fit ‘| 





The Simplex Foot-X-Ray Machine pays for it- 
self by the service it renders. It helps your 
clerks make sales easier, faster and fit feet 
RIGHT. 

You don’t have to “turn over” the customer to 
another sales person. 

Each one makes his own sales. 


will make your store the leader. Write us. 


“Foot-x-Ray | 


| SEs sr 


Alternating Current 
Direct Curren 
F. O. B. Milwaukee, Wis. 


E. H. KARRER CO. 


Sole Distributors 
246 W. Water St. Milwaukee, Wis. 
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and we come to the chrome process which has pro- 
duced modern leather. It may be interesting to you 
gentlemen to know that the head of our firm as long 
ago as 1878 was experimenting with the tanning of 
leather by the chrome process and in that he is a 
collaborator or contemporary of one of the discover- 
ers of the chrome process, Heizerling of Germany. 
The chrome process divides itself into two classes. 
They have their effect on the final quality of the 
leather and perhaps that which is most generally 
applied to the making of high class upper leather 
to-day is the’ so-called “one bath” process, the proc- 
ess in which the liquors are introduced into one 


bath. 
Combination Tan Leather 


There is another class of leather making which is 
known as “combination tan leather.” This is a com- 
bination of the older vegetable process with the 
newer, modern chrome process. The skin as a gen- 
eral thing varies in thickness. To remove this un-¢ 
evenness and to produce a surface that the shoe 
manufacturer can use to the greatest advantage, 
shaving machines constructed on the idea of the 
lawn mower have come into play. It would be in- 
teresting to know that the old-time tanner performed 
this operation with a long knife, with handles on 
each end. This had a very sharp edge in order to cut 
off the uneven thicknesses of the skin. To-day this 
is done with a machine which is built with great 
precision, the shaving machine. It was quite a 
triumph when this mechanical device was made 
available to the tanner, as it immediately increased 
the production of the shaver and also made the num- 
ber of men who would be called experts much larger, 
because shaving was in the olden days just like the 
work of the artist of to-day; a number of people can 
paint a picture, but only a few can paint so that 
you wish to buy their creations. 

To show you the skin as it travels through the tan- 
nery; first, the raw material comes in two condi- 
tions; next, the skin, as it looks after the hair has 
been taken off. This skin has merely had the hair 
taken off and then preserved with a salt solution 
and shows you how the skin looks before it has 
been tanned. After the skin has reached the stage 
of unhairing and has gone through a process which 
tanners know as drenching or bathing, it is turned 
into leather, and that which you see before you 
now is the first skin which I showed you, but it has 
been converted into leather. The first two exhibits 
were skins, skin material that would rot. This fin- 
ished product will not rot; this has been tanned. 


Fat Liquoring 


After the skin is tanned we must return to it not 
only the original oil, but enough more to overcome 
the natural hardening process of the skin, and the 
subsequent process to tanning is fat liquoring. This 
will give you an idea of the changes that come into 
a piece of leather from the stage called tanning 
and that called fat liquoring. After the fat liquoring 
of the skin it is.dyed into all of the hues and shades 
of which you gentlemen know and you are getting 
to be “awful” in thinking up new shades, because 
just when we almost think that we have a splendid 
line some retail shoe merchant says “I have an idea 
and I know that it is right,” and we make the leather 
you specify. We have to. The making and finish- 
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ing of leather is a rather complicated process in that 
up to a certain stage a man can say that leather 
has one aim and that is simply to make it permanent. 
The finishing of it, however, presents the problem 
of giving agreeable colors and a reasonable perma- 
nency of the shades produced. The quality of bright- 
ness is another important consideration; and the 
ideas as to what are right in that direction extend 
all of the way from a very dull finish which a shoe 
manufacturer may wish to a shiny finish. And so 
we—and when I say “we” I mean tanners in gen- 
eral—would say to you merchants that you ask of 
us at various times almost impossible things. For 
instance, you want a white skin and you do not 
want it if it gets dirty and if it does get dirty you 
want to be sure that it can be cleaned. These are 
some of the problems of the tanner. You want to 
be sure if the leather gets soiled that the lady is not 
going to come back and say: “That pair of shoes is 
no good. I wore them only to a dance the other night 
and not more than thirteen men stepped on my toes 
and just look at these shoes.” You expect that when 
the shoe has been washed off with a little water it 
is going to be perfectly clean when dry. That is the 
way you handle the poor tanner; these are the prob- 
lems that you put up to him. 


Prosperity Is at Hand 


I recently came across a bit of information which 
was quite astonishing to me. It impressed me in 
the same striking manner as the expression, “The 
difference between good and evil is only a matter of 
a second.” And so it is with the present situation. 


‘We are hearing a-great many tales as to hard times. 


We see about us a great many faces that are blue. 
We hear stories as to the number of men who are 
out of employment, and I want to bring something 
to you which has just come to my notice to show 
you how near prosperity is if we only want to think 
prosperity. We are short by only 15 per cent of 
consuming that which is the natural production of 
the country. To apply the case in point to you gen- 
tlemen before me: If, for instance, you need to 
order only one hundred pairs of shoes and you order 
one hundred and fifteen pairs of shoes, you have 
bridged over the point from blueness to brightness, 
from despair for some individuals to comfort, all on 
account of that extra 15 per cent. We lack only 
that small percentage. The fact that five and a half 
millions of men are out of employment means 15 
per cent less consumed than would ordinarily be 
the case, and that if the 15 per cent were forthcom- 
ing now, in added orders, added confidence on the 
part of you gentlemen along with everybody else, 
15 per cent only, you would have returned to this 
country that which everybody is hoping and pray- 
ing for, a return of prosperity. 


(Continued from page 108) 


Honest, sincere advertising must, of course, be 
backed up by honest merchandise and sincere store 
service. The courtesy and attention that people are 
justly entitled to will always bring its reward, and 
there never was a better time for the sincerely con- 
scientious and. honest merchant to cash in on the good 
will which he has built throughout the years than 
right now. 
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Allgaier Bros., 1393 Broadway, Brooklyn, N. Y. 


PUT YOURSELF IN YOUR 
CUSTOMER’S PLACE 


Wouldn’t a roomy, comfortable 
chair like the above appeal to you— 
put you in a buying frame of mind 
as it wereP Wouldn’t you prefer a 
shop so equipped to one with ordi- 
nary benches or four post chairs? 


American Interlocking Shoe Store 

Chairs are Trade Builders. Because 

of their attractive appearance and perfect comfort, they put the stamp 
of quality on your goods and service that is remembered by your 
patrons long after the price paid is forgotten. 
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Our booklet the Shoe Store Beautiful explains the many advantages of this type of seating, 
shows many attractively arranged shops and offers a variety of chairs for your consideration. 
Let us send you a copy. 


AMERICAN SEATING COMPANY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room 601—119 W. 40th Street Room 302—69 Canal Street 
NEW YORK BOSTON 
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Sold Under These 
Registered Trade-Marks: 


Kewpie Jwins, 
Little Wizard, Playhouse, 


ile 
Soren) 
System 


Nehcrlac 
of’ the 
yale! 
conaseer oF Dixie Play Shoe, 


Little Jack Horner. 
All are Flexible 
Foot-Form Lasts 





fairy Tale, Punch &dudy, 


NILE SHOE SYSTEM 


FOOTWEAR 
Jor Children 





Flexible — Durable — Comfortable 


Sole Leather Box Toes 
- Full Extension Soles 
Sole Leather Counters 
Long Life Flexible Outer Soles 
All Heeled Shoes Are Wood Pegged 
Smooth Lining Free from Wrinkles 
No Tacks or Nails in Spring Heel Shoes 


Our Famous “Juvenile Foot Form Last” 


Button and Lace Boots 


Patent, Mahogany and Black Calf, Kid and Elk 
Leathers. 


eer rere $2.90 
842/112 Spring Heel........ 2.60 
OB FEMEE bc cc ccccscas 2.35 
B/E Goriee Mess onc ccc cccce 1.75 


Send us your orders for shipment from nearest 
distributing point. 


THE JUVENYZPAOE CROERION 


Manufacturers 


Factories 
Carthage, Missouri. 
“The Quality Is Higher Than the Price” 


Aurora, Missouri. 
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Get Better Acquainted 


Through Our Weekly Rosters of 
Travelers and Territories 


In order that a better acquaintance 
may be had with shoe travelers, their 
lines, and territories, we are con- 
stantly publishing rosters, giving the 
retail shoe merchants of the country 
the latest information on the where- 
abouts of their good friends the 
traveling salesmen. Whenever we 
can secure a photograph of one of 
these knights of the grip, we include 
that in the data presented. To the 
boys on the road, we would say, do 
not be afraid to “shoot” your photos 
to us—your brother travelers will be 
interested, so will your firm, and so 
will the shoe merchants of the coun- 
try. To the shoe trade in general, our 
suggestion is notice the strong line- 
ups of the shoe selling teams—they 
are business getters, every man of 
them. We are publishing another set 
of traveling salesmen’s lists and 
territories in this issue, and shall con- 
tinue the good work just so long as 
we are kept supplied with informa- 
tion. 


Merrill Porter Salesmen 


Merrill Porter & Co. salesmen and 
territories are as follows: C. A. Fos- 
ter, Pennsylvania (West of Altoona), 
New York State (Albany to Buffalo), 
Ohio; W. F. Crooke, Indiana, Michi- 
gan; A. P. Wilson, Wisconsin, Minne- 
sota, Illinois, Iowa; W. D. Lever, 
South Carolina, Georgia, Florida; W. 
B. Yost, Pennsylvania (East of Al- 
toona), Delaware, Maryland, Wash- 
ington, D. C., New Jersey (South of 
Trenton); E. E. Kennedy, Tennessee, 
Alabama, Mississippi, Louisiana; E. 
A. Peifer, California (South of San 
Francisco), New Mexico, Arizona, 
Texas (“Pan-handle” part of State); 
Frank M. Ward, San Francisco and 
all towns North in State of Cali- 


fornia, Washington State, Oregon, 
Idaho, Montana; T. M. Hunley, Vir- 
ginia, West Virginia, North Caro- 
lina, Kentucky; J. A. Scales, Colo- 
rado, Utah, Wyoming, Idaho; Geo. 
Brittman, New York City, Brooklyn 
and all towns up the Hudson, in New 








FRANK A. ROSS 


With Thomson-Crooker Shoe Co. He’. 


was the first salesman_ to introduce’ 

St. Louis shoes in Florida and Central 

America and traveled that section con- 

tinuously for one concern for 25 years. 

He now travels Mississippi, Louisiana 
and Arkansas 





York State, North of Trenton, N. J.; 
J. M. Boze, New Orleans, La. (Resi- 
dent Salesmah); J. M. Bradshaw, 
Oklahoma, Arkansas, Texas; C. B. 
Merrill, New England (Except Wor- 
cester & Pittsfield, Mass.). 
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Duttenhofer-Stevens Men 


The following shoe travelers are 
now covering the territory set oppo- 
site their names for the Duttenhofer- 
Stevens Co.: H. L. Biddle, West Vir- 
ginia, Virginia, Maryland and Wash- 
ington, D. C.; A. L. Alexander, Wis- 
consin, Minnesota, Iowa and Ne- 
braska; O. B. Becker, Louisiana and 
Texas; L. D. Campbell, Alabama, 
Mississippi, Florida and Eastern 
Tennessee; R. C. Long, Arkansas, 
Kentucky and Western Tennessee; 
E. J. McLaughlin, Chicago and 
vicinity; R. E. Olive, Kansas, Mis- 
souri and Oklahoma; J.-H. Price, 
Ohio; O. F. Price, North and South 
Carolina, and Georgia; O. W. Price, 
Michigan and Pennsylvania; F. L. 
Sanford, North and South Dakota, 
Utah, Colorado, Nevada, Idaho, New 
Mexico, Wyoming, Arizona and Mon- 
tana; G. J. Sennhauser, Indiana and 
Illinois; W. L. Goodwillie, California, 
Oregon and Washington. 





C. & E. Salesmen 


A list of the C. & E. Shoe Co. 
travelers and territories follows: 
John T. Akre, South Dakota; Emil 
Anderson, city’ of Chicago and 
vicinity; John H. Boyle, Arkansas 
and Oklahoma; Wm. G. Benham, Jr., 
Southern Ohio; T. R. Crookshank, 
Texas; Jack Gillies, Michigan; J. C. 
Grimes, West Virginia, Delaware, 
Maryland; F. B. Gross,.Iowa, Ne- 
braska; Richard Hock, Northern 
Ohio; Richard Hocking, Michigan; 
E. M. Mayhew, Kansas, Missouri; V. 
J. Miller, Indiana; E. J. Oates, 
Eastern Pennsylvania; G. T. Pumph- 
rey, Kentucky, Tennessee; C. E. Rein- 
hart, from Denver, West; J. P. 
Schlosser, Virginia, North Carolina, 


‘South Carolina; G. A. Spring, Wis- 


consin; C. K. Swenson, Minnesota, 
North Dakota; Joe Valdes, Alabama, 
Florida, Georgia, Mississippi, Louisi- 
ana; J. T. Vance, Western Pennsyl- 
vania; A. V. Ward, Illinois; G. -H. 
Wiggin, New York and New England 
States. 


a 
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SHOES “or MEN 


Illustration below outlines one of our 12 in stock department num- 
bers. 

Catalog showing all in stock numbers will be sent on request with 
prices. 

The men’s shoe specifications are as follows: 






Nine and one-half iron solid Oak tanned overweight outsoles. 

Seven iron solid Oak leather insoles. All of 
Heels: Solid leather whole lifts. ent oun 
Solid Oak sole leather Box Toe and Counters. 
Upper stock cut only from Highest Grade Skins. 
Government specification khaki twill linings. 


manufacture. 











J. E. Tilt Shoe Co. 


Manufacturers 


CHICAGO 










No. 0603—Men’s Chrome P & V No. 14 
Russia Bal, heavy single sole, No. 73 
last. A 7-11, B 6-91, C 6-11, D 6-11, E 
6-11. Price ‘$5.50. 
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IN STOCK 


Illustrations below outline a few 
of our in stock women’s low 
shoes. These shoes are made 
on the same high standards of 
quality and workmanship as our 
men’s production. 


Women’s low shoe specifica- 
tions are as follows: 


7 and 8 iron solid oak tanned 
overweight outsoles, 5 iron 
solid oak leather insoles. 
Heels: solid leather whole lifts, 
Solid Oak sole leather box toes 
and counters.. Uppers cut from 
very best grade of leather 
tanned in this country, such as 
Gallun’s, Pfister & Vogel’s, 
Rueping’s, Trostel’s and top 
grades of other tanners. 


J. E. Tilt Shoe Co. 


Manufacturers 


CHICAGO 





No. 0513—Women’s Black Norwegian Grain 
Circular Foxed Oxford, soft straight tip 
(without box) No. 30 last, 9/8 inch heel, 
medium wide toe, 3% inch vamp. AA, 
4%-8; A, 4-8; B, 3-8; C, 3-8; D, 3-8, 

$5.60 
No. 0514—Women’s Tan Norwegian Grain 
Brogue Oxford, soft Wing Tip (without box) 
No. 30 last, 9/8 inch heel, medium wide toe, 
3% inch vamp. AA, 4%-8; A, 4-8; B, 3-8; 
C,, BOS TA BS ccccscdccestnssaseea $6.10 
No. 0511—Women’s No. 21 Tan Luxor Calf 
Circular Oxford (with box) center punch tip, 
imitation -heel foxing and lace stay, No. 31 
last, 13/8 inch heel, medium narrow toe, 
3% inch vamp. AA, 4%4-8; A, 4-8; B, 3-8; 
St Ue Oe. ciccc tas ceecsaeee $5.25 
No. 0512—Women’s Gun Metal Calf Circular 
Oxford (with box) center punch tip, imita- 
tion heel foxing and lace stay, No. 31 last, 
13/8 inch heel, medium narrow toe, 3% inch 
vamp. AA, 4%-8; A, 4-8; B, 3-8; C, 3-8; 
D, 3-8 $5.2: 
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onstant Comfort”’ 


AMERICA’S BEST COMFORT SHOE 


IN-STOCK STYLES 


You are given the opportunity to con- 
centrate your buying on a line which has 
numbers to cover every need in black kid 
turn footwear. Manufactured by specialists 
who make nothing else—it offers you the 
opportunity to simplify your buying and 
selling problems. ‘‘Constant Comforts” 
sell themselves. 


The quality of the numbers shown below 
is not surpassed by any line. Note the prices. 
All shoes in stock. 


No. 38—Best Quality Black Kid 8” 
Polish, 13/8 Heel. 
No. 17—Same shoe with imitation 
ip. 


t 
Both In Stock .% B, C, D. 
Price $4.75 


» 11—Black Kid 7” Polish, 9/8 
Cat’s Paw Rubber Heel. 
In Stock C, D, B. 
Price . $4.15 


No, S83—Black Kid Two Strap San- 
No. 26—Black Kid 7%” Polish, 13/5 dal. Grey Ooze a and 
Cat’s Paw Rubber Heel. 
In Stock A, B, C, D 


Price $4.15 Price $2.60 


Ault-Williamson Shoe 


MANUFACTURERS 
AUBURN . - MAINE 
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No. 34—Best Quality —_ ee % 
Fox 8” Polish, 13/8 H 

No. 31—Same shoe with aie toe. 
Both la Stock A, B, C, D. 


“Price $4.90 


No. 52—Best Quality Black Kid 
Oxford, 13/8 Heel. 

Black Kid Quarter and Sock Lining. 
No. 50—Same shoe with plain toe. 
Both In Stock A, B, C, D. 
Price $3.75 


Co. 


Los Angeles Office: 109 E. 8th Street. Boston Office: 139 Lincoln Street 
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The Excelsior Salesforce 


The Excelsior Shoe Co.’s salesmen 
and territories covered are as follows: 
T. G. Francis, State of Ohio; H. T. 
Francis, assistant to T. G. Francis; 
H. D. Graves, Illinois and Southern 
Indiana; L. E. Bingell, State of Penn- 
sylvania; D. J. Edwards, assistant to 
L. E. Bingell; H. L. Ware, Chicago 
office, Iowa, Nebraska, large cities in 
Minnesota and Wisconsin; B. H. 
Reynolds, assistant to H. L. Ware; 
F. B. Schrier, assistant to H. L. Ware; 
Paul G. Williams, West Virginia and 
Eastern Kentucky; H. E. McCurdy, 
assistant to Paul G. Williams; W. H. 
Ware, Pacific Coast representative, 
covering Washington, Oregon, Cali- 
fornia, Idaho, Utah, Nevada and 
Montana; E. E. Thomas, Northern 
Indiana and Southern Michigan; J. 
B. Francis, assistant to E. E. Thomas; 
W. E. Hinesley, Missouri, Northern 
Arkansas, Eastern Oklahoma; G. B. 
Handley, Western Kentucky and 





HARRY L. WARE 
With Excelsior Shoe Co. 


Tennessee; C. A. Cahoon, Texas and 
Southern Arkansas; Geo. W. Kind- 
schi, Wisconsin and Northern Michi- 
gan; Jack Davis, Kansas, Western 
Oklahoma, New Mexico, Arizona; C. 
P. Getsinger, Virginia, North and 
South Carolina, Georgia, Florida; 
A. Y. Williamson, assistant to C. F. 
Getsinger; R. E. Gordon, State of 
New York and New England States; 
J. H. Romsey, Northwest territory, 
Minnesota, North and South Dakota, 
Wyoming and Montana; L. A. Carter, 
Alabama, Louisiana and Mississippi; 
L. H. Revare, New York Office, cover- 
ing Eastern territory; J.- Wasser- 
berger, J. B. Schwartz and M. M. 
Schlosser, assistants to L. H. Revare. 


F. C. Gerber Salesmen 


A list of the F. C. Gerber Shoe Co. 
salesmen and territory covered is as 
follows: Fred L. Joseph, Kentucky, 
Tennessee, Alabama, Louisiana, West 
Virginia and Mississippi; C. H. Ny- 
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lander, Wisconsin and Minnesota; C. 
H. Hardeman, city of Detroit; T. O. 
Kyle, Texas and Oklahoma; L. R. 
Fairchilds, the Coast territory. 


C. P. Ford Men 


The following is the C. P. Ford & 
Co. roster of salesmen and territories 
covered: John §S. Davies, Colorado, 
Idaho, Nevada, Montana, Oregon, 
Utah, Washington, Wyoming; James 
P. Beatty, Nebraska, Minnesota, Kan- 
sas, North Dakota, South Dakota, 
Wisconsin; Edward E. Evarts, In- 
diana, Michigan; E. H. Talbot, New 
Jersey, Brooklyn; Harry J. Beatty, 
Pennsylvania, West Virginia; Jack 
Galway, Connecticut, Maine, Massa- 
chusetts, New Hampshire, Rhode 
Island, Vermont, New York City; Al- 
bert W. Colson, Arizona, Colorado, 
California, New Mexico; Clinton L. 
Clark, Arkansas, Louisiana, Missis- 
sippi, Missouri, Oklahoma, Texas; 
Ray P. McCarthy, Illinois, Iowa; T. 





7. C. A, CAHOON 
With Excelsior Shoe Co, 


A. Ostenkamp;, Florida, Georgia, 
North Carolina, South Carolina, Vir- 
ginia; A. C. Edson, New York State; 
Wm. J. Galway, New York City, 
Philadelphia; Hilary P. McCarthy, 
Kentucky, Ohio; J. Henry Burcher, 
Alabama, Delaware, Maryland, Geor- 
gia, North Carolina, South Carolina, 
Tennessee, District Columbia. 


Bliss & Perry Men 


A list of Bliss & Perry Co. sales- 
men and territories covered follow: 
Chas. O. Quimby, Baltimore, Wash- 
ington, Philadelphia and adjoining 
territory; Norman P. Merrill, Wis- 
consin, Michigan, [Illinois, Iowa, 
Minnesota and Indiana; Harry J. 
Beatty, Pennsylvania, New York 
State and Eastern Ohio; Harry A. 
Race, Southeast; Chas; W. York, 
Southwest; Thos. S. Slack, New York 
City; Loyd E. Cochran, Pacific Coast; 
A. Lincoln Beno, Cuba; William Der- 


‘rick, Tenn., Ky.; J. Ross, Canada. - 
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Endicott Johnson Men 


The roster of Endicott Johnson 
Corporations salesmen and territories 
covered are as follows: T. H. Abbiati, 
Central Nebraska; T. N. Adams, 
Buffalo, N. Y., and surrounding terri- 
tory; E. J. Ames, extreme Southern 
Maryland and Eastern Virginia; W. 
H. Ambler, Southwestern Washington 
and Northwestern Oregon; C. C. Ash- 
more, Eastern South Carolina; L. E. 
Baker, Northwestern Iowa; J. N. 
Ball, Northern Michigan; J. F. Booth, 
Oklahoma City and surrounding terri- 
tory; A. F. Brannon, Western Ten- 
nessee; F. F. Brophy, Southwestern 
Michigan; Fred Brown, Central Penn- 
sylvania; Geo. M. Browne, North- 
eastern Texas; M: A. Bryant, Cen- 
tral Alabama; J. R. Burriston, Utah, 
Southeastern Idaho, Southwestern 
Wyoming; F. A. Butterworth, South- 
ern California; A. B. Calhoun, South 
Central Kansas; C. G. Carleton, New 
Orleans and Southern Louisiana; W. 





G. B. HANDLEY 
With Excelsior Shoe Co. 


A. Clarke, Southern Iowa; J. G. 
Coffeen, Peninsula of Michigan and 
Northeastern Wisconsin; C. C. Cook, 
Northeast Indiana; H. C. Cooke, 
Florida; C. C. Crocket, Northwestern 
Arkansas; J. J. Dean, Central Texas; 
F. T. Dolsen, Southwest Indiana; 
Frank Dopp, West Central Illinois; 
W. W. Dosser, Northwestern Ohio; 
C. A. Durofchalk, Eastern Iowa; H. 
Edwards, Baltimore, Washington, 
Norfolk and Newport News, Va.; S. 
Edwards, Southern Virginia; C. P. 
Einhellig, Northwestern Pennsyl- 
vania, extreme Northeast Ohio; Her- 
bert Eisele, West Virginia; L. S. 
Ellsworth, East Central Pennsyl- 
vania; A. A. Fagnant,’ Northwestern 
Washington; A. B.-Fietcher, Kansas 
City, Mo., and vicinity in Kansas and 
Missouri; H. D. Fulton, Eastern 
South Dakota and Southern North 
Dakota; M.. C. Funderburk,. North 
Central Texas; E. L. Goss, South- 
western Missouri and Southeast Kan- 
sas; E. C. Hanna, Chicago and en- 
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~~ Fine Shoes ~~~ 


Are the foundation of the discerning 
man’s wardrobe. NUNN-BUSH Shoes 
will attract and hold for you the finest 
men’s trade because they insure com- 
fort from the first and retain their : 
smart appearance to the last. 
Style No. 363 Oxford 


Black Norwegian Calf, Soft Cap, Bal. Heavy single 
sole. Stitched Heel Seat. Brogue last. 


Price $6.60 
In Stock B to D 


Nunn Bush &Weldon Shoe @ || 
Milwaukee Wisconsin aA ‘ 
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virons; B. I. Harvey, Western Wis- 
consin; S. H. Harvey, Eastern Okla- 
homa; J. H. MHerzstein, Eastern 
Washington, Northeast Oregon and 
Northern Idaho; Max  Herzstein, 
Southern Texas; M. J. Hickey, At- 
Janta and Northwest Georgia; Henry 
J. Hill, East Central Illinois; H. W. 
Hill, Dallas, Waco and surrounding 
territory in Texas; T. Hughes, North- 
western Kansas; C. R. Isaacs, North- 
eastern Arkansas and Southeastern 
Missouri; C. A. Jenkins, Pittsburgh 
and surrounding territory; O. P. 
Keffer, Southeastern Texas; W. C. 
Kelly, Eastern Tennessee and ex- 
treme Southeast Kentucky; R. B. 
Kiby, Indianapolis and Central In- 
diana; F. E. Kirkendall, South- 
eastern Ohio; H. J. Kline, Louisville, 
surrounding territory in Kentucky 
and South Central Indiana; K. W. 
Koontz, Cleveland, under J. E. Mes- 
ser; H. LaTourette, Northern New 
York; W. A. Light, Southwestern 
Virginia and extreme South West 
Virginia; J. W. Locke, Western 
South Carolina; A. B. Loken, New 
Mexico; C. M. Lowry, Western North 
Carolina; R. E. Lord, St. Louis and 
surrounding territory in Illinois and 
Missouri; J. L. Lovelace, Southern 
Mississippi; J. L. Lovelace, Jr., Cen- 
tral Mississippi; T. A. Lyon, Eastern 
North Carolina; T. A. Lyon, ZJr., 
Eastern North Carolina; W. E. Mc- 
Donald, Southern Georgia; W. L. Mc- 
Mannis, Milwaukee and surrounding 
territory; Wm. McOwen, Eastern 
Kentucky and Western West Virginia; 
F. Mastropietro, South Alabama and 
Western Florida; S. Mayer, Southern 
Oregon and Northern California; C. 
M. Mense, large cities in Iowa; J. E. 
Messer, Cleveland and Northeast 
Ohio, Columbus and _ surrounding 
territory, Cincinnati and environs, 
Covington and surrounding territory, 
Southeast Indiana, Canton, Ohio; W. 
A. Miller, St. Paul, Minnesota, and 
surrounding territory; J. F. Muffley, 
Omaha and Eastern Nebraska, also 
Council Bluffs, Iowa; E. E. Nicely, 
Toledo, Ohio, large cities in Pennsyl- 
vania and special accounts in large 
cities; J. M. Nugent, Northern 
Louisiana; W. A. O’Neill, Eastern 
Wyoming, Southwest South Dakota 
and West Nebraska; H. E. Orput, 
Northern Missouri; R. C. Pepper, 
Northern Mississippi; A. C. Pett, 
Northern Minnesota; J. O. Piper, 
Montana; Geo. E. Price, Bay City, 
Saginaw and Flint, Michigan and sur- 
rounding territory; E. C. Putnam, 
Northeastern Pennsylvania; Lee Ra- 
gan, Arizona, Southwestern New 
Mexico and Southeastern California; 
D. C. Rose, Western Kentucky; Al. 
Rozier, San Francisco and Central 
California, Central Missouri C. D. 
Scott, Western Oklahoma; H. E. 
Scott, Southwestern Kansas; L. D. 
Scott, Nashville and Central Tennes- 
see; Gerald Shaw, Southern Illinois 
and Northwestern Kentucky; H. 
Sherman, West Central Georgia; C. 
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Ottenheimer Sells Hazzard’s 


H. L. Ottenheimer has been with 
R. P. Hazzard Co. for the past ten 
years—in fact, he was the first sales- 
man to take the line to the retail 
trade. Mr. Ottenheimer has been 
selling shoes since 1885 and is still 


“going good.” Prior to becoming . 


affiliated with the salesforce of Haz- 
zard, Mr. Ottenheimer was located in 
Kansas City for six years, and for 
twenty years before that devoted his 
efforts to Illinois. 





H. L. OTTENHEIMER 
With R. P. Hazzard Co. 


Hazzard Men and Territories 

The R. P. Hazzard Co. salesmen 
and territories covered are as fol- 
lows: Edward Brandman, Greater 
New York, New Jersey, Maryland, 
Pennsylvania, Delaware and District 
of Columbia; Sol Gardner, Virginia, 
North Carolina, South Carolina, 





E. Smith, Northern Virginia and 
Southeastern Pennsylvania, Delaware 
and Maryland, except Baltimore; J. 
R. Snapp, Northwestern Indiana; B. 
J. Snell, Eastern New York; R. G. 
Snell, Central New York; W. L. 
Snell, Scranton, Wilkes-Barre and 
surrounding territory in Pennsyl- 
vania; S. F. Snyder, Colorado; L. M. 
Spohn, Central Illinois; H. D. Stan- 
ford, Southern Minnesota; Burr Sulli- 
van, Central Missouri; E. H. Sullivan, 
Eastern Georgia; I. B. Thomas, De- 
troit, Michigan and environs; F. P. 
Tracy, Western Texas and South- 
eastern New Mexico; C. A. Wacht- 
man, East Central Kentucky; C. R. 
Wagner, Northern Illinois; -W. W. 
Wallace, Cincinnati, under J. E. Mes- 
ser; L. H. Wenn, Northern North 
Dakota and Northwest Minnesota; 
Geo. A. Weinig, East Central Ohio 
and Wheeling, West Virginia district; 
Cy. Wheeler, Southern Arkansas; 
Geo. M. Yeatman, Birmingham and 
Northern Alabama. 
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Georgia, Alabama, Florida and Mis- 
sissippi; Ike Hamburger, Ohio, Ken- 
tucky, Tennessee (except Memphis), 
Indiana (South of and including In- 
dianapolis and Richmond) and West 
Virginia; John H. Kane, Indiana 
(North of Richmond and _ Indian- 
apolis), Illinois (except East St. 
Louis, Alton, Moline, Monroe, Rock 
Island, Granite City and Chicago), 
Michigan (except Northern Peninsu- 
lar); H. L. Ottenheimer, Kansas, 
Iowa, Nebraska, Missouri and Illinois 
(only East St. Louis, Rock Island, 
Moline, Granite City, Madison and 
Alton), and Colorado (East of Den- 
ver); T. R. Swanton, Lousiana, 
Texas, Arkansas and Missouri (South 
of St. Louis and East of Iron Mt. R. 
R.); Peter F. Talty, Massachusetts 
(except Boston), Connecticut, Rhode 
Island, New Hampshire, Vermont, 
New York (except Greater New 
York); J. <A. Valentine, General 
Representative for California, Ore- 
gon, Washington, Montana, Nevada, 
Wyoming, Colorado, Utah, New 
Mexico and Arizona; Oscar Sykes, 
Oregon, Washington, Montana and 
Nevada; Ben F. Copeland, Wyoming, 
Colorado, Utah, New Mexico, Arizona 
and Northern part of California; 
William Halprin, Southern California. 


Lattemann Salesmen and 
Territories 


Elliott T. Williams, 408 Union 
Street, Nashville, Tenn., territory, 
entire South from Virginia to Texas; 
Frank B. King, 22 Quincy Street, Chi- 
cago, Illinois, territory, entire Mid- 
dlewest, from Pittsburgh to Chicago 
and Omaha; Mortie C. Seaman, 2600 
University Avenue, New York City, 
territory, part of New York City, 
Philadelphia, Baltimore, Washington 
and New England States; Larrie H. 
Sass, 47 West Thirty-fourth Street, 
New York City, territory, New York 
State, Philadelphia, West Virginia 
and part of Pennsylvania, also Paci- 
fic Coast from Denver to El Paso 
West; Justus J. Lattemann, territory, 
New York City. 


Prewitt Sells Brockton Shoes 


H. E. Prewitt of Chicago, who has 
represented St. Louis houses for sev- 
eral years has decided to affiliate with 
The Brockton Shoe Mfg. Co. Mr. 
Prewitt has lined up his samples and 
is now in his territory demonstrating 
the merits of the Brockton line to his 
friends in the Middle West, with office 
in the Security Bldg., Chicago. 
“H. E.” is a convincing talker, pre- 
senting his arguments in a straight- 
forward way. His past successes 
prove that he is well liked by his 
trade. Mr. Prewitt has been selling 
the retail and jobbing trade of Chi- 
cago and nearby territory for the 
past fifteen years. His past successes 
prove that he is well liked by his 
trade. 
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THe Newes 


In Stock Now I 


. The Regal 
CORONA 


In Tan... . Exactly as illustrated. A cir- 
cular vamp foxed Bal, made from 
Gallun’s Norwegian Grain leather, 
14 single sole, brass eyelets and a 
Spring-step rubber heel. 


In Black. ...Same as the tan shoe above, 
but made with invisible eyelets to top. 
Two new stylish bals in the much 
wanted Norwegian grain leather, for 
Fall and Winter trade. 


SPRING LINE READ 


The complete line 
Regal samples for t 
Spring of 1922 is m 
being shown. A ci 
to the Boston office 
bring a Regal represt 
tative to your store. 


Tan Stock No. 4669 
Black Stock No. 1269 


REGA 
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stWinterR Brocurks 


In Both Tan and Black 


The Regal 
ROB ROY 

















Acir-§ In Black....As pictured. A _nobby, 
» from brogue oxford on a new Regal last. 
eather, Manufactured from the popular Nor- 
and a wegian grain leather. Invisible eye- 






lets, 14 single sole, Spring-step rub- 
ber heel. 








above, 
to top. 

much 
er, for 





In Tan... .the Rob Roy comes with brass 
eyelets. A good example of the 
broad-toe, comfortable brogue ox- 
ford so much in demand today. 










e line 
2s for ti 
22 18 ni 

A (0 
office 
represi 
ry store. 







= 


Tan Stock No. 4670 
Black Stock No. 1270 






Regal Shoe Company, 268 Summer Street, Boston, Mass. 
NEW YORK SALESROOM, 1369 Broadway (at 37th Street) 


SHOES 
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THE BEST FOR SIX. 


It sounds MIGHTY FINE to the girl 
who is VERY FINICKY about the way she 
"DOLLS UP" HER FEET, when you say 


SIX DOLLARS 


For a PERFECTLY GOOD, TRIM OXFORD, 
GOODYEAR WELT in ANY of THESE LEATHERS, 


BROWN CALF 
BROWN KID 
BLACK CALF 
BLACK KID 


Fifty (odd) VARIETIES of these 
CAN BE RETAILED AT THE ABOVE PRICE, and 
WE HAVE THEM READY FOR SHIPMENT in 
widths AA, to D. 


ALSO BOOTS aplenty, in SAME LEATHERS, 


FILL IN SIZES TODAY. IT WILL HELP YOUR SALES. 


ee 





MANCHESTER, N. H. 


October 29, 1921 


‘ 
] 
] 
] 
( 
J 
J 
F 
n 
fe 





October 29, 1921 


Beacon Salesmen 


F. M. Hoyt Shoe Co. salesmen and 
their territories are as follows: Harry 
Adams, Chicago; G. L. Baker, New 
York State; J. Wm. Bahr, New Jer- 
sey; A. E. Bartlett, Massachusetts, 
Rhode Island, Connecticut; Wm. 
Beyersdorfer, St. Louis, East Mis- 
souri; “Harry Buchanan, South Ohio; 
I. W. Cates, Texas; D. W. Campbell, 
Chicago; W. O. Dabney, Virginia, 
Delaware, Maryland; W. A. Damer, 
Pennsylvania; J. A. Edmonds, Ken- 
tucky; Max M. Falke, Pennsylvania, 
West Virginia; C. H. Geissler, Large 
Cities (Men’s); E. E. George, Cali- 
fornia; R. George, Chicago; J. B. 
Glasser, Louisiana; J. H. Glidden, 
Vermont, Maine, New Hampshire; 
A. S. Goodman, Alabama; Lou S. 
Hall, Ohio; M. D. Hall, West Penn- 
sylvania; James Hanrahan, Chicago; 
E. E. Hargroeder, Tennessee; R. A. 
Hearne, Texas; W. A. Heim, Ohio; 
Jos. L. Hitz, New Jersey; Wm. M. 
Hootkins, Iowa; J. N. Hudgens, South 
Carolina; Harvey P. Jenks, New 
York; Robt. Kenngott, Wisconsin; 
J. G. Lee, Massachusetts; L. W. Mos- 
son, Missouri; W. H. Clohecy, South 
Illinois; J. C. Murray, North Illinois; 
Chas. Oberfield, Philadelphia; I. F. 
Oberfield, Pennsylvania; A. L. Peter- 
son, North and South Dakota, East 
Montana; O. W. Pittman, Mississippi; 
Louis Plessner, Arkansas; E. M. Rap- 
paport, New York City; Jno. D. 
Reaves, Georgia; B. B. Roach, Kan- 
sas; H. I. Rosenblum, Cuba; J. P. 
Shipman, Washington, Oregon; B. H. 
Simons, New York City; Harvey E. 
Skillman, Michigan; Slater Bros., 
Utah, Idaho; J. C. Spicer, North 
Carolina; J. A. Soll, Minnesota; L. 
C. Turner, Florida, Georgia; H. O. 
Warren, Indiana; G. M. Wilcox, Ne- 
braska. 


Clinton Shoe Men 


A list of Clinton Shoe Mfg. Co.’s 
salesmen and territories covered are 
as follows: B. S. Welch, Iowa; W. T. 
Johnson, Jr., Kansas City, Mo., and 
Kansas City, Kan.; J. S. Smith, 
Missouri; G. S. Heinrich, Wisconsin; 
F. H. Henry, Minnesota; G. H. 
Nicholson, Oklahoma and Kansas; 
G. F. Parry, Nebraska, Colorado, 
Wyoming; C. A. Baughman, Illinois; 
J. K. Goltman, Illinois and Wisconsin; 
F. J. Rost, Jr., Chicago; F. W. Peter- 
man, Arizona, New Mexico and Cali- 
fornia. 


New Selling Organization 


A. J. Hague, well known shoe 
salesman was in Rochester recently 
showing the A. M. Creighton line of 
Lynn and the Pennington Crowell line 
of Manchester, N. H. Mr. Hague re- 
cently joined with J. C. Shorthafer, 
who represented Nathaniel Fisher in 
this territory for fifteen years and 
has formed a selling organization 


BOOT AND SHOE RECORDER 


under the name of Shorthafer & 
Hague with headquarters in Utica, 
N. Y. . Both of these men are well 
known in this territory and should be 
very successful with their new lines. 
Previous to the war Mr. Hague was 
with the old firm of Clark Hutchinson 
& Co. for five years. During the war 
he served with the 309th Machine 
Gun Battalion for twelve months 
overseas. Since the war he has rep- 
resented McElwain Hutchinson & 
Winch in Central New York. 


Johnson Covers Chicago 


Fred M. Johnson starced with the 
Thomson Crooker Shoe Co. as a city 
salesman for the city of Chicago, 
under Buford H. Jones in June, 1919, 
and when Buford H. Jones became 
vice president and sales manager for 


FRED M. JOHNSON 


the Thomson Crooker Shoe Co., and 
was removed to Boston, the City of 
Chicago was given over to Fred M. 
Johnson, who previous to coming to 
Chicago, was selling shoes on the Pa- 
cific Coast and the Mountain States. 


D. Armstrong Salesmen 


The following is a list of D. Arm- 
strong & Co., Inc., salesmen and 
territories covered: E. R. Coffin, all 
of the large cities East of Omaha; 
T. A. Mullen, New York, Pennsyl- 
vania, Ohio and Middle West; Fred 
M. Wright, Southern States; E. R. 
Beesley, Pacific Coast. 


Manheim with Stone-Tarlow 


Lewis Manheim has been engaged 
by Stone-Tarlow Co., Inc., to cover 
territory in Ohio, Pennsylvania and 
West Virginia. His office and sam- 
ple room are in the Lyceum Building, 
Pittsburgh. Mr. Manheim is well ac- 
quainted in territory which he is to 
cover and is thoroughly experienced 
in selling high grade footwear. 








Are You 
Ordering 
Enough 
Good Shoes? 


Shoe Salesmen will call 
to see you but once in 
most cases. You will 
order your season’s sup- 
ply Soon, if you have not 
ordered it Now. The ar- 
row points to brisk Fall 
and Winter business. 
Are you ordering 
enough Good Shoes to 
supply the needs of your 
Spring trade? 


Now is the time to think 
about laying in stock of 
the right kind and 
Amount. It is to your 
best interest to see that 
the quality is of the best 
—that the soles of the 
shoes you order are 
right. Make them right 


by insisting on 
Rock Cak” 
Trade Mark Reg. U. 8. Pat. Of. 
bottoms on every pair. 
Your customers will ap- 
preciate your interest in 
them when you show 


them the “Rock Oak” 
stamp on the shoes you 
sell. That trade mark 
means more dollars for 
you too. 


Write to any of our 
sales offices about this. 


The AMERICAN 
OAK LEATHER 
COMPANY 
Cincinnati 


Chicago St.Louis Boston 
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Prepare for Profits 


HERE is every indication of a 
long, severe winter—an unus- 
ual season for “U.S.” BOOTS— 
your chance for profits. Are you 
_ prepared? 


Now is the time to order a well 
balanced stock and cash in on the 
big demand for “U. S.” BOOTS. 


United States Rubber Company 
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Rubber Specialties Offered for the 


Holiday Trade 


Useful as Well as Ornamental, and in Line With the 
Average Consumer’s Desire to Buy 


Practical Gifts 


IDE-AWAKE merchants in 

\) V the footwear trade are 

showing considerable in- 
terest in some new specialties in 
rubber and canvas footwear which 
have been on the market for fall de- 
livery. 

These specialties have a style ap- 
peal as well as that of service. They 
are particularly adapted to holiday 
trade, and should make rapid sellers 
because of the style, economy and 
comfort their purchase affords the 
average consumer. 

Without much question, holiday 
buying this year will turn to ar- 
ticles which are useful and which rep- 
resent good quality at reasonable 
price. Merchants who are careful to 
have good stocks of such goods will 
undoubtedly enjoy a satisfactory holi- 
day business on them. 


A Canvas House Slipper 


The average consumer, because of 
conditions, is buying with a very keen 
appreciation of economy. Merchan- 
dise which meets his requirements 
will have a ready sale, and it would 
seem that these rubber footwear 
specialties will furnish a very wel- 
come stimulus to the holiday trade. 

One item that has been received 
with considerable favor is the canvas 
house slipper. This is an entirely 
new specialty in the canvas footwear 
market. This slipper is made with a 
brown duck upper of good quality, 
brown smooth sole and wedge heel. 
It has a Kendex insole which gives 
perfect insulation against the rubber 
outsole. The slipper is made on a 
comfort last in one width only. 


A Child’s Boot 


Easy comfort is the most important 
qualification in a house slipper and 
this slipper has been designed to ex- 
cel in this feature. It is surprisingly 
light in weight, yet because of being 
vulcanized in steam pressure cure, 
will hold its shape indefinitely and 
stand up under hard service. The 
wholesale price in both men’s and 
boys’ being under a dollar, it should 
prove a very attractive proposition to 
both consumer and retail shoe mer- 
chant. 

While the child’s boot has always 
been a popular seller during the holi- 


days, there has been a decided im- 
provement this year in the appear- 
ance. Instead of the usual plain red 
top this boot is coming out with a 
pleasing design which will undoubt- 
edly add to its salability. One boot 
in particular takes its name, “Bunny 
Boot,” from the design of black rab- 
bits on the red cloth background 
around the top. 


Fancy Trimming Attracts 


This boot, with its bright finish and 
emery leg and specially designed trim- 
ming, makes a very attractive item, 
and being packed in special colored 
cartons lends itself particularly well 
to window or store display. Every 
child covets such a boot. Merchants 
who display this boot will enjoy good 
sales as a stimulus to holiday busi- 
ness. 

Women’s One Strap 


Another item which has been grow- 








A child’s rubber boot—black rabbits on 
red cloth background around the top 


ing in popularity within the last year 
or two is the women’s one strap 
house shoe. 

This shoe has a black duck upper, 
loose lining, fiber counter and insole. 
It also has a Kendex sock lining which 
insulates the foot perfectly. Another 
exceptional feature is the combination 
steel and fiber shank which supports 
the arch as well as the finest construc- 
tion in leather shoes. Another com- 
fort producing feature is the pat- 
ented pneumatic heel which has met 
with so much favor on shoes of this 
nature. The sole is of smooth black 
rubber. 

This shoe is made on the Opera 
last only, has the lightness, flexibility 
and extreme comfort that appeal so 
strongly to women folks for use 
around the house. The pneumatic 
heel puts a cushion of air under each 
step and reduces fatigue. 

While this shoe has a good sale 
all year round it is particularly sale- 
able during the Holiday season be- 
cause of its general adaptability for 
gift purposes. 


Women’s Jersey Gaiter 


Another striking innovation in the 
women’s light jersey gaiter styles is 
the new net lined, brown gaiter 
brought out by one of the largest 
manufacturers. 

This gaiter has a very pleasing and 
distinctive appearance by reason of 
the exceptionally low foxing which 
produces a very neat effect: This 
item should make a very strong ap- 
peal to women who demand style as 
well as comfort in foot protection of 
this kind. : 

The principal feature of this gaiter, 
however is the net lining which per- 
mits of a very snug fit around the 
ankle and leg which overcomes the 
general impression of clumsiness in 
the ordinary women’s gaiter. The 
net lining is sufficiently warm for all 
occasions and in fact is an improve- 
ment in that it is not too warm on 
days that are not exceptionally cold. 


Keep Pace with Trend 


The special improved features of 
this gaiter would seem to indicate 
that it will be a big seller as soon as 
its advantages become better known 
by the public. Owing to its stylish 
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Formative 


Shoes 


for Women 


HE two groups of Formative 

Shoes—Regular and Modified 
—are selling their way briskly and 
steadily into the stores of live re- 
tail dealers and departments in ail 
parts of the country. 


Regular Formatives—full ortho- 
pedic shape, with flexible shanks 
and low, broad walking heels. 


Modified Formatives—the same 
essential orthopedic principles, in- 
cluding flexible shanks, but with 
narrower foreparts, Cuban heels 
and rubber toplifts. 


Formative Shoes have solved the 
pretty problem of price, for both 
dealers and consumers. They give 
highest value at moderate cost. 
Note complete price list below. 


ALL STYLES CARRIED IN 
STOCK 


REGULAR—Styles and Prices 
+ 14—Black Kid Blu. Oxford. Price... .85.00 
+ 15—Brown Kid Blu. Oxford. Price.... 5.8 
- 16—Black Kid Blu. Boot. Price 
- 17—Brown Kid Blu. Boot. Price 
MODIFIED—Styles and Prices 
io. 92—Black Kid Oxford. Price........85.00 
io. 98—Brown Kid Oxford. Price......... 5.85 
io. 94—Black Kid Boot. 
- 95—Brown Kid Boot. 
























































Goodyear Welt 
Fitted with 
Rubber Heel 


IN 


No. 92 


Modified 
Formative 


Black 
Kid 
$5.00 


Goodyear Welt 
Walking Heel 


No. 16 


Regular 
Formative 


Black 
Kid 
$6.00 
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lines, low foxing and new color this 
gaiter will make a very acceptable 
holiday gift. Merchants who show 
it will undoubtedly introduce an item 
that will sell at sight and repeat. 

It has been very interesting to ob- 
serve the element of style and im- 
provement in design in many of the 
specialties in the rubber and canvas 
footwear lines. This is a develop- 
ment in the right direction and un- 
doubtedly this trend will continue. 
Retail shoe merchants can increase 
their sales of these goods by keeping 
pace with the trend and stocking new 
specialties as they come out. 


Rubber Is Climbing 


Owing to the continued firmness 
of primary markets as reflected by 
cable advices the upward trend of 
plantation rubber prices here has 
been resumed. The strength of the 
situation which is materially aug- 
mented by the rise in sterling ex- 
change, lies in the fact that a good 
deal of factory buying is going on, 
the larger American manufacturers 
being credited with having made ex- 
tensive purchases abroad, particular- 
ly in London, which market was re- 
cently reported strong at 10%d. for 
spot and 10%d. for November-Decem- 
ber diamond ribbed smoked sheets. 

Locally not very much business is 
being done on the rise and in conserv- 
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ative quarters the opinion is expressed 
that a reaction is likely to occur not 
only because the advance has been 
too rapid, but because there is a very 
considerable stock that had been 
bought at much lower levels, which 
such prices as now prevail are likely 








A canvas house slipper reminding one 
of a real comfort shoe 








to bring out in quantity greater than 
would be wanted on such terms. 


Prices Strengthening 


However, the closing was decidedly 
strong at 17c. for both ribbed smoked 
sheets and first latex crépe for spot 
or October delivery, 17%c. for No- 
vember, 17%c. for December, 18%4c. 
for January-March, 18%c. for Janu- 
ary-June and 19%%c. for April-June. 
Proportionate advances were noted 
in other plantation grades. Paras, 
also, were firmer with reported sales 
of up-river fine for shipment at 22%c. 
and of upper ball at 12%c. Offerings 
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of up-river coarse appear to have 
been withdrawn. At the close all 
grades of Paras were quoted higher 
than at the end of last week. 


Rubber Quotations 


Para—Up-river, fine 22% 
Up-river, coarse ‘ 7 
*Island, fine 
Island, coarse 
Caucho, ° ball, 
Caucho, ball, lower 


*Cameta 
Plantation—First latex, crepe 
Brown crepe, thin, clean... 
Brown crepe, rolled 
Amber—wNo. 1 

No. 
° 


*Centrals—Corinto 
*Esmeralda 
*Mexican scrap 
*Guayule, wet 
*Guayule, dry 
*Balata, block, Trinidad. . 
*Balata, block, Colombian 
*Balata, Panama 
*Balata, sheet 





*Nominal. * 
Scrap Rubber 


While the dullness in this market 
persists the trade looks hopefully for 
an improvement in conditions as a 
result of the upward movement in 
crude. 


Boots and shoes 
Arctics, trimmed 
Inner tubes, No. 2 
Hose, steam, fire 
Inner tubes, No, 1 
Arctics, untrimmed 
Tires—Automobile 
Bicycles, pneumatic 








A Partnership Mix-Up That Is 
a Mix-Up 


You readers who are thinking of 
taking a partner, or who have a con- 
genial—or an uncongenial—partner 
now, or who long since relinquished 
the idea of taking a partner because 
of its uncertainties, will all alike be 
interested in the following, which 
comes from Ohio: 


Ohio. 


Our partnership is in bad condition 
and the business is going down hill 
because the partners are not able to 
get along well together, and we are 
in such a state that we are asking 
advice from everybody in the hope 
that somebody may suggest a course 
which will pull us out of our difficul- 
ties without the business being com- 
pletely destroyed. Have seen and 
liked several of your articles and 
therefore will ask you if you can 
Suggest any relief. 

The partners are brothers-in-law, 
and ought never to have gone into 
partnership together. They are aided 
by a domestic situation which I will 
not touch upon, but they have reached 
a point where they do not speak to 
each other, and where one takes de- 
light in doing things merely because 
they anger his partner. Early in 
the partnership it was decided that 
one should have charge of all the 


books. Later he got them frightfully 
mixed up and when his partner re- 
monstrated he said “you do it yourself 
then” and refused to have any more 
to do with it. The other partner is 
not a bookkeeper and as neither will 
allow the other to hire a bookkeeper, 
the books are in very bad condition. 
The buying is also in bad condition, 
no inventory has been taken for a 
long time, the two partners go their 
own way in what they do in the 
store, all advertising has _ been 
stopped, as they cannot confer about 
it, and the whole situation is about 
as bad as it can be. You can see 
that it cannot go on. The result will 
be that the business will go down. It 
has fallen behind for six months, as 
it has strong competition from two 
firms here. What had better be done? 
Neither party will buy the other out. 
E. R. G. & Co. 


E. R. G. 


The first thing I always feel like 
doing in these cases, for I have seen 
many of them, is to knock together 
the heads of the partners who are so 
stubbornly and short-sightedly stand- 
ing in their own light. Mostly, how- 
ever, when partnership disputes have 
reached such a point as this one in 
Ohio, there is nothing to do but rid 


the partners of each other. Any at- 
tempt at conciliation is useless, and 
the only thing to do if the business 
is to be saved, is to get them apart 
as soon as possible, and get the busi- 
ness into other hands. 

Before suggesting a remedy, let me 
say a word about what I judge some 
of the original mistakes of this part- 
nership to have been:— 


1.—Apparently, each one has a 
half interest, hence the deadlock in 
everything. Sometimes partnerships 
have to be formed that way, because 
each man is contributing half of the 
partnership capital. But the man 
who is taking a partner into an al- 
ready established business, ought 
never, if he can avoid it, to sell a 
full half. Somebody ought to control 
the business without the possibility of 
deadlock. 


2.—I judge that the partnership 
agreement here contains no provision 
as to what shall be done in case such 
a situation arises as is pictured above. 
Here the partners are, hating and 
not speaking to each other, feeding 
their hostility instead of caring for 
the business, letting the thing get 
further and further away from them, 
and probably both puzzled what to 
do. I don’t know whether they have 
counsel; they should have, the very 
wisest counsel they can get, if the 
business is to be saved. ‘ 

What should have gone into the 


(Continued on page 192) 
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I Made 4000 Pairs 


To Find a Shoe that — [Povo Fo 
Needed No“Breaking In”. = = 

By W. Grant Williams : 

(Note coupoa below for free demonstration) ~ 
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"The New-Day Way of Fitting Shoes 














First big gun in our great: 


Saturday Evening Post 
Advertising Campaign. A 
‘full page in issue of Oct. 8. 


LEXATED 
ex SHOE Mwomsw 


Announcing a new shoe for men and women! A 
shoe that sells itself! 

So tremendous has been the success of the Grant 
FLEXATED SHOE that we are concentrating our 
greatest energies on it. We are going to push this 
shoe until it is the best known and the most uni- 
versally used shoe on the market. 

We want live dealers to get in line who know the 
value, as a profit-builder, of a big advertising driving 
force—such as we are putting behind this shoe. 

Here are the reasons why the Grant FLEXATED 
SHOE has all the real elements of success. 

It is a FLEXIBLE ARCH SHOE built on the 
most modern and stylish lines. 

We advertise for people to ask for a FREE 
DEMONSTRATION. We do this because it has 
been the experience of dealers that once they fit this 
shoe to a customer they are not allowed to remove 
it. Once people feel the comfort, ease and sustaining 
character of this shoe, they would not be without it 
at any cost. 

The Grant FLEXATED SHOE is not only an 
evolution of over 4,000 experimental shoes built to 


this ideal, but it embodies an entirely new principle 
in shoe building. 

It supports the arch—where nearly all foot troubles 
originate—and does it without arch props, arch 
supports or any other artificial means. The sup- 
port comes from the way the shoe is built. Even 
the lacings and eyelets perform a function in sup- 
porting the arch. 

The Grant FLEXATED SHOE needs no break- 
ing in. It can be put on and walked in for miles 
and miles without an instant’s discomfort. Try a 
pair yourself. You'll say you never had shoe 
leather on your feet that gave you such complete 
comfort. 

And coupled with this it is a shoe you'll be proud 
to wear, no matter how particular you are about 
ee feet. It has style—class—in every beautiful 
ine. 

We will cheerfully mail you booklet, catalog and 
price lists on request. You'll want to know about 
this shoe. Your customers will be asking for it 
after our big advertising campaign starts. You'll 
want to be able to satisfy their needs. So write 
at once. 


Address Department 14 


THE EXCELSIOR SHOE COMPANY, Portsmouth, Ohio 
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Fair Volume of Leather Business 


Manufacturers Continue to Buy Close to Needs, Major 
Portion Being Contributed by Boarded 


in the leather market may be 

classed as quiet. There is a 
fair volume of business in the ag- 
gregate, but not what there should be 
if shoe orlers were coming in normal- 
ly. There is no obstacle in the way 
of price, as leather buyers are satis- 
fied that they have been getting their 
leather as low as could be expected 
for some months. Shoe manufactur- 
ers continue to buy as close to their 
needs as possible, especially with or- 
ders for shoes being held back as they 
have been. 

Tanners of upper leathers are, for 
the most part, delivering stock on or- 
ders placed during the last. two 
months. There are certain leathers 
such as the boarded and Scotch grain 
which have been in very active call, 
and other classes of high-priced stock 
which have kept up a good interest in 
upper leathers. It is in the heavier 
staple leathers such as side, kips, 
veals and similar lines that the volume 
is below normal. 


Lower Price Leather Available 


Prices of side leather have reached 
a very low figure especially when com- 
pared with the peak prices of two 
years ago. Choice selections of colors 
which were bringing from 70 to 90 
cents per foot in the fall of 1919 are 
now offered at 27 to 30 cents. The 
comparisons noted in our table below 
show the tremendous advantage ex- 
isting to-day so far as the leather 
end of shoes is concerned. 

There are grades available all the 
way from 16 to 26 cents a foot in 
substantial side leathers which 
brought from 45 to between 60 and 70 
cents two years ago. Prices on these 
leathers are now not only as low, and 
in some cases lower, than in the days 
prior to the war. If other lines of 
commodities and materials were on as 
low a basis there would be less to 
complain of in the general conditions 
of the country. 


Calf Leather Prices Well Maintained 


Calf leather, while on a generally 
quiet basis, is moving along on reg- 
ular orders. The best selections of 
colors of smooth-finished calf are 
bringing from 52 to 55 cents per foot 
for the heavy weights. There are 
some very good grades of leather still 
selling at 47 to 50 cents. Light 
weights in the best grades are quoted 
all the way from 45 to 50 cents. 


T RADING of the last ten days 


Stock and Scotch Grain 


There are also good tannages of calf 
offered at lower figures. 

A good call continues for suéde 
leathers, which are offered at 60 to 
70 cents per foot for choice ooze calf- 
skin. Good grades of medium selec- 
tions of suéde are offered at from 48 
to 55 cents. 


Activity in Patent Leather 


Patent leather continues to be one 
of the noticeable features of the up- 
per leather market. A while ago this 
branch of the business was hit hard 
owing to conditions abroad and the 
very quiet demand in this country. 
So far as the domestic business is 
concerned this situation is entirely 
changed, and most of the patent- 
leather finishers and japanners are 
running on full time to-day. The 
call extends from the best grades down 
to the cheapest. Top grades of patent 
colt are offered at 60 to 65 cents, with 
some choice leathers held at 70 cents 


per foot. Patent sides are listed any- 
where from 32 cents up to 45 cents 
for the different selections of the 
three grades. The best grades of 
patent kips still hold at 45 cents. 

The glazed kid market is enjoying a 
little more activity than a few weeks 
ago. The likelihood of some boots 
appearing will still further stimulate 
the demand for kid, although the kid 
leather tanners have little to com- 
plain of as compared with others of 
the business of the past few months. 
Prices are still well maintained at 
quotations given below. 


No Change in Sole Leather 


The sold leather situation shows 
virtually no change. Prices are 
steady and tanners maintain that they 
are lower than they should be to yield 
a profit on the leather now coming 
through the tanneries. Buying con- 
tinues on a basis very close to the 
needs of shoe manufacturers. 








Comparative Leather and Hide Prices 


Upper Leather (price per foot) 
Pre- 


Calf, suede, top grade 

Calf, smooth, colored, top grade.. 
Calf, smooth, black, top grade... 
Side leathers, colors, top grade.. 
Side leather, black, top grade... 
White buck, top grade 

Elk, heavy side 

Kid, colors, best fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medium, colors 

Kid, medium, black 

Kid, cheap 

Chrome patent sides 


Hemlock No. 1 


No. 1 oak backs 
No. 1 oak bends, shoe mfrs.’ use. 
No. 1 oak bends, finders’ use .... 


$0. = a $0.35 
30 


To-day 
$0.65 a $0.75 
50a .55 


ar Peak 


$1.40 a $1.50 
1.40a 1.50 


é 1.05 
48 115a 1.25 


Raw Hides and Skins (price per pound) 
(1913 Av.) 


Native steers, as used in sole 
leather, harness, etc. 

Heavy Texas steers, for sole 
leather 

Light native cows, for side upper 
leather 

Branded cows, 
leather stats 

No. 1 buffs for heavy upper and 
side leather ee 

No. 1 Chicago City calfskins, for 
fine calf leather awe 


for light sole as 


+ for upper leather 
B. hides, for hemlock sole 


< %. 


18% 52a .55 
18 << Soe 
Ate 10408 
17% a, 
15 F 50 


17% 
16% 


30 
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STOU0QA00000000000000000000800000NNEUEOEOUEDLEE 
PERMANENT 
PATRONAGE 


K VERY retail shoe 

merchant aspires to 
the building up of a per- 
manent patronage. 
There are many ways 
of doing this. One of the 
best methods is to place 
on your shelves a com- 
plete line of staple, de- 


No. 059 
LADIES’ PLAIN TOE BAL No. 063 pendable footwear. 
LADIES’ TIP POLISH 


Our Ladies’ Plain Toe Bal is distinctly 
a comfort shoe. It is made on broad While the last over which this shoe is - 
For a quarter century 


common sense lines with either leather made is fashioned on easy lines, our 
or rubber heels and is certain to appeal Ladies’ Tip Polish is not barren of style. . 
This model can be furnished with a the house of Fisher has 


to the woman who must have comfort 
and service. plain toe if you prefer. sage : 

specialized in the pro- 
duction of staple shoes. 
It would please us to re- 
ceive your request for 
our complete booklet of 
styles. 


LYNN, MASSACHUSETTS 
: LYS Ae Gl ABBE 





BOUDOIRS AND BALLETS IN STOCK 


OUR SHOES ARE SELLERS 


NO WAITS FOR DELIVERIES 
ORDERS SHIPPED DAY RECEIVED 


KID BALLETS 
LIKE CUT 
Childs’ 814-11. ..$1.25 
Misses’ 1114-2 

Girls’ 24-7 


CAB BOUDOIRS 
LIKE CUT 


$1.25 Dark Brown.... : $1.10 


We desire to call special attention to our Black Boudoir 
at $1.10 with black rubber heels. It is a value which 
should not be overlooked. 


TERMS 2% 10 days. Net 30. 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS. 
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HE item of “factory 
damage” becomes 
minimized appreciably in 
factories where Vaughan’s 
Ivory Sole Leather is used. 
No enamels or pigments are 
necessary, for the depth of 
tone in Vaughan’s Ivory is 
equal to that in the finest 
elephant’s tusks. 


Trade Mark Registered Your customers will be fav- 
orably impressed by shoes 
bearing “the sole that has 
made white shoes staple.” 


Hs GN NS a a 


GEORGE C. VAUGHAN 


Tanneries at 


PEABODY, MASSACHUSETTS 


le 


- VAUGHANS. IVORY 
ee THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 
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“_—' heir Sale Knows No Seasons” 


Why is it that during fifty weeks 
of the year we have to make Easie- 
phit Boudoir Slippers to replenish 
our in-stock department? 


Because, firstly, their goodness has 
been fully demonstrated, and sec- 
ondly, because of their goodness 


Moccasin with Korry Krome Welted Outsole. 
Outsole Goodyear Stitched to Flexible Middle Sole. 
Light and Extremely Flexible. Ideal Play and School 
Shoe for Misses and Children. All Colors. 


IN STOCK FOR E ner ‘ 
THE WHOLESALE wi U6 3S Re ee 
TR ADE Style 223 Sizes 12- 2 Price 3.00 


“Their Sale Knows No Seasons” 


COLLYER MOCCASIN CO. 


245 Burrill Street - - Swampscott, Mass. 


No. 10—Women’s Black Cabretta 
Boudoir, Silk Floss Pom Pom, 
Flexible Turn’ Sole, Leather 
Heel, Quilted Sock. Also Red 


and Tan. Widths, C and D. 
No. 100—Same in Kid. Your _ of this 
kind of 


SEND FOR, SAMPLES AND BUSINESS EVERY — 


IN STOCK FOR No. 990. 6-in. Sheepskin Moccasins 
Sheepskin ‘ih Five Eyelets, Laced 


THE WHOLESALE 
Men's, 6 to 12. -Per do i 

TRADE oe fas... > Pale 78 

s Youths’, I! to i3 B28 
Women’s, 3 to 8. “ 
Misses’, I1 to 2. “ 








No. 20—Women’s Quilted Skin- 
ner’s Satin Boudoir, Flexible © 
Turn Sole, Leather Heel, Silk 
Pom Pom, Quilted Sock. 
Colors: Black, Grey, Pink, 
Lavender, Light Blue, Rose, 
Copenhagen Blue, King Blue 
and Red. Widths, C and D. 


SEND FOR SAMPLES AND 
PRICES 


Get acquainted with the entire Easiephit 


line of Men’s and Boys’ Slippers and 

Women’s Comfort Shoes. They are No. 981. 14-in. Arctic Sheepskin 
salable every day of the year. Py A bulk, a | 3 
ruched in. individual car- 

ons, 


ABBOTT SHOE CO. _ [F's® Be sia 


Manufacturers for the Wholesale Trade : wy Fags SPST, et — 
gg Pe = 1 1 
North Reading Massachusetts e Athletic Shoe Co. 
Boston Office $190 918-934 North 
207 Essex St. = Marshfield Avenue 
air $1.95 CHICAGO, ILL. 
ull sizes only. No half sizes. 
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Flexible-Toe 


BROGUE 
$ A. 90 


IN STOCK 


No. 6305 Tan 
Boarded Grain 


No. 6300 Black 
Boarded Grain 


WE insist on pushing the best and strongest new keynote 
for Men’s shoes that has been devised in many seasons— 
the flexible-toe Brogue. 


It is the strongest selling style the country over. The Bates representa- 
tions of this striking and sensible style are high-grade and moderate price. 


Our sales of these Brogues tells the story. We have to carry them in 
stock to supply the calls. 


Styles 6305 and 6300 have full extension edges, fibre mid-soles, natural 
finish outer-soles and Goodyear “Wingfoot” rubber heels. 


A. J. BATES COMPANY. 


WEBSTER, MASSACHUSETTS 
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<r & SHOR 
WORKERS UNION 
union YsTaM 


Factory 





WORKERS UNION 
union stam 


Factory 














EIT & SARE 
WORKERS UNION 


A Real Sales Factor Which 
Costs You Nothing 





The Union Label on any merchandise is given 
preference over the non-labelled article by more 


than 4,000,000 people. 


Union made shoes—stencilled with the stamp of 
the Boot and Shoe Workers’ Union—is a sales- 
factor which bears great weight with this army of 
buyers and costs the retailer nothing. 


This label on the shoes you sell automatically ex- 
pands your market. Look for it, insist upon hav- 
ing it, show it to your customers. They will under- 
stand its meaning. 





Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
246 SUMMER STREET - - BOSTON, MASS. 


COLLIS LOVELY,Gen’l Pres't CHAS. L. BAINE, Gen’! Sec’y-Treas. 
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IN STOCK 


UP-TO-DATE NOVELTY TURN SLIPPERS 


At $322 to $322 
EXCELLENT FITTERS 


In consideration of such close figures we 
can sell these goods in not less than 12 
pair lots or more of a kind and width. 
For sample pairs we add twenty cents 
per pair to pay for cost of shipping. 
Sample pairs not returnable. 


Carefully Note the Following 


No. 600 Black Satin 1 Strap FULL LOUIS wood covered heel...Price $3.30 
No. 600 No. 601, Black Satin 1 strap junior Louis wood covered heel..Price $3.30 
a NO. No. 700, Black kid 1 strap FULL LOUIS wood covered heel. .Price $3.30 
SMarRT BLACK SATIN, No. 701, Black kid 1 strap junior Louis wood covered heel..Price $3.30 
One Strap, FuLu No. 800 Patent chrome 1 strap FULL LOUIS wood covered heel.Price $3.50 
Louis HEEL. No. 801 Pat. Chrome 1 strap junior Louis heel, wood covered. .Price $3.50 

A to D—2% to 8 

Terms 2% off 10 days. 

$3.30 SPECIFICATIONS 

High grade satin, Fine grade kid, Full chrome, patent leather, Silk cord. 
Solid leather grain counters. Leather sock and quarter linings. 





Stock No. 500—Patent leather center 
buckle, three strap. Full Louis heel. Price 
No. 701 


$3.90. D B - 
Stock No. 501—Same with Junior Louis AINTY SLACK AID 
One Strap, JUNIOR 


heel. Price $3.90. 
Stock No. 401—Same shoe in black kid, Louis Hest. 
Junior Louis heel only. Price $3.75. . $3 30 


B. C. D. widths 2%4-8 in 36 pair» 
lots only. 


KARELIS SHOE COMPANY 


Haverhill, Mass. 
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BOCOOOOOOOOOOOOOOOOOOO OOOO OO COO OCOOBEE8C3 
IN STOCK FOR IMMEDIATE DELIVERY §& 
a.  l&8rfagno 


Suede Hand Made Turns 


‘““Note the Distinctiveness”’ 


W 719—Baby L.X.V._ Kid Cov. 
W 718—Full L.X.V. Kid Cov. 


726—Baby L.X.V. Suede Cov. 
716—Full L.X.V. Suede Cov. Patent ; Price $7.00 


Price $7.50 
Colt 


W 722—Baby L.X.V. Celluloid Cov. 
W 723—Full L.X.V. Celluloid Cov. 


Price $7.00 
Sizes AAA, + 46. 5? A, %; 
a W 721—Baby L.X.V. Satin Cov. 
W fitter LXV. Sete Ow, Terms: Net 30 Days W 720—Full LXV. Satin Gov. 


710—Full L.X.V. Satin Cov. 
Price $6.50 Price $7.50 


The Carfagno Shoe Company, Rochester, N. Y. 


PIII ID I FID II OGOV VOI VV VV VVPPVGVIVPIYOGYOVOVVIOIVO 


OCOSESESESESEYESEYENEYENENEYESCYVEYESCIESCVCESCI OCS 


YES—IN STOCK—N OW 





These numbers are unbranded, but will 
be stamped PACKARD if you carry 
the Packard Shoe. 











THE THE 
BRAEBURN ' POCONO 


No.1 
. ° 603 WOMEN’S 
Black Norwegian Black Norwegian 


Brogue Oxford Saddle Brogue Oxford 
White Fibre Doubler 


617 _ Si, 604 A, B, C, D, 3% to7 
Imported Tan : 0% fy 
F Black Norwegian R i 
F rene —. Brogue Bal ENG ih g No. 2 
ame in 
A, B, 7-11; C, D, 6-11 Tan Norwegian 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 








October 29, 1921 


CarRmencita — 


Decidedly 4 Parisian effect 
originated and featured 
exClusively by the K-D Co. 


Le Mode last (semistage) 
Turned sole 


Classic — 


An unusually effective 
combination - patent leat 
vamp and black ooze quarter 


Le Mode last (semi-stage) 
Turned sole 


A clever new Oxford of black 
ooze calf trimmed with black 
box calf 


Juno last 
l¥einch military heel 
Welt sole 


in style, 
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L shuonable 


‘Jootwear 


Creations of 


Hri Ppendorf—Dittmann 


Gracefully and confidently, 
these modes 


ic autumn 
introduce Siaseeutens to admirers 
of the beautiful and unusual 


Expressing Fashion's latest word 
se novelties present 
an exceptional opportunity for 

alert merchants to emphasize 


seme 2 in beine aad tirst 
to feature them ° 


Field representatives idesied 
your service 


“ite 


Spence 


Dil mann 
Cincinnat i 


Bocie - 


No tailored woman. can 
resist this striking Oxford 
of Russia. calf 


Sy. Yank last 
e \ Welt sole 
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"THE FRANCE’ 


A POPULAR PATTERN OF TURN 
FOOTWEAR IN STOCK — READY 
NOW. 














No. 729—Black Suede. Carries Spanish Louis Heel. Also in 
Patent Leather and Gun Metal. Widths A-C. Solid leather 


counters. Steel re-inforced leather shanks. Genuine silk gros- No. 729 
‘ “_— Si Mad Black $ 
grain French cord binding. Order Today. Quantity limited. Price $5.50 


Pat. Lea. and Gun 
Metal 
Price $5.00 
Address all communications to 


COLLINS & STAPLES 


HAVERHILL, MASS. 
BOSTON OFFICE: 183 ESSEX STREET, ROOM 306 
GENE RICKER IN CHARGE 


‘WIL. 
PATENT LEATHER 
WHITE BUCK 


























are the coming combination for spring 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 


Write for samples. 
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BEACON 








THERE ARE NO BETTER 


SHOES 














FOR STYLE—FOR FIT—FOR WEAR 


THIS IS)THE SHOE THEY WANT 


FOR EVENING WEAR 


This patent leather oxford is correct 


for either formal or informal occasions 


IN STOCK 


No. B 320 
Dover Last 


Lightweight Outersole, with Close-Beveled Edge. 
Leather Heel. A, B, 6-11; C, D, 5-11. 
Code word “HENRY.” 


No. B 322—Same as 320 in Lightweight Gun Metal. 


Patent Leather Dancing Oxford. Plain Toe, Soft 
Haircloth Box, Turner Flexible Innersole, Mooney 
and ready 


to ship 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
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SATINS IN-STOCK 


Styles that bring the business in 
the door. 


B-850— Black Satin 2 Strap, 14-8 “es 

Junior Heel, a Silk Finished Buttons, a B-800—White Satin 1 Strap, Pearl But- 

B_and ©, by 8 $3.35 4 : tons, 14-8 Spanish Junior Heel, B to D, 
= 2% ‘to 8 $3.50 


B-710—Black Satin 2 Strap, 16-8 Half 4 . 
LXV Heel, Black Silk Finished Buttons, = ’ B-S20—White Satin Opera Pump, + 
A to C, 2% to 8 $3.35 : f ewes Junior Heel, B, C, D. 2 ye 


B-830—Black Satin 3 Strap, Black Silk 
Finished Buttons, 14-8 Spanish Junior 
Heel, B and C, 2% to 8 $3.50 


B-720—As above except _— neat Half 
LXV Heel, A to C, 2% . -83.50 


ANNAHSON 
SHOE CO. 


B-700—Black Satin 1 Strap, Black Silk 
B-s10—Black Satin Grecian Strap as 





Finished Buttons, Beaded Vamp Orna- 
ment, 16-8 Half LXV Heel $3.35 Spanish Junior Heel 


-705—As above except with Baby HAVERHILL, MASS. B-815—As ory except —_ 12-8 
LXV Heel $3.35 Cuban Heel. to D, 2% to 8..$3.35 


NN NNN NNN NNN NN NSN NNN SS SN 


“RITE-EASY” SHOES 


The most flexible and comfortable 


shoes made for men. 





No. 41 No. 112 


Stock No. 41—Havana Brown Kid Stock No. 112—Black Kid “Doc” 
Blucher with Goodyear Wingfoot Last. With Goodyear Wingfoot Rub- 


Rubber Heel. Derby Last. ber Heel. 
At the base of our good relations with our customers is the reliability of our 
product. Our line this season, as in the past, is rightly priced to allow you a 
substantial profit. 











Send for Catalogue 


CIVILIAN SHOE CO. WARD HILL, MASS. 
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ae 
No, 616—All Patent Leather, 


5 eye Oxfard, plain toe, new 
Jazz Oxford welt. Cc 
widths $4.25 


No. 500—Same in 8/8 flat heel. 
B and C widths $4.25 


No. 1508—All Patent Sally 
Sandal, imitation a P 
flexible McKay. = 
widths 


No. SOT Gnase in Rtg toe. 
$4.00 


C and D widths 


“SS 
No. 1106—All Black Ooze 
Calf, 3 buckle, full Baby 
wet Le flexible McKay. 
B, C, D widths $4.85 


No. 1111—Same in_ full 
Louis heel. B, C, D, widths, 
$4.85 


37 S. Wells St. 
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on the Floor 


Ready to 
Ship Today 


No. 900—All Patent Grecian 
Sandal, full Junior Louis heel. 
Our _ best " a» BD © 
widths $5.85 
No. “go07 in Black Satin. 
A, B, C widths $5.85 


DAVE W. SAIFER SHOE CO. 


““Chicago’s Leading Novelty Shoe House” 


No, 712—All Patent Jazz Ox- 

ford, very flexible McKay, cov- 

ered Military heel. B Cc 
idths $3. 


No. 713—Same with leather 
Military heel $2.85 


No. 621—All Patent 1 Strap 
“‘Shawnee,’’ Military heel, Good- 
year welt. B and C wid S.25 


908—All Patent 3 
Center Buckle, full Junior 
=a heel. Our best grade. 

» C widths 5.85 


No. anche: construction 
in plain toe Oxford, 14/8 
Spanish covered heel. A, B, 
C widths $5.00 
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White Shoe Fabrics for the Spring 


The three popular qualities to meet the requirements of the most exacting people: 


e The improved white por ee cloth 
Qu > made to sell at a price and used by 
the manufacturers of the high grades 
of white shoes. 
on9 g A special white a or yarn 
GAC Cc Duck commonly known as Sea 
Island, and used in the better 
grade shoes. 
The above white cloths ¢ 3 “Whi coun —- none 
are made and finished j ile oth and used extensively 
eacon by the manufacturers of the 


especially for and sold 
~ exclusively by medium grades of shoes. 


Cincinnati Ofice: JULIUS KALLMAN CO. , pyre oes, 


£29 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 


d 


MT ", 
rT Times 














WRITE FOR SAMPLES AND PRICES TO OUR NEAREST OFFICE 
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ANIIUVUUULUDNOTUUOANURONALUOULG RUAN 





=i 


Full 


ANMTTUTEIIUULINNULUSINNULLAULTUTLULU SLUGS TUTTE 


Black and Tan 
Norwegian 
Oxford 
Vesper Last 
Soft Box Toe 
Full Double Sole 


Stitched Heel 
$5.50 


Milford Made 


‘ QO UR salesmen are selling freely this smart and very serviceable 
shoe 


Just the style the college boy wants, and equally appealing to many 
a man who refuses to grow old. 


KNOX SHOE CO., MILFORD, MASS. 


Boston Office, 135 Lincoln St. 
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THE HOME OF NOVELTIES Bca0p. AT POPULAR PRICES 


SUEDES PATENTS 


THE CRAZE 


OF THE SEASON—ON THE FLOOR 
FOR AT ONCE DELIVERY 





Mi" 
































RUSH! 
“our Order 


In To-day 























No. R3201. All Black Ooze Calf, Two 
Strap, Very High Grade Make, 
Junior Louis Heel. AA-A-B-C be 

5.25 


No. R3213. Same Pattern in All Fine 
Quality Patent Colt. A-B-C widths 

$5.00 
No. R3204. Black Kid, Satin Collar 
Pe Sheedenckeoabae $4.00 
No. R3206. Same in All Black Kid. 
AA-A-B-C-D widths ......... 4.00 




















No. R4951— Black Satin 3 
Strap, Turn Sole, Covered Junior 
Blucher Caters, Welt Sole, B-C- Heel, B-C widths........ $4.85 


SD GED séwcccstcsosced $3. 75 No. R1700—Black Suede, Same 


No. R4401—Same style in Pat- : Pattern, Flexible McKay Sole, B 
OG cisnccay oe $4.00 i CD WIE ...0...00000. $4.35 


NOVELTY SHOE CO. 


“TRUE TO ITS NAME” 
32 SO. WELLS ST. NOVELTY SHOE BLDG. CHICAGO 






No. R4400— Black Calfskin 
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The Saturday Evening Post carries our adver- 
tisements regularly, thus popularizing “Arnold’s 
Glove Grip Shoes” and stimulating demand for 
styles in stock. Keep your store in line with our 
advertising for success. 


Stores that carry Arnold’s Glove 
Grip Shoes are in position to do 
a volume business. These shoes 
favor the feet as well as cover 
them stylishly. Our original, pa- 
tented, “Glove Grip” feature 
keeps foot bones in place, con- 
tributes to correct carriage and 
prevents fatigue. No fashionable 
features are sacrificed. Eighteen 
men’s and eleven women’s styles 
in stock. Send for catalogue. 


MEN’S BROGUE ON 
THE “HAIG” No. 495 

















IRN O LID 


GLOVE ~GRIP SHOES 











STYLES IN STOCK 


Model No. 495. Black Nor- 
wegian grain brogue oxford. 
Soft box. Heavy single sole 
stitched around heel. 


Model No. 703. Schmidt's dark 
tan calf oxford. Perforated 
tip with center punch. Per- 
forated vamp and eyelet row. 
Carries 12/8 half rubber heel. 
Sizes in stock, AAA 5-9, AA-A 
4-9, B 3-9, C. D. 2%4-8. Price 
WOMEN’S OXFORD 


.00. ‘ 
s THE “RADCLIFFE” 
No. 703 


M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON, MASS. 
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Production Now on Larger Scale 


_ Situation Also Characterized by Improving Sentiment 
in AJ] Lines—Betterment More Marked in Rural 
Districts Than in Cities 


been characterized by 

slowly improving _ senti- 
ment and by some expansion of 
production,” says a bulletin issued by 
the National Bank of Commerce of 
New York. “The most marked gains 
have naturally been in those lines 
where recovery has been the longest 
delayed. Bituminous coal production 
is increasing, and while partially sea- 
sonal, this to some extent is due to 
enlarged operations in the iron and 
steel industry, which is now running 
at about 40 per cent. of capacity. 
There has been less change in the rate 
of production of other leading indus- 
tries, but gains made since mid- 
summer have so far held. Activity 
in the building trades is well main- 
tained. 

Autumn buying is reflected in an 
improved retail dry-goods trade. It 
is noteworthy that this betterment is 
more marked in rural districts than 
in industrial centers. This is clearly 
the result of the marketing of cotton 
and grain crops at fairly satisfactory 
prices, and affords grounds for con- 
fidence that the extreme depression 
in the agricultural industry of the 
United States has definitely passed. 


Raw Materials Up 


Wholesale prices of a number of 
raw materials have advanced since 
Sept. 15, while the markets in sev- 
eral lines have been somewhat more 
active, Caution on the part of the 
wholesale trade has served to keep the 
volume of manufacturers’ advance 
orders small, but frequent repetition 
of orders for immediate delivery has 
thus far served to render the present 
basis of operations fairly stable. 
There is no doubt that the improve- 
ment which has thus far taken place 
is more or less seasonal in character, 
but it is nevertheless true that the 
progress made toward normal busi- 
ness is sound. Such temporary set- 
back as may occur after the autumn 
buying should, therefore, bring no dis- 
couragement. Viewing conditions as 
a whole, the facts justify conservative 
optimism as to the future. 


Foreign Versus Domestic Markets 


Exports of wheat, cotton, copper 
and other raw materials have placed 
the United States in a dominant posi- 
tion in the world commodity markets. 
Natural resources and modern meth- 
ods of production have enabled the 
United States to produce more com- 
modities of those classes than the do- 


al last thirty days have 


mestic market could consume, at 
prices enabling the American producer 
to meet competitors in the inter- 
national markets. 

The United States is not sufficiently 
dependent on foreign markets to 
justify the belief that business re- 
covery in this country must await re- 
covery abroad. At prices determined 
in the international markets Ameri- 
can raw materials for export will find 
an outlet. By far the greater part 
of the entire manufactured product 
of the country has always been sold 
at home and as price adjustments 
are completed, the domestic market 


will again absorb the major portion 


of our production. 
Spirit of Thrift Growing 


Another factor of great significance 
which cannot be overlooked is the 
growing spirit of thrift. In the 
United States, as elsewhere, much 
extravagance undoubtedly resulted 
from the period of high wages and 
high profits. It is nevertheless true 
that large sections of the public took 
advantage of the opportunity to estab- 
lish savings accounts and to begin the 
purchase of homes, while the wide 
distribution of Liberty bonds familiar- 
ized many with investments in securi- 
ties. Except in a few areas the wide- 


spread and severe unemployment has 
not materially reduced savings bank 
deposits, while in some localities 
steady gains in such deposits have 
been made throughout the period of 
depression. Sharp curtailment of in- 
come has impressed the necessity of 
saving on many who failed to take 
advantage of temporarily higher in- 
comes. Economy has become fashion- 
able. The time has passed when any 
considerable section of the public will 
buy regardless of cost. Sales policies 
based on a belief that buying can be 
stimulated by artificial methods and 
that another era of extravagant buy- 
ing can be induced under present 
conditions will not succeed. 

The American consumer, however, 
has suffered no material permanent 
curtailment of purchasing power. 
Goods of all kinds, in large volume, 
can be sold in every part of the 
United States to-day, if they are 
staple in character, and if prices are 
such as to represent real values to 
conservative purchasers. As_ the 
volume of goods thus sold expands, 
employment will automatically in- 
crease and, in turn, new purchasing 
power will develop. The domestic 
market assures the American pro- 
ducer of an outlet. 


NEW YORK 


Business Fair—But Spotty 
Definite Trade Trend Difficult to 
Discern—Strapped Models 
Active 


HE retail shoe business in this 

vicinity still lacks the snap 
that the merchants desire. Busi- 
ness is fair, but spotty. Saturdays 
lately have been big days, but the 
other days of the week vary so great- 
ly in the volume of shoes sold, that 
any definite trade trend is difficult 
to discern. There is still much dis- 
cussion of the $10 price as the high 
water mark for women’s shoes yet 
some Fifth Avenue retail merchants 
apparently are doing a larger volume 
of business at prices above this figure 
than are their brethren in less ex- 
clusive neighborhoods on shoes under 
the $10 price. 

Much depends, it appears, upon the 
styles that the individual merchant 
has stocked. At present, strapped 
models in a fairly wide range are 
moving well. Cut prices on the jazz 


pumps and moccasin styles indicate 
that many retail merchants are stuck 
with these models and are now has- 
tening to unload. Most retailers re- 
port that the oxford business has not 
developed as strong yet as they an- 
ticipated. Whether women will wear 
light weight strapped models through 
the winter, is an open question and 
little can be gleaned concerning it 
from the manner in which consumers 
are buying right now. Welt straps 
are going better than the turn straps 
in some stores, and there is a general 
disposition to go into the heavier 
types of footwear. Grain leathers, 
however, are not yet making much of 
a stir locally, and the best selling 
leather at present is patent, by all 


means. 


Some of the Fifth Avenue shops 
are now showing suedes in grey and 
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Where to Buy 


Women’s Shoes 














THE WESTCOTT-WHITMORE CO. 
. Syracuse, N. Y. 


& In Stock Specialists of 

= Women’s Shoes, Party 
AG i: Slippers and Novelties. 
LQ Write for Catalogue 















BOUDOIRS AND BALLETS IN STOCK 


Fine Chevrita Kid Hand 





Bench Sewed Turns. Sises 2% to 7 
Same in Misses’ 11% to 2,.$1.50. 5% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 

























COLLINS & STAPLES 
Makers of HandTurnedLowCuts 
This + in stock. Blk. Sat. 
14/8 J. L. heel. Solid oa leather 

k. Sizes 2% 


jess days. 
118 Phoenix Row, 
. Haverhill, Mass. 
183 Essex St.,Boston 


Room 306 








BLEECKER STYLES 
dre the last word in footwear 
fer stylish women 











1 IN STOCK 2 

Fine kid Boudoir 

slippers for imme- 

diate delivery, made of best material obtain- 
able in Black, Red, Pink, Blue and Tan, 
Order sizes or case lots. Prices, Black $1.80, 
colors $1.50. Terms 0 net 80. 





5% 
SILVER SHOE CO., Haverhill, Mass. 














all ryles made of Dometic and 


| Import Pie's Brocadevand Metal Cloth. 
ed per pair and up 


Poomerst MGUSTIN (> swans f 








BOUDOIRS IN STOCK 






Trade Catchers 
Black ..... $1.10 
EE téveand 1.20 
MGR ouinees 1.20 


Less 2%—10 days 
BAY STATE SLIPPER COMPANY 








Haverhill, Mass. 
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black and intermediate shades. The 
combination suede and patent, how- 
ever, has died out to a great extent. 
The trend is decidedly toward solid 
colors and less decoration in the way 
of punching and contrasting stitch- 
ing. Bindings have replaced stitch- 
ings to a large extent in the new 
showings on the Avenue. 

The sandal types in evening foot- 
wear predominate, and brocade, espe- 
cially tinsel brocades in one strap 
sandal effects, are being sold in good 
volume for evening wear. With these 
go the smal] rhinestone buttons of 
a large colored stone surrounded by 
a circle of white stones. Opera pumps 
with fancy buckles also have some 
call for evening wear. 


Strike Not Feared 


The possibilities of a railroad strike 
have had little effect here. Retail 
merchants declare they have sufficient 
stocks to carry them in case trans- 
portation is tied up for several weeks. 
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They are not placing larger orders or 
buying in heavier quantities for im- 
mediate delivery in anticipation of 
the strike. In the local wholesale 
market a slight increase in business 
was noted in some houses when the 
news of the strike proposal was first 
published, but nothing resembling a 
scramble for merchandise. New 
York retailers feel that they are well 
situated in case of a _ protracted 
strike, since they have Brooklyn to 
lean on for high grade shoes and the 
water routes from New England for 
the medium priced and lower grades. 


New Regal Store Opens 


The new Regal shoe store on Broad- 
way next to the corner of Park Place 
opened for business during the week 
of October 17. The new store is fin- 
ished in ivory enamel and conforms 
in other respects to the usual fittings 
in the Regal chain. A fire in the 
Weber & Heilbroner store next door, 
during the fitting up of the Regal 
store, failed to affect the latter. 


LYNCHBURG 


Low-Cuts Still Lead in Sales 


Tans and Patents Produce Greatest 
Volume—Spats Gaining Also 


ALL weather is a good barom- 
eter of the retail shoe business 
in Lynchburg, according to several 
of the merchants, who say that their 
autumn sales increase or decrease as 
the days are cool or warm. A cold 
snap of ten days duration acted as 
a business booster but with a shift 
of the wind to the south the sales 
responded with a drop. 

Tan brogue oxfords and patent 
leather low cuts, oxfords, sandals as 
well as slippers for more formal wear, 
are the leading lines as far as sales 
are concerned. 

No particular pattern in the walk- 
ing oxford seems to be leading the 
others, for there are leathers light 
and dark and in combinations, heels 
run from very flat to the Cuban, while 
stitchings are in great variety. The 
flatened toe has by no means replaced 
the last in vogue for several seasons. 

Spats, earlier in the season regard- 
ed as an item that might be neglected, 
seem to be coming rapidly to the 
front in several stores. .In spite of 
the fact that a button underneath 
causes a lumpy apearance many spats 
are being sold to be worn with strap 
pumps during colder days. 


Shoe Company Buys Plant 


Beasley Shoe Company has pur- 
chased the plant of the Fritz-Richards 


Shoe Company on Kemper Street 
which they are planning to reopen in 
a few days. This factory was built 
in the summer of 1920 but has been 
shut down once or twice so that it 
has hardly been in operation a full 
six months since completion. 

The factory is already equipped 
with machinery for manufacturing 
from 1,200 to 2,000 women’s McKay 
shoes a day but the Beasley company 
has not decided whether it will con- 
tinue on the former basis or whether 
it will install machinery for making 
welt shoes in at least part of the 
building. 


Trophy Cups in Window 

Six large silver trophy cups, in- 
cluding one awarded for the cham- 
pionship of the Lynchburg City 
League for 1921, all of which have 
been won by the baseball team of the 
Craddock-Terry Company are being 
shown in a window of the Bell Shoe 
Store with a line of C.-T., shoes for 
men. A photograph of the nine and 
a card worded, “Good ball players 
make good shoes,” help tie up the 
feature of the window to the goods 
inside. 
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HAVERHILL 


Women’s Strap Patterns for 1922 


Goodrich. Line Shows Predominance of 
Patterns Already Selling—Ox- 
fords Also Featured 


HE predominance of straps for 

the coming spring season is 
emphasized in the samples of 
women’s turn footwear shown by 
Hazen B. Goodrich & Company for the 
spring of 1922. Strap patterns dom- 
inate the line, ranging from 1 to 4 
straps with button or buckle fasten- 
ings. The latter show both side and 
center buckles of steel, nickel, oxi- 
dized, etc., ranging in size from % 
to 1 inch. 

Patterns include “Suzanne,” a two- 
strap with low cut sides, on a modified 
French last and carrying a full Louis 
heel. A Grecian sandal, two-strap 
pattern, has imitation died out strap 
over the waist. The strap is effec- 
tively shown in contrasting color to 
the vamp, such as black with white 
kid or two shades of brown. A four- 
strap is shown with died out sides in 
triangle effect with center buckle. An 
attractive sample in this pattern is 
made of gray kid carrying a full Louis 
heel. In this pattern also are four 
straps with button and side buckles. 


Oxfords also Featured 


In the Goodrich line a three-strap 
pattern with buckle fastening has an 
adjustable buckle as a novelty. A 
two-strap pattern shows a % inch 
contrasting collar around vamp and 
quarter. A Colonial pattern is shown 
with a buckle and strap across the 
tongue, and all round perforations. 
Women’s oxford patterns make a good 
showing with collar effects. One of 
these is of white Polar calf with % 
inch collar on vamp and quarter, % 
inch perforated imitation tip, and full 
Louis heel covered to match the trim. 
A plain one-strap is shown with 
nickel, old gold or oxidized buckle, ac- 
cording to the material used. A bril- 
liant evening slipper is a plain pump 
made of crystal silver cloth in a side 
seam pattern. There is also a one- 
strap of brocaded silver cloth. Ma- 
terials in the Goodrich line include 
patent leather, kid, ozoe, etc., the two 
latter including effects in gray, white, 
tan, bobolink, and other shades. This 
concern shows its regular line of 
men’s dancing pumps. A novelty in 
these is a man’s one-strap pattern 


with nickel buckle. Another novelty 


is a man’s sport turn oxford showing 
a combination of white Polar cloth 
with patent or Russia trim. 


Tale of Old Time Shoe 
Making 


Harold F. Blake of Georgetown, 
formerly engaged in the manufactur- 
ing of shoe accessories in Haverhill, 
has resumed his articles in the Haver- 
hill Gazette, on the evolution of leather 
and shoemaking. A feature is a pic- 
ture of an old hand shoemaker, repre- 
senting the beginning of Haverhill’s 
industry, and a one man shoe shop 
equally typical of ancient days in the 
Haverhill trade. Mr. Blake refers to 
one of the shoe manufacturers of 
Haverhill whom many members of the 
trade remember well, James H. Win- 
chell, who began shoe manufacturing 
in Haverhill in 1870. Although he 
passed on many years ago, his name 
yet appears on the big brick shoe 
factory which serves as an industrial 
monument to his name in Haverhill. 


A Pioneer Manufacturer 


With Mr. Winchell’s entry into the 
shoe manufacturing business, says 
Mr. Blake, there began a new era in 
the industrial life of Haverhill. As 
a shoemaker, leather worker, shoe 
manufacturer and every-day man, Mr. 
Winchell is spoken of by Mr. Blake 
in words of highest praise. Born in 
New Hampshire of farmer parentage 
in 1839, Mr. Winchell as a boy did 
farm work and had but little school 
education. Establishing himself in 
Haverhill after overcoming many diffi- 
culties, he laid the foundation for 
what developed into one of the largest 
and most successful shoe manufactur- 
ing. houses in New England. 


New Shoe Company Formed 


The Bradford Shoe Company of 
Haverhill has been incorporated with 
a capital of $25,000 to manufacture 
shoes and slippers. The incorporators 
are :Albino Cassola, Lorenzo Cassola, 
James P, Cleary and Doris Becker, 
all of Haverhill. 


PROVIDENCE 


October Business Shows Gain 


Colder Weather and Improved Industrial 
Conditions Big Factors 


NV OST all merchants who stated 
a previously that September 
was a fair month, seem united in 


saying that trade buying during Oc- 
tober was “somewhat better,” due no 
doubt to the arrival of colder weather 


Where to Buy 


Women’s Shoes 











WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 











Lower Priced 
than the Best, 
Bettrc Qua'ty 
than the Reot ! 
Send for Catalogue 
MAID-RITE FELT SLIPPER CO., 


Ine. 
35 York St., Brooklyn, N. Y. 

















E. A. & M. C. Witherell Ce. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac 
Haverhill. 


Boston Office 
207 Essex S%. Room213 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











Makers of Hand Turn Novelties | 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Promptly An- 
swered, 


Samples on Request. 
— ner-O’Connell 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 


Slippers 
276 River St., Haverhill, Mase, 


Boston Office 
207 Eesex Street 


Where to Buy 


Shoe Trees 




















“vy” GRIP SHOE TREES 
AB: 
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Where to Buy 


Women’s Shoes 
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Howard & Foster Co. 
Men’s and Women’s Welts 


Address ali Communications to the 
factory at 
Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Speoctalizing 
in High Grade Novelties 














gd YORE BOSTON 

. F. Mellen 215 Bssex St. 
Bernard L. Durgin 

Factory 


Haverhill, Mass. 








WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is ‘‘hitting on high.’’ The 
high-quality standard will be better rain- 
tained than ever before. 
TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 

















| Where toBuy 


Shoes at Auction 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 











Where to Buy 


Shoe Illustration 


lA RWOOD & PREG! - 






SHOE ILLUSTRATIONS 
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and the decrease in unemployment 
among mill operatives. 

The leading cotton and textile mills 
of this state are among the most 
active, but the jewelry, machinist and 
metals trades industries are lagging, 
leaving a large number of people idle. 
The cotton textile industry is said to 
be operating at 65 per cent of ca- 
pacity in Rhode Island. 


Many Sales Being Held 


There have been many sales held in 
the large department stores in Provi- 
dence. The Outlet held a “Govern- 
ment Co-operative Sale”; the Boston 
Store a fifty-fifth anniversary sale; 
the Shepard Company a “Thorough- 
fare Celebration Sale”; the Diamond 
Company a “Thirteenth Anniversary 
Sale.” Managers interviewed in 
these largest Providence department 
stores say business is exceptionally 
good, with many items marked ex- 
tremely low. 


Association to Meet 


The second monthly fall meeting of 
the Rhode Island S. R. D. Association 
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will be held November 1, at the Sul- 
livan Shoe Company at 6:30 p. m. 
Secretary Roy S. Whitmore urges all 
members to attend as business relat- 
ing to the winter months will be 
discussed. 


Low Prices Prevail 


In men’s shoes the trade is still 
lagging. Low prices still prevail, and 
special bargains being offered from 
time to time make the situation in- 
teresting for the consumer. At the 
Walk-Over store recently several 
hundred pairs of men’s shoes made 
for South America and Europe were 
offered at $5. 


New Department Opens 


I. Freedlander, who conducts high- 
grade men’s shoe departments in sev- 
eral of the large Kennedy men’s stores 
in various cities, opened here recently 
a men’s shoe department on the sec- 
ond floor of the local Kennedy store, 
Westminster and Dorrance Streets. 
Frank E. Leddy is manager, assisted 
by C. Bander. 


BROCKTON 


Factory Space in Demand 


Several New Concerns Planning: to 
Establish Themselves in 
Shoe City 


HE Brockton Chamber of Com- 
merce, through its industries 
committee, reports an increasing 
demand for manufacturing space by 
concerns which would like to locate 
in this city. This is quite a recent 
development and one which is of in- 
terest and importance to the Chamber. 
The Industries Committee believes 
that this increasing demand is an ex- 
cellent indication of the popularity of 
Brockton as a manufacturing center, 
not only for shoes and accessories but 
for other lines. Several concerns 
have been located here and others will 
be brought into line as soon as factory 
space is available. 


E. W. Barrett Dead 


Edward W. Barrett, treasurer of 
the Hurley Shoe Company of Rock- 
land, died suddenly in that town on 
October 15. Mr. Barrett had been 
apparently in good health and at- 
tended a football game in Rockland. 
While there he was stricken with in- 
digestion and, going to his home, died 
within an hour. Mr. Barrett, who 
resided in Abington, was well known 
in that town, also in Brockton and 
Rockland. He associated himself 
with the Hurley Shoe Company about 
15 years ago as bookkeeper, since 
which time he had been rapidly ad- 


vanced until he became a member of 
the corporation and treasurer of the 
concern. 


H. C. Keith Back from 
Europe 


President Harold C. Keith of George 
E. Keith Company, who has been 
abroad for the past two months, re- 
turned to Brockton last week. He 
reports business conditions in Great 
Britain as not encouraging, adding, 
however, that shoes made in Leicester 
and Northampton factories furnish 
real competition for American stores 
in England. Mr. Keith is of the 
opinion that in order to compete for 
foreign business, American shoe 
manufacturers must make their shoes 
superior in both workmanship and 
style. Mr. Keith was accompanied on 
part of his trip abroad by Herbert T. 
Conner of the Walk-Over Stores Com- 


pany. 


Opening New City Offices 

The Brockton Shoe Mfg. Company 
has recently opened offices at 303 
Fifth Avenue, New York City, and 
Security Building, Chicago. This con- 
cern now has five sample rooms and 
distributing points, the two men- 
tioned, also at 117 Lincoln St., Boston; 
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213 Bowles Building, Detroit; and 411 
Forrest Building, Philadelphia. 


New Innersole Invented 

George E. Rollins of this city is the 
inventor of an innersole for shoes 
which prevents the nails from coming 
through the heels to the feet. - Mr. 
Rollins has ‘improved his invention 
and will manufacture it in Brockton. 
He has been associated with the shoe 
manufacturing trade for many years 
and has had practical experience in 
local shoe factories. He is the in- 


BOOT AND SHOE RECORDER 


ventor of several devices connected 
with the production of footwear. 


Local Concern Making 
“Anatomik” Shoes 


The Field & Flint Company is now 
identified with the making of “Ana- 
tomik” shoes for men and boys. These 
are made on three styles of toes, of 
black and tan calf and kid. A com- 
plete stock department will be main- 
tained for the convenience of retail 
merchants. 


BOSTON 


Highest Grades Are Selling Best 


Increase in Price Volume Noted Even 
During Period of Unseason- 
able Warmth 


HE two weeks ended Oct. 22 

found Boston weather averag- 
ing summer temperature, but not- 
withstanding the allurements of smil- 
ing skies and summer heat, the high- 
est grade stores, and those where the 
best esprit de corps prevailed, have 
found their men’s and women’s shoe 
sales ahead of the corresponding pe- 
riod of last year—and this means a 
greater number of pairs sold. 

The favorite price for both men’s 
and women’s shoes is about $10, al- 
though one exclusive men’s store says 
that $15 is its best seller, with the 
$12 price a close second. Ninety per 
cent of the women’s business has been 
transacted on low footwear, while the 
men have bought highs and lows on 
a 50/50 basis. Spats are more at- 
tractive than ever and are moving 
rapidly. The twelve-button is the 
favorite with the women folks. 


Sales Ahead of Year Ago 

Said Charles E. Holt, manager of 
the women’s shoe department of 
Thayer McNeil Co.: 

“So far this month, we are con- 
siderably ahead of a year ago. We 
are making a steady gain every day. 
Saturday, October 15, was one of the 
biggest days for several months. 
Children’s, men’s and women’s shoes, 
all moved lively. 

“A year ago, I believe that the re- 
tail shoe merchants were handicapped 
by a shortage of the right merchan- 
dise and lost many sales thereby, but 
now any merchant may have all the 
styles he wishes. We have some two 
hundred styles in women’s low shoes. 


Wool Hose Selling Well 

“People are buying earlier than 
usual on wool hose. Two thirds of 
our women’s sales have been on ox- 
fords and wool hose. Although blacks 
have been very strong sellers, tan 
has also been strong, especially in the 
heavy leathers. We are also selling 
more patent leather both for men and 


women than last season. A favorite 
for women is a patent leather oxford, 
with low flat heel, and plain toe. A 
great part of our business is done 
on the low heeled English last. We 
have been having a big run on orna- 
ments which slip over the buttons on 
the strap pumps and come in jeweled 
effects, with pendants.” 


Best Business on Top Grades 


At A. E. Nettleton company’s store, 
the manager, W. D. Hanly, said that 
during the last ten days there had 
been more than a marked improve- 
ment. “We classify our shoes,” he 
said, “in grades. We put in the AA 
grade, those priced from $15 up; in 
the A grade all shoes from $12 to 
$15; and in B grade, everything from 
$8 to $10. We are doing the best 
business on our AA grade. The 
brogue style with the soft toe is a 
strong seller. Black and tan are sell- 
ing about 50/50, although an order 
which we recently received from one 
of the colleges near Boston specified 
80 per cent black shoes. The Castle 
tie, or the patent dress oxford, is a 
good seller. 

“We sometimes have customers who 
ask when shoes are coming down in 
price,” said Mr. Hanly, “but when 
one gets down to fundamentals it is 
not so much a question of price as 
of quality.” 


February Sale in October 


Henry Hagan has moved the cal- 
endar four months ahead. At least, 
that is the way his ad read in the 
Saturday, October 15, issue of the 
Boston Globe. The months of Oc- 
tober, November, December and Jan- 
uary, were crossed off the calendar, 
and February appeared with shoes 
for men and women in tan calf, black 
kid, brown kid, black calf, patent colt, 
black suede, black satin, brown satin, 
cordovan, Scotch grain, and black 
calf, “made to retail for $10 to $14 a 
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Where toBuy 


Men’s Shoes 
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“FOR MEN WHO CARE! 
TO DRESS WELL” 
A Sample Order for 
a Pair or a Dozen 
Will Start You Right. 
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Where to Buy 


Men’s Shoes 











—— 
PULLMAN TRAVELING SLIPF 
better"than ever in Quality and fit 
Sinatorzownery of 7iade Mork Pullman’ 
DULL CABERETIA 162 a daz. 
$182 
Colors Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 
SOWI9®St New York 








SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send 
ae 
REECE SHOE COMPANY 
Columbes, Nebraska, U. S.A. 

















THE 
CO-OPERATIVE SHOE 


FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Co-operative Boot & Shoe 
Susmnp~Geabeen, Mass. 








Stock Dept. 5 6% 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 




















| Whereto Buy 


Boys’ Shoes 














AShoe for Boys 
That Wears 


Marston & Tapley Co. 
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pair in two great bargain lots at 
$6.85 and $8.85.” Mr. Hagan said 
that the idea back of this move was 
to avoid being caught with a big 
stock when 1922 rolls around. 


Salesmen Inspect Tannery 


The Peabody tannery of Hunt- 
Rankin Leather Co. was the objective 
of a group of retail shoe store sales- 
men as a part of their course at the 
Boston Retail Shoe Salesmen’s Insti- 
tute. The trip was made by automo- 
bile and a half day was devoted to 
observation in leathermaking. The 
salesmen had their pictures taken in 
company with Arthur L. Evans, Di- 
rector of the Institute, Mr. Hunt, and 
his son. The Institute held its regu- 
lar weekly meeting Wednesday eve- 
ning, October 19, and discussed the 
subject of window trimming under 
the guidance of R. L. Upton and 
Percy E. Thayer. 


Holt a Benedict 


Charles E. Holt, manager of the 
women’s shoe department of Thayer 
McNeil Company and ex-service man, 
was married in Melrose, his home 
town, on September 26 to Candance 
Mae Bradley, formerly of Knowlton, 
P. Q. Thayer McNeil employes gave 
them a chest of silver. 


Anniversary Celebrated 
A V. Chipman, senior member of 
the wholesale shoe firm of Chipman, 


October 29, 1921 


Harwood & Company, 564 Atlantic 
Avenue, celebrated his golden we:!- 
ding anniversary October 18. Th’s 
year also marks the twentieth anni- 
versary of the founding of the firm 
of which he is a member and which, 
over a period of years, has built up 
a substantial national distribution ci 
footwear. Mr. Chipman, who has 
been connected with the shoe industry 
all his life, came to Boston in 1866 
and first engaged in the manufactur- 
ing of shoes as senior member of the 
Chipman, Calley Company. Late:, 
Mr. Harwood and he became associ- 
ated in business as wholesalers, the 
manufacturing end of the business 
being sold. 


Merchants Meet Nov. 9 


The Massachusetts Retail Shoe Mer- 
chants will hold its regular monthly 
meeting at the Hotel Somerset No- 
vember 9. Dinner will be served at 
six o’clock. The speaker of the. eve- 
ning will be George L. Wilson, Secre- 
tary of Boston’s Better Business 
Bureau, who will discuss the func- 
tioning of his office in its relation to 
the elimination of fraudulent adver- 
tising. This meeting is in charge of 
the following committee: H. F. Mc- 
Neil of . Thayer McNeil Company, 
Chairman; John Fischer of the Henry 
H. Tuttle Co.; J. H. Woodbury of the 
T. E. Moseley Co.; C. H. Peterson 
of Jones, Peterson & Newhall Co.; 
C. W. Pollock of Thayer McNeil Co. 


ROCHESTER 


No Marked Change in Conditions 


Unemployment Continues to Be Grave 
Problem, but Retail Trade Holds 
Up Fairly Well 


O marked change in the retail 

shoe business has been ob- 
served during the past week by 
merchants in this city. Unemploy- 
ment continues to be a grave prob- 
lem, even in the face of the state- 
ment made here this week by Dr. 
David S. Flynn, director in charge of 
the State Public Employment Bureau, 
that of all cities in the state, Roches- 
ter is the best off so far as employ- 
ment is concerned. With forebodings 
of a hard winter ahead, the public is 
holding tight to its purse strings, and 
until a complete psychological change 
takes place in the public mind, good 
old-fashioned prosperity seems to be 
unlikely. 

How acute the unemployment 
crisis is in this city was forcefully 
brought out this week when the 
Frank L.. “Ace” Guillod Post of the 
American Legion made public the 
fact that about 60 per cent of its 
membership of three hundred is out 


of work and that in most cases the 
jobless ones have persons dependent 
on them. 


Advertising Resorted To 


On Sunday, October 16th, display 
advertisements appeared in the news- 
papers, asking the public to “Give 
These Men a Chance—They Respect 
Themselves—Must Have Work or 
Charity—They Don’t Want Charity.” 

It is obvious that with such an un- 
employment situation retail business 
cannot be booming. But that does 
not mean that shoe merchants are 
grouchy and pessimistic. In fact, 
just the opposite is true. They say 
that business is very satisfactory 
considering the low ebb of industry 
and they point to the rapid recovery 
of some lines of work as an indica- 
tion of the fact that it will not be 
long before all talk of “depression” 
disappears. 

The discussion on unemployment 
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here has been enlivened by the pub- 
lished results of a survey made by 
the T. H. Symington Company, manu- 
facturers of railway specialties. The 
Smyington Company contends that 
estimates of the number of jobless 
are exaggerated because these esti- 
mates are based on the number 
carried on the payrolls at the peak of 
prosperity’ as compared with the 
number on the same payrolls now. 
The company states its survey 
showed comparatively little real un- 
employment in its plant, 6 per cent 
in fact. Most unemployment esti- 
mates do not take into consideration 
changes in jobs and the return of 
many foreigners to their native 
lands, this firm contends. 


Job for the Newspapers 


A statement made by John J. 
Jones, of New York, in an address 
before the New England Advertising 
Clubs in convention at New Haven, 
to the effect that “if the newspapers 
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of the country would pay more atten- 
tion to the psychology of improving 
business than to the murders and 
scandals and the petty details of life 
this country would get back to nor- 
mal business conditions quicker” has 
struck a responsive chord in shoe 
merchants here. Prominent. dealers 
are of the opinion that education of 
the people through newspaper arti- 
cles on the improvement of business 
would go far toward returning con- 
ditions to normal. 


Winter Eagerly Awaited 


A marked gain in business is ex- 
pected here as soon as the pinch of 
winter is felt. The weather has been 
mild for the last few weeks and such 
weather is not conducive to heavy 
shoe buying, merchants point out. 
When the snow begins to fly and the 
danger of sickness looms up with 
neglect of footwear, buying will in- 
crease, it is believed. 


TAMPA 


Business Begins to Pick Up 


Prospects for Winter Are Good— 
Merchants Not Buying Far 
in Advance 


HE coming of cooler weather 
two weeks ago after a long, 
hot summer has resulted in a shoe 
business very pleasing to Tampa 
dealers. Traveling men who have 
been covering this state for the last 
two weeks report the change to be 
reflected in their business and those 
representing both manufacturers and 
jobbers have sold good orders of 
shoes. Prospects for the coming 
winter look good to local dealers. 
Jobbers are said to be doing more 
business in Florida at the present 
time than they have ever done be- 
fore. The reason is found in the fact 
that shoe dealers have not been buy- 
ing shoes for some time past and have 
succeeded in reducing their stocks to 
a point where they have to order for 
immediate deliveries. Manufacturers 
are just now completing their sales of 
fall and winter goods and their 
traveling representatives are going 
back over the same territory with 
spring and summer samples. 


Watching Styles Closely 


Another fact favors the jobbers’ 
representatives. Conditions are con- 
siderably more settled than they have 
been in the past and the average lo- 
cal dealer is not counting very much 
on further reductions in shoe prices, 
but a number of local dealers are 
counting on the changes in styles 
which will take place before goods 
ordered now is placed in the show 
window next spring. 


“IT have an appointment with a 
shoe man tonight,” said Max H. 
Blumberg, exclusive shoe dealer, re- 
cently, “but I’m afraid I can’t buy 
many shoes. I know the traveling 
man and he’s a friend of mine. I 
know the line, have some of the shoes 
here now, and they are good shoes. 
But the salesman is taking orders 
for shoes to be delivered in the spring 
and before I could place his goods in 
my windows my customers would be 
coming in to ask for new and later 
models and styles. The average shoe 
buyer reads papers, magazines and 
shoe catalogs these days and so long 
as manufacturers are announcing 
new styles every few weeks the buyer 
may be expected to ask for the fac- 
tories’ latest product” 


Retail Prices Down 


Prices in Tampa are some lower 
than they were a year ago. Three 
pair of children’s shoes yesterday 
cost a local woman $9.50 in a moder- 
ate-price Tampa store. The proprie- 
tor himself sold the shoes and after 
the customer had left he stopped to 
figure up her saving as compared to 
prices a year ago. He found that the 
shoes one year ago would have cost 
the woman exactly $13.50. While all 
three pair were of children’s shoes 
the proprietor estimated that similar 
reductions had been made on all his 
stock of men’s, women’s and chil- 
dren’s shoes. 
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Where to Buy 


Children’s Shoes 

















SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—All 


upwards. 
line 4 Ladies’ Pump 
Straps 








NU BABY SHOE CoO., Bast Lynn, Mass, 





W°C.G@ooddger 


Manufacturer of 
Children’s Dlexible Durn Shoes 
For Jobbers i 
89 Allen St.. Rochester, WP 








Soft Soles and Moccasins 
Ask your Jobber for our 
G ds We DO NOT sel) 
the retail trade. 
Newcomb-Anderson Shoe Ce. 
ROCHESTER, N. Y. 








Bonita, Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send. @r Catalog 


AH Mortin®@ 


Mehew ROCHESTER NY 

















“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
Boston Office, 212 Tass Stees 


WheretoB uy | 
Men’s Shoes 


ANY TYPE OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes 
is our specialty, Let us solve your problems, 


CRAIG-REED & EMERSON, INO. 
Brockton, Mass, 
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Where to Buy | 


Standard Shoe Materials 























Colored 
Chrome 
Sides 











: Beggs & Cobb, Inc., Boston, Mass. : 


COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Su — St. 


Formerly Wels Sh Shee Supply Co 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 











The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 38 Scut” i758 


Tanneries at Denversport 


NAIL THIS!.00200203 


mentally, so you’ll make no mis- 
take in buying nails for use in 
your repair department. 
SHELTON NAILS ARE BEST 
Request your jobber to supply 
you with this dependable line. 
Send for catalogue. 
~s) THE SHELTON TACK CO. 
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Manufacturer of CUT Soles 
From the Best Tannaged Leather 
Men’s outer soles and Grained inner soles 
Men’s grain counters 
Men’s and women’s underlifts 
MAX. H. BERGER 
12 Everett St. Broch-ton, Mass. 











INFORMATION 22 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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High Heels and Blacks 


High heels continue in favor in 
Tampa, as does black continue a fa- 
vorite color. “Our biggest surprise,” 
says G. L. Barnes, head of the shoe 
department of the Maas Brothers’ 
department store, “has been a demand 
for gray shoes in Tampa.” Other lo- 
cal dealers have expressed the same 
surprise. T. J. Crittenden, of Bir- 
mingham, Ala., owner of a chain of 
Southern shoe stores, heard Mr. 
Barnes’ statement. He was _ suffi- 
ciently familiar with Tampa business 
to declare the statement true, but 
added that the demand was one pe- 
culiar to Tampa and one which is not 
felt in other Southern cities. There 
will be no sale for high shoes in 
Tampa this winter, according to local 
dealers. None have been sold to this 
time, and there is no indication that 
any will be sold. It is not a question 
of climate, for in 1915, 1916, 1917 and 
1918 high shoes were very much 
worn. 


“Compromise Dress Styles” 


Mr. Crittenden proved an interest- 
ing visitor in Tampa shoe circles. 
“The striking feature of the fall 
styles,” he says, “is the fact that 
most of them are created for that 
compromise type of dress which the 
French call ‘demi-toilette’ and which 
the Americans designate as afternoon 
dress. These types can be worn from 
early morning until late at night and 
fit in with any occasion and appear 
proper for any kind of function or 
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affair which modern life may demand 
that a woman attend during any of 
the twenty-four hours of the day.” 

“The strap styles seem to have 
come to stay—at least for a number 
of seasons,” he adds. “Paris rarely 
does anything helpful for the shoe 
situation, but has simplified it con- 
siderably this season by offering 
practically all the new afternoon 
models in women’s apparel in black, 
which means black shoes and black 
hosiery for a high percentage of au- 
tumn toilettes.” 


Ready to Ship by Water 


There are a number of hopeful in- 
dications as to Tampa’s future trade. 
Threatened increases in railroad 
freight rates have resulted in the 
formation of a traffic league among 
local shippers and a conference with 
steamship owners which has _ been 
very satisfactory to shippers. A ten 
day sailing from New Orleans has 
been made a weekly sailing. A de- 
pendable ten-day schedule from New 
York is promised with Baltimore con- 
nections. A half-million dollar 
Florida wholesale company has just 
been organized here which will estab- 
lish grocery warehouses to be used 
as distributing stations throughout 
South Florida; and eventually the 
state, Cuba, Mexico and Central 
America. Its purpose is the upbuild- 
ing of Tampa’s port, retaining the 
city’s prestige as a jobbing center, 
cheaper freight rates and economical 
distribution to benefit as well the in- 
terior cities. 


BUFFALO 
Demand for Boots Increasing 


Nevertheless Merchants Believe Volume 
Will Be Largest on Low-Cuts 


UCH cooler weather has en- 

gendered briskness in the 
shoe business in Buffalo. Demand 
for high shoes has picked up .con- 
siderably during the last two weeks. 
Low shoes are still a strong favorite, 
and dealers express the belief that 
low shoes for women will be much 
more in demand this winter than 
they were last year. 

In men’s shoes, the demand for low 
footwear still continues strong, and 
dealers believe that fully as many 
low shoes will be worn this winter 
by men as a year ago. 

Dealers are still chary of making 
purchases very far ahead. They are 
doing most of their buying for imme- 
diate delivery, and are treading 
lightly when it comes to making pur- 
chases for spring. 

Some of the wholesalers report, 
however, that they are doing a con- 
siderable business in white shoes. 
Business generally here is on the up- 
ward climb. Employment is steadily 


improving, and there is more spend- 
ing being done in the shops. 


Shoe Departments Added 


A number of the Main Street ap- 
parel shops have been introducing 
shoe departments. The Klein-Saut- 
ter Co. of 561 Main Street have in- 
troduced a shoe department in their 
store. Charles W. Fromhart, of the 
Factory Sample Shoe Store in the 
Brisbane Building, is manager of this 
department. Given’s, another Main 
Street store, recently opened a shoe 
department. Samuel Intrater, form- 
erly in charge of the shoe department 
at the store of J. N. Adam & Co. is 
in charge. 


To Make Trip to Coast 

Frederick Becker, president of the 
Buffalo Retail Shoe Dealers’ Asso- 
ciation and secretary of the New 
York State Retailers Association, 
will make a trip to the coast for the 
John Ebberts Shoe Co. 
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Merchants Hold Meeting 


The Buffalo Retail Shoe Dealers’ 
Association held its first fall meeting 
October 5 at the Hotel Iroquois. A 
nominating committee was named to 
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submit nominations of officers for the 
coming year. Oliver G. LaReau was 
made chairman of this committee. 
The next meeting of the association 
will be held at the same hotel No- 
vember 2. 


SYRACUSE 


Retail Business Picking, Up 


Low Shoes Selling Exceptionally Well— 
Pumps and Oxfords in Demand 


ERCHANTS agree that busi- 
ness is getting better. Many 
dealers have started advertising 
campaigns. Low shoes have been sell- 
ing exceptionally well. The opening 
has been good for satin pumps, ox- 
fords, and Baby Louis heels. The 
demand for women’s boots also shows 
an increase. 
The tendency of men’s buying seems 
to be toward high shoes in brown calf 
and Norwegian grain leathers. 


Demand for Cheap Hosiery 


Dealers who carry hosiery report 
that there is a good demand for the 
cheaper grades, and that high class 
hosiery is selling slow. 

The tendency of prices seems to be 
downward, and many merchants, rec- 
ognizing this, have cut prices to the 
bottom. All stores are fairly well 
supplied with winter goods and a 
good season is in prospect. It is be- 
lieved that the peak of unemployment 
has been reached and with the re- 
sumption of work in several big fac- 
tories dealers are much more opti- 
mistic than they have been. 


New Plant for Nettleton 


Construction of the new plant for 
the A. E. Nettleton Company will be 
started about November 1. The com- 
pany is to spend about $250,000. Fac- 
tory equipment will be increased more 
than 100 per cent and production will 
be at the rate of about 3,000 pairs a 
day. The factory addition will be 
five stories high and will have 40,000 
square feet of floor space. 


Bankruptcy Sale Held 


E. W. Edwards & Son has pur- 
chased the entire stock and fixtures 
of S. Alexander, East Fayette Street 
shoe dealer who recently filed a pe- 
tition in bankruptcy. The Edwards 
company bid in the place for $5,150 
against a large number of buyers 
from New York, Buffalo, Rochester 
and Utica who attended the sale. 
Denison Richmond. is the receiver. 


Nettleton Man Gives Talk 


Before Merchants 


Frank Butterworth, store sales 
manager, of the A. E. Nettleton Com- 
pany was the speaker at the first 
monthly night meeting of the Syracuse 
Retail Shoe Dealers’ Association meet- 
ing at the Chamber of Commerce. 
He spoke on salesmanship, stock and 
advertising. The audience was large 
and consisted of the sales force of 
many local stores, the proprietors 
and other shoe men. 

J. E. McElwee, president of the 
local club announced that a meeting 
of this kind will be held every month 
during the winter. It is planned to 
obtain some well known speaker to 
discuss subjects of interest to all shoe 
men. Speakers on banking, advertis- 
ing and credit will be secured. 


Resigns to Go on Road 


Carl Whitney, who has been the 
manager of Dey Bros. shoe depart- 
ment has resigned to go on the road 
for Lunn & Sweet. His successor has 
not yet been named. 


LYNN 


Low-Cut Winter Is Expected 


Some Increase in Boot Orders But Volume 
Production Is Anticipated 
on Oxfords 


S winter draws on, Lynn manu- 

facturers turn to the making 
of heavier lines of shoes. Boot 
orders show some increase. But it 
continues evident that low cut shoes 
will be worn right through the win- 
ter. 


New low cut shoes are in oxford 
patterns, of plump kid or calf 
leather, black and brown in color, 
with heavy bottoms, even of No. 12 
irons. These oxfords are for wear 
with either woolen sport shoes, of 
heavy lisle thread hose. 
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' Engraving and Printing 














COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 











you 


fe Timscomamtt 
IND FLATTS LDPPER AND ry 
svete ace tun creorvens 


CAMBRIDGE, MASS 
— 





189 Enon St Boston 
7: Benthic, St Brockton 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 














Where to Buy 


Children’s Shoes 














Ready to Ship 


oy? Ss eae 
an 
Women’s Shoes. 


CONSOLIDATED 
SHOE CO. 
Boston, Mass. 
Lancaster, Pa. 











IN-STOCK 
Children’s Flexible 
Turns, ~~ 1to8 

Popular Priced Sti 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 








OoROCHESTER, N.Y. 
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¥ here to Buy 
Shoe Ornaments 


SHOE ORNAMENTS 
For Particular People 
Beaded Buckles 
Straps—Rhinestone Ornaments 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 





























RHINESTONE SHOE BUTTONS 


IN BIGGEST DEMAND NOW 
Can be attached by machine. 
write for samples. 


NOYES MFG. CO. 
Manufacturers of Buckles and 
Shoe Ornaments in Large une 
63 Fulton St. New York, 











* SHOE BUCKLES 


DETACHABLE STRAPS 


SHOE BEADING 
METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 


et ee BROOKLYN N.Y 


NO.1030 
BEADED 








COLONIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY wil] sell your pumps 


VANITY NOVELTY WORKS 


918 Gates Ave., Brooklyn, N. Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES, 
PROVIDENCE - - = R.I. 


vel 








M. B. MARTINE, Ine. 
Show Reom—130 W. 42nd Street 
Office—148-152 Duane Street 
NEW YORK, N. Y. 


SHOE BUCKLES, STRAPS AND 
NAMENTATION, INCLUDING 
BEADING 




















PARISIAN | BEADING WORKS CO. 


HILADELPHIA 








DO YOU KNOW? 

— you can buy it—or 
i ell it—through the 
} : “Where to Buy”columns. 
' 





This feature in its 
service is a time saver in 
meeting immediate needs. 
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Boots, as ordered and being made, 
are of staple patterns, 8% inches 
high. Low cuts, as well as high cuts, 
for winter, are in the plainer pat- 
terns. One pattern maker says that 
he has had no call for novelty pat- 
terns in boots. Yet here and there 
is heard gossip of new styles in boots 
coming for January. One manufac- 
turer, by the way, is making seven 
inch button boots. 


Patent Leads in Dress Shoes 


Patent leather leads for dress 
shoes, for indoor and outdoor wear. 
Plain pumps have appeared, as a 
fashion from Paris. One-straps are 
made with broader straps, and they 
fasten with fancy buttons. 

The demand for high heels shows 
an increase, in the dress shoe lines. 
Full breasted Louis heels of leather 
have reappeared in the McKay lines. 
Heels for street shoes, are from 6/8 
to 14/8 high. 

Samples of shoes for next spring 
and summer, now being shown to 
customers, show a great many white 
shoes, of fabric and leather. Sport 
styles already have been ordered by 
wholesalers. Some have leather and 
others have rubber soles. 

Patent leather pumps, in plain and 
strap patterns, are expected to sell 
next Easter time. New white calf 
leathers have the attention of buyers. 


Plain Pumps Appear 


Charles MacLaughlin, of Bresnahan, 
MacLaughlin Co. is adding some plain 
pump patterns to the sample lines of 
his firm, and is expecting that they 
will sell next Easter time. These 
pumps are made over a new last, with 
medium and high Louis heels, of a 
new shape, to improve the tread. 
They are of patent leather. Mr. Mac- 
Laughlin says that both patent 
leather shoes and white shoes will 
sell next spring and summer. One- 
strap pumps are strong in the Bres- 
nahan MacLaughlin lines for this fall 
and winter, as well as for next spring 
and summer. The straps are a trifle 
broader than have been used, and 
they fasten with buttons. 


Gun Metal Calf Used 


At the factory of Briggs & Hutchi- 
son, they are making a walking ox- 
ford of gun metal calf leather, to be 
worn in winter weather, with either 
sport stockings or black thread stock- 
ings. The vamp and quarter are of 
plump calf stock, the bottom is of No. 
12 iron, McKay sewed. The toe has a 
shield tip. The heel is 10/8 high. 


The edge, by the way, is fair stitched. 
Another shoe, the toddle oxford, is 
made over a new stage last, with a 
medium short forepart and round toe, 
and heels either 14/8 or 16/8 high. 
These shoes are made chiefly of 
patent leathers, in the strap patterns. 
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Kid Boots Selling 


At the factory of E. Bottomly Co., 
they are booking orders for boots, 
chiefly of black and tan kid leather, 
8% inches high, with 3% inch vamps, 
moderately heavy soles, and heels 
10/8 or 13/8 high. Most of the heels 
have rubber top lifts. Also, they are 
making some walking oxfords, of 
black and brown kid for winter wear. 
These shoes also have rubber heels. 
Samples of their shoes for next spring 
and summer, which are now being 
shown to buyers, include many pat- 
terns of white shoes, in plain patterns, 
and also trimmed with golf and sport 
straps. 


“Health” Shoes Popular 


Mr. Stevens of Goodwin Bros., last 
makers, notes that shoemen are meas- 
uring lasts more thoroughly than 
ever, which, to his mind, shows that 
they are paying greater attention to 
the fitting qualities of footwear. Also, 
the demand for health lasts, like the 
Y. W. C. A. last, shows an increase. 
Shoe men are sampling, for 1922, both 
high heel and low heel lasts. The 
range on heels is from 6/8 for sport 
lasts, to 18/8 for dress lasts. 


Extreme Sandals Coming? 

Mr. Stone of Reando & Stone, pat- 
tern makers, speaks of a tendency to- 
wards extreme sandal styles, for 1922. 
Some shoemen are even working on 
Egyptian or barefoot styles. New 
combinations of straps and cut outs 
also are subject of study. And yet, 
at the same time, there is a strong 
interest in plain patterns. 


Rubber Price Comparisons 
The RECORDER recently received an 


‘ inquiry from one of its retail shoe 


merchant readers asking for the high- 
est and lowest prices at which three 
of the principal grades of crude rub- 
ber have sold for during the years 
1919, 1920, and 1921. It occurred to 
us that ether retail shoe merchants 
might be likewise interested in this 
data—so we are passing it along, as 
follows: 

Up River Fine Para.... 62c 16c 
First Latex Crepe...... 58c 14¢ 
Ribbed Smoked Sheets.. 57c 13¢ 


A new line of rubber overshoes has 
recently been put on the market by 
the Cambridge Rubber Co. of Cam- 
bridge, Mass. A few months ago a 
large addition to their plant was com- 
pleted, machinery installed, new lasts 
and patterns created and the finished 
product is now ready to ship. Some 
of the styles in this new line are in 
stock. Two new styles of women’s 
four buckle gaiters are of especial in- 
terest to retail shoe merchants; they 
are built to fit smoothly about the 
ankle and fit the modern brogue and 
low heeled walking shoe. 


a 
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Weekly Letters in the Window 


Michigan Firm Types on Letterheads Its 
Messages and Uses Them in 
Novel Way 


OW would you like to talk to 
people who are simply “win- 
dow shopping,” that is, have just a 
few minutes interview with them? 
One firm, Van Coevering & Son, of 
Grand Haven, Mich., is doing this by 
means of weekly letters on its regu- 
lar letterhead. These letters are 
pasted right on the window, and 
naturally attract attention by being 
something different. 
The letters are changed regularly, 
and people “get the habit” of stop- 
ping to read the latest message. 


Our Weekly Letter No. 1 


Too much is too much. 

When prices went up to where they 
were almost “out of reach” you de- 
cided they were too high. You 
stopped buying. 

“Too much was too much.” 

Curtailed buying caused curtailed 
production—and limited production, 
less work. Then prices tumbled. 

Authoritative trade journals tell us 
that shoe prices have reached their 
lowest level for some time. What 
does this mean? 

That is, as far as shoes are con- 
cerned, buy what you need, for you 
can buy them as low now as later. 

Very truly yours, 
VAN COEVERING & SON. 


Our Weekly Letter No. 2 


Selling shoes—that’s our business. 

But that’s not all there is to it. 
To sell at prices that compete calls 
for care in buying. 

The wise dealer naturally looks 
ahead, and buys from the maker of 
the shoes, and buys shoes of known 
reputation. 

He sells them at a price that will 
allow him the minimum profit per 


pair. He seeks his profit in volume 
of sales, called turnover. 

We are increasing our turnover, 
which shows that men know shoe 
value when they see it. 

Very truly yours, 
VAN COEVERING & SON. 


Our Weekly Letter No. 3 


Stopski— 

May be the name of a Russian 
rebel or of a new breakfast food. 
But it has very little to do with shoes. 

Ah—shoes! That sounds better. 
Shoes are 4 commodity we can talk 
about. We buy shoes. We sell 
shoes. We repair shoes. 

If it’s shoes, TALK TO US! We 
know shoes. 

Very truly yours, 
VAN COEVERING & SON. 


Our Weekly Letter No. 4 


Spring is here! 

What kind of shoes will be worn 
this spring? 

Without hesitation, we can answer: 
OXFORDS. We feel safe in forecast- 
ing a season of 80 per cent oxfords. 
The remainder will be made up: in 
women’s, straps and boots; in men’s, 
boots. OXFORDS in the various new 
lasts,' patterns and desigrs are the 
“one best bet.” 

What to pay? 

We have always held that there is 
a price level where you get most for 
your money. 

You will find our low shoes for 
spring 1921 priced from $3.50 to $7.00 
—the most for your money price 
range. 

May we fit you with shoes this 
spring? 

Very truly yours, 
VAN COEVERING & SON. 


161 








| Where toBuy 


Ballet Slippers 














W2 SUMNER SMITH 








Ballet Slippers 


IN STOCK 
1206, Black Ballet, 8-11, 3; 
Ma see of, see 
1333, White Ballet, 8-11, $1.05; 
11%-2, $1.65; 2-7, $1.75 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











Where to Buy 


Miscellaneous 

















Lamb Wooi Soles—Bound and 
Ctr yyy 
“A Service Trade Builder.” Send for our com- 


Fae Siiverite Con Migre..81 Hight, Bostos 








Manufacturer—Attention 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 




















Playing Up the Style Idea 


Make with whiting and water on 
the window glass or with ink on card- 
board a series of lines and charac- 
ters to represent bars and notes of 
music. Head it: - 

In Tune With the Times 

Then as if the words for a song 
letter on: You'll find right here the 
latest styles in— 


A Question of Leather 


Cut_a question mark out of a piece 
of leather. Have a sign: 
A Question of Leather 
You'll not often find as good 
leather in a $— _ shoe 
as we offer in this. 


Spilling the Beans 


Upset a can or a sack of beans in 
the window. The accompanying sign 
should read: 

Spilling the Beans 
These shoes haven’t been selling 
rapidly—but you can’t 
beat ’em for wear for 
the money. 


Big Gathering to Be Held 


Acceptances being received for the 
fall dinner of the Retail Shoe Dealers’ 
Association of Greater New York on 
Oct. 25 indicate that the affair will 
bring out one of the largest gather- 
ings of retail shoe merchants, exclu- 
sively, ever held here. 


Perfection Pneumatic 

-Arch Cushion 
at. 5 am 
ELASTIC TIP COMPANY 
. Boston, Mass., U.S.A. 








© 
CS 


Shoe Laces. Shoe ecnes | 


OQ W.&.ELLIS COMPANY 


wi) rg . 








QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” eolumns—a 
growing directory for all the trade, 
Laney | answers briefly to cur : 
rent problems in merchandising : 


#8 OO0O8 < 000 eperereregres 
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tation Tip, 


tation Tip, 








No. B414—All Black Kid, ag 
14/8 Heel, hey 


PRICE wcccccccccccccccces 
No, B412—All Brown Bie, Imi- 
14/8 Heel, 


PriC® coccccccccccccccece . 


Boots—In Stock 





SIZES 
BM oocces 4 -8 
MA mea ecia 3%-8 
De accnseee 216-8 
Cc -24%-8 
D 2%-8 











Terms: Net 30 Days 


Joy, Clark & Nier, Inc. 


Rochester, N. Y. 





No. B418 — ay Bie¢s Kid 
**‘Wide-Ankle’”’ Imitation 
Tip, 14/8 Militasy "Heel; with 
Rubber Top Lift, Welt. Price, 
$5. 65 


No, B419—All Brown Kid 
‘“*Wide-Ankle’’ Boot, Imitation 
Tip, 14/8 Military Heel with 
Rubber Top Lift, Welt. Pree 50 











now ready. 
factory choice. 


APVID DOV VIVVOVDAN ASS YIPADD DI PPI GD DIG 


“Brockton, “Wass. 


NESEY ESESESESOSCN ENON CUCSCSCICSCESCIOICICIONCIOVOCIOCOO OOO OOOO CC 


Jn Stock Styles for Fall aclling are 
“Theyre fippine and 
there’o enough of them for most catio= 
We euggeol you 
oend for luctrated folder, 


No. 1015 
Black Norwegian Brogue Ox. 


1 inch Heel, 


Rubber, 
Model. Widths AA to D. 
Price $6.25 


“The “Preston TR. Keith Shoe Co. 





No. 1016 


Vinette Colored Calf Became Ox. 
1 inch Heel, % Rubber, Campus 


Model. Widths 4 to D. 
Price $6.25 


As As, 29q “Broadway, “Room 415 
“Boston, 207 Serex Sieet 


SOOOOOOOOOOOOOOOOORH.s 


DVIVDVGVVQVOOD VORP ODOV GOV PPVPGVVVPOVD MOP VBIPYGOPOIIIIT 


Keith's Konqueror “iulletin— 


4 


yes 


aX 


NEG 


FeNCNC 
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‘‘Keeps Good Feet Good”’ 
Two New Shoes | 
CARRIED IN STOCK Ready to Ship 


iv At Once 


The steady demand for a longer 
line of Arch Preserver Shoes has 
prompted us to add a Black and 
Havana Brown Kid Blucher, on a 
toe similar to our Tremont Com- 
bination. 




















The new shoes have been modeled 
with all the newest and latest Arch 
Preserver features and already 
they have jumped into popular 
Stock No. 347 favor in our make up orders— 
They surely are regular shoes for 
regular feet. 




















Black Kid Blu. AAA to E 5 to 13 
Price $7.90 


Stock No. 447 


Havana Brown Kid Blu. AAA to E 
5 to 13 


Price $9.00 


=F. T. WRIGHT & CO, Inc. 


ROCKLAND, MASS. 
all 
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Look for Originality of Research 


Just as Materials and Processes Are Being Changed by 
Scientific Study the Theory and Practice of 
Merchandising Must Improve 


that is of tremendous importance to the 

shoe and leather industry. Since the Arm- 
istice there has been greater progress in the shoe 
and leather industry than during the previous decade. 
There is now a possibility of revolutionary methods 
in tanning through an electrical process. Most mer- 
chants realize the progress made in the finishes of 
leather in the past two years. All sorts of grains and 
surface effects have come through the tanner’s in- 
ventive genius. 

Rarely do we get a new theory which deals with all 
shoes and all conditions. The selling theory of “shoes 
for all occasions” is an excellent means of selling 
more shoes. It is all right as far as theory goes, but 
in practice it bumps against the size of the public 
pocketbook. The desire is there to have more shoes, 
but the possibilities of getting them are limited by 
the cash for that purpose. 

So many merchants have written us for extra issues 
of Sept. 24 issue containing the article by Dr. Herman 
W. Marshall, entitled “What the Physician Can Teach 
Us,” that we 


TV value of original research is something 


tered through the larger cities of the United States, 
the same set of statements being distributed to a list 
of retail shoe merchants over a similar wide range of 
territory. All of the data will be collected and tabu- 
lated and made available in a medical journal for the 
medical profession, and in the BooT AND SHEO RE- 
CORDER for the benefit of all shoe merchants. 


A New Theory and Practice 


The one outstanding contribution by Dr. Marsha?] 
to the theory of footwear and foot fitting (having a 
remarkably effective message to link up with the RE- 
CORDER slogan, “Getting Bore Shoes Right’), is as 
follows: 

“There is no single ideal shape or style of shoes 
that is best continuously for all foot conditions. 
Many shapes, proportions and sizes of shoes are 
needed at times to fit the many shapes, propor- 
tions and sizes of feet. A healthy young adult 
can wear without harm for very brief intervals 
almost any shape or height of heel. Several pairs 
of shoes of slightly different shapes, sizes and 


balance are better to wear than a single fied style 
continuously, 


if the person 





urge you to 
pick up your 
copy and re-read 
pages 57, 58, 59, 
60, 61, 62. 

This original 
bit of research 
was_ prapered 
expressly for the 
RECORDER and 
the doctor was 
given the widest 
latitude. 
We gave him no 
admonitions as 
to sensitive sub- 
jects weherein 
shoe men dif- 
fer. We told 
him to give us 
of his‘ knowl- 
edge and re- 
search and the 
true prospective 
of the scientist. 

We now have 
the promise of 
something _ still 
better from his 
pen, to be gained & 
from an elabo- ai 
rate question- 
naire sent to 
275 orthopedic 








There is no single ideal shape or style of shoes that is best continuously 
for all foot conditions.—Research truth developed for the RECORDER by 
an eminent surgeon 


is in good 
health and has 
normal adapt- 
able feet. 

We hope that 
merchant read- 
ers of the RE- 
CORDER will an- 
alyze the above 
facts brought 
out by Dr. Mar- 
shall’s research. 
We hope that 
they ring true to 
t he_ practices 
and policies of 
the better mer- 
chandising 
of shoes. We 
think that. they 
will help to make 
a wider field of 
usefulness 
on the part of 
the merchant to 
the public. They 
at least help you 
to think—and if 
you but think as 


oo A you read you are 


geeting the real 
value out of the 
Boot AND SHOE 
RECORDER. 








surgeons, scat- 
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WOMEN’S GOODYEAR WELTS IN-STOCK 
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WE ARE LARGE USERS OF 


GOODYEAR WINGFOOT RUBBER HEELS 





0284 — Women’s 
Black Calf Oxford on 
Our 11/8 Heel Last. 


$4.25. 






Pat. Chrome. 3 
Strap. 11/8 Heel. 
Imitation Wing Tip. 
Price $4.69. 


THE FOLLOWING STYLES ARE READY NOW 


ORDER TODAY! 


No. 0251—Black Vici Oxford. B. C. D. 
widths. 11/8 Heel. Price $4.25. 


No. 0284—Same shoe as No. 0251, Gun 
Metal Calf. Price $4.25. 


No. 0372—Tan Calf Oxford. B. C. D. 
Widths 11/8 Heel. Price $4.25. 


No. 0370 as No. 0372 on 14/8 Heel. 


No. 0250—Tan Vici Oxford. B. C. D. 
Widths. 14/8 Heel. Price $4.50. 


No. 0248—Tan Boarded Calf Oxford. No. 
104 P. V. Leather. 11/8 Heel. Price 
$4.25. 


No. 0246—Red Tan Boarded Oxford. B. 
C. D. Widths. 9/8 Heel. Price $4.25. 


Our full line of men’s and women’s Goodyear 
Welt Shoes is in the hands of salesmen. 


FEDERATION SHOE CO. 


HAVERHILL, MASS. 
BOSTON SAMPLE ROOM, 183 ESSEX STREET, ROOM 504 
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J. W. BARNARD 


FOSTER C. 





BARNARD 


80 YEARS OF 
SHOEMAKING 


N 1840 J. W. Barnard began the manufac- 
I ture of hand sewed turn comfort shoes 
in. Andover, Mass. During three gen- 
erations—J. W. Barnard, the founder, his 
son Henry W. Barnard and his two sons, 
Foster C. and William S. Barnard — this 
family has always been actively identified 
with the business. 


Their product has typified the craftsmanship 
of New England shoemaking and their turn 
shoes have enjoyed a reputation for careful 
construction that comes only with that skilled 
knowledge that is handed down through 
generations. 

This business is running on full time and has 
never been shut down through the whole 80 
years of existance. 


The Barnard factory is now completely 
equipped with the newest of modern ma- 
chinery, employing craftsmen whose knowl- 
edge of turn shoemaking is born in them. 
The retail shoe merchant will find that 
“Barnard Comfort Shoes’ have this crafts- 
manship reflected in every pair and that the 
shoes are carefully made in every minute 
detail over lasts that have been tried and 
tested for years and years. 

In following issues, illustrations of stock shoes 
ae to ship will be shown. Watch for 
them! 


J.W.BARNARD & SON 


SHOEMAKERS 
ANDOVER MASS. 








HENRY W. BARNARD 


WILLIAM S. BARNARD 
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Soft Shoes for Tender Feet 
LYNN, MASS. 


BOSTON 
Boylston Street, Little Bldg. 


Style No. 9983 


Medium Brown Calf Oxford on No. 
168 last. Narrow toe. Stock tip 
with pinked edge and center perfo- 
ration. Flexible Welt. 11% inch 
heel AAA to D IN STOCK. 


Price $6.00 


An ideal oxford for Autumn wear 


READY FOR IMMEDIATE DELIVERY 


J. J. GROVER’S SONS COMPANY 


NEW YORK 
47 West 34th Street 
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GAEREN 


Four Fine Fashions Ready to Ship « 


Floor Stock Is Limited, so Order at Once 


GAGRER 













Sold only in 18 or 
36 Pair to a width 








No. 617—Black satin “Adelphia” turn. No. 589—Black satin “Fatima” turn. 
Steel b F Kid quarter lining. Steel beaded. Junior 


Kid quarter lining. teel beade «4 ull 
Louis heel. Widths AA-D. Price $6.00 Louis heel. Widths AA-D. Price $6.00 





No. o01—Pat. 2 strap. 16/8 Louie No. 800—Pat. 3 o—- with center nickel 
Cuban heel. Heavy turn sole. 2 nickel buckles. ed military wood heel. 
buckles. Widths AA-D. Price $6.25 Widths AA-D. Price $6.25 





3% off 10 days | 
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MARCO SHOE COMPANY 


REAR 2-20 WASHINGTON STREET 
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~ SHOES for MORNING; AFTERNOON | 
and EVENING WEAR —THEY’RE 
HERE—IN-STOCK and READY 


SEND YOUR ORDER IN! 


Style 460 
3—Black Kid 9” Lace, Im. . 
“ ve : Style 298 


Tip, Cuban Heel, Welt....$5.00 R 

oo with Extra py} Style 301 298—Tan Calf Blucher, Oxford, Style 348 

Tip, jelt - . . , ll Strap, Cuban eel, velt, 

419—Black Kid 8%” re, : ee = Pg me. yw A-D $4.25 348—Black Satin, Steel Beaded 

= Se — "$5.00 289—Tan Calf Oxford, Ball frraP and Vamp. Covered ae 50 

oan Gat Kid 9” Lace, $3. . Strap, Cuban Heel, Welt, A-D, uis Heel, rn, A-C....$5. 

TT—Dail Calf 9” Lace, Im. Tip, 12B-Binck Satin, 3 Strap, Cov. $4.00 similar Styles in Black Suede, 

eine Heel $3.75 ered Junior Heel, B-D .83.75 136—Tan Side Oxford. Ball Black ae with Full 
ilitary uis Heels. 

76—Mahogany 9” Lace, Im. Tip, Black Satin Strap Slippers, Fun %‘T®? Military Heel, D..§3.35 


Cuban Heel $4.00 Louis Heel or Junior Louis Heel 134—Tan Side Strep. Ball Strap, Send for complete catalog of 
Similar styles with Louis Heels. _, from $3.25 to $5.00. Military Heel, B-D $3.35 


THE BOARDMAN SHOE CO., 564 ATLANTIC AVENUE, BOSTON, MASS. 


High and Low Shoes In Stock. 




















Td 


FOUND! 


A Fault in our No. 294 
IT WON’T KEEP THE SNOW OUT 


Here is a Sales and 
Profit producer for your 
children’s shoe depart- 


STUDY THE 
PRICES 


Examine the shoe and 
then send us your trial 
order. 
This ts a humdinger—but 
you o—<£ see the rest of 
e 


A REAL WATERPROOF 
SHOE FOR SCHOOL WEAR 


Storm Blucher—Chocolate Elk uppers, solid oak 
outsole, waterproof slipsolee A REPAIRABLE 


STITCHDOWN. 
Sizes be 


PEPEPEOUUCEOGUGGUCHOGOCTECEOUOCROCECROCEOCUCEAVECEEEEEEEO TEETER 


But aside from this it is all right. 


ALL PATENT at $5.50. Gun Metal trimmed $5.75. 
Suede trimmed $6.00. 


Mad= on our No. 817 last, as shown, or on the No. 
59 with full round French toe. 


Regular L. X. V. heel or Spanish Louis, as illustrated. Tho tush See eens Sos 


Four weeks delivery. outside heels. 


A few three buckle on the floor. 


W. O. Hunkins & Co. 
Haverhill, Mass. 


Note:—If they bear the trade-mark bottom stamp, we 
repair them for your customers at cost. 


The Community Shoe Co., Inc. 
351 Classon Avenue | Brooklyn, N._Y. 








SUUDUOUDEUUEEEEELERELERERUCEUUGUOEOUUOUOUUOUUOOOOUEEEONNOOUEOUOUOUOOGUOUOOO0O00000000000000000000000000000000008 








PUTT 








BOOT AND 


SHOE RECORDER 




















Reg. U. 8. Pat. Of. 


The world all loves a winner 
And it isn’t hard to guess 

Why the merchant with “Rialtos” 
Leads the others to success. 


F the element of style was not so important 
a factor in the final selection of footwear, 
there would be no Rialto shoes. 


But when the lady of today chooses 95% of 
her wearing apparel with the thought of style 
first in her mind—why there is where “Rialto” 
walks in. 


Rialto shoes are style shoes—clever in design’, 
always new as to last and leathers—always pre- 
senting a strong style appeal to the woman 
shopper. 


They are well built—carefully designed to in- 
sure correct fitting—and present a merchandis- 
ing proposition that enables the merchant to 
quicken his turn-over and increase his profits. 


You'll find Rialto shoes are 


“Good-all-ways” 


why not play them to win? 


* See illustrations. 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 


DELPHINE 


LUCERNE 


RESORT 
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| ne! Quick-Selling Boys’ Styles IN STOCK 
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WN | ZS Lincoln Shoes are the kind that boys like. That’s why they 
| Z// }) are such easy sellers at prices which mean liberal profits for the 
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retail merchant. 


- — Yay 
-Go< ih IN| Stock No. 3520—Boys’ Mahogany Side 
; SS Bal, Perforated Vamp, Goodyear welt, Wing- 
ved u =< 7 Sole, Penn Toe. 
A Li Topas / VEZ 


foot Rubber Heel, Single 
5 ( ee 
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‘ \ as 


Sizes 1-6; C, D and B Wide..Price $2.85 
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Stock No. 3522—Boys’ Mahogany Side 

Whole Quarter Blucher, Goodyear Welt, 

Wingfoot Rubber Heel, Single Sole, Princeton 

3522 Toe. Sizes 1-6; OC, D and B Wide. 
Price $2.85 
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ABOYS SHOE THAT WEARS Stock No, 3523—1ittle Men's Mahogany 
t es Single Sole, Goodyear Welt, Yale Toe. o- 
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ETS 18%, ©, D and EB Wide.....Price $2.35 
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MARSTON & TAPLEY CO. 


MANUFACTURERS 
DANVERS MASS. 


TIS 
AUS BOSTON OFFICE, 111 LINCOLN ST. 

im 
UN UES MRT SSN HUISSN SSS SN 


SS 


eZ 
SS 





SE 





VAAN WO IDA 


x 


\) 








921 





FRO 


SS 


ons fF * 
YZ 
Z, 






Wl al 


Y. 
a5 


we 


= 


: 
SW W SSAA IZ 


TT TD ee OO CAVWw-2- 


I YET 


pp 





October 29, 1921 











= 
“= 
= 
= 
= 
= 
= 
2 
os 
= 
=> 
= 
= 
z 
= 
= 
= 
= 
= 
= 
= 
= 


I= YOU WOULD KEEP IN STEP WITH FASHION, KEEP IN TOUCH WITH 


Z 


a 


BOOT AND SHOE RECORDER 


WATSON SHOE CO. 


MAKERS OF 
WOMEN’S FINE WELTED FOOTWEAR 
LYNN, MASSACHUSETTS 





STAG BLUCHER OXFORD 


Patent leather, Tony red, Black Norwegian, Black Kid. 
Extremely handsome in any of these popular leathers. 


This pattern and last conform in every detail to the very 
latest word in tailored dress oxfords. 
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Wake Up! 








T is becoming increasingly evident that Re- 
| tailers and Manufacturers of shoes are wak- 
ing up to the fact that the least expensive 
and at the same time the most effective method 
of adding to the practical value of a shoe is by 
using a thoroughly efficient lining. 














Those who do continue to slumber, dreaming 
of success built upon inadequate values, are 
sure to discover sooner or later, that the con- 


Question 1 
At what point does the consumer first 


observe signs of wear in a shoe 


Almost invariably it is the lining 


sumer is ““The Court of Last Resort” in matters 
of this sort, and that in the long run the de- 
cision is certain to be rendered in favor of those 
who neglect no detail in providing serviceable 


footwear. 


Just two questions and the undeniably correct 
answers serve to drive home the importance of 
using shoe-linings which are superior in point 
of service. 


Question 2 
What is the one part of a shoe which 
can neither be replaced nor repaired 
once it is worn out. 


Again: it is the lining 


Can there then be any question as to the wisdom of build- 
ing up the value of shoes at this point first of all? 





No sane person will raise it. 


The Big Question is: — 
~~ -How to obtain linings which will add to 
the value of shoes. 


The Answer is:— 
Use cloths which are built in the right 
way to serve as shoe linings. 





Many cloths which are believed to be especially 
desirable for the purpose, are made in just the 
wrong way to give the best service: a fact 
which is instantly apparent when contrasting 
methods of construction are considered in con- 


junction with the peculiarly severe kind of 
wear to which shoe-linings are subjected. 


In our special linings we offer the results of 
the most painstaking and exhaustive study and 
experiment backed up by conclusive practical 
wearing tests. Each one is properly con- 
structed to serve as a shoe-lining. 


There is a reason (readily understood) why 
these cloths give assurance of all the wear 
which can be extracted from the material 
employed. 


BETTER LININGS for , Lee MONEY 


DO OUBLETWILL 


_SHOE LINING — 


WH H ST 
: aban MAS W.H HOLBROOK 
COMPANY 


“WEAR WELL” 


“DOUBLETWILL” Shoe lining is a bet- 
sound as nuts. 


ter lining than has heretofore been of- 
fered. Its beauty commends it to the 
eye of the fastidious, and its mechani- 
cally correct construction, when under- 
stood, is so obvious that its superior 
wearing-qualities are no mystery. ishing. 


pie LINING 


Shoe linings are as 
In them internal fric- 
tion is reduced to a minimum and their 
resistance to foot-wear, measured by 
the service given by the usual types 
of cloth used for this purpose, is aston- 


TWIN: DRILL 


SHOE LINING 


207 SOUTH ST WW SOUTH ST 
BOSTON MASS iDA Y 8 ON MA 


“TWIN-DRILL” Shoe lining is a happy 

adjustment of refinement and _ service- 
ability, which fits in eminently for use 
in shoes which, on account of price 
limitations, can not carry so superb a 
lining as “Doubletwill.” 


Correct Construction Produces Maximum Efficiency 





DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO., BOSTON 
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ONG ago we created 

a supershoe for men, 
and our methods of 
manufacturing have 
maintained its exclusive 
characteristics. 


In the “Edwin Clapp” 
shoe you'll see the 
quality which conforms 
to the demands of men 
who avoid the common- 
place in everything, and 
who pay the price to 
possess necessities, or 
luxuries, that harmon- 
ize with a prosperous 


life. 
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A Removal 
and an 


Announcement | 
$ .6214 


After 35 years at 531 Mar- > ’ . 
ket Street, we will remove Women s Felt Slipper 
ALL WOOL; Chrome Sole 


on or about November Ist to 


a new location— 601—Orchid - : 
sorte [ies be 


309 ARCH STREET g02—Old Rowe | Color Onl, We 
PHILADELPHIA s0s_E, “a 


will be our future sales and stock ALTMAN & MINCES 


headquarters. 
CINCINNATI, OHIO 




















Here we will have a complete line 


of 
Ct.cnh 
Shoes LEADER 


is our two-strap buckled 
TRADE MARK spat, made in three grades 
‘ of Kersey, Oxidized or 
Turns and Welts for Growing Nickel buckles, calfskin 
‘ P or patent leather straps. 
Girls, Misses, Children and Infants. ladteden sitenais 
and ornamental tops. A 
classy spat for a classy 


IN STOCK ~  e 


our Brogue Spat made 
especially for low heeled 
shoes. 








The line has been amplified and ex- 
tended, including a new “A” Grade 
that we will tell you of later. 





. Nickel Buckle Ox. Buckle 

309 Grace Kersey, 9 button..$20.50adoz. $22.00 a doz. 
W h k h Same Grade Kersey, 10 button.. 22.00adoz. 23.50 a doz. 
i Same Grade Kersey, 12 button.. 23.50adoz. 25.00 a doz. 

pe gee that you Keep in touc 400 Grade Kersey, 9 button.. 22.50adoz. 24.00 a doz. 

i Same Grade Kersey, 10 button.. 23.00adoz. 24.50 a doz. 
with our announcements, Same Grade Kersey, 12 button.. 24.50adoz. 26.00 a doz. 
600 Grade Kersey, 9 button... 24.00adoz. 25.50 a doz. 
Same Grade Kersey, 10 button.. 25.50adoz. 27.00 a doz. 
Same Grade Kersey, 12 button.. 28.50adoz. 30.00 a doz. 


GRIEB SHOE MF G. CO. ; Samples sent upon request. Prompt deliveries assured. 


309 Arch St., Philadelphia, Pa. a ee a 
C. R. WHITTREDGE & CO. 
245 BURRILL STREET SWAMPSCOTT, MASS. 
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SUT 


MEN’S HOUSE SLIPPERS and OXFORDS 


NOW IN STOCK 
IMMEDIATE SHIPMENT GUARANTEED 


ENANS 
STanpae? 


TWENTY 


No. 321—Tan Cab. Opera Kid YI No. 331—Tan Cab. Everett Kid 
Lined. Quilted Sock. English ST ES Lined. Quilted Sock. English 


Toe FF. NOW READY Toe. FF. 
$2.75 : $2.75 





NEWSPAPER 
ADVERTISING 


CUTS No. 504—Tan Cab. Everett Kid. 


No. 346—Brown CF. Opera Kid 
Lined. English Toe. Size 6-11 ON REQUEST ad and Sock. French Toe. 


sa $3.25 $2.50 


SATISFACTION 
GUARANTEED 


No. 300—Patent Oxford Turn. 
Ato D. Sizes 6-11. 


No. 320—Tan Cab. Opera Kid $4.00 
Lined. French Toe. Sizes 6-11 
FF. Boys’ Sizes 1-6. 


$2.75 | $3.50 


L. B. EVANS’ SON CO. 


BOSTON OFFICE WAKEFIELD, MASS. NEW YORK OFFICE 
110 SUMMER ST. “THE SLIPPER HOUSE” BUSH TERMINAL BLDG. 


MUTT 
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NOW COMES 


VELVETS 


No. 332 


A BEAUTIFUL JET BLACK VELVET 
THREE STRAP; WITH PATENT 
STRAPS AND COLLAR; COVERED 
FULL LOUIS HEEL. MADE IN IMI- 
TATION TURN, AA TOD. 


STYLE 332, BLACK VELVET 


STYLE 331, BLACK KID 
STYLE 330, BLACK PATENT 


READY TO SHIP NOW! 


THOMSON-CROOKER SHOE CO. 


18 STATION ST. BOSTON.20,MASS. 
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ULTRA 
HOES 























The Gloria 


: A quick selling style, here shown 
in Vanadium Calf. Carries a % 
flan e heel with mediam large 
perforations along edge of vamp, 
foxin facing,and scallo tip, 

Oe a Ay 
givin this number keen selling 
impe us. 


Can be made on order within 
4wee ks. 


Price *5.20---- 3% 30da: S. 


ZA 


MOORE-/HAFER’ x: 
‘HOE “MFG°CO° \.' 
\—— BROCKPORT. N-Y.ULZA. _})} 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG, SWAY at 54ST. 
JACK E.JESTER, MGR. 
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Buyers’ Easy Reference Directory 











SORRY, BUT WE’RE 
SOLD OUT ! 


Before you realize it you are ordering more of the 
styles displayed on the SUCCESS DISPLAY RACK. 
Their capacity for saving your time, your space 
selling your shoes is phenomenal. 

They display from both sides. Occupy but six square 
feet of space. All sizes accommodated on a single 
rack. Replace 24’ of display shelving or a table 
x 8 dimension 

Finished in Mission Green, Oak or Mahogany Stains 
and in French Grey, White or Ivory Enamels. Costs 

‘ar less, displays and SELLS far more than any other 
display fixture. 
$7.75 cash with order. Crated weight 26 pounds. 
$90.00 per doz. Crated for freight, 320 lbs. 100% 
Efficient Salesmen pay for themselves in a JIFFY. 


SUCCESS SEED a COMPANY, 
nc. 
Dept. B. 





Pues 2506 be Spokane, Washington 



















FOR JOBBERS ONLY: 


Infants’ Turns in High Cut Lace and 
Button with White and Grey Tops, and 
all Black and Havana Brown Kid in both 
Regular and High Cuts. 

2 to 5and 5 to 8 


Write or wire to factory 


E. F. LEACH 


Manufacturer 
184 MARKET STREET 






LYNN, MASS. 





Leach Shoes} 





APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
children’s shoes 
complete by sending 
your order today. 
Phone Brockton 2183 
for immediate action, 


BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 


ne 
ae, 


Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 
Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 


ee 

















VENTILATION® 
PATENTED 

































ee, 




































Write for my SEA- 
SONABLE CATA- 
= LOGUE No. 32 with 
® illustrations in colors 
of Everlasting Decora- 
tive Flowers, Plants, 
etc., mailed FREE 
FOR THE ASKING. 


Frank Netschert 


No. 32861—Holly Wreath, na- 
tural prepared, everlasting; a6 61 Barclay St. New York 


inches diameter, with red 
each $1.25, per dozen $10.00. 
























Wood Sole 
Boots and Shoes 


Full Oil Grain Leath- 
er, Waterproof Sole 
Leather Counters. 
High-cut Buckle 

ae $2.25 
High-cut Boots. 4.25 
Riemer’s Steel 

Rims for Sole 

and Heel ... .50 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U. S. A. 









































Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
832 Summer St. Boston, Mass. 





























FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
- written to in his own language. Make itt easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mase. 
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Pleased Customers 
cA ND 


Permanent Profits 


HESE two results are yours 
when you feature Lindner-made 
shoes. 


The Linder line is one of distinctive 
footwear, beautiful in design, ex- 
quisite in workmanship. . 


The newest models—now ready—for 
late Fall and Winter wear are choice 
examples of shoemaking art. 


We can assure you of prompt de- 
liveries. 


Lindner Shoe Company 
CARLISLE, PA. 


PHILADELPHIA LOS ANGELES 
_ 929 Chestnut Street Angelus Hotel 
{BOSTON NEW YORK CITY 
183 Essex Street Marbridge Bldg., Room 454 
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“Bows MADE, BEsT MADE” [N STOCK “BOWS MADE, BEST MADE” 


Ready for Immediate Shipment 


No. 772—Ladies’, made with No. 7518—Tan Moccasin Slipper 
or without Furrette trimming, NO. “ 
with Ribbon or Beaded Tipe, ‘“1l000%., made from, Bik Lesth- 
No, 762—Made with Fringe. Soles. Ideal Comfort Styles. 
IN SIZES FROM “BABY TO GRANDADDY” 


A variety of styles for every requirement. 
Write for Catalogue. 


BOWS MOCCASIN CO., Avon, Mass. Ne. 7518 Tan 


—_ a3 SS Opposite Depot Brockton District No. 8518 Choc. 


MEN’S 
SLIPPERS 


READY FOR 
IMMEDIATE SHIPMENT ies 


(Wide Last) 











Chocolate Tan Machine Sewed 


ORDER NOW Everet $1.50 


No.801 
Black Machine Sewed Everet, 
$1.50 





as there will be a 
shortage of men’s 


leather slippers this 
fall. 


Write us your re- 
quirements! 


‘ 
No. 825 


Chocolate Vici Tan, Opera, Turn, ’ ° 
Full Kid Lining. Don’t wait! 
2. 


(CHIP MAN, HARWOOD & CO. Chocolate Vici Tan Everet, Turn, 


564 Atlantic Ave., Boston, Mass. Kid Quarter apd Sock Lining. 





APPELBEE & NEUMAN Inc., 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes. 
PEARL — IVORY — AGATE, Etc. . 


“THE BUTTON IN THE RED LINE BOX” 


sh 2 
BOSTON: 133 Lincoln St. ST. LOUIS: Star Building | 
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Patent Colt Cleopatra Sandal 


$5.50 


No. B 1621—Turn 
Junior Louis Covered Heel 


No. B_ 1622—86.00 
All Black Suede 


Patent Colt $4.25 


No. B 1823—Turn 
Full Louis Covered Heel 


No. B_1825—$4.25 
Dull Kid 


Black Satin 1 Strap $5.00 


No. B 1685—Turn 
Full Louis Covered Heel 


No. B 1695—#5.00 
Black Satin with Baby Louis Heel 


Patent Colt $3.90 


No. B 020—Welt 
9-8 Leather Teel, Soft Box Toe, 
A to D 
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STYLES LIKE 
THESE WILL 
INCREASE 
YOUR SALES 


IN - STOCK 


as follows 


A4to8 
B3to8 
C2%to7 


If you can supply new up-to- 
date styles you will get the 
business that previously be- 
longed to your competitor. 


Our Fall catalogue illustrating our 
complete line will be mailed on 


request. 


The Westcott 
Whitmore Company 


SYRACUSE, N. Y. 


Specialists in smart footwear for 
women 


Gun Metal Moccasin $4.25 


No. B 1620—Turn 
Military Covered Heel 


No. B 1619—8$4.25 
Patent Colt 


Black Suede Quarter Patent 
Colt Vamp—$6.00 . 


No. B 1715—Turn 
Full Louis Covered Heel 


No. B_1713—86.00 
All Black Suede 


No. B 1714 Black Calf Suede, Two Strap 
with Buttons, Full Junior Heel 


Dall a Beotet 1 Strap—$6.00 
712—Turn 


Full Louis Covered Heel, A to C 
No. B 1711—86.00 
Black Satin 


Black Vici Kid 3 Strap—$4.25 


No. B 015—Welt 
Military Leather Heel, Rubber Toplift 


No. B 016—Same as above in 
Brown Kid—#4.75 


No. B 017—Same as above in Patent 
Colt—$4.60 
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Viking Scotch Grain Lace Oxford. Two, Double Row Stitch- 
ing. Pinked Vamp and Tip. Overweight Single Sole. Fudge 
Stitched Around Heel. 


No. 4 Norwegian Lace Oxford. Pinked ben Genuine Tan Scotch Grain Raglan Blucher 
Perforated. Marne Last. Overweight Single Oxford. Soft Box Toe. Columbia Last. 
Full Double Sole to Heel. Goodyear Wing- 
foot Rubber Heel. 


ole. 





For young men, and men who keep young, no more 
desirable shoes can be had than the made to order 
footwear we offer you. : 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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~ SNAPPY IN -STOCK NUMBERS - 


Here are four lasts and patterns that will be speedy sellers this winter. These 
shoes in your window will mean more customers in your store. They’re 
profit and prestige builders. 
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Style No. 8131—Welt Tan Kid Lace Oxford, 14/8 Heel, 
Perforations as illustrated. Widths AA, A and B, 4 to 

9; C and D, 8 to 9 Price 
Style No. S031—Same style as 8131, made of Black 
Style No. 8834—Welt P & V No. ym a Calf Lace Kia, Perforations as illustrated, 14/8 Heel. Widths AA, 
Oxford, Perforations as illustrated 14/8 H 4 to 8; A, 4 to 9; B, 3% to 8; C and D, 8 to 9. 
and A, ous: B, 3% to 9, C and D, 3 to9. Price $4.75 Price $4.50 
Sizes ‘8% and 9, 50c per pair extra. Style No. 8841—Same style as 8131, made of P & V 
No. 115 Dark Tan Calf. Widths A, B, C and D, 3% 
to 8 Price $4.75 








RETAIL SALES 


depend upon sizes and 


widths, plus style. You 


IN STOCK 








can depend upon 


Style No. 8831—Welt P & V No. 124 Tan Calf Lace 
Oxford, Perforations as illustrated, 11/8 Heel. Widths 
4 to 9; A, 3% to 9; 3 H a . 8 
Our In-Stock Servi not BAY 
- le No. 8854—Same style as 8831, made of P & V 
ur n oc ervice No. 115 Dark Tan Calf, Perforations as illustrated. —- 
AA, 4 to 9; A, 4 to 8; B, © and , é% 
Price $4.75 
Style No. 8151—Same style as 8831, made of Tan 
Kid, — as illustrated. Widths AA and A, 4 to 
9; B, 8% to 9; C and D, 3 to 9 Price $5.25 





ee 





Our In-Stock Department 


can supply you with ten styles, all good sellers, for your fall retail trade. 
Write for our ILLUSTRATED IN-STOCK FOLDER. 
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WIRE OR MAIL ORDERS SHIPPED PROMPTLY 


THE RICH SHOE CO. Milwaukee, Wis. 
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Cash in On 


Growing Girls’ 
Mountain Boots 


Stickles makes the sort of boots that 
healthy girls take pride in—the sort 
that keeps them healthy by keeping 
their feet dry and warm regardless of 
weather or road conditions. 


Stickles boots for girls look best—wear 
best—are best. They are just the thing 
for school wear, for hiking, and for all 
outdoor requirements in the rough 
days that are coming. The materials 
are always of the very best and the 
boots are made right in every detail. 


THE L. D. STICKLES SHOE Co. 


MANUFACTURERS 
RED WING : MINN. 


Specifications—No. 9972. Growing Girls’ Brown Elk 
12 inch Blucher. Heavy, firm oak bend soles, all 
leather heels, sole leather counters and toe boxes, 
leather lined vamp and pocket. AA to D wide, 
2%-9. IN STOCK, $8.00. No. 9973. Same as 
above, 14 inch height. IN STOCK, $9.00. 


IN STOCK 


“Ask for our new In Stock Folder—Just off the Press” 
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THE “FILET” 


No. 25—Brown Kid with 
Brown Ooze Collar, Junior 
Louis Covered Heel. Pep 50 


No. 26—Same shoe without 
beading 5.00 
Sizes A, 4 

4-8, 444-8; , 3-8, Sis, 4%-8. 


mas NOW 


“SCOTTY” 


No. 22—Soft Scotch Grain Calfskin, 
10/8 Heel. 
for Fall and Winter. 
os B, 4-7%, 4-8, 4- 8%} C, 3%-T, 


No, 21—Full Chrome Mah 


Heavy fair stitch sole; Outside Win TH. 


and Foxing 


Sizes A, 4-7, 4-7%, 5-8; B, 3-7, 4-7, 4-8; 
CG, 2%-614, 3%-7, 4-8. 


READY NOW 


FACTORY 
183 WORMWOOD ST. 
BOSTON, MASS. 


PROCESS 


STYLES 


STOCK 


“MA RY” 


No. 23—Black Ooze Calf, 
Full Louis Covered Heel. 
Beaded $6.00 
No. 24—Same style in black 
satin $5.50 
Sizes A, 4-7, 4%-7, Pa, 
_B, 8%: -7, 4-7, io -7; C, 3-7, 
3%-7, 4-8, 444-7. 


READY NOW 


“PALAIS ROYAL” 


we. 31—tThis season’s smartest style 
in Black Ooze Calf only — 
Sizes A, 4%-7, 4-8; B, 

3%-7%, 4-8. C, 2%-7, 3-7, 3%4-6%. 


READY NOW 


Newest effect 
Fairstitch. ew $4.00 
%-7%4, 4-8; D, 8-7, 
READY NOW 


Stock style prices quoted are for 
even dozens on a width in size 
runs listed only. Orders not 
covered by the above are posi- 
tively subject to an extra charge 
of fifty gents per pair, regard- 


less of quantity. No. 28—Brown Kid 8%” boot. Fairstitch. 

12/8 Heel with Rubber Top Lift, Newest 

Last $5.00 
No. 29—Same shoe leather heel. 

N. B.— Please observe No. 30—Same style, plain edge Black Kid, 

carefully that the size runs aed 


vary on different shoes. 


ogany Calf; 


These numbers ready November 15. 
B, 3%-8, 4-8, 4%-8; C, 3%4-8, 4-8, 414-8; 
D, 38-8, 4-8, 4%-8. 


READY NOW 


BOSTON OFFICE 
Rooms 404-5 
RICE BUILDING 


NEW YORK OFFICE: 
ROOM 1205 
110 W. 34th Street 


BANCROFT WALKER COMPANY 
MAKERS OF SMART SHOES FOR WOMEN 
We invite you to try a dozen. We pay express if unsatisfactory. 
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WETHEY 


0384 
Patent Jazz Oxford, High Grade 
Light Welt, Solid Leather Con- 
struction, 7/8 Heel,A to D..$4.75 


0238 
Black Kid, Fine Welt, Solid Lea- 
a. Construction, 14/8 Heel, AA 
to 85.00 
he in medium shade Russia 
Calf No. 0236, AA to D..$5.00 


0280 
Black Calf, Fine Welt, Solid 
Leather Construction, Heel, 
A to D $5.50 
Same , _ No. 
10 $5.50 


FOR STYLES 


3223 
Patent High Grade Turn, French Toe, 14/8 Heel, 
ame in 16/8 Heel No. 3221. 
Also wien in Black Ooze Calf, both heels and in 
Black Kid 14/8 only. 
A to D on all styles 


Same in REGULAR toe in all Patent, all Suede, and 
36.00 


combination Patent and Suede at x 


Same in Patent + ee Imitation Turn, 16/8 Heel, 
$4.75 


No. 3315, C and 


IN STOCK 


Every One a Winner! 


Quality Guaranteed 
ORDERS FILLED THE DAY 
RECEIVED 


Write for Catalog of Complete 
Line 


3235 
Black Satin Steel Beaded Turn, 16/8 Heel, 
No. 3235, AA to C 85.75 
Same in 14/8 Heel, No. 3237, B to D.. $5.75 
Same only Blue Iris Beaded, both —_ 
Same only Three Strap Pattern, no beads, 
17/8 Heel, No. 3239, AA to C 


3302 
Black Ooze Calf, Patent Tongue 
and Tip, High Grade Light Welt, 
Solid Leather Construction sibo 
Heel, A to D 
Same in all Patent No. asos, A 
$5.00 


3243 
Patent Welt, 10/8 Heel, A we BD 


Same in Gun Metal Calf, No. 
Same in Biack Ooze Calf, No. 
3294 $5.50 


0262 

Black Scotch Grain, High Grade 
Welt, Ivory Slip Sole, 9/8 Solid 
Heel, A AA to D 
Same in Tan, No. 0264....86. 
Same in 5 eyelet lace oxford, 
Straight tip, 12/8 Heel, Black 

and Tan $5.50 


C. E. WETHEY SHOE CO. 


READE STREET, NEW YORK 
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NUBUCK 


The Finest of Suede Side Leathers 


33 * 34SEC FES 


El Sectate aie Been OS CS CO ee hoe meee ce ony 


SHO EC IF 


WE cannot emphasize too strongly 
the quality and value of 


NUBUCK. Its superior beauty of fin- 
ish and color are the result of Law- 
rence perfected methods and tanning 
progress. 

All the fashionable shades are repre- 
sented in our range of 


White and 11 colors 


— PN Hn Hee < 


: 


te 
—_ 


Pa 


—~ 
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Sample booklet showing all shades sent on request. 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
MILWAUKEE - ST. LOUIS 


at —x1(SD >= 


“Lawrence Leathers Are Reliable Leathers” 
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“" THE 


Protex~Arcn 


HE Protex-Arch Shoe prevents 

Fallen Arch or flat foot, foot fatigue 

and leg pains, enlarged feet and both 
minor and serious pedal displacements. 
They also induce correct walking, free 
blood circulation, render comfort in abun- 
dance and the special features preserve 
the style and lengthen the wear of the 
shoe. 


A woman wearing a pair of Protex-Arch 
“Holtershoes” can truly enjoy the fore- 
most in shoe fashions together with the 
most protective and health-giving meas- 
ures of modern orthopaedic science. 


Protex-Arch Shoes are’ extra good 
throughout. Note in the illustrations 
above the special steel shank-piece, the 


No. 1 shows the steel shank and the sole. 
No. 2 shows shank and sole assembled. 


THE HOLTERS COMPANM 


wet, Tip, > 8 gg nt 

Sombination st, rotex-Arc an INN 

Feature, Solid Leather Long Counter. CINC ATI, OHIO 
Dccacnsaae $7.00 

AA—5 to 9 A—4% to 9 Do Not Fail to Make Use of the Free Protex- 


B—4 to 9 Cc & D—3% to 9 
Add 25c for 8% and 9 % Electros. Ask for them. 


No. 238—Best Grade Glazed Kid, 8% inch 








>vents 
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sole. 
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-ANTHE HOLTERS COMPANY 


ex-ArY 
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outsole and the compact assembly in the 
shoe. Note also the very large counter 
and the obvious strength it gives to the 
shoe when in place. 


Only the choicest leathers are used. Pro- 
tex-Arch “Holtershoes” are gems of the 
trade. 


Style No. 238 is a combination last for 
low insteps. For example, for C ball 
measurements it is A wide in the instep, 
thus fitting women with flat arches. It 
is furnished in best grade glazed kid. 
These shoes are plainly marked on the lin- 
ing with the A/C stamp. 


Style No. 239 is also made of the best 
grade glazed kid. It carries the Protex- 
Arch shank, extra long counter, high qual- 
ity insole, ete., but it is made in normal 
measurements. 


We can safely predict that a woman who 
once wears Protex-Arch Shoes will al- 
ways wish to wear them from both the 
standpoint of health and appearance. All 
Protex-Arch Shoes bear the Protex-Arch 
mark on the sole. 


No. 3 shows the counter. 
No. 4 shows the counter in place. 


CINCINNATI, OHIO 


Do Not Fail to Make Use of the Free Protex-Arch 


Electros. Ask for them. 
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No. 239—Best Grade Glazed Kid, 8% inch 
Welt, Tip, 1% inch Cuban Heel, Protex- 
Arch Shank Feature, Solid Leather Long 


Counter. 
ae $7.00 


AA—5 to 9 A—4¥% to 9 
B—4 to 9 Cc & D—3% to 9 
Add 25c for 8% and 9 
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**The Slipper Beautiful’’ 


HESE slippers possess a subtle distinction that differs 

from ordinary “felt goods” and which is the result 

of careful selection of materials, artistic designing and 
expert workmanship. 

The softness and beauty of coloring as well as the shapely 

and pleasing styles will appeal to your most fastidious trade. 


Many desirable and attractive styles are “IN STOCK” for 
immediate delivery. Why not learn about these famous felt 
slippers? 


Catalog will be sent upon request 





No. F19K—A style you will surely need to meet the demand. 
We can ship immediately. 


BLUM SHOE MFG. CO. 


FACTORIES AT 


DANSVILLE NEW YORK 
New York Office: 643 Marbridge Bldg., 34th Street and Broadway 
M. J. O’Brien 
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FAILURES 


Boston.—Elliott Shoe Co. of Boston, 
wholesale shoes, H. T. Talty, H. A. 
Whiting, and A. H. Thomas appointed 
trustees. 

Lincoln Shoe Co., shoes, reported 
petition has been filed against them 
by three creditors with claims aggre- 
gating $542. 

Para Rubber Co., manufacturers, J. 
J. Silverman, Frank Albee, and Henry 
W. Perry appointed receivers. 

Gloucester, Mass.—Morris Massell, Boston 
Clothing Store, shoes, etc., reported 
Carleton S. Parsons was appointed 
receiver of the above, under a bond 
of $3,000 

Merrimac, Mass.—Edward E. McKeen Co., 
toplift manufacturers, reported at- 
tachment has been placed and a 
keeper put in charge. This followed 
the recent meeting of creditors (al- 
though no assignment had _. been 

»made). It developed that with assets 
listed at $16,585, and liabilities $16,444, 
the best offer Mr. McKeen could make 
was 25 cents on the dollar. 

Haverhill, Mass.—J. P. Galvin, women’s 
McKay and turn slipper manufac- 
turers, reported sending out to cred- 
itors a communication to the effect 
that he finds himself in embarrassed 
financial condition and unable to meet 
maturing obligations but nevertheless 
wishes to pay in full and makes the 
following extension proposition to 
creditors 5 per cent in cashin 45 days, 
10 per cent in cash in three months, 
10 per cent in cash in five months, 
10 per cent in cash in six months, 10 
per cent in cash in seven months, 10 
per cent in cash in eight months, 10 
per cent in cash in nine months, 10 
per cent in cash in ten months, 10 per 
cent in cash in eleven months, 15 per 
cent in cash in twelve months. It is 
yy that the liabilities are about 


Lynn, Mass.—Fierman Shoe Co., shoe 
manufacturers, reported W. Starr 
Parsons appointed receiver. 


Canton, Mass.—Plymouth Rubber Co., 
manufacturers of rubber heels, re- 
ported received an offer from Max E. 
Brenkopf of 73 Tremont Street, Bos- 
ton, to purchase all of the assets of 
the bankrupt estate now in the hands 
of the trustees for $600,000 in cash. 
Percy A. Atherton, Arthur H. Weed, 
and Guy Murchie, trustees of the 
company, reported the offer in writ- 
ing to the court asking for instruc- 
tions as to whether or not the offer 
should be accepted. The referee in 
bankruptcy called a meeting which 
was held October 8 for creditors of 
the company to pass on the question. 
At the same time there was scheduled 
a hearing on a petition filed by the 
trustees asking permission to sell the 
assets of the bankrupt estate at pub- 
lic or private sale, in whole or in 
part. This petition was filed by the 
trustees so that they might have free 
rein to sell the assets if the court so 
instructed them. Under the ruling of 
the court, the trustees were given 
permission to sell the assets at their 
discretion. The trustees declined Mr. 
Brenkopf’s offer. On September 1, 
1921, it is reported that the trustees 
had in their possession the following 
assets: (1) On deposit to their ac- 
count in bank, $332,515.71. (2) Out- 
standing accounts receivable for mer- 
chandise sold since the bankruptcy 
proceedings started,. amounting to 


$144,742.18, and for merchandise sold 
prior to the bankruptcy proceedings 
amounting to $83,308.43. Of these the 
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Changes in Business 


Current Events in Failures, Suspensions and Activities - 
in the Shoe and Leather Trade ‘ 


former are believed to be good, the 
latter are of doubtful value. (3) On 
deposit with a surety company $30,000, 
deposited just prior to the failure, as 
security for a bond given to dissolve 
an attachment made within four 
months prior to the bankruptcy; it is 
believed that this sum may ultimately 
be recovered for the estate. (4) Cer- 
tain claims aggregating $113,020.64, 
now in litigation against four banks 
seeking to recover moneys on deposit 
with these banks, and applied by 
them shortly prior to the bankruptcy 
on their loans. It is not possible at 
this time to say what the outcome of 
this litigation will be. (5) Merchan- 
dise inventory taken at current market 
value of $241,071.75 made up of raw 
materials, goods in process, and fin- 
ished product. It is doubtful if this 
inventory would realize anywhere 
near this sum on liquidation. (6) Real 
estate, buildings, water rights, ma- 
chinery, etc., at Canton, which were 
appraised by the bankruptcy ap- 
praisers as of July 30, 1921, at $305,764. 
The liabilities of the estate, according 
to the trustees, were scheduled by 
the bankrupt company at $1,704.181.53. 
At the present time, the business is 
being operated by the trustees. under 
the direction of the court at a satis- 
factory profit. 

J. Winer, shoes, reported as- 
signed. Meeting of creditors was 
called for October 18 last. 

Roanoke, Ala.—J. P. Radney & Son, 
shoes, etc., reported meeting of cred- 
itors called for October 18 last. 

Vinegar Bend, Ala.—Vinegar Bend Lum- 
ber Co., shoes, ete., reported peti- 
tioned into bankruptcy. 

Hartford, Conn.—Hartford Shoe Market, 
shoes, reported offering to compromise 
at 25 per cent. 

Middletown, Conn.—Adams Boot Shop 
(Arthur D. Adams), shoes, reported 
meeting of creditors called for Octo- 
ber 17 last. 

Torrington, Conn.—S. Solomon, shoes, 
etc., reported petitioned into bank- 
ruptcy with assets of $5,300 and lia- 
bilities of $7,984. 


Kalamazoo, Mich.—John Van Dyke, 
shoes, etc., reported petitioned into 
bankruptcy. 

Kingsville, Md.—R. Frank Hanna, shoes, 
etc., reported receiver applied for. 
Detroit, -Mich.—Kornmann Pessink Co., 
shoes, ete., reported petitioned into 

bankruptcy. 

Newark, N. J.—Abe Kimmel, shoes. etc., 
reported offering to compromise at 
27% per cent. 

Brooklyn, N. Y.—Berkowitz & Tannen- 
baum, J. & J. Shoe Shop, shoes, re- 
ported involuntary petition filed, who 
as previously noted made an assign- 
ment in July last. 

Morris Kamel (4211 13th Avenue), 
shoes, reported meeting of creditors 
called. : 

United Leather Co. (43 Meserole 
Street), leather, reported petitioned 
into bankruptcy. 

New York City.—Abraham Kigel (1852 
Second Avenue). shoes, reported peti- 
tioned into bankruptcy. 

Louis Messing, shoes, reported in- 
voluntary petition filed. Insolvency 
and preferences were alleged. 


Angier, N. C.—D. A. McLeod shoes, etc., 
reported offering to compromise at 40 
per cent. 


Winston, N. C.—Teichman Bros., shoes, 


ete., reported meeting of creditors 
was called for October 18 last. 
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Crystal Springs, N. D.—Halvorson & Son 
(Thomas Halvorson), shoes, etc., re- 
ported assigned. 

Gastonia, N. C.—C. T. Webb, shoes, etc., 
reported petitioned into bankruptcy. 

Passaic, N. J.—Abraham Elkin, shoes, re- 
ported involuntary petition. 

Philadelphia, Pa.—Specialty Shoe Co., 
wholesale shoes, reported involuntary 
petition filed against above by three 
creditors with claims amounting to 
$1,275.38. 

Laurens, S. C.—H. Terry, shoes, etc., re- 
ported involuntary petition filed 
against the above by three creditors 
with claims amounting to $752. Lia- 
bilities are estimated at about $25,000 
with the main assets, stock invoicing 
from $10,000 to $12,000. 

Milwaukee, Wis.—Mrs. S. Parnas, shoes, 
ete., reported Mrs. S. Parnas and her 
husband A. Parnas, have both filed 
voluntary petitions in bankruptcy. 
Have been adjudicated bankrupt and 
the first meeting of creditors will be 
held in Milwaukee on October 15. 


Shawinigan Falls, P. Q.—P. H. Marcotte, 


shoes, etc.,; reported has assigned to 
Paquet & Bonnier. 

Montreal, P. Q.—F. Duchesne, shoes, re- 
ported assigned. 

St. Lambert, P. Q.—William Radley, 
shoes, reported assigned. 

Havana, Cuba.—Villas & Menendez, shoe 
jobbers, reported meeting of creditors 
called for October 18 last. 

Toledo, Ohio.—Union Merchandise Co., 
shoes, etc., reported offering to com- 
promise at 40 per cent. 

Tulsa. Okla.—Poplinger_ Brothers, Inc., 
shoes, etc., reported petitioned into 
bankruptcy. Reported liabilities, 
$70,000; assets, $406,000. 

Braddock, Pa.—J. R. Brannen, shoes, etc., 
reported petitioned into bankruptcy. 

Catawissa, Pa.—Columbia Shoe Co., shoe 
manufacturers, reported petitioned 
into bankruptcy. 





MYER 








MISCELLANEOUS 


CUSHION 
TIRE 















Insure perfect shelf service for 
— line of a merece . 
tread steps, properly spaced, 
convenient full length handholds 
on both sides of ladder permit 
mounting or descending with ease. 
Both hands free to remove or re- 
lace stock without of 
falling. Cushioned Tired Trolley 
and Frock Wheels eliminate noise 
and prevent vibration. Erection 
as simple as A, B, C. Utilize 
small space. Make top shelves 
safely available for stock purposes One 
style—neat of design—nicely finshed— 
any height ceiling. Thousands 
in use. Circular on 
Tequest. 
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New Shoe Stores 


Charles Gluck, remodeled building of Mit- 
sake Bros., Bridge Street, Ansonia, 
Conn. 


J. W. Merrill, manager- of new shoe de- 
partment in City of Paris Department 
Store, Oroville, Calif. 


Balmat & White, 707 Felix Street, 
Joseph, Mo. 
U. S. Nelson, Timson, Texas. 


M. & H. Clothing and Shoe Store (Isadore 
Harris, Proprietor), Bellaire, Ohio, 
shoe department. 


J. G. Newton, Conyers, Ga., shoe depart- 
ment. 


St. 


I. J. Proper, 428 Prospect Avenue, Cleve- 
land, Ohio. 


The Bufkin Shoe Store, 172 East Capitol 
Street, Jackson, Miss. 


H. Frank St. Ange (Albert N. Guy will 
be associated with Mr. Onge), Bowles 
Building, Main and Fort Streets, 
Springfield, Mass., exclusive men’s 
shoe store. 


(Continued from page 133) 


partnership agreement? A provision 
that if a dispute arose which the 
partners themselves could not settle, 
the matter should be referred to a 
little board of arbitration, three 
members, one named by each, the 
third by the two together. 

Arbitration like this, each party, in 
consideration of a like promise by 
the other binding himself to abide by 
the arbitrators’ awards, is coming 
more and more into use in the settling 
of business disputes. It gets rid of 
the trouble, expense and waste of time 
which always come when you go to 
law, and it gives speedy relief and 
often saves the business from destruc- 
tion. 

But it cannot be used in this case 
now, except by both partners’ consent. 

What ought partners to do when 
they get into such a snarl as this? 
There are three general courses open. 
The first and easiest is for one to sell 
out to the other. The above corre- 
spondent says that can’t be done; I 
should think it could if these men 
would put their cases in the hands of 
competent attorneys. Selling or buy- 
ing is always the thing to do when 
partners cannot get along. They 
must, however, sell to each other if 
at all, as a partnership interest can- 
not be sold to an outsider without the 
other partner’s consent. 


2. They ‘can go into court and 
ask that a receiver be appointed, 
on the ground that dissensions have 
arisen which endanger the business. 
Any court would appoint a receiver 
on the above facts. 

3. They can make an application 
to the court for the dissolution 
of the partnership, on practically the 
same ground, viz.: that the partners 
were misbehaving, that disputes had 
arisen which could not be settled, and 
that the business was running rapidly 
down hill. 

This case looks like court, and the 
quicker the better. 


(Copyright, November, 1920, by Elton J. 
Buckley.) 
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MISCELLANEOUS 





MISCELLANEOUS 





Milbradt Rolling 
Step Ladders 


are made in a great many 


guaranteed. 
Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 


Manufacturing Co. 
2416 No. 10th St. 
ST. LOUIS, MO. 


Bicycle 
STEP 
LADDERS 














Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


write tr THE CHICAGO 
on Prieee WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 











are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cata- 
log giving full 


description 
and prices. 


COMPANY 
67 Randolph St, 
Chicago, lil. 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 


American 


Price No. 3 
$1.50 Each 


“Varnum” Sise Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
@ long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Bupply You 


Frank W. Whitcher Co. 


Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 


73 
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Medinah Bidg., Wells & Jackson 
CHICAGO 


NEW YORK SHOW ROOM 
65-67 E. 12th St., bet. Broadway & 4th Ave. 











“FISHER” 


AY 


thou A Help to 
ws . wie Weak Ankles 
Prevents the Counters of Boots 
and Shoes from Running Over. 


Easil applied. No Repair De- 
cartment should be without them. 
. Oe 


The New Improved 
a 
SHOE STRETCHER 


will adjust counters or stretch 
whole sizes —- 


SUPPORT 


el 
across the base to 
ve greater height or width to 
xX. $2.00 each. 
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POSITION WANTED 








L'VE WIRE, who has controlled 

big shoe business for the past 
ten years, desires to connect with 
some live concern—wholesale, re- 
tail, manufacturing or mail order. 
Address K-520, care Boot & Shoe 
Recorder, 127 Duane St., New York. 














BUYER AND MANAGER of Men’s, 
Women’s and Children’s Shoes. De- 
sires to make a change. At present em- 
ployed, but am desirous of connecting 
with reliable and progressive concern, 
where ability and knowledge will achieve 
advancement. Have had fifteen years 
experience in retail shoes, and can furnish 
best of references. Address C-872, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED POSITION—Buyer and Man- 
ager—Wishes to make change. Fif- 
teen years experience in South and 
Southwest. First as salesman and later 
as buyer. Now employed. Address C-869, 
care Boot & Shoe ‘Recorder, 207 South St., 
Boston, Mass. 





EXPERT Aluminum Heel Laster wants 

to get in touch with party inter- 
ested in it. Write particulars. Address 
C-856, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





HELP WANTED 


FOR RENT 


‘WANTED TO PURCHASE 





SAMELE room, office or desk room, with 


telephone, service, etc. Low rent, 


ideal location, preferably to shoe men. 
Martine, 148 Duane St., New York. 








LOFT FOR RENT 


PARTICULARLY WELL SUITED 
FOR ‘ 


SHOE MANUFACTURING 
and SALESROOM 


88 UNIVERSITY PLACE and 
24-26 EAST 12th STREET 
NEW YORK CITY 


“L’” SHAPED BUILDING LIGHT 
ON ALL SIDES 


ABOUT 7,000 NET SQ. FEET 
FULL COMMISSION TO BROKERS 
ALFRED M. RAU 


505 5th AVE., NEW YORK CITY 








POSITION WANTED 











Sales Manager Wanted 


A wonderful opportunity for a live 
wire salesman who knows the re- 
tail and department store game, 
who can handle men, develop terri- 
tories, Increase sales—in short, take 
entire charge of the sales end of a 
rapidly growing women’s novelty 
shoe manufacturer. Moderate salary 
to start but every chance for 
advancement. State qualifications 
completely in first letter. Address 
by mail only to C-866, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 

















FOR SALE 








SHOE FACTORY 


Fully equipped with modern 
machinery, lasts, patterns, etc., 
ready to operate at once. 3000 
pairs daily. Women’s McKay 
shoes. One of the best equipped 
plants in Haverhill. If plant is 
too large can make arrange- 
ments to sell or lease one-half of 


same. Terms very reasonable. 
John E. McNamara 
Haverhill, Mass. 











FOR SALE 


Shoe Store, west side New York 
City, doing a large business. Estab- 
lished for 20 years. Price reason- 
able. Selling on account of health. 

- GLUCKMAN, 28 Amsterdam 
Ave., New York City. 











A REAL 
SALESMAN 


Who Ranks Among the 
Leaders in New York City 


with. a selling record second to none, is 
looking for a line of Boys and Girls 
Shoes for this territory. 
The line he is after must be backed 
by an up-to-the-minute concern which 
recognizes the changing conditions in 
the trade and who is willing to meet 
them with the right merchandise. 
To such a concern he offers his years 
of experience and keen knowledge of 
the requirements of the trade in New 
York City. He has an established trade 
*and his sales will go well to the half 
Million Dollar Mark for the house that 
can produce the right merchandise and 
show the proper spirit of co-operation. 
Address SALESMAN — 1610 Times 
Building, New York. 











MISCELLANEOUS 





We quick and highest cash price 
for retail and wasteeale” stocks of shoes er 


r 80 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 

sl Sell 
{ Earpiece stocus | oan 


WILL 
BUY 


Entire Stocks 








DO YOU CONTEMPLATE 


or going out of business? 

I will pay value for your entire or surplus 
stock of shoes. ; 

ses having a short term to run taken 

over. Established 25 years. 


I. OLENICK 


418 Broadway, New York. Tel. 9581 Canal 








Highest Cash Prices Paid 
for entire shoe stocks. We also buy your 
surplus or slow sellers, Quantities no eb 
ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or ie us. 
Senne confidential, ta’ 


GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 411 








ATTENTION OF 
Shee Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make liberal 
cash advances if neapocery. 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
658-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 











CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


691 Broadway New York City 
Phone Spring 5160-5161-5162 














SHOE STORE 
CHAIRS 
SETTEES 













WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 





CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N. Y. 
Phone Wi sburg 3410 








Ideal Line R 
deal olting Step 


Fifteen 

faction Guaranteed. 
Lasts « Life-time 
Write for Catalogue 


Daynite f 
Furniture Mfg. Ce. 
213 Chouteau Trust 
Bldg. St. Louis, Mo. 
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“Recorder” rates for space less 
page per issue: 
Space 1 time 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
8 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 
For other ‘“‘Want”’ advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
7Ttimes 13times 26times 52 times $1.25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 


than one-eighth 


; cents. 


$3.00 $2.50 





6.00 5.00 ment for address. When advertisers desire replies for- 
9.00 7.50 warded direct to their address, each word of the address 

must be counted in the advertisement and paid for accord- 
12.00 10.00 ingly. Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


insertion. 
































SALESMEN WANTED 





SALESMEN WANTED 








SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














ANTED—Salesman to handle on com- 
mission, first class line of mer- 
cerized shoe laces, state territory covered. 
Address C-858, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





ANTED—SALESMEN calling on shoe 

and luggage stores to sell our Folding 
Slippers in pouches (one sample only). 
Also other good holiday novelties. The 
y Fi GILBERT MFG. CO., Rochester, 








ALESMEN WANTED by a Brooklyn, 
New York manufacturer to carry side 
line of women’s popular priced novelty 
turn shoes for Middle West and Southern 
territory. An exceptional opportunity for 
high class men. Must have established 
trade. Address K-519, care Boot & Shoe 
Recorder, 127 Duane St., New York. 





ANTED—Women’s shoe salesmen with 
established trade in the following 
States: Ohio, Indiana, Michigan, Arkansas 
and Oklahoma. Will consider only men 
who have successful records in these 
States. Our product is a complete line of 
Women’s Welts and McKays, with good 
in stock service. Address C-876, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Live Salesmen to carry 
“Foot Prints’”’ shoes in the following 
territories: Alabama, Mississippi, Arkan- 
sas, Louisiana, Tennessee, Kentucky, 
New York State and Vermont, Connecti- 
cut, Massachusetts, Rhode Island, also 
the city of Chicago. Ninety samples 
representing the wanted styles in Juvenile 
footwear, all carried in stock for immedi- 
ate delivery. Commission 7% paid on 
tenth of month following shipment of 
goods. CONSOLIDATED SHOE CoO., In- 
corporated, Lancaster, Pa. 
——E = a 











SALESMEN WANTED 











HIGH GRADE 
SALESMEN 





We want several high grade 
salesmen with established trade 
to sell as a side line on a 6%, 
commission a specialized line of 
Boys’ Goodyear Welts. Two 
lasts, two patterns, two leathers, 
all carrying the new, wonderful 
Celoid Chrome outersole, giving 
double the wear. Quick seller at 
$2.95 and $3.50 and a substan- 
Four sam- 


Write im- 


tial trade builder. 
ples represent line. 
mediately for territory, giving 
references and particulars in 
nk. L. Co, 
Ionia Ave., N. W., Grand 
Rapids, Michigan 


first letter. 





S IDE LINE SALESMAN 

WANTED for High Grade line 
of Misses’, Children’s and Infants’ 
stitch-down for Tennessee, Ken- 
tucky, Mississippi, Alabama, 
Georgia, Florida, Vermont, New 
Hampshire, Connecticut, Rhode 
Island, Delaware and Maryland, 
Liberal commissions pald. Address 
C-868, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 

















IVE wire salesmen for an all leather 
line of Infants’ and Children’s Square- 
edge Turns, sizes 1-11. in stock. One 
Day Service. 6% commission, paid week- 
ly on net shipments. All territories. 
References and lines carried. Address 


C-836, care Boot & Shoe Recorder, 
South St., Boston, Mass. 











SALESMAN 
WANTED 


We want the best man in the 
United States that has had a 
thorough experience in selling 
specialty jobbers and large retailers 
high grade McKays and Welts in 
case lots to one width. One that 
can contro! from $500,000 up. A 
big job for a big man. Address 
RIALTO SHOE CO., 26 Oxford St., 
LYNN. MASS. 








E ARE MANUFACTURING a 
Ladies’ leather top rubber 
soled gymnasium oxford with a 
straight inner line. It is endorsed 
by leading physical directors and is 
used at Wisconsin, Minnesota, 
lowa, Illinois, Indiana and Michigan 
universities and at numerous col- 
leges, high schools and Y. W.C. A.’s. 
We want representatives to in- 
troduce this shoe in all college 
towns on a ten per cent commission 
basis. PETERSON & JOHNSON 
SHOE CO., 509 Fourth Ave., Mil- 
waukee, Wis. 














IDE LINE SALESMEN—Several good 
territories open. Will consider Live 
Wires with successful record. Write us 
what state you cover thoroughly and we 
will advise our proposition by _ return 
mail. WORST SHOE COMPANY, Mil- 
waukee, Wis. 





ANTED—Good experienced shoe sales- 
men who have faith in own ability 
to handle line of high grade work shoes 
and hunting boots to retail trade on seven 
per cent commission basis in following 
territories: Virginia and West Virginia, 
Nerth Carolina, Georgia and_ Florida, 
Texas, Oklahoma, Kansas and Nebraska, 
Ohio, and Indiana. Commission payable 
first of month after shipments. Only 
live shoe salesmen with established busi- 
ness will be considered. CHIPPEWA 
SHOE MANUFACTURING COMPANY, 
INC., Chippewa Falls, Wis. 





ALESMAN WANTED for the West and 
Southern territories to carry a line of 
Brooklyn high grade novelty turns. A 
man who sells the better class trade need 
apply. Address K-518. care Boot & Shoe 
Recorder, 127 Duane St., New York. 








\WANTED— Experienced Rubber Foot- 


wear Salesman. Prefer one who will 
travel with his automobile and one who 
has sold Rubbers. Exceptional territory in 
Southern New York State. Commission 
and drawing account. To the right man 
we will hold territory open any time from 
November first to January first. Write 
at once giving references, experience, 
territory covered, ete. Address C-875, 
care Boot & Shoe Recorder, 207 South St., 
Bosten, Mass. 





ESIDENT SALESMEN WANTED to 

handle better class overgaiters as a 
side line. All territories. GEM NOVEL- 
TY CO., Ozone Park, N. Y. 














LARGE New York wholesale house 

has exceptional opening for 
high grade New Jersey salesman. 
Only one with established trade 
considered. Drawing account with 
big opportunity. State experience 
and furnish references. Address 
C-871, care Boot & Shoe Recorder, 
127 Duane Street, New York City. 




















Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement: 
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eorder” is to help solve it: 


Bach issue copyrighted by the Boot and Shoe 





AN D 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” bu 

right purpose, to the right wearer, in the right fitting, for the right price, at the righ 
The chief purpose of ‘Tr 

which depends the progress of the en- 


production and distribution. 


Canadian, $6.00. 


is the great problem of the retail shoe merchants. 
for this is the basic problem upon 


tire allied industries relating to shoes and leather; their 
Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 
Root Newspaper Ass’n. Member of Audit Bureau of Oirculations. 
ae second-c: 


. Member of the 
Member A the Associated Business Papers, Inc. if sees ws atthe Post Oftee NewYork, i.Y., @2 


der Pub. Oo. 
ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


t ‘right’: sold for the 
profit. This 


he Boot and Shoe Re- 


Foreign, $10.00 


lass matter. 














SALESMAN WANTED 


SALESMEN WANTED 











Strictly High Grade Salesman for 
Middle West selling large retail and 
chain stores. Only man capable of 
earning $10,000 and upwards desired. 
Strongest line women’s welts in New 
England. Replies confidential. 


Cushing Shoe Co., Lynn, Mass. 





a WEEKLY IN THE INTEREST 
or E RETAIL SHOB MERCHANT BY THE 
‘neoe AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION. 

CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R. HILL, 1st Vice-President 
H. WALTER SOOTT, 2d Vice-President 

ARTHUR D. ANDERSON, Secretary 


SWAIN, — & NAY, Counsel 
01 Tremont 8t. 


ARTHUR D. ANDERSON, Baditor 


Cc. LOGAN 
OWEN A. THOMA 
HELEN M. HANBY 


Associate Editors 





PUBLISHER’S NOTICD 
SUBSCRIPTION—The subscription ice of the 
Boot and Shoe Recorder is $5. a year in 
which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine —— and Mexico. The price 
- Canada is $6.00 a year, including post- 


FOREIGN SUBSCRIPTION—The price all 
foreign countries except the above is $10. 00 
per year, including ge. 
All subscriptions are payable in advance. 
ADVERTISING RA rd of Advertising 
Rates furnished on application, For rates 
for Wants. for Sales, etc., see Want Page. 








E are desirous of obtaining a couple 
high grade, energetic road men to 
represent us in Middle Western territories- 
We make a line of work shoes and popu- 
lar-priced dress shoes—all men’s. To the 
one who is ambitious and desirous to in- 
crease his earning power rather than to 
make a change because changing is his 
habit a splendid proposition is open. We 
are a new organization and vou are not 
now employed by us. Therefore, you can 
safely address us in strictest confidence. 
Address C-874, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





WANT A-1 experienced shoe man for 
Union Hill, N. J. store. Must under- 
stand window dressing and be efficient in 
managing store. Apply 1203 Broadway, 
Brooklyn, N. Y. 


LINE WANTED 


IUM PRICED Manufacturers Gen- 

eral Line for Louisiana. Now em- 
ployed by local concern. Want larger 
line Address SHOES, care 913 Laurel 
St., Baton Rouge, La. 


INE WANTED FOR JOBBING TRADE 
—Experienced salesman with wide 
acquaintance among leading jobbers is 
desirous of securing ‘a jine of shoes for 
the present season. Has centrally located 
headquarters in Boston and can furnish 
best of references. Address C-867, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 




















POSITION WANTED 


S ALESMAN—Ten years’ experience 

covering Pacific Coast. Now selling 
general line; will consider change Jan. 
first. Past record and references on re- 
guest. Address C-865. care Root & Shoe 
Recorder, 207 South St., Boston, Mass. 








POSITION WANTED 








Are You Getting 
Results Out of 
Your Advertising? 


Experienced Advertising Manager 
available for part time to work 
with manufacturer or merchant lo- 
cated near Boston on catalog, 
house-organ, trade or newspaper 
advertising. Address C-844, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 














EXPERIENCED SHOE MAN desires 
position in the South, preferably 
Georgia, Florida or the Carolina’s. Ten 
years as manager and salesman. Age 30, 
married. Available Nov. 20. References. 
Address C-870, care Boot Shoe Re- 
corder, 207 South St., Boston, Mass. 





Pwr WANTED — SALESMAN or 

ALES MANAGER. Available at 
once owing to death of former employer. 
Here is your chance Mr. Stitchdown or 
McKay manufacturer or large jobber to 
get the services of a capable salesman, 
well acquainted with the entire jobbing, 
mail order and large retail trade. Willing 
to devote entire time, manage other 
salesmen. assist in buying, manufacturing 
and developing business. Highest refer- 
ences. Reasonable salary or commission. 
Interview any time or place. Address 
PAUL MENDELSEN, 2612 Broadway, 
New York. 


OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison S8t. 
Telephone Main 1089. B. OC. Bowen, Man- 

ager. 

ST. LOUIS OFFICE: 1627 Locust St. B, O. 
Bowen, Manager, 

NEW YORK OFFICE: Room 101, Graham Bidg., 
127 Duane St. H. Walter Scott, Man- 
ager Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo, 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers Bi 
Rossiter L. Seward, Western New Yo: 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKEB OFFICB: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager. 11 Haymarket, London, 8. W., 1. England. 

AUSTRALIAN OFFICE: 480 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Soot, Rivadavia, 2721. 
P. Snbazzini, Gerente. 

BRAZIL: Gerente, John ‘s. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otte 
Fuhrimann, Gerente. 

Cups: Mr. H. Gomes, Corrales, 2A, Havana, 


JAPANESE OFFICH: Yokehama. J. F. 
Wagen, Manager. . 

SPAIN- Gerente, Leoncio de MWiguel, 
Librero Editor, 20 Fuencarral, Madrid. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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Creighton, A. M., Co., Lynn, Mass......... 2 

Crossett, Lewis A., Co., No. Abington, 
B,.  cccccecccccecssccccocsescooccecce 187 


Degen Lipp, Inc., Brooklyn, N. Y........- 52 
Dodge, N. D., Shoe Co., Newburyport, Mass. 8-9 
Doherty Bros., BOM, BERG. co ccccecascccces 8 


Drake, Bert E., Shoe Co., Brooklyn, N. Y... 52 
Drew, Irving, Shoe Ce., Portsmouth, O.... 95 


Eaton, C. A., Co., Brockton, Mass......... 46 


Edmonds Shoe Co., Milwaukee, Wis....... 
Front Cover 


Edwards, J., & Co., Philadelphia, Pa. .4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y....157 
Emery & Marshall Co., Haverhill, Mass... .. 54 
Evans, L. B., Sons Co., Wakefield. Mass... .175 
Excelsior Shoe Co., Portsmouth, O........ 134 
Federation Shoe Co., Haverhill. Mass...... 165 
Felstiner-O’Connell Shoe Co., Inc.......... 153 
Form & Poor Cow Emre... ...cccccccccccccces 153 
Fisher, A., & Sons, Lynn, Mass...... 29, 136 
Gardiner, H. K., Co., Lynn, Mass...... 26, 29 
Garside, A., & Son, Long Island City...... 52 
Geller, Andrew, Brooklyn, N. Y..........+ 52 
Goodger, W. C., Rochester, N. Y.........- = 


Goodwin, E. J., Co., Haverhill, Mass....... 

Goodyear-Milow Shoe Co., Inc., Rochester. .159 
Great Lakes Shoe Co., Milwaukee, Wis.... 4-5 
Green, Daniel, Felt Shoe Co., Dolgeville, a 


Gregory & Read Co., Lynn, Mass.......... 28 
Grieb Shoe Co., Philadelphia, Pa..... toacenee 
Griffin White Co., Brooklyn, N. Y......... 2 
Grossman, Julius, Inc., Brooklyn, N. Y..... 52 
Grover’s Sons, J. J., Lynn, Mass.......... 166 
Gustin Co., M., New York City....... 152, 156 


Hagerstown Shoe & Legging Co., Hagers- 
GOWN, BEE. ccccccccccccosccccccccecesese 60 
Hannahsons Shoe Co., Haverhill, Mass..... 146 
Harding Shoe Co., Inc., Haverhill, Mass. ..154 
Harney, P. J., Shoe .» Lynn, Mass...... 28 
Harrison-Lockwood Co., Haverhill......... 153 


Henne, Wm., & Co., Brooklyn, N. Y....24, 52 
Hennessey, Maxwell & Hennessey.......... 2 
Herman, Joseph M., Shoe Co., Boston..... 36 
Holmes, W. T., Co., Philadelphia, Pa...... 20 
Holters Co., Cincinnati, O............ 188-189 
Hood Rubber Co., Watertown, Mass....... 17 
Hopkins & Ellis Co., Haverhill, Mass...... & 


Horn Shoe Co., Brooklyn, N. Y 
Hoskins, R. H., & Co., Brooklyn, N. Y.... 52 
Howard & Foster Co., Brockton, Mass..... 154 


_ ene & Rand Co., St. Louis, 


Hoyt, F. M., Shoe Co., Manchester, N. H...145 
Hunkins, W. O., & Co., Haverhill, Mass... .168 


Johnson Bros. Shoe Co., Hallowell, Me.... 61 
Johnston & Murphy, New York City....... 155 
Joy, Clark & Nier Co., Rochester, N. Y..162 
Julian & Kokenge Co., The, Cincinnati, O.. 6 
Juvenile Shoe Corp., Carthage, Mo........ 118 


Karelis Shoe Co., Haverhill, Mass......... 141 
Kauder, F. S., Shoe Co., Brooklyn, N. Y.. 52 
Keith, Preston B., Shoe Co., Brockton....162 
Kiely, T. J., & Co., Lynn, Mass.......... 28 
Knox Shoe Co., Milford, Mass.......... .148 
Kozak & McLaughlin, Long Island City: : - 52 
Krieder, A. S., Co 32 






Krippendorf-Dittmann Co., The, Cincin- 
WN ED Beene hkb es cccascdennccseasesses 
La Crosse Boot & Shoe Mfg. Co..... .- 156 
Rae Pramen, T9Re, Mass... icciccccccccse . 28 
Lape & Adler Co., The, Columbus, O. 23 
Lattemann, J. J., Shoe Mfg. Co...... - 52 
Oe ie BO Be ccccicccscccecs . 178 
Lilly, Henry, New York City.............. 154 
Lindner Shoe Co., Carlisle, Pa............ 179 
Lund-Mauldin Co., St. Louis, Mo.......... 51 
Lyons & Hershenson, Boston............. - 47 
Maetrich Eyre & Co., Brooklyn, N. Y..... 52 
Maid-Rite Felt Slipper Co., Inc........... 153 
Marco S) Co., Haverhill, Mass........... 167 
Marshall, C. Co., Brockton, Mass...... 48 
Marston 2 Tapley Co., Danvers, Mass. .156, 170 
Martin, A. H., Co., hester, N. Y....... 157 
Menihan Co., The, Rochester, N. Y........ 10 
Merrill & Porter Co., Lynn, Mass......... 15 
Moench, J. Shoe Co., Boston......... 16 


Moore-Shafer Shoe Co., Brockport, N. Y...177 

Morse & Burt Co., Brooklyn, N. Y 52 
Mesphy, Gorman & Waterhouse, Lynn, 
DU: dtsacceibadedineetndeaeeheedan 
Murray, Horace W., Co., Inc., Haverhill, 
GS €2:40000064sonedoeeesooannacea occce 


Nettleton, A. E., Syracuse, N. Y 
Newcomb-Anderson Shoe Co., Rochester... .157 
1 


Novelty Shoe Co., Chicago, Ill............. 49 
Nu Baby Shoe Co., East Lynn, Mass....... 157 
Nunn, Bush & Weldon Shoe Co., Milwau- 
SG. WHO cb ccccdnceccane ebsesesdcuvedes 124 
Olenick, I., New York City.............0+. 189 
Packard, M. A., Co., Brockton, Mass. .142, = 
Parisian Shoe Co., Brooklyn, N. Y......... 
Parker, Holmes Co., Boston............... 
Perfect Shoe Co., Brooklyn, N. Y........ 


2 
Phillips-Cram Corp., Haverhill, Mass......153 
Pincus & Tobias, Brooklyn, N. Y..... ooces ae 
Plant Bros. & Co., Manchester, N. H...... 128 
Posner, Dr. A., Shoes, Inc., New York City 11 


Red Wing Shoe Co., Red Wing, Minn...... 3 
Reece Shoe Co. 156 


Regal Shoe Co., Boston....-----+-- «++ -126-127 
Rialto Shoe Co., Lynn, Mass........ occooen 

Rice & Hutchins, Inc., Boston.......... ooo 
Rich Shoe Co., Milwaukee, Wis........... -183 
Richards & Brennan Co................ -- 182 


Riemer, A. H., Shoe Co., Milwaukee, Wis. .178 


bpenetidmibkneeennbead amvecgunien 33, 34 
Senos & Davis, Brooklyn, N. Y........ on oe 
Saifer, Dave W., Shoe Co., Chicago, IIl....147 
Salem Shoe Co., Salem, N. H............ 152 
Silver Shoe Co., H: — eer 152 
Sinbac, Chicago, IIl......... uoeeose aes ocean 
Smith, Wm. Ma ET .-161 
Stacy-Adams Co., Brockton, ame, pannnens “+156 
Stanworth Shoemakers, Marion, Ind....... 


Stetson Shoe Co., So. Weymouth, ews. .138, 156 
Stickles, L. D., Shoe Co., Red Wing, Minn. 184 
Stone-Tarlow Co., Brockton, . % peered 41 







Strassburger-Stiles, Brooklyn, N. Y........ 52 
Strobeck, Inc., Chas. W., Brooklyn, N. Y..154 
Tessier & Howdin, Haverhill, Mass........154 
Thompson Bros. Shoe Co., Brockton. ‘ 7. 
7 


Thomson-Crooker Shoe Co., Boston. 6 
Tilt, J. E., Shoe Co., Chicago, Ill....120-121 


United States Rubber Co., New York City.130 


Vogel-Miller, Brooklyn, N. Y............++ - 52 
Watson Shoe Co., Lynn, Mass......... 29, 171 
Weber Bros. Shoe Co., No. a oe Mass.... 60 
Weil, 8., & Co., Brooklyn eeseeess 


5 
Weimer, Wright & Watkins he Phila, Pa.. 12 
be ee te oy = Co., Syracuse.....152, 181 
Wethey, C. E., oe Co., New York ‘City. -186 
Whitman & Keith E Brockton, Mass 155 
bag a Arthur A., Shoe Co., Holliston, - 


BN. trent abihscnsres tperpenbaesseaeen 
Williams Clark rye Lynn, 
Witherell, E. A. M. C., cot Haverhill... 


Wobst Shoe Co., Milwaukee, Wis.......... 9% 
Wohl, David P., Shoe Co., St. Louis, Mo... 30 
Wright, E. T., & Co., Inc., Rockland, Mass.163 


FINDINGS AND SHOE STORE SUPPLIES 


Adler-Jones Co., The, Chicago, Ill........ . 108 
American Seating Co., Chicago, Ill........ 117 
Bicycle Step Ladder Co., Chicago, Ill......189 
Coultas Co., D.:W., Providence, R. I...... 160 
Daynite Furniture Mfg. Co., St. Louis, Mo.18° 
tne Tie Gin BOs cc ccccccccescsces oe 


Ellis, W. E., Co., Haverhill, Mass 


Emery & Beers Co., Inc., New York City. “iol 
Fashion Gunement Co., Brooklyn, N. Y....160 
Hecht Fixture Co., Chicago, Ill......... +. 189 
Kahn, Edw. E., Co., Brooklyn, N. Y...... 160 
Lyons, Hugh, & Co., Lansing, Mich........ 99 
Martine, M. B., Inc., New York City... ...160 
Milbradt Mfg. Co., St. Louis, Mo.......... 189 


— O. A., Treeing Mach. Co., Brockton, 
otecceesesesece 102 
Milwackes “Chair Co., “Milwaukee, Wis....: 100 
Myers, F. E., & Bro., Ashland, O........189 


Netschert, Frank, New York City..........178 
Noyes Mfg. Co., New York City........... 160 
Onken, Oscar, Co., Cincinnati, O.......... 189 
—! J. R., Sons, Inc., New ee, 
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Parisian Beading Works Co., Philadelphia. “160 
cm 3d Rubber Co., No. Brookfield, Mass. 40 


err eee oe eA53 
Scholl Mfg. Co., Chicago, Wtdaddcan 109 
Silverite Co., The, Boston............. ee 


..161 
Success Seed Grader Co., Spokane, Wash. ..178 
Vanity Novelty Works, The, Brooklyn, 
is ddd tein eiheededesdaetinguemekes 160 
Whitcher, Frank Ww. Boston. cccccccccklS, 189 
hes - at Cc. R., & Co., Swampscott, 
eeeeee ee eee eee ee eee eeeeeee 7 
Wizard Foot Appliance Co., ‘st! Louis, Mo., 
2nd Cover 
MACHIN —,, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Appelbee & Neuman, Inc., New York City.180 
bostun Biacking Co., Cambridge, Mass....112 
Ellioit Machine Co., Grand Rapids, Mich.. 4 
Griffin Mfg. Co., New York City..........114 

Littlefield Heel Co., Amesbury, Mass...... 161 
North & Judd Mfg. Co., New Britain...... 44 
Pfister & Vogel Leather vee Milwaukee, ™ 


Progressive Shoe Mach. Co. "Minneapolis, 


MM, ncedccscdcasevccscsccécscoees 10, 115 
Rogers Fibre i Mc ncnntdesacaaéscs 37 
Shelton Tack Co., The, Shelton, wecsen seer” 


Tubular Rivet & Stud Co., Boston......... ° 
United Shoe Machinery Corp., Boston, 

112, 114, 197 
Whittemore Bros. Corp., Cambridge, Mass. .108 
Wiechman Pattern Co., Cincinnati........158 


LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston...... 35 
American Oak Leather Co., Cincinnati, Gh — 


Barnet Leather Co., Boston.............+++ 

Beggs & Cobb Co., Inc., Boston....... ao0edee 
Berger, Max H., Brockton, Mass.......... 158 
Chamberlain, B. F., Boston............. - 158 
Creese & Cook Co., Boston............+++: 158 
Dryden Rubber Co., Chicago, Ill......... 96-97 
Einstein, J., Inc., New York City.......... 65 
Foerderer, Robt. H., Co., Boston......... 56-57 
Green & Hickey Leather = Boston...... 64 
Holibrook, W. H., Co., Boston............ 172 
Hunt-Rankin Leather Co., "ntse’ Sengacene 178 
Somes Ge. FF. T., Baestom......cccccccseces .158 
Kallman, Julius, Ce., Boston.......... 98, 148 
Kepner, C. D., Leather Co., Boston........144 
Kistler, Lesh & Co., Boston.............- 178 
Larkide a The, Boston..........18-19 


Lawrence, A. C., Leather Co., Boston... .187 

O’Sullivan Rubber Co., New York City.... 55 

“we Fred, Leather Co., Fond du Lac, P 
Mh Caceweeunsined 

Scherer, Oscar, & Bro., ‘Inc., New York City . 


Vaughan, Geo. C., Peabody, Mass....... ne 
MISCELLANEOUS 

Atlantic Printing Co., Boston.............159 
Blacher, Chas., New York City.......... «189 
Boot & Shoe Workers’ Union, Boston...... 140 
Brooklyn Purchasing Syndicate............ 189 
Calderwood & Preg, Inc., Boston....... - 154 
Cantor & Wolpert, Inc., Boston........... 189 
D’Avesne Translation Bureau, Boston..... 178 
Glauberg & Co., New a 3 aici sasgenesear dle 
Hooper Printing Co., Boston.............. 159 


Kalter Cerf. Merc. Co., — New York... .189 
New York Export Purchasing Corporation, - 


OT WO i 00 5 60 050.60 640seseune one 
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Tolman Print, Brockton, Mass.......... . 159 
University Electrotype Foundry........ «159 
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Crawford Arch-Supporting Shanks 


Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 
ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 


BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 
J. K. Krieg Co. 
(New York) 
Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 
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A COMFORTABLE ROOM 
IN A GOOD HOTEL 


IS GUARANTEED EVERY VISITOR TO THE 











11th Annual 

CONVENTION AND EXPOSITION 
of the 

National Shoe Retailers’ Association 

CHICAGO—JANUARY 9, 10, 11, 12, 1922 








BUT—If you wish to secure a room in the hotel of your choice, you 


should make your reservation AT ONCE. 







FOUR DAYS REPLETE WITH PROFITABLE INSTRUCTION 
AND ENTERTAINMENT. 








Among the features will be 


Correct Costume Revue—More than a style show. 
Harvard Bureau of Business Research—Will analyze your business statement. 
The Exposition—Filled with instructive and interesting exhibits. 

The Convention—lInteresting talks—open forum discussions. 

The Entertainment—High-class and unusual. 

The Ladies—Elaborate plans are being perfected for their entertainment. 
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Gentlemen:—Please reserve for me..... Rooms 
without with “at Cut out this coupon, fill out 
DS Acdbtcocns. “aedeteedaawniehentouw Hotel, and mail TODAY t 
t Seer per Room, per day, or the nearest to oO 


that rate for ~¥, persons in a room. 
GIN TI 6 eckccscadscccciaccsecessames 


HOTEL COMMITTEE, Room 401, 
416 Plymouth Court, Chicago, Ill. 


I will arrive at the hotel, in Chicago, January 
dimermereel 1922, and expect to remain to Janu- 


> eer 
ND bo bak cccteuds nuke CObeuh etal cowie eones 
NE clues cas eee 7 
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‘*TRIFLES MAKE PERFECTION AND 
PERFECTION IS NO TRIFLE.”’ 


THIS IS AS GOOD A PRINCIPLE FOR 
A MAKER OF FOOTWEAR AS IT WAS 
FOR ITS GREAT ORIGINATOR, 
MICHAEL ANGELO. 


FOX FOOTERY ACHIEVES PERFECTION 
THROUGH ATTENTION TO THE SMALL 
POINTS, WHICH, AFTER ALL, PUT 
STYLE AND SPIRIT INTO A. PUMP, 
A SLIPPER OR AN OXFORD. 














AND THEY ALSO GAIN PERFECTION 
THROUGH ATTENTION TO THE BIG 
POINT OF PROFIT FOR THE RETAILER. 


Charles K. Fox, Inc. 
Haverhill, Mass., U.S.A. 


CHICAGO: Great Northern Bidg. 
BOSTON: 54 Lincoln Street 
NEW YORK: Marbridge Building 
Broadway & 34th Street, Room 632 


«Xs 








Vol. 80, No. 7. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 


gress of March 3, 1879. Subscription price $5.00 a year. 
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copy were prepared for 
this issue. 

At the last minute 
we shifted,and now ask 
you to join with us,--- 
quit thinking shoes for 
amoment and do some 
one thing toward making 
easier the task of the 


. 


gentlemen meeting, in 


Washington November II 
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Gregory & Read Company 
eMakers of Womens High Grade Shoes 


LYNN, MASS. 
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The Leather 

Z for Fine Shoes 

L, 

: 

? The fine-grained kid that 
4 makes easy the sale of 
R your footwear. 

() Specify VODE KID—its fine grain 
| is the self-evident grain of quality that 
+ makes ready appeal to your customer. 
‘i | 

Y And VODE KID is thoroughly col- 
v ored, in all the prevailing colors. 
Specify VODE KID—and make 
} sure of all ’round appeal to your trade. 
j 

’ 

W/ THE STANDARD KID CO. 

Hf BOSTON, MASS. 

i. Branches in ae sa, Hog =< oe Cincinnati, 
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BLACK VICI KID BOOT 


A. M. CREIGHTON 
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STYLE 900 


GOODYEAR WELT—13/8 HEEL 


WIDTHS A-D 
PRICE $5.00 


IN-STOCK TO-DAY 


‘*Follow the Creighton Line’”’ 
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| | BLACK POPULAR 









BLACK CALF 


FULL GRAIN 


IN STOCK 


AA to D 


After Nov. 15 


$5.00 


413—Black Calf—$5.00 
496—Same Style, Russia Calf—$5.00 


YOU WILL MAKE HOME RUNS-WITH THESE TWO SHOES. Built on the 
popular Tuxedo Last; Oak outsoles, insoles, counters and boxes; Wingfoot rubber 
heels. There is the refinement of style and quality of workmanship and material 
found only in higher priced lines. A trial order will convince you. 


MARION SHOE CO. 
MARION, IND. 





WESTERN QUALITY oF ASTERN STYLE 
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Every pair of shoes illustrated 
is made of Carl Schmidt’s 
Genuine Chocolate Calf. They 
are made with Sole-Leather 
Counters, Grain Oak Insoles 
and Outsoles and Wingfoot 
Heels. 


2014: Lond Bal; C and D, 5-11. 

2050: Washington Blucher; D, 
5-11. 

2016: Racer English Bal; A, 
7-11; B, 6-11; C and 
D, 5-11. 

2048: Panama Blucher; C, 6- 
11; E, 5-11; D, 5-11; 
after November 15th. 

2042: Munson Last; C and D, 
6-11. 

2018: Panama Bal; A, 7-11; 
B, 6-11; C, 5-11; D, 5- 
11; after November 
15th. 


NuNN, BusH & WELDON 
SHOE COMPANY 


Milwaukee Wisconsin 
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Two very important things to 
you are your Customer’s Satis- 
faction and your Profit. 


Your Customer knows when 
he buys Nunn Bush Shoes that 
he ‘will receive full Value and 
Wear, Comfort and Style. 


A strong organization working 
steadily at full capacity brings 
these Shoes to you at a price 
which permits you to realize a 
good profit on each pair. 


Every pair of shoes you order 
will be shipped the same day 
your order is received. 


We will carry these styles regu- 
larly In Stock. 


Take advantage of this oppor- 
tunity to examine the materials 
and workmanship in this new 
line. A sample will be sent at 
your request. 





Nunn, BusH & WELDON 
SHOE COMPANY 


Milwaukee Wisconsin 
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COME TO CHICAGO 


JANUARY 9, 10, 11, 12, 1922 
ATTEND THE ELEVENTH ANNUAL 


National Shoe Retailers’ Association 


Business Building Convention 


Featuring 


Harvard Bureau of Business Research 


TB) RING your business statement and have it ana- 
——4 lyzed by the expert in administrative methods 


Correct Costume Revue 
[M1] ORE than a style show with 200 beautiful live 


4 models each properly gowned to correctly set- 
ee off the footwear. 


Window Trimming Contest 


S| EE the country’s foremost window trimmers 
contesting for first honors in decorative art. 


Educational Program 


UCCESSFUL merchandisers will address the 
various meetings thus opening the way for 
fe] edifying open-forum discussions. 


Entertainment 
| NUSUAL and of the kind that provides a rare 
Uy 


treat—just enough to serve as a recreative 
tonic. Special entertainment is being arranged 
for the ladies. ' 


Convention Headquarters—417 South Dearborn Street, Chicago, will give further particulars; also will 
place your hotel reservation. 
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sTANWORTH 


3. STANDARDIZED STYLES IN STOCK 























THE QUICK TURNOVER LINE 





REAL PROFITS are made on 
stock that sells quickly. 


STANWORTH SHOES do this 


and make friends as well as quick 





profits. 








IN STOCK 


No. 2 AA to E Sizes 5 to 12 
No. 3 AA to D Sizes 5 to 12 


FULL GRAIN RUSSIA CALF sTANWORTH 


IN CASE LOTS $ 4.60 _ 2% 10—NET 30 SHOEMAKERS. 


OAK OUTSOLES — INSOLES— COUNTERS — BOXES MARION, IND. 
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This editorial from the 
Chicago Tribune has 
been heeded profitably 
by many leading shoe 
manufacturers. 
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Many of the new styles 
for men are featuring 


—LACING HOOKS 
















































































































































































































































































our of Our Many <i“ 
Leaders 


Dancing Oxford. 
C-640—Haig Last. Patent Scotch Grain. Sole. 
Fox Lace Oxford. Pinked and Perforated. 
Soft Toe. Goodyear Wingfoot Rubber Heel. 








C-650—Custom Last. Spartan 59 Calf. C-604—Strutter Last. Tony Red Yale Bal. 
Columbia Lace Oxford. Wing Tip and Per- Orange Fitting. Goodyear Wingfoot Rubber 
forated. Goodyear Wingfoot Rubber Heel. Heel. 








The individuality, style, quality and quick 
delivery, plus Brockton-Made Workmanship 
on our shoes, made to your order, offset the 
stock proposition. 


Bons 
cy} 


——\ 


LET US PROVE IT 


Old Colony Shoe Company 


84 EAST RAILROAD AVE. BROCKTON, MASS. 
a Boston Office, 183 Essex Street é 
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IN STOCK 















The PANDORA 


55. BROWN KID, 
HIGH LOUIS HEEL, $7.00 


No. 57. BLACK KID, HIGH 
LOUIS HEEL, $7.00 


No. 58. BLACK KID, BABY 
LOUIS HEEL, $7.00 


No. 56. TAN CALF, BABY 
as HEEL, LIGHT 
ELT, $7.00 
WANA to C 


Specially Priced 
By 
I. MILLER & SONS, Inc. 















The STUDENT 


No. 78. BLACK 
BOARDED CALF, $6.75 
No. 79. BROWN 
BOARDED CALF, $6.75 
Specially Priced 
By 
I. MILLER & SONS, Inc. 





















The FLIRT 


I. MILLER & SONS, Inc. 
IN STOCK 


83—BLACK SATIN, $7.75 
AAA to C 


Specially Priced 
By 


I. MILLER & SONS, Inc. 
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MILLER 


‘Beautiful Shoes” 





Face the Facts 


Now's the time to 
test the strength of. 
your lines. 


How’s business? 


Struggling or plug- 
ging? 


There’s a chance 
plugging a live line, 
but it’s useless 
struggling with a 
dead weight. 


Face the facts. 


Change your lines 
if necessary. 


Choose the best by 


test. 


In that case choose 
a leader. 


Consider style—it’s 
the backbone of 


your business. 


I. MILLER more 
than any other 
maker influences 
the footwear styles 
for the fashionable 
world of women. 


I. MILLER. & SONS 


Incorporated 
One Carlton Avenue 


Brooklyn, N. Y. 
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I. MUILILEIR 


‘Beautiful Shoes” 





SpeciallyPriced 


It is quite fortunate 
that present conditions 
make it possible for a 
retailer to obtain 
“I. MILLER” beautiful 
styles shoes at a mod- 
erate price. 


Here’s your opportun- 
ity to stimulate busi- 
ness. We're retailers 
ourselves and know 
that style at the right 
price will bring the wo- 
men to your shop. 


Let the folks in town 
know that they can get 
“I. MILLER” styles at 
popular prices. That's 
what they’re waiting 
for these days—more 
than their money's 
worth. 


Go to it right now. 
Send in your require- 
ments and we'll help 
you put it over. Ad- 
vertising matter is 
ready for you, too— 
cuts of shoes, indi- 
vidual ads for each 


‘style and window 


signs. 


At your service. 


I. MILLER & SONS 


Incorporated 
One Carlton Avenue 
Brooklyn, N. Y. 
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The JEANNE IN STOCK 


No. 18. BLACK SATIN 
STEEL BEADED 
$8.00 


No. 59. BROWN SATIN 
BRONZE BEADED 
$8.00 


Specially Priced 


By 
I. MILLER & SONS, Inc. 


IN STOCK 



















IN STOCK 


The FLIRT 
FLOWERED SILVER 
CLOTH. 
SEMI-FRENCH LAST. 
SPANISH HEEL. 

No. 86—AAA to C, $8.00 
Specially Priced 


y 
I, MILLER & SONS, Inc. 


NOV. 25TH 
DELIVERY 


The LUCILLE 


No. 420. BROWN SATIN 

HIGH LOUIS HEEL, $6.75 

No. 60. BROWN SATIN BABY 
LOUIS HEEL, $6.75 


No. 11. BLACK SATIN HIGH 
LOUIS HEEL, $6.75 


No. 12. BLACK SATIN BABY 
LOUIS HEEL, $6.75 
AAA to C 
Specially Priced 
y 
I. MILLER & SONS, Inc. 


IN STOCK 
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Is it not to your advantage to 
have your customers thoroughly 
satisfied with the white footwear 


purchased from you? 


There will never be any complaint made to you 
that the material in these shoes shrinks after clean- 


ing, or remains soiled, if you specify BEECHTEX 
or BRIGHTEX in your next white footwear order. 


These remarkable white shoe cloths cut into foot- 
wear that is easily cleaned and that always retains 


its shape, assure satisfied customers. 


Specify BEECHTEX or BRIGHTEX from your 


manufacturer. 








Made with Care 
Prepared for Long Wear 


J. EINSTEIN, Inc. 


7-11 Spruce St., New York City 
Boston St. Louis Cincinnati Montreal 
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Read What These Dealers Write 
About the 


‘COBBIE’ 
(i OBBIE Designed by Shoes for Spring and Summer are New and Different 

















2 
ee ad 
Pd N. SNELLENBURG & COMPANY 
MARNE. CALVER"n TO TELETH STREETS 
. | Vrcleadlel hea. 2s. 
at gs 
a Robt. Wise, 
$% The Robe: c 
| ar adway, 
ee $: a Cineinzati, Obio. 
oor oe 
ow Se 
Se gh S18 Dear Sir 
ie : of ee ae ss » 
ome “i Pos Poth Rise * We want to compliment you on the way 
OOo ws LO ve Seat your shoes came in particulerly the "COSS1E5", 
oo Sh eS otos the patterns are very attrestive e and the mane 
= ore we s 8 Cte "COBBI5" bas already caught on. 
Shes fos co s> gst oe We feel sure that the "COBSIES" are 
So ee at going te have @ successful season. 
S y 
ee 4 S Very truly yours, 


MN. SKELLENBURG & C' 


Ml lh te ai: TO Bae. 


Ou Comen 





"aa lixe as two peas in @ pod” could 
tell you how well the “COBBLE” line came in U -O U very well be said of a case of your “COBBLES". 
and in most instances they showed up better Esch pair is as clean sad perfect as 
than the samples. d fterns tuman hands could mace them. Real shoe-making. 

We featured “COBBLES” in @ window They fit. When you have one of those 
customers who try to find as many excuses as 


display recently and it was the talk of the Or Ss rin a 
” possible why they shouldn't buy, you ean land 


town. They actually sell on sight. 
“COBBIE”. They please the most 


Trusting to 40 @ bigger business “lh then on 8 
with you in the Spring, we remain, e critical. 
Very truly yours, 
ue / 
Very truly yours, Positi ve Style PaPLOR CITY SHOE CQdPauy. 


R. Le. Hutchings. 


It is @ great pleasure for us to 


MeCOHEN & SOW. 


Sama | m 








Leffers like these are coming in in every mail. 
Dealers all over the country a vhodby Us with orders. 


WRITE FOR SALESMEN Ae ONCE 


She Robert ‘Wise Co. 


Cincinnati 
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FALL AND WINTER 


HOLTERSHOES 


Good, staple, honest 
styles of shoes in stock 
ready to be shipped at 
once. 


No. 245—Black Satin No. 244—Black Satin 
One Strap, Imitation Turn, Order Today One Strap, Imitation Turn, 
1%, Inch Wood Baby Louis 2% Inc h Wood Louis Heel. 
Heel. Price $5.00 Price R5.00 


eS ea ae = —5 to 8, A—4 to 8, B, CG and D—3 to 8 











THE 
Protex-Arch 
SHOE 


The Protex-Arch Shoe prevents Fallen Arch or flat 
foot, foot fatigue and leg pains, enlarged feet and 
both minor and serious pedal displacements. They 
also induce correct walking, free blood circulation, 
render comfort in abundance and the special features 
preserve the style and lengthen the wear of the shoe. 
Women wearing Protex-Arch “Holtershoes” can truly 
enjoy the foremost in shoe fashions together with 
the most protective and health-giving measures of 


4 modern orthopaedic science. enn paetetancd see 
Sg Se hob ge gy No. 238—Best Grade Glazed Kid, 
am ee welt Tip 1% | — i 8% or, a 7p. i _ — 
Heel. | 7 r Heel, A/C Combination Las 

Heel, Protex-Arch Shank Features, @ ony i ames See, ite 
Solid Leather Long Counter. 7.00 A et tag ny MR ng 


Send in your orders now 
for a line of sizes on these: 
numbers. They are priced 
right. 




















Add 23¢ for 8% and 9 


Quick sales with satisfac- 
tory profit to you and serv- 
ice to your customers are 


assured. 


No. 241 


Brown calf, Ox You will make no mistake 
1% Inch’ Mili- ° 
con Heel, Price IM buying any of these 
85.5 
AA—5 to 8 A—4%4 ‘to 8 styles. 
B—4to9 C& D—3% to9 
Add 25c. for 8% and 9 il 
No, 242—Same as No. — a r 
241—but Gun Metal 3 Oxford. English Welt. 
Calf Qxford. $5. Tip, 1% Inch Heel. 4 
Price 
, AA—5 to 7 
Rement Kid. "P eles ~¥ a3 f A 3” C and at 
No. 249—Patent Colt — \ No. 247—Same as No. 246—but Gu 
Hulit exactly lke 241. $5.35 TERMS—NET 30 DAYS Metal Calf Oxford. Price........ 4.60 


Sizes. Price 


THE HOLTERS COMPANY, Cincinnati 


NEW -YORK: 437° Marbridge Bldg. BRANCH OFFICES . CHICAGO: 304 Lees Bldg. 





No. 142—Glaz- 

ed Kid Vamp, 

\ Dull Kid Top, 7 

s Inch Flexible Welt, 

Sofshu, Tip, 1% Inch 

Common Sense Heel. Price 

$5.35 

4% to 9 c—4 to 9 
D and E—3% to 9 
Add 25c for 8% and 9 


No. 219—Glazed 
Kid Vamp, Glazed 
Regent Kid Top, 
: Inch Flexible bay 4 
ofshu, Tip, 
— Cuban Heel, Wingtoot Rubber Top L ite 
Price 86.00 
AA 4 4% 
« and D3 4 to 9 aaa “abe for 8% and 9 


Last, 1% Inch Military Heel. 


No, 240—Glaz- 
ed Kid, 8% 

Inch Welt, Tip, 1 
Inch Cuban Heel. "6.00 


6.50 

AA—4% to 8 to 8 

B—3% to 9, C and ts > 9 
Add 25c. for 8% and 9 


No. 250—Guny» 
Metal Calf Vamp, 
8% Inch Dull Kid 
Top, English Welt, 108 
AA to D.. Price, 

$5.10 





99 Ready to 
Ship Now 


No.136—Glaz- 
ed Kid Vamp, 
Dull Kid Top, 7 
Inch Fiexible Welt, 
Sofshu 1% Inch Com- 
mon Sense Heel. Price 
$5.35 
A—5 to8 B—4% to9 C, D and E—4 to 9 
Acd 25¢ for 8% and 9 


No. 212— Glazed 
Regent Kid, 4 
Inch Welt. Tip, 1% 

Inc h Military a 


— 2% to 8 
No; 217—Same as No. 
Side “Calf. Price $5. 
No. 251—Gun Metal Calf Vamp, Dull 
Kid Top, 8% Inch Welt, 1% Inch Military 
Heel... AAA to-D. 
Price 


THE HOLTERS COMPANY, Cincinnati 


NEW YORK: 437 Marbridge Bldg. 


BRANCH OFFICES 


CHICAGO: 304 Lees Bldg. 
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Watch For It! 








RAMBLER RED 


No. 12 


Gallun’s New Color 


When you inspect the different lines for Spring 1922 
ask the salesmen to show you a shoe made of 
“Rambler Red.” 


You’ll find this is a deep, pure red of wonderful rich- 
ness and lustre—you’ll also find that “Rambler Red” 
is made smooth finish in those two famous leathers 


—AZTEC and VIKING Calf. 


Watch for “Rambler Red”’; you'll like this new color. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Ine. 
H. A. ELY, Manager, 11 EAST ST., BOSTON, MASS. 
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ULTRA 
HOES 


IN STOCK 


R & 


No. 998 
Nurses’ Comfort Boot, Black 
glazed Kid, 110 last, 8” welt, 
11/8 height heel with Wingfoot 
rubber half-heel. 
A to EE—3 to 9 
Price $5.50 Net 30 days 


No. 1000 
In Black Glazed Kid, 123 last, 
8144” welt, 14/8 military heel 
—= Wingfoot rubber half- 
eel. 


AAA to D—2¥% to 9 
Price $6.25 Net 30 days 


No. 999 
In Trostan Calf No. 33, 123 last. 
814” welt, whole vamp, 13/8 
military heel. 
AAA to D—2% to 9 
Price $6.25 Net 30 days 


No. 1002 
In Vandyke Brown Kid, 118 
last, 844” welt, carrying 14/8 
military heel. 
AAA to D—2¥4 to 9 
Price $7.50 Net 30 days 


Ready for Immediate Shipment 


MOORE- AIAFED’ 
°WHOE “MFG °CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE: $45 547-S44- MARBRIOGE BLDG., BROADWAY AT 34! Sr 


VACK EVESTER NOR. 





et 
a 
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FIFTY YEARS PRODUCING HONEST LEATHERS 

















‘Ohere is only. 
ome VICT KID 


COhere never 
has bee 


any other 











DATE NT 
COLT 
JAQOD 
SIDES 











AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIPAND SIDES 


BOARDED AND SMOOTH 
BLACKS AND COLORS 
CALF LININGS 
ELK SIDES~SPLITS 
BAG LEATHER. 











SHEEP SKINS 
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LEXATED 
From SHOF, wore 


These Styles IN STOCK 


We have placed these five styles in stock for 
the benefit of our customers so they can size up 
their stock by mail order. 


November 5, 1921 





Five FLEXATED Shoes 


IN STOCK 


Here are the five FLEXATED SHOES that we 
carry in stock ready for prompt immediate shipment. 
Three (3) styles of women’s and two (2) of men’s 
in AAA to D widths and in all sizes. 


A shoe that sells with a “try on” 


We have developed a remarkable business on 
FLEXATED SHOES purely on the merits of the 
shoe alone. It is a shoe that sells itself with a “try 
on”—get a pair of FLEXATED SHOES on a cus- 
tomer’s feet and he won’t want you to take them off. 
Our dealers know this from experience with their 
customers and by wearing the shoes themselves. 


A shoe that needs no “breaking in” 


A shoe for men and women that fits like a glove at 
every point of the upper. Walk miles and miles the 
first day and your feet will be comfortable. 


A flexible arch shoe 


The FLEXATED SHOE embodies an entirely new 
idea in shoemaking. It’s a flexible arch shoe that 
gives the arch a firm gentle support without any stiff 
arch props underneath. 


A shoe for well feet 


Not a corrective shoe but a shoe that will fit 95% 
of feet today. A shoe to keep well feet well and make 
tired feet happy. 


The latest styles and patterns 


FLEXATED SHOES for men and women are built 
on the most up-to-date lasts. A good looking shoe 
that combines style with comfort and a perfect fit. 


BACKED by our national advertising 
campaign 

FLEXATED SHOES sell with a “try on.’””’ We know 
and our dealers know how well people think of these 
wonderful fitting FLEXATED SHOES. 

We are giving everybody a chance to now about them— 
through our national advertising campaign which just 
opened with a full page in the Saturday Evening Post. 

Thousands of requests are coming in from people all 
over the country who are interested and want a free 
demonstration of FLEXATED SHOES. 

We are referring these to our dealers in the towns from 
which they come. Our business on FLEXATED SHOES 
is growing at a tremendous rate. 


Prepare for the demand now 


Get your order on FLEXATED SHOES in today and 
be ready to meet the demand. We are prepared to make 
prompt immediate shipment of all orders. Write or wire 
your order today. ; 

Ask for our salesmen to call with our full line of 
FLEXATED SHOES for men and women and send for 
further details of our advertising campaign and special 
literature. 


Vassar 


Wellesly 


Harvard 


Manufactured by 


Style 585 
Women’s Brown 
Kid Bal Oxford, 
12-8 heel, Wing- 
foot rubber top 
piece on Vassar 
102 last. In stock 
AAA to D widths, 
all sizes. 


Style 577 
Women’s Black 
Oxford, 


top 


101 last. In stock 
AAA to D widths, 
all sizes. 


Style 584 
Women’s Black Kid 
Bal Oxford, 12-8 
heel, Wingfoot rub- 
ber top piece. In 
stock AAA to D 
widths, all sizes. 


Style 5001 
Men’s Black Kid 
Blucher on Grant 
last, Wingfoot rub- 
ber heel. In stock 
AAA to D widths, 
all sizes. 


Style 5014 

Men’s Brown Calf- 
skin Blucher on 
Harvard last (semi- 
English toe), Wing- 
foot rubber heel. 
In stock AAA to 
D widths, all sizes. 


THE EXCELSIOR SHOE CO. 


Portsmouth, Ohio, U. S. A. 
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Sales Records Talk!! 


Ours Shout— 
‘“‘The Whitest White 


LEVOR GRAIN KID 


Satisfies hundreds of shoe manufacturers.”’ 


Why Not You? 


G. Levor & Company, Inc. 


Tanners of Cabrettas 
GLOVERSVILLE, N. Y. 


Salesrooms Expost Dept. 


BOSTON Hide and Leather Bldg. 
ST. LOUIS 100 Gold St. 
MILWAUKEE 
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IN STOCK 


Here is a certified Shoe that you can bank 
on to pull in the Business Men’s trade. 


Plenty of snap to it and it’s dignified, too. 
Just the thing that a large class of men 
are looking for. 


It’s of a soft, pliant, closed pored calf that 
suggests a considerably higher price. 


And, from the inside out, it’s built for solid 
comfort and long Service, hand lasted. 
Only best sole leather counters and inner 
soles used. No element of high quality 
has been sacrificed to make possible this 
very moderate price. 














No. 822—Men’s Mahogany Calf Bal; made in a Welt 
on the New French Last with Fleur-de-Lis tip perfora- 
tion, 7-iron oak inner sole; solid oak outer sole; Good- 
year ‘‘Wingfoot’’ rubber heel; specially selected sole 
leather counter; kid top facing and side facing; abso- 
lutely hand lasted; made with white edge top stitching 
and blind eyelets. Carried in stock in 


A width in sizes 6 to 11 
B width in sizes 6 to 11 
C width in sizes 5 to 12 
D width in sizes 5 to 12 


No. 823—Same as above in Black Calf. 


STONEETELD-EVANS SHOE (0. 


Rockford, Illinois 
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F acts iad TONY RED CALF 








Forecasts of spring styles, made by 
many of the country’s best judges, 
predict a continued preference for 


TONY RED CALF. 


The most modest prediction we 
have heard reads: ‘‘Of colored shoes 
to be sold the coming spring, 40% 
will be TONY RED.”’ 


Remember that the only genuine 
TONY RED CALF is made by 
Creese and Cook Co. 


Have you seen samples of 
our Tony Brown and Tony 


Black? 


No. 7 


“TONY REDis as 
staple in our line 


as black.’’ 


That is what a prominent 
buyer of leather said to us 
recently. 


He further stated that he 
could see no let up in the 
call his firm were receiv- 
ing for shoes made of 
Creese & Cook Tony Red 
Calf. 
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Creese and Cook Company 


Creators of New Calf Leathers 


TANNERIES 
DAVENPORT, MASS. 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET . 
NEW YORK 


SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 


706 BROADWAY, CINCINNATI, O. 
LEATHER TRADES BLDG., ST. LOUIS, MO. 




















November 5, 1921 


BOOT AND SHOE RECORDER 


25 | 


























The Duke 


LONG racy model with flat fore- 
A part and narrow receding toe. A 
very popular shoe with young 

men. 


21 Coco Russia Calf Bal. 


98 Wine Cordovan Bal. 
135 Coco Russia Bal. Punched Vamp 





“At Once” 


T is unneceszary in this adver- 
i] tisement for us. to use high- 

sounding phrases regarding 
quality, standards of style and 
workmanship. The trade-mark at 
the top of this advertisement is 
your guarantee. 


We have pleased the most discrim- 
inating dealers. Give us an oppor- 
tunity to show we can please you. 


A completely illustrated Fall and 
Winter Style catalog, with prices 
and full ordering information, is 
ready for your request. 


French, Shriner & Urner 


63 Melcher Street 


Boston, Mass. 
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BEACON 


THERE ARE NO BETTER 


SHOES 
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FOR ACTION 


and each and every one 


IN-STOCK 


Immediate shipments 
guaranteed! 


ales 


Hi 
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Order today 


No. B132—SWAG 

No. B5015—ACE Wine Scotch Grain Bal. Brass Eyelets, 
Chippendale Russia Bal, Long Wing Orange Stitching, Goodyear Wingfoot 
Tip, Goodyear Wingfoot $3 85 Rubber Heel. A, B, 6-11; C, 
Rubber Heel. C, D, 5-11 Price ° Price $4.55 
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No. B201—SWAG 
Gun Metal Bal. Goodyear Wingfoot 
Rubber Heel. 


No. B5000—DOVER 
Chippendale Russia _ Bal, 
Wingfoot Rubber Heel. C, $3 
6-11; D, 5-11 E, 5-11....Price - ° 


ec 


Goodyear 


i 


No. B258—SWAG 


Morocco Calf Bal, Goodyear Wingfoot 


hae Heel. C, D, 6-11 
.60 Rubber eel. 4 > bes $4.75 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


No. B5001—DO VER 


Gun. Metal Bal, Goodyear 
foot Rubber Heel, SG, D 
r 
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Manchester 
New Hampshire 
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18 South Wells St. 
Chicago, Ill. 
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No. 79—The Goodwin 


Made of Black Cabretta, with Pom Pom, 
Quilted Sock Lining, Drill Quarter Lining. 


, Sizes, 3 7, 3-8, 4-8. D Widths. In Black. Case 
lots only. 
In-Stock. an 


The continued response of 
merchants to our boudoir 
slipper offerings is your 
complete assurance that we 
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are meeting the definite de- 
mand for good boudoir slip- 
pers priced with the utmost 
“reason and consideration of 
their quality.” 


With such a popular demand 
in evidence we feel obligated 
to the trade to make every 
possible effort to keep our 
“In-Stock” department com- 
plete. 


All orders receive the most 
prompt attention. 


READY NOW 





No. 89 
The Goodwin Intermediate 
Made of Black Cabretta, All Leather Lined, 


with Rubber Heel. S Si - 193 
jy Rag e ame Sizes as No. 79; D 


Price $1.25 





No. 99—The Goodwin Special 


Made of Highest Grade Leather, Special Pom 
Pom—Leather Lined. 


Black $1.35 
Red and Tan, $1.45 








E. J. GOODWIN CO. 


HAVERHILL 


Sal 0000000000 


TF 


a 


BOOT AND SHOE RECORDER November 5, 1921 


REST <anjin> CURE 


The Perfected Curative Shoes For Women 





ate ge 


La France REST 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 








st eS See 
Bis “ene 
ey Siow 

Rei ane . 

a 





1 
| 
\_ Brown or Black nee, SS 


A SUPERIOR ARCH 
RETAINING 
FEATURE 





P ‘ ¢ 








La France “REST CURE” shoes are an established success with most 
E have been making of our many agencies. position most comfortable 


them in _ steadily to the wearer. 

greater volume for over a No shoe we know of em- 
dozen years. In fact, we ’ bodies all these important 
have never been able to For the Assistance of features. 

make enough. Our Customers In selling REST CURE 
P We h ided Shoes you have behind you 
Now in our — pac ~~ eny pokewe ond the nationally known LA 
wy WS coh mane mere © helpful FRANCE name and all it 
them. _—_— means to the public in 
. terms of years of quality 
La France Flexible Wels Advertising Service production. 


are too well known to re- ce 
quire extended description on Rest Cure Shoes. Meet the steadily increasing 
here. In REST CURE You are cordially in- demand for curative com- 


Seems | SE | eee 
very flexible soles a p - v 
larly snug fitting arch and a success and_ authority. 
movable stiff shank, which Write us today for samples 
latter can be adjusted to the and further information. 
La France Rest Cure Shoes Are Carried in Stock 
Boots and Oxfords—Finest Black or Brown Kid, AA-D 


Williams, Clark & Company 


Wane Welt Shoes Exclusively 


Essex St., Boston 
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ron 
C.H.ALDEN CO 
ET 


U.s.h 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


oO ° o ° ° 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


°o ° o fo) oO 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 
























































This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 








FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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DEALERS ARE NOW TAGGING SHOES 
MADE OF THE ABOVE FAMOUS LEATHER 


SSI 


THIS IS AN ENLARGEMENT 
OF T THE - TAG. THE ACTUAL 
SIZE ABOUT 
TWICE ISTHE SIZE 
or T THE ONE BE- 


GREEN 1 @HICKE 


le [2 “athens hie: Qre Unegqualle 
15 COLUMBIA STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 


Repeated calls from shoe merchants for 
means of identifying Shrewsbury Grain 
Calf in the public eye, prompted us to per- 
fect a plan whereby the benefits sought 
could be obtained. 


Shoe dealers can now secure the sales ad- 
vantages which this little tag gives, by ask- 
ing their shoe manufacturers to furnish a 
tag-to-a-pair in each carton of a shipment of 


Shrewsbury Grain Calf shoes. 


Footwear bearing the tag shown here is 
known and recognized as superior. It is dis- 
tinguished as the product of firms whose pol- 
icy is not how cheap, but how good. The 
tag signifies the use of the finest upper 
leather of the kind made. On the back of 
the tag is 
OUR GUARANTEE 

We guarantee Shrewsbury Grain Calf to be 
tanned by the same process we have used for 
over 100 years. It is a natural bark tannage 
process, in which NO acid is used. A heather 
free of acid is a friend to the feet. 


INCORPORATED 1900 








~~ wv SS & 
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No. 102-W. Black Kid High 
Cut 9-inch Dress Shoes, 12/8 Cat’s 
Paw Rubber Heel, Widths C and 
E, Price $3.85. 


No. 103-W. 
Brown Kid, Price $4.35. 


No. 104-W. Oversize Fat Ankle 
Lace, 10/8 Cat's Paw Rubber 
Heel, Extra Wide Ball, Widths E 
and EE, Price $3.50. 





Lady Auburn Comfort Shoes 


Same as_ above, 





Made of fine quality kid 
leather. Fine plump weight 





IN STOCK 
Ready to Ship 





hand turned soles, Cat's 
Paw, Jar absorbing rubber 





heels. Leather Cushion In- 
soles. 

Overweight Drill Lining. 
Leather Trimmed thruout. 
Soles especially treated for 


flexibility. 





Business 
Builders of 
Character 








The development of the 
LADY AUBURN LINE of 
comfort shoes is the result of 
a thorough study of trade 
requirements. Designed es- 
pecially to meet the constant 
demand for comfort shoes 
of quality. We have gotten 
together one of the highest 
grade popular lines and 
from years of experience 
find they satisfy the most 
critical, as to style, quality, 
durability and comfort. 

Carried on the floor in all 
styles for immediate ship- 
ment. Don't fail to order a 
case of each style today. 
Start increasing your sales 
with this profit making high 
grade comfort line of 


LADY AUBURN SHOES. 


No. 107-W. Patent Stay Kid 
Juliet, 10/8 Cat's Paw ubber 
Heel, Widths E and EE, Price 
2.75. 


No. 100-W. Plain Toe, Black 
Kid Polish, 12/8 Cat’s Paw Rub- 
ber Heel, Widths C and D, Price 
$3.35. 


No. 101-W. Same as above with 
Tip Toe. 


No. 105-W. Short Vamp Oxford, 
Cat’s Paw Rubber Heel, Plain 
Toe, 12/8 Heel, Widths D and E, 
Price $2.75. 


No. 106-W. Same as above, only 
10/8 Heel and Tip Toe. 


Terms 5% 10 Days F.O.B.. Chicago 


WEIN SHOE COMPANY 


33 So. WELLS ST. 


CHICAGO, ILL. 
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Hosiery 


“ Onyx’ @ 


ERCERIZED lace hose like 

the above make attractive 

Xmas gifts. They come in all the 

popular colors and in a wide variety 

of patterns. They are priced to re- 
tail from 85c to $1.25 a pair. 


Emery 6 Beers Company, nc. 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY AT 24th STREET NEW YORK 
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Eloise One Buckle Strap 


95 last, Turn, Patent leather vamp 
and quarter. Mat goat strap. 
16/8 heel, modified French toe. 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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The ‘Famous 


Weber 


Shoe for en 


ITH men who pay from 
i No. 
$5.00 to $9.00 for their P on Ee on 
shoes, quality is the first con- ee No. 6 Bal, Envoy Last, 
: . Square Wing Tip, Im- 
sideration. itation Cork Sole, 


Wingfoot Rubber Heel. 
While accustomed to paying 
such prices, they expect full 
value. 





Weber Union Made Shoes are 
calculated to retain this trade 
—profitably. , 
WEBER BROS SHOE CO. 
ASS 


et. DFAT ng NORTH ADAMS. MASS. 











8%-11 114-2 2%-8 
read an utter Values Gun Metal Button, wedge 1.70 
3 Gun Metal Button, heel 1.70 1.95 

Patent Button, wedge d 1.90 
Patent Button, heel 1.90 2.20 
Gun Metal Polish, Medium 

High Cut, wedge , 1.70 
Gun Metal Polish, Medium 

High Cut, heel é 1.70 
Gun Metal Polish, Medium 

High Cut, heel, Eng. toe 
Patent Polish, Medium High 

Cut, wedge 
Patent Polish, Mediam High 

Cut, heel 
Patent Polish, Medium High 

Cut, heel, Eng. toe 
Mahogany Polish, Medium 

High Cut, wedge 
Mahogany Polish, Medium 

High Cut, heel 
Mahogany Polish, Medium 

High Cut, heel, Eng. toe 
Black Kid Polish, Medium 

High Cut, wedge 
Black Kid Polish, Medium 

High Cut, heel 
Black Kid Polish, Medium 

High Cut, heel, Eng. toe 
Nut Brown Polish, Medium 

High Cut, wedge 


McKAY BOOTS ae yd — Medium 


Nut Brown Polish, Medium 
IN STOCK High Cut, heel, Eng. toe 





TOE ONLY—SECOND QUALITY GUN METAL 
PONY LACE 


HAGERSTOWN SHOE & LEGGING CO., Inc. aa. 
HAGERSTOWN, MARYLAND, U. S. A. 1.50 1.75 
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Kinnickinnic Veal Sides 


An upper stock scientifically tanned for 
stitch down, sport and recreation shoes. 
Rueping’s Veal Sides are the only upper 
leathers that have the elasticity that is vitally 
necessary in shoes of this kind. 


H 4° 4b <> 


SHADES 


WHITE BROWN CHOCOLATE 
GREY PEARL SMOKED TAN 


UNIFORM SHADES—CALF GRAIN AND 
LEATHER WELL WORKED OUT. 


OF 


QUALITY 


FRED RUEPING LEATHERCO. 
FOND DU LAC, WIS,,U.S.A. 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Est. 1854 
BRANCHES 


Boston Cincinnati Milwaukee z St. Louis 
New York Chicago San Francisco Montreal 
Northampton, England 
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\ now being distributed 


With the peak of the felt merchandise season rapidly ap- 
proaching, you no doubt find your stocks broken and de- 
pleted—with a fear of losing hundreds of profitable sales. 


—But here is good news for you!. 


* 
Yr ite oY We have anticipated your needs and for several months our 
ire for manufacturing facilities have been concentrated upon the pro- 
duction of the thirty choicest CosyToes styles. 


IS Catalog Immediate deliveries can now be made in any of the styles 
and described in our new “Ready-to-ship” catalog which we have 
Price List compiled for the convenience of dealers who must secure 
immediate deliveries of quality merchandise. Shipments can 

be made direct from New York, Chicago or the factory. 





Feltwear of Distinction 


Standard Felt Company 


General Offices and Factory: West Alhambra, California ~ 








w York Chie San Francisco 
115 Want 23rd St. 404 So. Wells 417 Market St. 


ow 
Gooples feltwear 
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AN, 
‘ wast ! Pcl iNh 


Top Notch Records are made with 
Top Notch Quality. 


Poor things and poor people live 
together. 
It is the “BETTER THINGS” that 


have made the world forge ahead. 


Armstrong Shoes are ““Top Notch- 
ers,’ both in QUALITY and 
STYLE. 


D Armstrong & Co. Ine. 


Rochester NY. 
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104-LOTUS 
CALF KIP AND SIDES 


The Spring and Summer fashions of 1922 will 
show 104-LOTUS as the predominating leather 
in stylish footwear. This new shade instantly 


captivates. 


Invariably, there is always a superior product. 
In leather, it is LOTUS. 104-LOTUS is of the 
same standard as the celebrated “LOTUS” 
LEATHERS which have played a very impor- 
tant part in the development of the shoe industry. 


Ask your manufacturer to have this leather built 
into your Spring and Summer numbers. Buyers 
of fine footwear will appreciate the value of 
104-LOTUS. 


Pfister & Vogel Leather Company 


Milwaukee Wisconsin 
ESTABLISHED IN 1847 
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Here’s a 
1 ae | Step-Lively” 
A waiiias THE ACROBAT Seller 


CHILDS FOOT SHOE FITS IT 


























When’ a customer walks out of 


your store with a pair of “‘Acro- 


bats’’—you have started a chain of repeat orders that will 





make you feel as happy as the youngster who got the shoes. 





The news is getting round about “Acrobats.’” When it gets 
all the way round we'll need a factory that will make our 


present quarters look like Uncle Tom's cabin. 


It’s all because of A-1 quality you can depend on, plus the 
patented double welt construction that gives an ‘“Acrobat”’ the 


advantage—every time. 


It’s a pleasure to send you 
Catalog 21-F and full details. 


You start something, and we 














will, too. 


Shaft-Pierce Shoe Co. C RO B A a 


Faribault, Minnesota CHILDREN’S 


Specialists in Children’s S 4H O 2 S 
Good Shoes Since 1892. 


PATENTED DOUBLE WELT 
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Building on Belief: 


Because we have so dealt with our customers that they 
believe in us—and our merchandise—we have built a 


thriving business. 


The most valued part of our business is this belief— 
this trust and confidence reposed in us by shoe mer- 
chants the country over. It keeps us keyed up to a 
high pitch of shoemaking excellence—makes us put 
into our product that last ounce of value so to speak. 


Playing the game of business this way pays—in dollars 
and cents and in the knowledge that we are working 


along correct lines. 

Harrisburg shoes for women, misses and children are 
steady sellers—well made—well styled—and worth 
every red cent paid and received. 

Write us regarding your particular problem of turn- 
over or sizing and we will gladly recommend an eco- 
nomical assortment of Harrisburg footwear. 


Che Harrisburg Shoe Mig. Co. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDRENS SHOES 
OF VALUE 
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THE STANDARDIZED OGDEN LINE EN- 
ables cutting your stock investment by 33 1-3 per 


cent---or, enlarging your stock by one-third without addi- 
tional investment. 


YOUR LARGER STOCK OF OGDEN SHOES WHICH A 
given expenditure will thus buy will meet the preferences of 85 per cent. 
of shoe wearers, because the Ogden standardized line confines itself 


only to ready sellers, eliminating freak and unproven styles. - With ready 
selling Ogden Shoes you may anticipate an increase of 25 to 33 1-3 per cent. 
in turnover. 


OGDEN STANDARDIZATION IN PRODUCTION METHODS AND 
costs alone means an increase of 9 per cent. in your profits. That is only the be- 
ginning, however, for easy selling due to perfect fit, freedom from unbalanced 
stocks due to our ready supply, and speeded up turnover due to our intensive 
advertising co-operation, may easily mean triple ordinary profits, or even more. 


Write today for our liberal dealer co-operation plan 


4 HPCE ETTEEEETY, A 








a 
/000 Py ene 


All Weather is of mahogany Nor- 
wegian calf, in full quarter Blucher 
cut. It is built on a low elevation, 
swing contour last, with medium 
short forepart and wide _ tread. 
These qualities make it acceptable 
in fit to a large range of wearers. 
Widths AA to E. 


PRICE $5.85 








CAI] Wea ther. AG a 
OGDEN SHOE COMPANY — MILWAUKEE 
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In Your Mind, Mr. Dealer, 


and on Your Customer’s Feet-- 


ROTH'S 


RB usiness \ 7 oman 
7 * 


Combination Last 


ROM byway to Broadway— in cities large and cities 
small—you'll find Roth's B. W.—dquite the fashion- 
favored last for the American Business Woman. 

An exclusive Roth feature, it has been incorporated by 


our designers into galloping styles that are the most prac- 
tical in the realm of Women’s footwear. 


Easy-fitting, Wéingfoot heels, 
Grips heel firmly. And there's 

















OR representa- 
O tives now on 
road with the 


dashing Roth line for 
Spring. See the B. W. 
and all the other fea- 
tures, including the 
dainty white models. 





























There are no} shoes better than Cincinnati- 
made shoes. There are none so 


‘good as ROTH’S 


HK ROTH SHOE”4@. 


7 CINCINNATI v | 





November 5, 1921 BOOT AND SHOE RECORDER 














The new Hapytoz Cata- 
log is as distinctive as 
Hapytoz Shoes them- 
selves. A booklet worthy 
of the line it illustrates 
and describes, it is a 
booklet you should have 
now. A copy will be sent 
without delay or obliga- 
tion. 


We manufacture for the re- 
tail trade exclusively a com- 
plete line of Children’s First 
Step Turn Shoes, sizes 1 to 
5, and Spring Heel Turns, 
wheeled edges, in widths. 

Sizes 4 to'8 and 84 to 11. a 


QUALITY y 


GUARANTEED 


We guarantee our First 
Step Shoes and Spring 
Heel Turns to be genu- 
ine leather throughout. 
Longest possible wear is 
assured. 











IMPERIAL 
CHILDRENS SHOE 
CORPORATION 


Manufacturers 


ROCHESTER NEW YORK 





V ih 
Me 


ia 


* y i 
na , 
hl at "i -27 vi . Wi 
a eve wie aot A len ely ~Qer Ny vie y pleainy 4 mid 
E FY abl VE, ie i ti i dy 
fe an 


= N NE Ah 
ee as of Priiee * "il 
abe ci did at Ae as nfs ts ‘0-719 i Nes 

















BOOT AND SHOE RECORDER November 5, 1921 


















































What the Knife Revealed 


This VULCO-UNIT BOX TOE, water-proof and 
perspiration - proof, has stood up to the end. 
The length of its life has been measured only 
by the weakness of the other parts of the shoe. 


Specify the genuine 


~ Vulco-Unit | 


Box Toe 


APPARATUS, TS PATENTED 








The genuine “Vuico-Unir”’ Box Tor is made and sold enly by the 


BECKWITH MANUFACTURING COMPANY 
111 SUMMER STREET, BOSTON, MASS. 


Dex LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD 


























Sails 


J 
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In Stock 





























OXFORDS 
FOR FALL AND WINTER WEAR 


Stock No. 906 
Barry’s Aberdeen. 
Gallun’s No. 8 (light shade) Norweg- 
ian Calf Oxford. Tip and Vamp 


Pinked and Perforated. Heavy Single 
Sole. Round ss Stitched Heel 
eat. 


A, 7 to 11; B, 6 to 11; C and D, 
5 to 10. 


Stock No. 901 
Barry’s Brogue. 


Gallun’s No. 11 (medium dark) Nor- 
wegian Calf Oxford. Tip and Vamp 


EA Pinked and Perforated. Heavy Single 


Sole. Stitched Heel Seat. 


A, 7 to 11; B, 6 to 11; C and D, 
5 to 10. 


DUE ns ccatsaddssessansaene $6.25 


Stock No. 902 


Same as above only in Black Nor- 
wegian. 


PEE cid ccrdescsascesdavcad $6.25 


*‘*One Pair Sells Another’’ 





Cy 


EF 
ROSS = 


























Brockton, Mass. 


T. D. BARRY CO. 


BROCKTON, MASS. 


STOCK DEPARTMENTS: 
At the Factory: 200 Fifth Ave., Room 608 


New York City 
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JAYESCO 


(Pr nounced Jay-es-co) 


ES 


The Leather That Speaks for Itself 


aN 
f=) 


IEEE 


MMR 


The quality that JAYESCO puts into a 
shoe is easily recognizable. 


BSE 


ed 


No customer can fail to note the silky 
texture and mellow “feel” of this fine calf- 


Bg 


skin. 


And the color—a deep rich cherry shade, 
boarded, flat grain—has a character all its 
own, which is very apparent in the shoe. 


PAX 


It is no wonder that old and new customers 
are enthusiastic over JAYESCO. 


XK 


Have you sampled it? 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 


LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS .. . “TENRAB” 


bg 


PAIX 


Re 


ux 


DK 
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“Maintains a Standard Reputation” 


bx 
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eAnnouncing — 


A New Hood Product 
The HOOD ARROW RUBBER HEEL 










Quality—High-grade, long-wearing heel; flexible, resilient, light. 
A ppearance—Particularly attractive. 
Colors—Made in Black, tan, white. 

Sizes—Men’s to Children’s. Men’s Sizes: 4-15 inclusive. 
Women’s sizes: (Cuban) 000-7, inclusive. 

Boys’ and Youths’ sizes: 9-14 inclusive. 








United Shoe Machinery Co. Standard Nailing. 









We suggest that, in placing orders for shoes with shoe manufacturers, 
you specify the HOOD ARROW Heel. Its appearance will add 


to the looks of the shoes; its wear will make friends with your cus- 
tomers. 











Please address all inquiries and correspondence to— 


HOOD RUBBER COMPANY Watertown, Mass. 
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Where commerce is opening new pathways 


N Eldorado reached only by traveling a rugged road; vast wealth 

in latent resources; immense agricultural production; amazingly 

prosperous cities rewarding breathless climbs to mountain heights; that 

is South America. Though the people welcome our commercial advances, 

North American firms have met with varying degrees of success in 
courting these markets. 


Experience indicates that the manner of approach strongly influences 
the result. European firms have won favor by keen missionary work 
supported by merchandising methods adapted to local customs. Ameri- 
can firms strongiy established there also testify to the advantages of 
transacting business according to the preferences of the various countries. 


From Caracas to Cape Horn, The National Shawmut Bank is repre- 

sented by affiliated strong local banks—practically branch banks—which 

cateas cae are energetic in welding the tie between the two Americas. These 
BOOKLETS: affiliates are directed by able officers who interpret the customs and 
‘oan a markets for the benefit of exporters and importers. They constitute a 
The Edge Law strong link in the service Shawmut renders to clients who invite us to 


Acceptances . . . . . . . 
ais assist them in cultivating South American friendships. 


Scandinavia 


It would give us pleasure to serve you 


THE NATIONAL SHAWMUT BANK of BOSTON 


Capital, surplus and undivided profits, $22,000,000 
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BARNET LEATHER CO.. Inc. 
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Our Leading Specialties for 
Spring Season of 1922 


VAN DYKE CALE _ tte approved Brown Shade 
VAN RUBA CALF. mt tet wit gis 
VINETTE CALF eV ee 
VIX CALF —— 
BLACK VINETTE CALF = Smug’ 
VEGA CALF —a 


OKAY CALF mea Oe a 


CHIC C ALF “oa Black Suede with vel- 
SKOTCH GR AIN In Patent, Black and Colors 


OST of the leading shoe 
manufacturers are showing 
the above lines in their samples 
of men’s and women’s fine shoes. 





A. eadquarters 


81 Fulton Street, New York, N. Y. 
Tanneries: Little Falls, N. Y. 


N. E. Selling Agent 
BARNET LEATHER CO., INC., OF MASS. 
98-100 South St., Boston, Mass. 
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HARDWARE 
PRODUCTS 








cANNOUNCING 
Newly Created ‘Designs In 


chles 6 footwear 


Season of 1921~1922 





_ No. 2416 No. 1371/4 No. 1141 No. 1413 No. 1416 
Sizes 34-14-54 Inch __ Sizes 34-14-54Inch ___ Sizes 3¢-14-54 Inch Sizes 34-l4Inch _ Sizes 14-34-14-5 Inch 





No. 2137 


No. 1062 No. 2136 
Size 34 Inch 


Sizes 34-14 Inch Size 3g Inch 








Buckles shown above are only a few of the many 
supplied in all desirable finishes and sold by leading job- 


bers everywhere. 
We shall gladly send free samples upon request. 


Write for Bulletin 132, illustrating our compre- 
hensive assortment of buckles suitable for use on men’s 
and women’s shoes. It’s yours for the asking. 


re ’ 


ort Judd, Manufacturing Cnpany 


BRANCH SALES OFFICES NEW YORK 


CHICAGO 
326 W. Madison St. 127 Duane St. 


SAN F CISCO ST. LOUIS 
. Postal Tel. Bidg. 608 Victoria Bldg, 
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MEAS 











At Home on } 
the Avenue- 


ay 













Orthic— 

Combination last, wide toe, ARCH-O- 
PEDIC shank. 1% inch walking 
heel, welt. 

Black kid lace boots, Stock No. 130 
Black kid blucher Oxfords, Stock 
No. 37 
































A Je oi pe 

: Tait % 
During the Confer- 
ence for Limitation 
of Armaments, Penn- 


(in Stock) 


















Pedic— @ 
Combination last, medium toe, sylvania Avenue will 
ARCH-O-PEDIC shank. 1% inch become an interna- 


Cuban heel, welt. 
Black kid lace boots, Stock No. 128 
Black kid Oxfords, Stock No. 29 


tional thoroughfare 
and Washington the 
world’s fashion center 







These illustrations 
of .Arch-O-Pedic 
boots and Oxfords 
emphasize the 
Combination last, medium toe, Smartness of the 
ARCH-O-PEDIC shank, 15 inch practical Pedic 
Cuban heel, welt. last 


Black kid lace, boots, Stock No. 132 a nou 1 Nn g- 
rcu-O-Pepic 


(in Stock Now. 15) 
an arch-supporting shoe of distinctive 
appearance—light weight—complete comfort 


White canvas Oxfords with white ivory 
heel, rubber top lifts, Stock No. 31 


(In Stock) 






Tarsic— 












yy 
\ ie 
\ 


\ 





Note the specially de- 
signed rib construction 
of the hardened steel 
shank. Both outer and 
inner soles are carefully 
molded to conform to the 
pitch of the shank and 
extend past it to allow 
for necessary flexibility 
at extreme edge of the 
inner sole 













Prices: 

Black kid boots, $7.40 the pair 
Black kid Oxfords, $5.90 the pair 
White canvas Oxfords, $4.60 pair 














Even the fin- 
ished sole of an 
Arch-0-Pedic 
shoe empha- 
sizes the prin- 
ciple of con- 
struction so 
plainly that 
its advantages 
may be readtly 
understood by 
anyone 


ARCH-O-PEDIC 1s a supreme 
achievement. This shoe meets the 
growing demand of women and 
young women everywhere who in- 
sist upon style in their footwear 
yet seek the comfort which nature 
demands. 


Every retail salesperson knows that 
the natural weight-bearing surface 
of a normal foot is composed of the 
ball, heel and outside bony part of 
the foot. The ARCH-O-PEDIC 
shoe enables the foot to carry the 
weight of the body on these points, 
thus conforming to the principle 
conducive to foot comfort. 


When you examine the unique rib 
construction of the hardened steel 


shank correctly pitched on the in- 
side, you will see how it gives ample 
support to withstand the most 
severe strain in wear, yet avoids 
excessive weight and allows for the 
flexibility so necessary at the ex- 
treme edge of the inner sole. 


ARCH-O-PEDIC shoes are carried 
in stock in three combination lasts— 
Orthic, Pedic and Tarsic. When 
you stock this complete ARCH-O- 
PEDIC line, the interest of the 
women of your community will 
become focused upon your store. 


Write or wire today for a trial 
order. Or if you prefer, our repre- 
sentative in your territory will call 
at your request. 


THE KRIPPENDORF- 
DirTMANN ComMPANY 


CINCINNATI 











wo feet of comfort 
with every step—- 
plus elegance and style 
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Trade Builders 


There is a type of Dolgeville Felt 
Footwear to satisfy any demand that 
woman can make. There is style and 
color to please the most particular 
trade. This number is an ideal com- 
fort shoe for those who want a heel. 


| Dolgeville is the standard for quality, 
service and trade satisfaction. Are 
you cashing in on its great appeal? 


Dolgeville Felt Shoe Company 
Dolgeville, New York 



























































DOLGEVILLE 


FELT SHOE 
co 
DOLGEVILLE 


N.Y. 
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YOUR OWN men’s shoes made ac- 
cording to your OWN specifica- 
tions—Shipped in Two Weeks. 


That’s the proposition that is helping to solve 
the merchandise problem of many of the 
largest shoe retailers in the country. Our 


EMERGENCY 
QUICK DELIVERY 
SERVICE 


has been in successful operation for one year. 

There is nothing experimental about it— 
it is an established successful plan. 

Send us lining number (if of our make) 
or a sample of what you require. 

Your shoes will be shipped two weeks 
after we receive the order. 





NOTE:—This two weeks’ service applies to plain shoes. 
Fancy shoes, because of the greater amount of time required 
in manufacture, require three weeks for delivery and ship- 


FIELD & FLINT CO. 


SUCCESSORS TO BURT & PACKARD COMPANY 
MAKERS OF “KORRECT SHAPE” SHOES 


MONTELLO STA., BROCKTON, MASS. 
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NOW COMES 


VELVETS 


No. 332 


A BEAUTIFUL JET BLACK VELVET 
THREE STRAP; WITH PATENT 
STRAPS AND COLLAR; COVERED 
FULL LOUIS HEEL. MADE IN IMI- 
TATION TURN, AA TO D. 


STYLE 332, BLACK VELVET 


STYLE 331, BLACK KID 
STYLE 330, BLACK PATENT 


READY TO SHIP NOW! 


THOMSON~-CROOKER SHOE CO. 


18 STATION ST. BOSTON.20, MASS. 
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THESE KAWNEER SHOW 
WINDOWS DO MORE 
THAN SELL SHOES. 











The Owner of this Attractive Shoe 
Store is Assured that His Large Plate 
Glass Windows will Give Him a life- 
time of Satisfactory Service. The Res- 
ilient Spring Grip of Kawneer Solid 
Copper mouldings provides the nec- 
essary “ give-and-take ” to off-set the / 
vibration found with all large plates / 
of glass. jf 











This Resilient, Spring Grip is a Patented ; 
and Exclusive Feature fs The 


‘ Kawneer 


Company 


F / 2413 Front Street 
as / NILES, MICHIGAN 
Please send 


/ me Book of Designs and 
aw awn Nn ne COT / Full Details About Kawneer 
F Resilient Store Fronts. 














Above : New Kuehn Shoe Store Front, South L 1D COPPER 
Bend, Ind. Middle: Old Windows Before Kaw- wht f 
neer Front was Installed. Below: Close View STORE . FRONTS £ — 

f I pose ha cose ccaceccecScsassc 


Of Three Door Entrance. 
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Boots—In Stock 


Boots will soon be in demand. Are your 
stocks complete enough to meet the re- 
quirements of your customers? 

Orders filled immediately on these two 
numbers. Five other high shoe styles 
in stock. 


Write for In Stock Catalog. 





SIZES 
41% to 8 


$6.00 


No. B 521—Dark Brown CandD... 214 to8 No. B 519—Havana Brown 
Russia Calf Lace, 223 Kid Lace, 232 Last, Welt, 


Last, Welt, 12/8 Walking T. Net 30 D 13/8 Walking Heel. 
erms— Ne lays 


C. P. FORD & CO., INC. 


ROCHESTER, N. Y. 


New York Office—127 Duane St., E. H. Talbot and Jack Galway 




















lis 


NMI 


Ajetoets! Yelooto! >felaeto! 


P-TO-THE-MINUTE MANUFACTURERS ARE USING THE WELL- 
KNOWN “BEA VERTON” SHOE VEL VETS—Made especially for the 


shoe trade. This is the same quality which was in so great a demand a few 


AVERTON 
SHoe VEuvets 


MADE IN 12 DIFFERENT QUALITIES. RANGING IN PRICE 
from $1.00 to $2.60 per yard. Backed. 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 


Cases JULIUS KALLMAN CO. ,*3yie,. 8, 
529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 


Address our nearest office for samples and prices 





iI nt nt 
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IN STOCK 


e 














FOR AT ONCE DELIVERY 


No. 712 No. 716 


Patent Leather Whole Patent Leather Three 
Quarter Circular Vamp Strap 


Oxford 
19 Last 9/8 Heel A. B: 19 Last 9/8 Heel A. B. 
C. Widths 


C, Widths 
$4.20 $4.75 


Terms: 2% ten days, net thirty days 


P. J. HARNEY SHOE CoO. 


FACTORY AT LYNN, MASSACHUSETTS 


| "C The Shoes You Order Are the Shoes You Get” tt 
I : i 
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Onsea 


PATENTED AND REGISTERED 


SHOES 


Wont Rip 


N 
i) 





PLLC 














DOR TTT nt 


OUUUCUAUOANLAUNUOENAAOENNAAEN SAGAN NNO UAAAAANUEONAENAAANAAEEE 


ML 








READY FOR IMMEDIATE SHIPMENT 


WUUUUAAIENAL 


UUNUOODONAAATALNUA NAAN TNNNAA AANA En 


and Tongue 0, 


PATENTED 


In the oval we show how a Wonseam shoe 
is cut—the upper all in one piece. Tongue, 
vamp and quarter are all part of each other. 
The tongue can’t pull out. And Wonseams 


won't rip— 





Because there's only one seam—at the back Sk lt itn tes Hs i te Bee 
of the shoe where it runs with the strain. Thicknesses of Leather Over Toe. 
And that one seam is reinforced with a 

full-length leather backstay and three rows oe ae 


of stitching. 
No. Black or Chocolate Price 


Think what an advantage this Wonseam 5515 Men’s Sizes 6-11 
construction is over the ordinary method. 5515 Boys’ Sizes 244 to 54 

In most shoes the uppers are made of from 5515 Youths’ Sizes 1-2 

four to six pieces. This means more seams 5512 Gents’ Sizes 8-131 

—and more rips. Terms 3% 30; Net 60 Days 


W. H. GRIFFIN CO. MANCHESTER, N. H. 


MANUFACTURERS 














TTT 


So PHT LLLP LLL Pee POMOC MLO eCU OUD 
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“Johns onBros. 
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Here’s an Oxford That’s Built 
on a Wonderful Fitting Last— 
an Oxford That Can Be Worn 


in Comfort. 





BUY THIS NOW— 
IT’S A WINNER! 


Style 445 
Last 121 


Russia Calf Oxford, Imitation 
_Ball Strap and Tip—on our 
new last that carries a 7% heel. 


JOHNSON: ES. 


SHOE MIG CO. 
HALLOWELL 








ine Tree fale ~ 
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“The King of Jobs”’ 


More Leaders in Price, Quality and Value 





Men’s Heavy 
Number A 155 


Men’s Brown Re- 
tanned McKay Work 
Blucher. 


Solid Leather Heel 
and Sole. 


Leather Top Facing 
and Eyelet Stays. 


Work Bluchers 


Heavy Grain 
Leather Inner Sole. 
Triple Stitched. 
Leather Counters. 
Sizes, 6-10, 62-10, 
6-9. 


Price 


$2.75 


Sold 24 Pr. Case 
Lots Only. 








9 


Growing Girls 
Tan Polish 


Number 76—Grow- 
ing Girls’ Tan 84 
in. Polish. Medium 
English Last. Sizes 
24-7. 


Price 


$1.80 


Sold 36 Pr. Case 
Lots Only. 











Men’s Tan Bluchers 
(Munson Last) 


Number 6007—Men’s: Tan Elk Blucher, Good- 
year Welt. Munson Last, Hand box. Solid 
Leather Heel and Sole. Leather Top Facing 
and Eyelet Stays. Heavy Grain Leather Inner 


Sole. Triple Stitched. 
Leather Counters. 


Sizes, 6-9, 6-10. 


$2.75. 


Sold 24 Pr. Case 
Lots Only. 








F.O.B. BOSTON 


TERMS NET 30 DAYS 


. November 5, 1921 


Ts 


S. Rosenberg & Son 


144 ESSEX STREET BOSTON, MASS. 


" = 
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ONLY TWO 


OF OUR 


NEW SPORT MODELS 


IN WHITE BUCK AND PATENT LEATHER 
VAUGHAN’S IVORY SOLES AND HEELS 


WOMEN’S GOODYEAR WELT 
AND 
MCKAY SEWED SHOES 














TWO FACTORIES CAPACITY 
5500 PAIRS DAILY 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS : 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 196 ESSEX STREET 
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This Was Your Party 
Profit by it 


The other week the managers of our nine distributing 
houses met in conference with our factory superin- 
tendents, merchandise men and shoe executives to 
formulate plans for the coming winter. 


The most important topic at this great shoe party was 
that of selling shoes—how to help our thirty thousand 
odd retailers increase their yearly sales and what shoes 
they could profitably handle. 


Increased sales—more turnovers and greater profits 
are yours through this party if you avail yourself of the 
service of our nine distributing houses. Try it and see. 


Rice & Hutchins Distributing Houses 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 

The Rice & Hutchins St. Louis Co. The Rice & Hutchins Cincinnati Co. 

The Rice & Hutchins Cleveland Co. The Atlas Shoe Co., Boston, Mass. 
Joseph I. Meany & Co., Inc., Philadelphia 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 





a ie ci a a 


S&S & @& & mw a in 

















= 


Za 
Zz 


an fa Tt 
"ou 
AA 














ay 


BOOT AND SHOE 


RECORDER 


Che Cireat een Sine Mechiy 





- 


STiiiii? 
ym ayat || ti / 
>) fl 

















Stop This Growling at Merchants’ Mark-Up 


At the Same Time the Buyers’ Market 
Should Not Be Abused—Live and Let Live 


and small, stand for wise buying, careful 

merchandising, fair profits, clean and mov- 
ing stocks, -greater turnover and all other prin- 
ciples governing the successful conduct of retail busi- 
nesses. They conserve and make the most of every 
dollar of capital. They buy what they know they can 
sell again. They boldly select and recommend to cus- 
tomers footwear satisfactory to the purse of the in- 
dividual being served. So much is the common sense 
of modern shoe buying and selling. These two regular 
functions—buying and selling—at a profit, have again 
been made understandable to many merchants who 
during affluent days piled on all the frills and theories 
of service. 

Your store and its place in its community is under- 
standable to you because the elements you have to deal 
with are comparatively under your immediate observa- 
tion. You have a relationship with more than one 
factory organization and it in turn with more than 
one tanner and supply house. The whole scheme is 
a net work of business that is far more simple than 
ordinarily imagined. Most of the complications in 
business are in the minds of theorists and legislators. 

The merchant considers himself part and parcel of 
the trade. He is a most necessary division of it. He 
makes opportunity and at the same time opportunity 
is made for him by the ability of men in tanneries 
and factories. Just the picking of one style created 
by some factory designer might mean a tremendous 
aggregate profit to the store. 

The merchant must not abuse the high privilege of 
being the top man in the buyer’s market. There is 
something in the policy of live and let live. 

If you have a store, for heaven’s sake, keep it your 
Store, if it earns you a proft which buys your bread 
and butter; work for it, stand by it, and stand by the 


Ts ablest merchants of the country, large 


trade of which it is a part. Give it your undivided 


attention or none. 
If put to a pinch, an ounce of loyalty is worth a 
pound of cleverness. As long as you are a part of the 


shoe trade do not condemn it. When you disparage 
the trade of which you are a part you lower your own 
standing therein. We do not like to put a rebuke in 
such stern language, but it is partly justified. There 
is a need for a better loyalty on the part of the entire 
trade. Too many members of the trade have “rolled 
the gossip pill” over the fall of some great house which 
oftentimes stuck to its obligations even though it 
meant ruin at the end. 

It is true that competition sets prices, but of late, 
the desire to sweat the manufacturer down to the last 
possible penny has meant many an empty shelf which 
should be filled for the winter’s business. There is 
some money in this country left for the purchase of 
footwear. If new and smart footwear is not displayed, 
the desire to buy is not encouraged. The whole struc- 
ture of the trade rests on the distribution of the 
goods, pair by pair, to the public. It is a vast and 
substantial service to the public and to the trade itself. 

There is no question but what business is as sharply 
needed in shoe stores as in some shoe factories. The 
opportunity, however, for developing the business 
rests mainly with. the merchant. He is the contact 
man with the public. Before long, shoes are going to 
be wanted and the merchant with stock on hand is 
going to be the first to profit. 

Now, on the other hand, if you must vilify, condemn 
and speak badly of your brothers in the trade, get out 
of the game. This applies very strongly to the mem- 
bers of the trade outside of the retail field. There 
has been far too much growling against the merchant’s 
mark-up. If we fight among ourselves, how can we 
expect other than lack of confidence on the part of the 
public. Here we are in the six weeks previous to the 
turn of the year, and if the entire industry is to be 
benefited by late fall business, it ought to stand to- 
gether. Frankly, the bickering within the trade can- 
not go on. 

It takes all of the strong language at our command 
to point out that the merchant, manufacturer and 
tanner having one thing in common—business rela- 
tionship—they had better wash their linen in private. 
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Now that we are on the subject of mutual relations, 
how about slaughter price tactics among merchants in 
these regular weeks before January? The “cut and 
kill” may be a stern necessity with some concerns that 
fear the first of January and bank obligations, but the 
general run of stores should be planning and making 
sales of stylish footwear at regular prices and regular 
profits. 

There is a relationship between the frantic clearance 
sale in November and the destruction of public con- 
fidence in footwear prices at a time when regular 
merchandise should be salable. 

A letter from W. E. Brelsford of Topeka, Kansas, 
is right to the point. He writes: “The special sale 
and. below-cost ‘bugaboo will always be with us, as 
also the drunken-sailor buyer, but let’s hope and pray 
that we never see the profitless era of the nineties. 

“And your quotation that the time to build fences 
is now never will mean so much to retail merchants 
as it does these coming months. Let’s hope that Right 
Merchandising will be pounded into us—for every 
forced sale or bankrupt stock is a leech that saps the 
life blood out of retailing. 

“If we could only remedy the great injustice caused 
by the press picturing the retail merchant as the profi- 
teering hog, and could again regain that confidence we 
once enjoyed, things would look far brighter. The 
public have forsaken us, they think that we are lying; 
leather to them is based on the selling price of country 
hides, Only time with its soothing wand can restore 
this confidence.” 

Again we repeat, do we not owe to the industry it- 
self a.common sense tackling of this problem of con- 
fidence. A sanity of relationship within the trade as 
well as a frank re-statement of purpose to the public. 
Let us thrash the thing out before the January con- 
ventions when we can re-affirm allegiance to a real 


economic platform for 1922. 
ARTHUR D. ANDERSON, Editor. 


Waste the Mother of Want 


ILLIONS of idle men are walking the 
M streets of America and winter and want 
are around the corner. Unemployment 
is a serious fact, not a mystery ; its cause is known 
to every man; its cure is equally well understood. The 
remedy for idleness is work, industry that produces 
the things men need and use to sustain life and make 
it worth living; industry that spells work and wages 
for the worker. The restoration of this necessary nor- 
mal condition of civilization and human relations may 
be a problem, but we repeat, it is not a mystery. 

One thing is very certain, unemployment will not 
be banished and industry be revived and renewed by 
proclamations. It is just as well to understand that 
the appointment of commissions and committees by 
presidents, governors and mayors, to make, survey or 
examine conditions; investigate evils, institute in- 
quiries, formulate theories, chop logic, write reports 
and waste time, money and good white paper to tell a 
disgusted people what it already knows will get us 
nowhere. The public is sick and tired of the solemn 
official humbug, vulgarly termed “Passing the buck”; 
it wants common sense and action from the powers 
that be, and an end of talk and theory. 

Unemployment is an evil to be remedied by em- 
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ployers, bankers and government working in harmony 


to a common end; it is not a mystery to be conjured 
away by soothsayers and clairvoyants, nor a problem 
to be solved by a bunch of expert-tax-eaters splitting 
hairs around a mahogany table. 

The essential trouble today in America and one of 
the most acute causes of unemployment is inefficient 
and wasteful government in city, state and republic; 
and the chief offender is the United States as repre- 
sented in the Administration in Washington. Elected 
to lessen taxation and practice economy, it has shown 
but very few results up _to date; enormous taxes dis- 
courage enterprise and beggar industry, and the earn- 
ings that should go -back into industry to make work 


“and wages constant and new enterprise possible, are 


swept into the tax-gatherer’s insatiate hands to be 
squandered by our political wastrels. Millions are 
being wasted on all sorts of fantastic schemes and ex- 
periments of uplift and welfare plausibly labelled hu- 
manitarianism, education, and what not, for the gulli- 
ble and credulous; but the economies that would lift 
the burdens from industry, open the mills and fac- 
tories, and give employment to the idle and bread to 


- the hungry, are forgotten and ignored. 


The only wheels that Washington seems interested in 
are those turning in the hats of her politicians, and 
payroll tax eaters; the only industry they appear to un- 
derstand is the distribution of words, the invention of 
new schemes of waste and the levying of taxes that 
are drying up the national sources of wealth; and the 
little brothers of the national prodigal—our states and 
cities—are spending money like drunken sailors, 

There is only one source of wealth in this world 
and that is the work of men, and out of their sweat 
all wealth is minted. The money governments get and 
spend comes out of the labor of their citizens and 
when that money—taxes—is wasted in foolish and 
unprofitable ways, it is only a question of time until 
the goose that lays the golden egg is killed. American 
industry is the goose that lays that golden egg. Amer- 
ican governmental waste and inefficiency are killing it. 
The first evidence of it and the best is visible to every 
man who can see in the widespread unemployment of 
today. ‘ 

It is the duty of every employer and worker in 
America to call his representatives in Congress to ac- 
count, to insist that he stop wasting the public reve- 
nues and lift the burdens from their backs. It goes 
beyond duty—it is a matter of self-preservation. Only 
when industry functions will work and wages revive 
and unemployment cease. 

When tax-eating declines, when government payrolls 
grow lean, when taxes grow less burdensome, when 
Congress ceases to chase will-o-the-wisps and waste 
money on parasites and plunders, when it is made to 
understand that it must keep its promises of economy, 
and save the industry that keeps the government go- 
ing, or go out of business—the evil of unemployment 
will cease because industry will come back. 

Extravagance and waste make idleness and want, 
for they are the wreckers of business, the stranglers 
of industry, the sources of unemployment and the de- 
stroyers of work and wages. 

Every man who makes two blades of grass grow 
where only one flourished, who multiplies the product 
of the loom and the output of the factory, is a friend 
of his kind. Every politician who spends twe dollars 
where only one is necessary, who drives men from the 
mill, brings the wolf to the door and multiplies unem- 
ployment is an enemy of his kind. 
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short way off. Christmas-time is gift-time. Buying is under 
forced draft, and the rivalry between competing stores in every 
city or town is intense. 
What the shoe store lacks in general] attraction to shoppers must 
be neutralized by the ingenuity of the publicity carried on in con- 
nection with stimulating a desire for your goods as gifts. 


Unless you take steps to turn the current of buying toward your 
store at this time you very likely will experience in increased sever- 
ity the buying inaction which sets in immediately after the Christ- 
mas holiday. 

Start today with the fixed idea of capitalizing the fact that your 
business is to clothe one-third of the anatomy (knee down) of each 
person. Your chances are equal with suit-makers and dress-makers, 
and on this basis the scope of your Christmas sales endeavors ought 
to equal theirs. 

Some department stores in Boston are already beginning to decorate 
for Christmas. -Shoe merchants are planning their start a little later. 
But, the shoe merchant cannot afford to be overshadowed in point 
of “Christmas atmosphere.” Start working now. 





feo season when everyone remembers somebody else is just a 












































Program 


Work out plans that will stimulate interest in foot- 
wear and accessories as Christmas gifts. 








Decorate store. 

Decorate windows, 

Plan newspaper advertising to cover the entire period 
between now and Christmas. And get your news- 
paper advertising, your windows and your store in- 
terior all to express this—“Do some of your Christ- 
mas shopping here.” 
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This has proved its 
value and is coming 
into general use. 


FS NO. 127 





.. best wishes 








» Bercy Christmas 


A CHRISTMAS GIFT OF ao OWN 
SELECTION AWAITS YOU AT-------- 


A Gift Certificate 
settles the question 
of size. 


















Labels Will Give Your Package 


Prominence On the Christmas Tree 





Lack of knowing another’s size prevents many persons from giving gifts of 
utility. They naturally turn to inconsequential novelties and as a result a great 
deal of Christmas business goes to someone else. 
ought to move such things as felt slippers, men’s lounging slippers, children’s 
rubber boots, etc., if the plan is given the right sort of publicity. Feature this 


phase of your Christmas selling. 


! 
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Adoption of the above idea 
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Another means of getting the 
Christmas atmosphere into your 
store. Easily procured from a 
Dennison dealer (there is one 
in every town) and they are 
very reasonable. Their use 





a 








gives you a chance to say to ~ 
your customer, “You won’t 
have to re-wrap this package 
before you send it away.” It’s 
a little thoughtfulness on your 
part that they will appreciate. 





Bo 
oy = 
MERRY 
CHrisTMAS 
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Illustrate them in Your News- 
: CY paper Ads with suitable copy. 
on 


el 


Spats—Utility is important in gift-giving. 



































Everyone wears shoes, yet there are many girls 
and women who do not fully appreciate how 
comfortable, stylish and warm spats are. Your 
gift will be novel, and is sure to be worn. 
Your thoughtfulness will be recalled to the 
wearer’s attention day after day during the 
winter. Fit.is important. If you are in doubt 
use our gift certificate—good as gold, doubly 
appreciated. 


Hosiery—A very desirable gift. To match is 
the edict of fashion. Here the opportunity 
for a delightful remembrance is unlimited. 
Even now women are making selections as gifts 
for intimate friends. Why not make yours 
from our stock? 


Buckles—Pump Buckles set with radiant 
stones or charmingly designed in cut steel. 
Here’s a hint that’s timely. They add spirit to 
a plain pump when it’s needed. For beauty 
and utility combined so pleasingly we know of 
nothing to compare with buckles. 


Boys’. Rubber Boots—“Splash”—that’s music 
to any boy’s ear. Water to him—if it can’t be 
used to wash in—has a fascination quite be- 
yond grownups. And if there’s one thing you 
may be dead sure of him wanting this year it’s 
RUBBER BOOTS—ones that reach to his hips. 


° 


Skating Shoes—Every year 
brings a new crop of begin- 























== 
Children’s Slippers—Warm 
and toasty. Those catchy 
picture-book designs cer- 
tainly delight the children. 
There are so many instances 


ners. Soundings as to thick- 
ness of the ice are becoming 
part of youth’s day. Those 
beginners need most of all 
proper footwear. Ankles 
should be supported. Then, 





¢;) when the warmth of felt 
e/ slippers prevents colds—be- 
,~ fore dressing, up to bed at 


too, skating spoils everyday 
shoes, and, moreover, you do 
want to make his Christmas 














night, when they: come in 
from coasting with wet feet. 
No doubt YOUR young 
folks have written to Santa 
about these already. 


es 


= 


Lounging Slippers—Give him slippers, for isn’t 
it plain that his after-supper comfort is com- 
pletely expressed in pipe and book, easy-chair 
and slippers, absence of any one of which would 
make comfort almost impossible? 

The evident quality in our slippers will appeal 
to his sense of value—and they’ll wear long 
enough for him to form an attachment to them. 





es 














a remembered one, so you’d 
better look over our splen- 
did line of skate shoes. If 
in doubt about size, use our 
gift certificate. 
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Makes You Think of 
Warmth and Fun 


Outside cutting 
winds — within 
warmth, friendli- 
ness and jollity. 


That’s what this style makes you think of—long, 
cold evenings pleasantly spent—its suitability for 
wear to house parties is so marked. 


Black calf, perforated to emphasize individual 
style qualities—a leader in a brilliant season of 
fine shoe styles. 


...A Beautiful Gift 


These pump buckles set with 
Rhinestones come within the 
range of jewels as remem- 
brances. No size to bother 
with—and you may be sure 
will elicit enthusiastic appre- 
ciation. Smart, appropriate, 
useful year round. 


Priced 
$4 to $12 


Have this ad set in 2 columns, 5 or 6 inches deep, and run 
smaller ad single column, 21/4, inches, alongside of it. A good 


way to give the smaller ad greater prominence through having 


larger one alongside. 








Seasonable Copy 


For Men’s Ad: 


When The Frost 
Sings Underfoot 


—and the hard snow of the morning 
turns to disagreeable slush at noon, 
the weather strip between the soles 
on this style will make you compli- 
ment the manufacturers’ foresight. 
An all-weather boot, constructed of 
rugged black calf, perfect-fitting, and 
on a latest style last. It’s as fine a 
style as any man of good judgment 
would want to wear—the slip-sole is 
put there to give you an added 
amount of serviceability. 


For Children’s Ad: 


Bright and Early 
Christmas Morn 


When the children come _ trooping 
downstairs—aglow with happy antici- 
pation—you’ll be glad you’ve remem- 
bered their oft-repeated desire for 
high-waters. 


Made by the best manufacturer, they 
will prove a source of delight to your 
child. They'll keep feet warm and 
dry, too, a most important thing in 
keeping the youngsters healthy dur- 
ing winter. 
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$1.35 each for Plate 

$0.50 each for Mats ~ 
May be used on single- 
column ad. Your paper 
will set rule border on 
three sides to complete 
your ad. 


$1.00 each for Plates 
$0.50 each for Mats 


No. 18 
$1.00 each for Plates 














$0.50 each fat Mats 


Use one or two trees as 
decoration either in top 
corners or bottom corners. 


Top decoration that your 
newspaper ought to have, 
and if not send to us 
for it. 


Border No. 1—34 running inches, $3.40 


f 


igs No. 3—36 running inches, $2.85 
gO) RDN! CRN! KBs LOB Oo<aee 
(BED SEO Sie Oi OD 


z 


> 


Border No. 9—54 running 


inches, $3.25 


No. 27 


$1.00 each for Plate 
$0.50 each for Mats 


Plain rules may be used 
with ornament or a 12- 
point border No. 9 as 
shown below. 


No. 33 


$1.00 each for Plates 
$0.50 each for Mats 


Use cut of Santa and a 


holly border. 


Numbers and prices 
are given with each of 
above ornaments so 
that you can send to us 
for them. They are in- 
expensive and from 
now on will be just 





























what you need to get 
variety and Christmas 
tone into your ads. 
Kindly send _ check 
with your order on any 
of these, for our prices 
do not include that 
for expenses incidental 
to the keeping — of 
records. 





























If your newspaper can’t give you these borders 
we have arranged to furnish them at the above 
prices. Any one of these borders is ready to 
be mailed you immediately. Please send check 
with order. 


— 
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DIAGRAM OF 
FIREPLACE 


A large dry goods case can 
be used for outside propor- 
tions of fireplace. Place a 
smaller box inside of it to 
form the inside of the fire- 
place. Paste brick crepe 
paper on inside of smaller 
box and stretch it from small 
to large box. Cover the out- 
side of large box with the 
paper. For mantel-piece nail 
board around top side of 
case projecting on _ three 


Fireplaces and Christmas are inseparable. To think of Christ- 
mas one naturally conjures up a quiet hearth-side, crackling 
logs and an expectant row of stockings. 


Diagram at left shows how to make fireplace. Borrow and- 

irons and candlesticks from the neighboring hardware store. 

Your wood dealer will supply the logs—and a trip to the attic 

at home ought to yield a chair and rug. Several wreaths and 

a little festooning will take care of the back partition. Shoes | 
to be at each side of window as seen in sketch. 











SANTA’S 
Vrs HEADQUARTERS 


EAD QUARTER? If you haven’t the services 
of an artist a crepe paper 


Santa can be pasted onto a 
card. A series of cards car- 
rying Christmas present 
suggestions should be 
planned so that you will al- 
ways have the admonition, 
“Do some of your Christmas 
shopping at the shoe store,” 
before shoppers. 
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Window Decorations 

















Continue to get emphasis 
on the gift idea. Keepa 
card like this in your 
window from now on. 
Someone in yoar store 
can letter the heading, 
“Blank’s Gift List,’ and 
the list itself may be 
written in by one who 
writes a good flowing 
hand, 


Dear Children: 

I’ve been busy since last 
Christmas making things that 
you can have fun with. 2 

But what I’m thinking of 
now is that if you’re not warm 
and comfortable these cold, 
snowy days you can’t enjoy 
those things. 

And so I instructed the 
Blank Shoe Store to get their 
furry felt slippers, big rubber 
boots, the dandiest skating 
shoes, those nice, long, woolly 
leggings and real Indian moc- 
casins all ready for the boys 
and girls who are to get sleds, 
hockey sticks, skates, etc. And 
they’ve certainly got everything 
any boy or girl would wish for. 

Best wishes from 

Your old friend, 
SANTA CLAUS. 














Write this letter in long hand 
and have a crepe paper Santa, 
purchased at your Dennison 
dealer, pasted at. the bottom. 
Sketch a pencil in his hand and 
run the pen-line from the word 
“Claus” to the pencil point. 
That heading will be seen by 
more grown-ups than children, 
of course, yet anyone who has 
children will be more than like- 
ly to read and be influenced 
by the thought conveyed. 


A few rolls of white crepe paper, a crepe border, some crepe 
festoons and bells. That’s substantially the whole story of this . 
window. It’s easily adapted to any store and is inexpensive. 
The expense of changing trims often these days before Christ- 


mas is justifiable, important—necessary. 


Yet where crepe 


paper is used, fresh displays are possible on a very limited 
appropriation. : 
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Here is a good way to utilize a corner of the store 
that otherwise might look sort of bare. The 
material, if you were to copy this decoration, may 
be purchased of the Dennison dealer in your 
town. The space which you find available should 
be used as a Gift Corner as well as for shoes, 
in which case the arrangement of spats, hosiery, 
etc., may be taken from one of the foregoing 
pages for this space. 























We have been very careful in these pages to 
consider the merchant who must rely to a great 
extent on his own ingenuity for the appearance 
of his store, store windows and newspaper ad- 
vertising this Christmas, rather than the dealer 
with every facility at his. disposal. 


We have suggested nothing that would be elimi- 
nated by any merchant because of unreasonable 
cost or through the fact that the ideas are not 
feasible. 


We hope you find these pages helpful. We've 
tried to make them so. 
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Straps and Brogues Will Hold Over 


N.S. R. A. Styles Committee Strongly Recommends These 
Types for Spring — Patent Leather to be Strong 
with Black, Brown and Medium Gray, 
Alone or in Combination 


for men are expected to carry through the 
spring season, according to the Styles Com- 
mittee of the National Shoe Retailers’ Associa- 
tion, which met at the Hotel Astor, New York, Octo- 
ber 25, to consider styles for the forthcoming season. 
It was realized by the committee that the subject 
of style has considerably broadened in the last few 
years, and it was difficult to come to definite con- 
clusions. . 
To set aside the uncertainty that has arisen con- 
cerning the ability of straps to hold good throughout 
another season, after having already furnished the 
leading sellers for four seasons, the committee came 
out strongly with a recommendation that straps, in 
a wide variety of treatments, will be good next 
season. 


Sern models for women and brogue effects 


Present Lasts Satisfactory 


Present lasts in women’s shoes were considered 
satisfactory for spring, 1922. Vamps, it was decided, 
should not run more than 3% inches in length. Both 
the French Louis and Spanish Louis heels were con- 
sidered and recommended, the former to run not 
more than 2% inches in height. The Spanish heel, 
it was decided, looks best at 2 inches in height. 
Cuban heels also were recommended ranging from 
an inch to 2% inches. 

Little was said about colors. Nothing new in 
the way of a leading color is seen at present. Patent 
leather will continue strong, in the estimation of 
the committee, with blacks, browns and medium 
shades of gray for combinations in suitable leathers, 
all good. On browns, the color will vary according 
to the locality in which the retail merchant does 
business, it was asserted; and the committee decided 
to name no special shades. In the 
metropolitan cities plainer oxfords 
will appeal to the high-class trade, 
trending away from the highly per- 
forated and pinked styles that have 
been reigning. 


Two Buying Seasons for Men’s 
Shoes 


In the men’s end of the trade two 
separate buying seasons were rec- 
ommended, the first to extend from 
January 1 to May 1, and the second 
from May 1 to August 1. For the 
January to May period black and 
tan calf, grain leathers and kid were 
recommended, the calf and grain 
tending toward lighter shades of 
tan, and kid to only slightly lighter 
shades. The proportion of tan was 
Placed at 65% and black at 35%. 





Taking the question of high and low shoes, the 
belief of the committee was that in the country 
as a whole high shoes will form 75 per cent of the 
sales and low shoes 25 per cent, although in the 
metropolitan cities this will be reversed to 35 per 
cent high and 65 per cent low. 


Men’s Lasts Getting Broader 


Men’s lasts are getting broader, and the styles 
are taking on more of the “custom” look. The defi- 
nite brogue type will still be good through the early 
spring, with heavy soles, wide extensions, flanged 
heels, and wing and straight tips, perforated in the 
center. 

For the May to August period the style trend now 
appears a bit vague. Oxfords in smart styles are 
expected to prevail in calf, kid and white buck and 
canvas. Decidedly more of the “custom look” will 
be called for in design and finish. Lighter shades 
in tan will prevail, with soles having beveled and 
fudged edges. Lighter weight soles and lighter 
shades will prevail for comfort. Sport varieties in 
a wide range also will be good. 


Hosiery Styles to Co-ordinate 


Representative hosiery manufacturers met with 
the committee and promised more style co-ordina- 
tion. The trend now, it was asserted, is distinctly 
toward matching hosiery to shoes rather than to 
gowns, and for this reason the hosiery manufac- 
turers are showing a willingness toward closer co- 
operation with the shoe trade. It was also pointed 
out that the selling of hosiery in shoe stores is gain- 
ing ground rapidly. 

John Hahn, representing the National Garment Re- 
tailers’ Association, told. the Style Committee that 
the Knickerbocker vogue was not regarded seriously in 
the women’s costume trade, and the 
feeling was that the style will come 
a “bloomer” in the near future, in 
the trade sense of the word. 

Elmer Clark of the Stone Shoe 
Company, Cleveland, presided at the 
meeting. Other shoe men present 
included James P. Orr, president 
of the National Shoe Retailers’ 
Association; A. J. Geuting and his 
two brothers of Philadelphia, John 
Slater of J. & J. Slater, Alfred 
Kohn, Percy Hart of Cammeyers, 
all of New York; I. B. Howe, W. W. 
Wilson and H. E. Hagan of Boston; 
F. E.. Foster of Chicago; F. P. 
Meyer of Danville, Ill., and T. C. 
Mirkil, secretary-commissioner of 
the National Shoe Retailers’ Asso- 
ciation. e 








. (Continued on page 146) .. 
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If you see a real seam 
running up the back 
with a row of knots on 
each side of the seam, 
and an oblong piece 
either side of the toe, 
with a point forward, 
then it’s full-fashioned 
hosiery 
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WHAT YOU SHOULD KNOW ABOUT HOSIERY 


“Ankle Dress’—a new 
term in footwear language 
—shows the importance of 
hosiery in shoe stores. As 
stated in our September ho- 
siery article, hosiery is foot- 
wear, just as truly footwear 
as are shoes, And this 
fall has opened on an A-1 hosiery season for the 
retail shoe stores. Men have begun to pay more 
attention to “ankle dress,” and the ladies continue 
to see to it that their hosiery is as far above reproach 
as their skirt lengths. Four of the types of “ankle 
dress”—and those well understood by the expert 
hosiery buyers—are the full-fashioned, the mock 
seam with knots on either side of seam, the seamless 
and the seamless with mock seam. The “full-fash- 
ioned model” is “fashioned” or fitted at the ankle, 
through the foot and the entire leg. One of the 
principal earmarks by which the full-fashioned stock- 
ing may be designated are the little 
knots on either side of the back 
seam at the calf of the leg. 


The “Knit Seamless” Hosiery 


The mock seam is also known as 
“a knit seamless.” A new patented 
process shapes the ankle to a per- 
manently smooth fit, eliminating 


stretching or wrinkling of ankle or 
heel; the machine on which this 
model is knitted produces the fash- 
ioning knot and the back seam of 


But the Most Important Point 
Is That Hosiery Is Footwear and 
Rightly Belongs in the Shoe Store 





the full-fashioned hose. This model 


distinctly differs from the 
first in its method of mak- 
ing, inasmuch as the “knit 
seamless” is knitted on a 
round surface, whereas the 
full-fashioned is knitted on 
a flat surface. 

The “seamless” is knitted 
on a round surface.and no attempt is made at camou- 
flaging. This is a stocking which is not fashioned 
to the foot or leg and its fitting qualities cannot be 
guaranteed—it may fit well for a while, and later 
may bag at different points. It shows neither seam 
nor knots in the back. 

The fourth model, or the “seamless with mock 
seam,” is made exactly like the third type mentioned, 
but in order to “camouflage” a bit the back is gath- 
ered into a seam. Before the back of the stocking 
was gathered into the semblance of a seam, the 
stocking was identical with the seamless. 


Adapting from the German 


The full-fashioned American 
product differs from the English 
and French product as to the proc- 
esses by which they are made. 
Some twenty years ago America 
copied the German method, so that 
the full-fashioned hosiery of Ger- 
many and America are made on 
exactly the same type of machinery. 
In this method the full-fashioned 
stocking is shaped into the ankle 
by dropping the needles instead of 
tightening them. 
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The foot is shaped in the same,way, by the drop- 
ping of the needles. When the full-fashioned model 
comes down to the ankle it is put on a machine called 
a footer and the needle knits the foot, but does not 
close the heel. The closing of the heel and toe is 
another process and is accomplished by a group of 
workers known as loopers. 


As to Materials 


One of the popular full-fashioned models is made 
of heavy ingrained silk. A twelve-strand of black, 
lustrous silk, of lighter weight and less expensive 
than the ingrained silk, is a popular material for 
the “knit seamless” model. In order to still further 
reduce the cost a 2%2-in. top and sole of mercerized 
cotton is sometimes added. Fiber silk is a favorite 
thread for the seamless model, as it is inexpensive 
and the hosiery made therefrom can be retailed at 
a low price. In some of the large cities it has been 
found that fiber silk sells in larger quantities than 
lisles or cottons. Silk and lisle, lisle and wool and 
pure silks and wools are good in combination and 
blend well to make the popular sport hosiery; there 
is also the silk and mercerized stocking for sport. 
This latter variety is often cross-dyed, the silk thread 
taking one distinct color and the mercerized another. 

And now that the board of directors of the Asso- 
ciated Dress Industries of America has officially 
indorsed longer skirts for the present and coming 
season, there is likely to be put on the market a 
silk stocking of boot length, with a cotton leg and top. 
This stocking could also be sold at a popular price. 


Style Summary for Fall 


The hosiery situation for fall shapes itself as 
follows: 

Silks predominate in 
black, Havana brown, a 
Russia calf shade and 
white. There is a far 
greater demand for silk 
hosiery than a year ago. 
This is due to the pres- 
ent style of dress. 
Where the hosiery busi- 
ness last fall was di- 
vided among silk, wool 
and silk and wool mix- 
tures, this fall will wit- 
ness a far more pro- 
nounced tendency 
toward silk goods as 
against sport hose. 
There is a strong indi- 
cation for a renewed 
demand in chiffon hose, 
particularly in black. 

Silk and wool in two- 
toned effects with clock- 
ings follow a _ close 
second in cordovan, 
green, brown, navy and 
Havana brown shades. 
With the low shoe vogue 
more pronounced than 
ever this fall, wools for 
both men and women, in 
all their heather glory, 
have come into greater 
prominence. 


knots you 
fashioned. If the gather 


If the seam is ; t a gathered seam, however, and in place of the 


rows of ee 
seam is there but the perforations are 


missing, then it is what is known as mock seam 
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In Women’s Modes 


Women’s staple styles run the gamut of lisle to 
all-silk, full-fashioned. In fancy styles, pure worsted 
heather mixtures with drop-stitehed patterns are 
very popular—also silk and worsted mixtures, with 
or without drop-stitch. Another style which has sold 
exceedingly well is a two-tone drop-stitch. Color 
combinations are black and white, black and cor- 
dovan, black and blue. An unusually heavy demand 
has been made on manufacturers for the “extra 
stretch” rib top styles in lisles, silk-faced and silk. 


For the Men Folks 


Men folks are favoring staple and fancy styles 
in lisles, silk-faced, worsted mixtures and silk and 
wool. In the fancies, the wools in heather mixtures 
and two-tone effects, with or without drop-stitch, 
have proved the best sellers. These have been closely 
followed by two-tone, drop-stitch silk styles which 
make a very rich appearance in the various iridescent 
color combinations, such as black over cordovan, 
black over red, black over blue, etc. In fine silk 
hose for men, smart designs in hand-embroidered 
clocked hose have sold very well. 

All indications point to plain hosiery for evening 
wear. Fancy clocked and lace styles, although en- 
tirely proper, will not be worn as much as plain 
numbers. 


Repairing McKays 
A New Machine Will Sew Soles on Old Shoes, So That 
They May Be Made to Look New 

Modern repair shops will soon be able to repair 
McKay shoes with speed and ease, for a new machine 
has been developed for 
sewing new soles on old 
McKay shoes. . 

In _ resoling) McKays 
the repair man will first 
remove the worn sole 
and will lift up the sock 
lining inside the shoe. 
Then he will sew on the 
new sole, stitching it 
through and_ through, 
and after laying the sock 
lining smooth again he 
will finish up the McKay 
sole the same as the 
original sole was finished 
in the factory. 

This new machine will 
stitch a fine seam, taking 
even 12 stitches to the 
inch. It will use a light, 
strong cord thread. — It 
will pull the stitches 
down smooth on the sur- 
face of the insole, and, 
if the insole has a felt 
coating, it will sink the 
stitches in the fiber of 
the felt, so the repaired 
shoe will tread smooth to 
the foot. Hitherto many 
McKay shoes have been 
discarded because it has 
not been practicable to 
resole them. ~ 


then it is imitation full- 





'' BOOT AND SHOE RECORDER 


November 5, 1921 


Whispering Europe 
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(Continued from Issue of October 29) 


The Yoke That Chafes 


Germany 


knows instinctively when he crosses the 
frontier that separates the old domain 
of the Czar of Russia, which is now Poland, from 
Germany. The difference between the two is writ- 
ten everywhere in the well-kept farms, the trim 


Cy io» west from Warsaw to Berlin one 


houses, the neat, attractive villages and towns, 
the smoking factory chimneys and the general air of 
thrift, activity and modernity in contrast with the 
slackness and administrative inefficiency that were 
the earmarks of Russian rule, and out of which 
Poland has not yet emerged. The German railroad 
service marked a welcome change in conditions. The 
German speise-wagon or dining car attached to our 
train was a joy—clean, fresh and well-equipped. The 
attendants speak English and are courteous and help- 
ful; the service is the best; the food is well cooked 
and appetizing; and modern equipment and cleanli- 
ness make the service the best in Continental Europe. 
To appreciate the conditions fully one must be coming 
away from the dirt, indifference and down-at-heel 
methods of Eastern Europe. 

The transition from east to west is marked by sys- 
tem, intelligence and ordered care to the eye at least; 
the surface looks good; and impresses one with the 
idea that Germany is facing her post-bellum problems 
with energy and resolution; that she is striving to pull 
out of her slough of despond and is letting her past 
dead bury its dead. Germany I imagine realizes 
fully what her imperialism and militarism have cost 
her in blood and treasure, in prestige and population; 
and while some are still wedded to the old gods, the 
mass of Germans are done with the old days and 
doctrines, and are marching the road of light and 
democracy. 








A Busy People—Paying 

Whatever may be hidden from the stranger within 
her gates, Germany shows him an apparently busy 
people, working hard to meet their hard obligations 
and work back abreast of the age. 

I was fortunate to secure rooms at the Esplanade 
Hotel in Berlin, a fine house, well furnished, well 
equipped and up-to-date. The tariff was 100 marks 
a day, at that time the equivalent of $1.20 American 
money. Tips have been abolished and guests are 
politely requested to refrain from the practice. Evi- 
dently the curt “verboten” of old Prussia has gone 
with the tip—of course, I was as most Americans are 
who have traveled in Europe—very skeptical. I tried 
it on the hotel valet and held out a 50-mark note. He 
declined it politely and told me that I would find all 
services rendered in my bill and later they would 
be divided among the employees. 

There are many fine hotels in Berlin and all seem 
to be doing a rushing business. Berlin for all its 
cares and anxieties appears to be as lively and pleasure 
seeking as any capital in Europe. Roof gardens, 
dancing clubs, tea-rooms, cabarets, theaters and all 
sorts and kinds of places of entertainment and amuse- 
ment are in full blast; no one need be dull or have 
time hang heavy on his hands in Berlin. Taxi service 
is good and charges are reasonable; to keep abreast 
of the changing currency value you multiply the 
meter by eight. The cost of living in Berlin, 
measured by German standards and current values, 
is high, whatever the transient stranger may think; 
but your money, such as it is, really buys you things 
worth while—good clothes, good entertainment, good 
food, and good wines. 

Naturally one only sees the bubbles on the sur- 
face; there is a good deal of misery and suffering in 
Germany that is not visible in the centers of gaiety. 
The rich call for no waste of sympathy; the laboring 
classes are poorly paid and insufficiently nourished, 
and their dependents do suffer; and the great middle 
class of Germany: like those of every other country 
in Europe are being ground to powder. Wherever I 

(Continued on page 82) 
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store has been built on a sin- 

gle idea. C. H. Baber, a fa- 
natic on heel to ball measurements, 
opens one of the finest shoe stores at 
309 Oxford Street, London. . He cele- 
brates the opening by tieing the fitting 
stick with crepe and insisting that the 
customer step up on an elevated plat- 
form so that the clerk can scientifically 
fit shoes from heel to ball. 

He told the press that it was the 
only shoe-fitting store in England and 
tells us that unless the United States 
pays more attention to shoe fitting, this 
store will be the only shoe-fitting store 
in the world. se 


A PALATIALLY equipped shoe 
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HE Growing Girls’ 
Department shows 
how the fitting 
platform actually oper- 
ates. There are no fitting 
stools. The salesman 
stands erect. 

What a magnificent cor- 
ridor, combining simplic- 
ity and service, is re- 
vealed in the lower pic- 
ture. 

Charles H. Baber is an 
idealist and has made 
practical his vision of 
shoe service. The RECORD- 
ER congratulates him for 
his pioneer work. 
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HE color scheme is 
gray, fawn and ma- 
hogany and if you 
have ever seen an English 
store window, you would be 
amazed at the simplicity of 
this front. Within the outer 
entrance is a huge vestibule 
where shoes are displayed in 
side cases. 

The platform fitting serv- 
ice is dispensed with in the 
men’s department as a mat- 
ter of present convenience. 
It is harder to get men up 
on a raised platform, al- 
though this will come in time. 
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(Continued from page 78) 

went in Europe I was haunted by the thought of the 
middle class, always a useful, conservative body in 
every community, the balance between the rich and 
poor that held the social scale in peaceful equilibrium, 
—I could almost see this body passing away under the 
cruelty of post-bellum conditions. In France, in 
Austria, in Poland, here in Germany, the middle class 
are the real victims of war’s economic disasters, and 
it is a class whose destruction or submergence our 
civilization can least afford. Teachers, artists, mu- 
Sicians, writers—the forces of light and learning; 
managers, administrators, clerks, bank officers—the 
secondary forces of industry, finance and economics; 
the men and women of moderate fixed incomes—the 
heirs of the thrift and prudence of former genera- 
tions; these are in danger of passing out and if they 
do civilization will be deprived of an asset that it 
will take many generations to bring back. 

These are the conditions and these the human fac- 
tors that are not apparent to him who frolics in the 
white ways and festive resorts of Europe, but they 
are items in the national problems that cause thought 
and anxiety. 


Trained to Obedience and Order 


Germany to-day is a striking example of extremes 
of living, of the unbalanced social and economic con- 
ditions that threaten the national health and strength. 
German industry is working to about 60 per cent of 
its capacity; unemployment is not increasing; the evil 
appears in the camouflage of shorter working hours 
and labor relays; and the consequent lessening of 
earnings and ability to live wholesomely are causing 
unrest. The German worker is a socialist of various 
kinds; but Bolshevism has no attractions for him; the 
reports of German labor representatives who went to 
Russia and saw Bolshevism in action settled that. 

Germany has a tremendous task ahead of her to 
meet the penalties and pay the reparations imposed on 
her by the Allies at Versailles and she has to do it 
under almost impossible conditions, of a much de- 
creased territory, an entire loss of colonies and navies 
and a lot of handicaps that are as economically dif- 
ficult for her as they are potentially dangerous to 
her late foes. Her workers must sweat for long 
hours, on small wages and short commons to enable 
Germany to gather up her semi-annual reparations 
and indemnities and these payments have a pecu- 
liarly evil influence on her finances and international 
exchange. They are very disturbing factors in af- 
fairs that demand peaceful continuity and certainty, 
and they react harmfully on the rest of the world. 

The German worker has been trained in the school 
of obedience and order; he will undoubtedly do his 
share in rescuing his country from her plight; but he 
is human and will revolt from what he conceives to 
be an economic slavery disguised by fine phrases and 
his agitators will see to it that he is not kept in 
ignorance of the facts. He is now producing goods 
at a price that can under-sell everybody in Europe 
and America. The handicaps his conquerors are plac- 
ing on him at his ports of exit and entry are such, 
that to maintain this low standard of prices and con- 
quer all competition, he is required to submit to a 
low standard of living that will make a virtual helot 
of him. The human element enters there and he will 
balk, rebel and upset Germany’s whole kettle of fish 
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and with it the plans of the Allies and the hopes of 
the world. 


After Revenge Comes Ruin 


There must soon be a new deal or a reconstitution 
of the old one. The uncertainty of existing con- 
ditions is written in the decline of the German mark 
and the low status of European currency generally. 
The future of Germany can be made or unmade by 
the Silesian decision and if Germany fails now, 
France will go to smash. England is awake to this 
danger; her financiers are not stupid; but France 
which sees through a glass darkly seems ready to 
sacrifice the realities for the dubious advantages of 
revenge and ruin. 

Now that we have all had time to cool off from 
the passions and artificial hatreds of the war, we had 
better let sense and sanity rule our councils and 
direct our counsels. 

The key to the real pacification and rehabilitation 
of Europe is the German worker, his economic con- 
dition, the maintenance of his contentment and his 
industrial capacity. He is industrial Germany; if he 
fails we are all injured; for as I have already said 


* the world is a congeries of interdependent peoples. 


I was singularly fortunate in coming in contact 
and into conference while in Germany with govern- 
ment officials, financiers and industrial experts, and 
they are men I found endowed with knowledge and 
good sense, devoid of that rainbow psychology too 
common elsewhere. One manufacturer surprised me 
by saying, “The military defeat of Germany was a 
good thing for the German people. They are cured 
of their illusions of grandeur and have their feet 
on the earth.” 

The hatred of German and French is an evil in- 
fluence in Europe; if it could be banished or mod- 
erated, it would be well for the future of Europe. A 
German banker told me this parable, apropos of this 
passion, “A good fairy went to France and told her 
that any wish she expressed would be granted her, 
provided Germany was granted double the boon. 
France deliberated for a while and then said, ‘I wish 
to have my left hand cut off.’” 


The Folly of Industrial Slavery 


Dr. Heinneman, director of the Deutsche Bank and 
one of the leading bankers and financial experts of 
Europe, had this to say to me, “The first impressions 
of a foreigner in Germany are misleading. Our social 
and economic conditions are bad. We cannot con- 
tinue to carry the load placed on our back without 
breaking down. We cannot understand America’s 
attitude toward us. She is intimately concerned in 
our industrial restoration and return to a sound 
economic basis, in which lie the recuperation and 
purchasing power of 200,000,000 people in Central 
and Eastern Europe. It is folly to look for European 
betterment, until this great mass of potential buyers 
are restored to opportunity and industry. They can- 
not buy until they have the monetary capacity. You 
can’t reap a harvest until you have plowed and seeded 
the fields.” 

In his conversation he, too, got around to the pa- 
thetic middle class. “Let me tell you a typical case,” 
he said. “A gentleman retired from business in 1913 
with a fortune of three million marks, about $750,000 
in American money, a handsome competence, warrant- 
ing retirement and assurance of the future. In 1913 
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he had to pay the Government outright half of his 
fortune and the remainder 1,500,000 marks invested 
at 5 per cent brought him an annual income of 75,000 
marks. Of this he had to pay about 60 per cent in 
taxes leaving him a remnant of 30,000 marks a year. 
The fall of the mark has ruined him in his older years 
and his condition to-day is tragic. Men who were 
independent ‘before the war are to-day glad to accept 
menial employment to keep body and soul together. 
We are willing to pay our debts, but we want a chance 
to live.” 

The tragedies of the middle class are heard every- 
where. The purchasing power of fixed salaries, 
meager at the best, grows less and less. Only the 
interference of the Government restrains the preda- 
tory landlord and keeps rents within reason; every- 
thing else is rising; but salaries in their value are 
steadily going down. The middle class are as proud 
as they are poor; they refuse to parade their poverty; 
they are dying on their feet, underfed and under- 
nourished, while the world passes by. 

No Military Spirit Left 

My honest conviction is that Germany is sick of 
the old militarism and all it connotes. It has beg- 
gared Germany and left her in her present dreadful 
plight. The hatreds and ambitions of yesterday are 
submerged in the necessities and humiliations of 
to-day. To talk of German preparations for a new 
war, as our suspicious French friends do, I consider 
sheer folly. As Doctor Heinneman said emphati- 
cally, “What Germans want now and are resolved 
to have is hard work, industry, a return to normal 
life and peace.” 

To return to products and prices. The average 
German wage to-day is about 300 marks a week, 
ranging a little higher or lower in sympathy with 
the rise and fall of the mark. It represents about 
$3.50 a week, and with the low price of raw mate- 
rials how can America or England hope to compete 
with Germany? Germany is selling locomotives to- 
day in England cheaper than England can make 
them. She has driven our metal trade out of South 
America and the East Indies. The German manu- 
facturer is not grumbling; but his hungry workers 
must soon do something. It is up to international 
finance to help to bring the German mark and other 
depreciated currencies back to normal. The normal 
mark means normal competition; the depreciated 
mark and the industry it finances are a danger to 
every American factory and worker; their products 
confront ours all round the world in a competition 
that we cannot meet on anything like equal terms. 

Germany to-day is flooded with this discredited 
currency. There are eighty billions of it with 
1,091,000,000 of gold to redeem it, a weak plank 
to stem such a flood. Excessive inflation anywhere 
always produces insecurity and feverish specula- 
tions, fictitious values and false prosperity. Ger- 
many suffers from these things to-day; and the 
voice of the “schieber”’—the profiteer—is heard in 
the land. Paper fortunes and profits are common 
enough; the beggar of yesterday may be the mil- 
lionaire of to-day if he be alert and unscrupulous 
enough, and his peculiar success and prosperity rep- 
resent the misery and misfortune of the many. 


Mystery of Making Ends Meet 


The rise of food prices goes on as in France, 
Austria and Poland, ‘the rise in most cases repre- 
senting the inverse rates of the declining currency 
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values. While, as a matter of fact, the rise of food 


prices is, in appearance, staggering, that price trans- 
lated into American values is not much higher than 
our own, measured by the test of exchange; but the 
real evil lies in this, that wages, which are low in 
Germany, wretchedly low, are rendered lower by 
the depreciated currency in which they are paid, 
whose purchasing power declines as prices rise. 
Some foods are still rationed by the Government 
to curb the profiteer. Sugar is very expensive; 
fats are higher than in our markets. The bread 
I ate showed a marked improvement over the stuff 
sold in 1920. 

To me it-is a mystery. how the German worker 
makes ends meet. His weekly wage averages less 
than the average daily wage of the American worker, 
and the necessaries of life range higher in price. 
Trying to house, feed and clothe a German family 
on $3.50 a week can only result in a general deterio- 
ration of the human equation of Germany; that 
through malnutrition must make his capacity for 
production a constantly decreasing element and his 
fitness an illusion. This drain on German vitality 
is not good for Europe or America. It sets up a 
standard of life and labor America cannot exist 
under, and while it persists in Germany it is a con- 
stant injury to America. Industrial production, out- 
side of artificial barriers and protections, like water, 
constantly seeks the lowest level; and unless 
America lends a hand to save Germany from con- 
ditions that spell the degradation of German labor, 
we must expect to see a lowering of the levels of 
American labor in standards of wages and living. 
The two classes of labor, American and European— 
and Germany is the key to European industry—will 
rise and fall like the tides, whether we will or not; 
self-preservation would seem to demand that Euro- 
pean standards be made to approximate ours, and 
not ours theirs. 

We have a chance to educate Americans from 
bankers to workers in the intimacies of international 
relations and the facts of international interdepend- 
ence. Whether she likes it or not, America is her 
brother’s keeper. 

(To be continued next week) 








In our issue of October 15, as part of the advertise- 
ment of the L. D. Stickles Shoe Company, Red Wing, 
Minn., we illustrated and described Style No. 7802—a 
children’s mahogany calf lace boot—priced at $4.00. 
The price should have been given as $3.00. 


In our issue of October 29 the address of the C. E. 
Wethey Shoe Company was given incorrectly in the 
advertisement of this firm. The correct address is 
78 Reade Street, New York City, instead of 18 Reade 


Street, as it appeared. 
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Confiding in the Public 


ITHIN recent months large concerns in 
V\ various industries have spilled a lot of 

printer’s ink and spent large sums of 
money in telling the public about their various 
businesses. 

These concerns are realizing that the public—the 
ultimate consumer—is the big boss and the court of 
final resort; that the goodwill and confidence of the 
public is the most valuable asset that any concern can 
possess. 

In his opening address be- 


There is no part of the industry, with possibly a 
few individual exceptions, where too much money, 
that is to say, too much net profit, is being made. 
The hide dealers are not rapidly accumulating money, 
the tanners as a rule are not accumulating riches 
very rapidly at the present time, the shoe manufac- 
turers are not paying excessive dividends to their 
stockholders, shoe wholesalers are not overly prosper- 
ous, and if you listen to the credit men in factories 
and wholesale houses you would be apt to come to the 

conclusion that the average 
retail merchant is not in the 





fore the recent meeting of the 
Tanners’ Council, President 
Harry I. Thayer said he had 
reached the conclusion that 
the great industries of the 
country should take the pub- 
lic into their confidence. Let 
the public learn the real truth 
which in a large measure will 
obliterate many false impres- 
sions. The real truth, the whole 
truth, is what the public 
wants. Too many of the ad- 





Events of the past year or two have 
led me to the conclusion that the great 
industries in this country should take 
the people into their confidence. We 
We should lay all 
of our cards on the table, then the 
public will learn the real truth and 
we in large measure will obliterate 
many false impressions. 


have no secrets. 


best of financial condition. 

There is an explanation of 
the present situation. It in- 
cludes matters of municipal, 
state and national taxation, 
freight and passenger trans- 
portation, labor production 
costs, increased overhead and 
decreased output, returns and 
cancellations, and many other 
factors which did not exist as 
they exist today when calf- 
skins were cheap and shoes 
were likewise cheap. 








vertisements paid for by the 
big industries have not im- 
pressed the public as being 
whole truths. They smack too much of the old Amer- 
ican game of “passing the buck”; in other words, saying 
our “skirts are clear, the onus is on the other fellow.” 

The inference of the public is that the half has not 
been told and they are entitled to know the other half. 
What the public really wants to know is what causes 
the wide difference between raw material costs and re- 
tail distribution prices. It is difficult for the laymen to 
understand why wheat sells for 80 cents a bushel on a 
Kansas farm and that same wheat when made into 
bread brings around $75 in the bakery and from $200 
to $250 on the table at a good hotel or restaurant. 


The Question in Our Industry 


The public, and especially the farming class, would 
be pleased to know why country calfskins are hardly 
worth taking to market and good calfskin shoes are 
selling at $8.00, $10.00, $12.00 and even up to $15.00. 

The industry as a whole from the tanner through 
to the retail merchant, through their various organi- 
zations, could confer no greater boon upon the industry 
and upon the public than to explain this situation. 


Influences, even outside 
and apparently far removed 
from shoe and leather production, have a direct bear- 
ing on this situation. ° The unbalanced relationship 
of the prices of various commodities affects not only 
shoe prices, but the prices of every commodity in 
general use. 

For the tanners to go direct to the public and show 
by statistical information that their skirts are clear 
and that the burden of high prices rests upon the 
manufacturer or the retailer would not have a tendency 
to build up the confidence of the public nor would it 
result in the sale of more leather or more shoes, and 
unless more shoes are sold there will be no need for 
larger production of leather. 

An industry divided against itself cannot stand. 
The men in the industry are not wolves that should 
hate each other and collectively pounce upon one who 
is wounded and devour him. Mutual success depends 
upon mutual co-operation. 

But, if the industry as a whole should co-operate 
and co-ordinate their efforts, undoubtedly a vast 
amount of good could be done toward restoring public 
good will and public confidence. 
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Store of Knight Shoe Co., Portland, Oregon 
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Knight’s Service to Consumers 
and Employees 


Playing the Game for the Joy of It 


, 

EDITOR’S NOTE.— yw. 4. Knight could not well help making 
the success which he deserved. As a boy he says he had plenty 
of spending money—providing he earned it himself. To him the 
most enticing spot in the little Iowa town where he was reared 
was the cobbling shop where he obtained his first shoe experience, 
and one of its greatest attractions was the BooT AND SHOE 
RECORDER. His first money was earned selling kindling wood 
which he had sawed, and the first two dollars of it was spent for 
a@ year’s subscription to the RecorpER. Wherever he has worked 
—and he has worked in a number of stores in different states— 
the RECORDER has always been on his desk. He loves good shoes, 
loves the game and loves seeing it played fair. 


A feature store in every sense of the word is 
Knight’s, Portland, Ore. Complete service is the 
goal sought by this organization of highly qualified 
experts. 

Just what features are embodied in the all-em- 
bracing word may be noted in the following phases 
of Knight’s. specialization. The children’s depart- 
ment is a wonder, in arrangement, in merchandise 
and volume of business. A large assortment of 
children’s hose and half sox adds substantially to 
the annual sales. This department is operated on a 
highly scientific basis. Thoroughly trained women, 
with a world of patience, handle the youngsters in 
a manner highly satisfactory to both the children 
themselves and their parents. A commendable fea- 
ture is the long, gradual incline from the main floor 
to the children’s departtment; the incline flanked 


on either side by hand-painted animals in a jolly 
but orderly, uphill march, guarded closely behind 
real iron bars—a realistic picturization of circus 
cages. This department is under the management of 
Mr. Eddie Nadeau. 

The “Steps to Economy” is another feature—a 
downstairs store under the direction of Mr. Charles 
Lagerquist. Knight’s downstairs department is not 
only a salesroom for moderate priced shoes, but also 
a clearing house for short lines of footwear from 
all parts of the house. There are two sets of “Steps 
to Economy”—an easy-to-descend staircase from the 
main salesroom and another direct from the street, 
which bears an attractive sign, reading “Steps to 
Economy.” A small showcase alongside the en- 
trance contains a trim that is bound to invite peo- 
ple into the downstairs store. 


Shoe Shining Department 


Here’s another feature that has helped build up 
the good name of Knight’s, the shoe shining depart- 
ment, which is operated with the same scientific 
management that marks the rest of the institution. 
“In our shoe shining department,” says Mr. Will A. 
Knight, “we use none of the highly injurious shoe 

(Continued on page 87) 
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Meeting of the Tanners’ Council 


Leather Men Pleased to See Increased Demand for Medium Grades 
—Smaller Margins of Profit and Rigid Economies 
in Business Conduct Necessary 


shoe manufacturers chose to call their 

organizations “Associations.” The tan- 
ners named their organization a “Council.” It 
doesn’t matter so much whether you name a boy Joe 
or John, or even Algernon; it is a question of what 
the boy does that counts. Retail shoe merchants asso- 
ciate together to work out their problems and tanners 
counsel together to work out their’s. It all means the 
same thing—it is the the co-operative effort for the 
betterment of that branch of the industry as a whole. 

The tanners’ Council is a businesslike organization 
and its function in the industry is very important. 
While it includes in its membership tanners of all 
kinds of leather the stress of its workings is largely 
centered upon leathers that enter into shoe construc- 
tion. In no branch of the whole industry is com- 
petition any keener than in the tanning industry. It 
would seem however that they are directing their 
thought more toward constructive competition than 
destructive competition. 

At the meeting recently held at the Hotel Drake, 
Chicago, the survey of conditions in the tanning in- 
dustry and the allied businesses as reflected in the 
various papers and talks was quite complete. 

Tanners, as is generally known, are in a peculiar 
position, in that they cannot regulate the output of 
their raw material since hides are produced in re- 
sponse to a demand for meat rather than for a de- 
mand for leather. Quality selection of raw material 
is almost impossible and a tanner necessarily must 
produce many grades of finished leather because of 
the variation in the quality of his raw material. 

Looking Conditions Square in the Face 

All through the meeting there was the disposition 
to look conditions as they are clearly in the face and 
seek a way for betterment rather than to accept the 
oft quoted phrases, ‘We have turned the corner,” “The 
light is breaking just over the hill” and similar op- 
timistic statements that do not mean anything in the 
way of business revival unless downright hard work 
and constructive thinking are employed in every plant 
to back them up. 

In his opening address President Harry L. Thayer 
pointed out that the streak of light has been growing 
larger and brighter month by month until today sur- 
plus stocks have been well liquidated and business in 
general has continually improved until the raw ma- 
terial market shows reflections of these conditions. 
He congratulated the membership upon the wonderful 
courage, judgment and patience which they had dis- 
played in handling the great and grievous problems 
which they have had to meet. 


Economies in Business 


Some of the recommendations made by President 
Thayer are just as applicable to the conduct of other 
businesses as they are to tanning. “Manufacturers in 
this country for some years to come must calculate on 
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a smaller margin of profit and to earn this smaller 
margin of profit economies must be practiced in every 
department of their plant. 

Taking the Public Into Confidence 

“Events of the past year or two have led me to the 
conclusion that the great industries in this country 
should take the people into their confidence. We have 
no secrets. We should lay all of our cards on the 
table. Then the public will learn the real truth and 
we in a large measure will obliterate many false im- 
pressions. For example, in our own industry, everyone, 
statesman, or layman, with whom we talk concerning 
the tariff question always came back with an accusing 
statement concerning the price of shoes, notwithstand- 
ing the fact that prices of leather for nearly a year 
past have been practically on a pre-war basis. By tell- 
ing the facts about our own product we would not in 
the least do the unethical thing of assailing others. 
We must tell our own story.” 

Future Outlook 

In speaking of the future Mr. Thayer said: “I am 
very glad to be able to tell you at this time that I 
believe business for the remainder of 1921 will show 
continual improvement each month. There is already 
evidence of more of a demand for the medium and 
lower grade shoes. This stimulates a great production 
and one of a more Stabilizing nature. 

“General conditions will continue to improve through 
1922 and in my opinion the tanning industry will be 
able to do a profitable business. However, great care 
must be used in every detail of production; specula- 
tion must not be indulged in and every effort must be 
made to stabilize. 

“Prices of leather ‘have been abnormally low and a 
gradual increase may be expected which will be both 
helpful and beneficial.” 


Sole Leather—No Surplus of Top Grades 

In outlining the condition in the sole leather market 
Joseph J. Desmond of J. W. and A. P. Howard & Com- 
pany of Corry, Pennsylvania, called attention to the 
appalling losses as shown in the financial reports of 
leather producers during the past year. The sole 
leather industry, he says, suffered most. The reason 
for this being the slow turnover in the manufacture 
of heavy leather. For example, tanners who buy im- 
ported hides have to wait three or four months after 
purchase before the hides arrive at the tannery and 
another six months elapses before the finished leather 
is in the buyer’s hands. In about eight months values 
of hides and leathers in transit and in process shrunk 
50 to 75 per cent and an enormous loss was inevitable.” 


Packers Became Tanners 
“Unfortunately for manufacturers of leather their 
principal raw material, hides, is a by-product and 
the supply continues regardless of the demand. 
“As a consequence hides accumulated rapidly and the 
packers, who are large producers of hides, realizing 
that tanners were unable to sell their leather and with 
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their vats full would not buy hides, contracted for all 
the vat space available and had their hides converted 
into leather. As a result curtailment of production 
by tanners was more than offset by the large volume 
of leather which the packers obtained and the stocks 
of sole leather instead of decreasing have increased. 

“Plump 8% iron up, leather in the better selection 
is an actually short supply and is bringing a substan- 
tial premium over the lighter weights and poorer 
grades. In the past few days there has been a per- 
ceptible swing toword lower grade leather and medium 
weights. This tendency is likely to become more pro- 
nounced on account of unemployment and the neces- 
sity of the consumer to get cheaper goods of all kinds. 

“A very large part of the present stocks of sole 
leather consists of poor quality, low grade leather and 
undesirable weights. Another factor of first impor- 
tance is that the slaughter will be approximately one 
million hides less in 1921 than in 1920.” 


Demand for Medium Grades in Upper Leather De- 
veloping 


In discussing the upper leather situation Fred C. 
Stresau, of Chicago, said, “I believe I can state with 
certainty that a decided improvement has set in. Hand 
to mouth buying such as we have gone through for 
the past year has apparently ceased to a great extent 
and staple lines of goods are again moving in large 
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quantities: Most of our tanners in this part of the 
country are operating on a much broader scale and 
for a long time. 

“There is a call at present for staple lines of side 
leathers, particularly those leathers selling at a price. 
The $5.00 retail shoe is a popular seller among the 
masses and as long as this shoe can be produced at this 
price we should have good business.” 


Popularity of Boarded and Grain Leathers 


“It is quite apparent that the boarded finish, kip and 
sides are becoming more and more popular. Not only 
England and Continental Europe demand boarded 
leathers but practically all other export fields insist 
on this type of leather with no call whatsoever in the 
smooth finishes excepting kid and patent.” 


Patent Leathers Coming Into Their Own 


Patent leather has “arrived.” A year or two ago when 
the Tanners’ Council met the patent leather manufac- 
turers they were praying “revive us again.” To-day 
this class of tanners is about the most happy and op- 
timistic of the whole bunch. Burnett W. Straus of 
Newark, N. J., told the members of the council that 
his company had been running its plant since January 
first at 100 per cent capacity and indications are that 
there is a long run of prosperity ahead of them. The 
chief difficulty is to get good raw material. 








(Continued from page 85) 
pastes. For cleaning we use saddle soap and water, 
and after the shoes are wiped dry with a soft cloth 
they are polished with ‘cream.’ One boy formerly 
did all-the work of this department. Now nine are 
kept busy.” : 
A “Regular” Repair Department 


The same attention to skill and detail is observed 
in the shoe repair department, where ten expert 
shoemakers are employed in turning out none but 
first-class work. “We will not stand for hatchet 
shoe repairing,” says Knight, with his customary 
finality. ‘Each piece of shoe repair work, perfect 
in finish, well deserves the trade brand ‘K,’ which 
is stamped on every finished job. Purchasers of 
KKnight’s shoes prolong the usefulness of their 
footwear by bringing it. back to Knight’s for repair 
and upkeep. The general satisfaction is accrued 
with interest at the house of Knight’s, and an un- 
ending chain of satisfied customers has been forged.” 
The shoe repair department has been under the su- 
pervision of Mr. Gus Linden for the past twenty- 


one years. 
“Thou Shalt Not Lie” 


Will A. Knight prides himself on the service and 
suggestions extended to women. “In selling shoes 
to women, we do not give them offhand what they 
ask for, but try our best to persuade them to take 
what will be most appropriate for the wear that is 
to be given them. We make every effort to sell 
women walking shoes for walking purposes and give 
reasonable advice along hygienic lines.” 

One of the strongest things among Will Knight’s 
“prides” is the store motto, “Thou shalt not lie.” 
“You can steal money and not hurt me permanent- 
ly,” he says, “but by misrepresentation you steal my 
good name—the reputation and. life blood of the 


business.” Exaggeration is classed on the same 
plane with misrepresentation,” he says. 


The Secret of Success 


What is it that enables Knight to give a shoe 
service that is so distinctly personal? Here is the 
secret. Every one of the fifty employees of the 
Knight Shoe Company is a producing worker and 
takes a personal interest in the business that 
amounts to real inspiration. The moment an em- 
ployee comes into the KKnight family his nearest 
of kin becomes the beneficiary of a paid-up life in- 
surance policy. Just a year ago the head shoe- 
shiner passed away. He had left very little saved 
to stave away real want from his widow. The $1,500 
cash that was promptly paid to her by the insur- 
ance company came as a gift from heaven. 

Then there is the Knight Shoe Club—the tie that 
binds the entire organization. There are regular 
parties, picnics and dances. All employees and their 
friends attend the affairs, which are, at that, but a 
side diversion from the real work of the club. The 
big thing about the Knight Shoe Club is the well- 
enforced system of keeping members in touch with 
one another at all times. It is each person’s duty 
to learn the causes of absence—or possible need. 
Very recently a young woman employee was kept at 
home by the illness of her two small children, a 
sieg that lasted two or three weeks. Her pay check 
was mailed to her promptly each week and she re- 
ceived flowers, candy and telephone calls daily. Not 
for a moment was she allowed to feel forgotten. 
“As a matter of fact,” smiles Knight, “we only pay 
half salary during absence from the store, but in a 
case of real need we were only too glad to send her 
the full amount.” The dues of the club are 50 cents 
monthly, half of which is paid by the firm. 
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The Seventy-five Per Cent That Don’t Complain 
Where Do They Trade Now ? 


“Seventy-five per cent of the customers who come 
into your store and go away dissatisfied for one reason 
or another do not complain,” says Homer Buckley, who 
for a number of years was efficiency man for one of 
the largest department stores in the country. 

Undoubtedly this estimate is about correct. Think 
it over. Take it home to yourself. You, as an indi- 
vidual, are the customer of a number of establish- 
ments. Why did you change your eating place? You 
ate lunch at Jefferson’s for years and then changed. 
Why did -you cease buying your haberdashery at 
Smith’s Toggery? Why did your wife change her gro- 
cery account from Wilson’s to Grant’s? 

You didn’t complain to Mr. Jeqfferson because the 
table cloth was soiled 
or even when the 
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the value of politeness, was not well groomed, did not 
appreciate the value of truthfulness or in some way 
failed in store service. 

Of course the merchandise may have been wrong. 
It is unfair to blame it all onto the salespeople, espe- 
cially is it unfair to lay the blame at the feet of the 
sales force when these salespeople are not given the 
full confidence of the firm. 

It is all right to say that salespeople should be 
polite, courteous and always wear a smile, but how 
can they be expected to wear a smile with an ache in 
the heart and a grouch in the soul? 

A weekly meeting of the sales force where full rein 
is given the employees in the discussion of store affairs 

is one of the surest 


ways of producing that 
much desired smile. 





waiter baptised you 
with soup — but you 
sought another place to 
eat. 

When the salesman 
at Smith’s sold you a 
shirt with a 35 in. 


for a 33 in. sleeve, you 
didn’t tell Mr. Smith, 
nor did you register a 
kick when you felt you 
were overcharged for 
a half a dozen BVDs— 
but you went else- 
where. 





Stock De- 
Sales- Num- scrip- 


sleeve when you asked Date man ber tion Size Width Price marks 


A Lot Depends Upon 
the Boss 


“The boss is a regu- 
lar fellow. If a man 
doesn’t get ahead in 
this store it is his own 
fault. I have worked 
in several stores in 
different parts of the 
country but, believe me, 
I am set for life. The 
boss in this store helps 
us make money. He 
makes life so pleasant 
it is a pleasure to work 








Maybe your wife did 
not complain when the 
potatoes or meat was 
delivered too late for lunch, but when she got a state- 
ment containing several items that were paid for in 
last month’s bill she wouldn’t stand for it any longer 
and transferred the account to Grant’s. 

Did Jefferson’s restaurant, Smith’s Toggery or Wil- 
son’s Grocery come to you to find the reason why your 
business was lost to them? 

You are one of the 75 per cent so far as these other 
stores are concerned. 


Why They Are Dissatisfied 


Salespeople are the most important of a store’s in- 
vestments. Your destiny is in their hands. A sales 
force can make or break any concern. Profit can be 
made only on sales, and unless there are sales there 
can be no profit. 

Salespeop!e come in direct contact with the people. 
Too great an estimate cannot be put on the value of a 
well informed, neat, polite, accommodating, self-re- 
specting sales force. But how can any merchant or 
firm expect a sales force to acquire these accomplish- 
ments (and they are accmoplishments) unless they are 
tutored and schooled? 

The great majority of the 75 per cent who do not 
complain have become dissatisfied because some sales- 
person lacked knowledge of the merchandise, was not 
familiar with the firm’s principles of doing. business, 
was not.a good judge of human nature, did not know 


and wrok hard. The 

weekly meetings are 
like going to a party. He tells use all about the shoes 
that he sells so we will have no excuse to misrepresent 
them. We tell him what the customers say when they 
come into the store and the problems we have to meet. 
He carries life insurance for us and when I bought 
my home he arranged the loan for me. Now the house 
is paid for.” 

This is what a salesman in an Oregon town thinks 
of his firm. That firm, by the way, has grown from a 
very small beginning until they now operate three 
good substantial stores. The boss finds time to go into 
market frequently and to attend State and national 
conventions. He is always busy with the civic affairs 
of the city. 


A Contrast 


Over the muontains in another State is another 
store longer established but possessing a different 
spirit. No. I will not be at the national convention 
in Chicago. I can’t get away. Haven’t been away 
from here for three years. I can’t find anybody to run 
my business for me when I am gone. Clerks to-day 
do not care for the merchant that they work for. When 
a clerk gets to the point where he is of any value to 
you he quits and goes some place else. You can’t put 
much confidence in them. 

“Yes, my stock is too large for the amount of busi- 
ness I am doing. It seems impossible to keep it from 
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accumulating. Clerks always want to sell what is 
easiest and don’t take any interest in cleaning up the 
odds and ends.” This is the spirit of that merchant. 
Here is what one of his “clerks” said: “Yes, this is a 
nice looking store but it lacvks pep. Business si dull 
and a ma ncan’t make any money here. I am looking 
for another job.” 

It is easy to see why one of these firms is progress- 
ing while the other is probably slipping. 


Give Salespeople Inside Information 


An old philosopher once said: “Nothing breeds sus- 
picion so fast as a lack of knowledge.” Keeping the 
sales force in ignorance of the affairs of the store is 
sure to result in suspicion and mistrust, and these are 
the things that destroy the spirit of progress. 


A Real Solution 


A customer contact record would solve many of the 
problems of complaints and provide a follow-up sys- 
tem for the 75 per cent that do not complain. 

A little card 3x 514 in. showing the name, address, 
date, salesman, stock number, description, size, width, 
price and space for marginal reference for each cus- 
tomer waited upon will prove of inestimable value to 
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Hundreds of stores keep such records of charge cus- 
tomers but have no line on customers who pay cash. 
The name and address of cash customers is hardest to 
obtain, but it can easily be accomplished if a record 
of foot measurements are kept or if the salesmen will 
explain that the record will be kept on file for the cus- 
tomer’s future use. 

This little card can be made valuable in a hundred 
ways. It forms the basis of the best possible mailing 
list. It is invaluable in checking up complaints, re- 
turns and exchanges. It provides a means of charg 
ing to profit and loss money paid out as refunds result- 
ing from customer complaints. It gives yo ua direct 
line on the 75 per cent who are dissatisfied but do not 
complain. It shows the value of each customer and 
how frequently complaints are made. It shows you 
whether a certain customer is being served time after 
time by an individual salesman or whether that cus- 
tomer is being waited upon by anybody who has leisure 
time. It shows absolutely the trend of style in your 
store, whether women are buying welts or turns, mili- 
tary heels or Louis heels, whether they are demanding 
blacks or colors. In fact, it is a barometer of present 
business and a prognosticator of the future. Above 
all, it places the store in position to render better ser- 
vice to its clientéle. 


every store. 











ST. LOUIS 


Warmer Weather Retards Retail 


Business 
Business Returns to Former Level— 
Boot Sales Suffer—Patent 
Still Strong 


UST as the cool weather stimu- 
lated the retail business, the 
warm weather is solely to blame 
for the slackening up of sales during 
the past week. All are of the opinion 
that the one big obstacle blocking the 
fall shoe business is the mild, pleasant 
weather, which reminds one of every- 
thing except fall purchases. 

One note worthy of mention is the 
rather steady improvement in the 
men’s end of the business. This con- 
tinues to grow although nothing phe- 
nomenal in volume. Retailers in gen- 
eral have felt elated over this activity 
after the long stagnation in men’s 
business. 

In the higher priced stores the 
heavier grained leathers seem to pre- 
dominate in the sales. One of the 
leading stores whose price range is 
between $7.50 and $14.50, stated that 
the best bet in their sales was a 
brogue boot of Scotch grain with cen- 
ter punch soft toe, perforation around 
the vamp and rolled edge sole and 
heel. Practically the same demand 
was felt in the same last in the Ox- 
ford style. In colors in the heavy type 
stuff the selection appears about even 
in brown and black. High shoes in 
this particular store are selling two to 
one over the oxford type. Prices for 
shoes paid by purchasers will average 
very close to $10 a pair. 


In the more popular priced stores 
catering to the male sex, the pressure 
on the heavy grained leathers has not 
been severe. 

Tan and black calf better meet the 
approval of the medium priced buy- 
ers. Boots when bought are about 
85 per cent tan in the darker shades. 
Black kid with some black calf will 
make up the other 15 per cent. The 
demand for the extreme brogue type 
with square toes has given way to the 
more modified effects. The style be- 
ing generally stated as the most popu- 
lar is the French-English type. 

Some stores have felt a slight call 
for the lighter shades of tan, which in 
the earlier part of the season were 
predicted as being big sellers. This 
prediction, however, failed to ma- 
terialize in this market. The demand 
has been dormant until this week, 
which has been the first mention of 
this color, as being asked for at all. 


Women’s Business at Lower Level 


The women’s business showed a de- 
crease in sales if any change was 
discernible during the week. The 
same “Fly in the Ointment” that is 
prevalent in the men’s end of the busi- 
ness prevails as well in the women’s 
division. Weather alone can change 
the situation. What seems to be 
needed most is a protracted cool spell 


interspersed with wet, sloppy days. 
Business was sailing along beautifully 
as long as the atmoshere remained 
chilly, but as it continued to get. 
warmer business simply collapsed. 

Patent leather still leads the field in 
call for styles. The demand for the 
cut-out type is inclined to slow up. 
Patent brogue oxfords are being 
bought enthusiastically. Buckle straps. 
still share a good portion of the patent 
craze. The demand for beaded satin 
is weakening, with brown calf walking 
oxfords carrying the largest sales in 
the day’s business. 


Walk-Over Manager Attending Buy- 
ers’ Convention 

A. W. Lutz, manager of the Walk- 
Over stores in this district, is in Chi- 
cago attending the Walk-Over buy- 
ers’ convention in that city. Lutz 
expects to be away for about a week 
returning to St. Louis Friday or Sat- 
urday. 


Grand Leader Show New Style 

Manager Hinckley, of the shoe de- 
partment of the Grand Leader, is 
prominently displaying a patent san- 
dal with three gray suede straps and 
black enamel buckle fastenings. The 
shoe is cut extremely low and the 
greater part of the arch is exposed. 
The Spanish Louis heel is used to good 
advantage in this particular style. 


Manufacturers’ and Retailers’ Asso- 
ciation to Have Special Train 
to Chicago Convention 

At the last meeting of the St. Louis 
Retail Shoe Dealers’ Association, Paul 
Jamison, president of the Manufactur- 
ers’ and Wholesalers’ Association an- 
nounced that plans were in progress to 
go to the retail convention in Chi- 
cago via special train. The retailers 
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have been invited to join the manufac- 
turers on the “Special.” C. E. Wil- 
liams, vice-president of the National 
Shoe _ Retailers’ Association, an- 
nounced that J. Sensenbrenner and 
himself have been appointed by the 
Chicago convention headquarters to 
make all train arrangements. As Wil- 
liams puts it, “We are the train- 
masters and are appointed to load the 
train on this end.” Some wit has in- 
quired, “load, load, with what?” 


Retailers to Invite Harvard Bureau to 
Visit Here 


President Frank Ames of the Re- 
tailers’ Association has appointed Ar- 
thur Ebbs of Swopes and J. Sensen- 
brenner of Sensenbrenner’s as a com- 
mittee to invite the Harvard “Bureau 
of Business Administration to visit St. 
Louis after the Chicago Retailers’ 
Convention to address the St. Louis 
Retail Shoe Dealers’ Association. Ebbs 
pointed out that much good could be 
accomplished by having the Bureau 
here for a day where the retailers 
could submit their statements for 
analyzation and receive the benefit of 
the Bureau’s experience. No definite 
plans have been outlined as yet on the 
proposed visit, but it is hoped ar- 
rangements can be made to have the 
Bureau here after they have com- 
pleted their work at the Chicago con- 
vention. 


Grand Leader— Downstairs Store 
Holds Felt. Slipper Sale 


A sale of 300 pairs of felt slippers 
were placed on sale in the downstairs 
store of the Grand Leader at $1 and 
$1.25 a pair. As this store never uses 
comparative price statements no for- 
mer value was announced in the ad. 
One timely note sounded in the copy 
of the ad was the suggestion of pur- 
chasing a few pairs of slippers for 
Christmas gifts. The lot offered con- 
tained soft padded wool soles, ribbon 
trimmed, in plain colors or combina- 
tions. They were shown in the moc- 
casin or de luxe patterns. 


James P. Orr Impressed with Shoe 
Market Here 


James P. Orr, president of the Na- 
tional Shoe Retailers’ Association, who 
recently paid St. Louis a visit, was 
greatly impressed with the develop- 
ment and rapid expansion of the city’s 
commercial* activity, especially the 
shoe industry. In commenting about 
the shoe industry, he said: “St. Louis 
is famous for any number of her prod- 
ucts, but it has only been of late 
years that her prestige in the realm 
of shoedom has been expanding and 
énlarging, and to-day she stands as a 
Mecca in the shoe world to which all 
travelers turn. I come from some- 
thing of a shoe town myself, but we 
are not jealous of St. Louis. . We are 
rather proud that the sceptre has 
moved westward, and we watch the 
growth and advancement of the shoe 
business in St..Louis with something 
of the pride that exists in a family 
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toward one member who has accomp- 
lished an extraordinary achievement.” 
Mr. Orr spent two days here, the first 
with Ebbs and Sensenbrenner teach- 
ing both the fine art of golf; the 
second Charles Williams and the Na- 
tional president were busy on N.S. R. 
A. business. 


Boyd’s New Shoe Department Selling 
Scotch Grains 


General satisfaction over results so 
far obtained in the new shoe depart- 
ment of Boyd’s, who recently moved 
into their new building, was an- 
nounced by A. C. Lewis, manager of 
the shoe section. Exceptionally brisk 
business was felt during the last few 
weeks for high brogue Scotch grains 
in both black and tan. Preference was 
shown for the soft toe, with center 
punch tip. 


Shoe Mart Has Sale of 5000 Pairs of 
Shoes 


Manager McCain of the Shoe Mart 
announced a sale of 5000 pairs of 
shoes of the new fall styles. The 
value of the shoes ranged from $7.50 
to $10 and were offered in the sale 
at $5. New four-button strap, in 
brown or black kid, patent jazz ox- 
fords, boots in brown or black calf 
and four strap buckle oxfords were a 
few of the many styles featured. 


General Line Manufacturers Report 
Big Business—Women’s Novelty 
End of the Business Shows 
Slump 


The big general line manufacturers 
are enjoying tremendous business, a 
large percentage being placed on fu- 
tures. The sales forces of most of the 
houses have only been in the terri- 
tory but a few weeks and reports com- 
ing from the men indicate brisk buy- 
ing. One of the largest manufactur- 
ers here it is reported during the past 
week produced on an average of 
90,000 pairs per day. Other manufac- 
turers all have their production at top 
notch and are greatly concerned with 
their under-production. 

The greater part of the 1922 line for 
spring in the staples for women are 
showing Oxfords as the best bet. Of 
course few of these houses go in for 
the novelty footwear, especially the 
extreme type. Some have a few pat- 
ent strap pumps or sandals which it 
is felt will be good in the spring. The 
specialty houses here, those featuring 
women’s novelty are undergoing a 
slump in business. During the last 
week or two business has been on the 
downward tendency, which is attri- 
buted to the unseasonable weather. 
in some of the extreme southern States 
the weather has been unusually hot 
and this has retarded fall buying con- 
siderably. 

In the women’s end of the business 
patent novelties still-retain first place 
in the call. Oxfords both in plain toe 
and brogue and semi-brogue effects 
have been receiving increased - pres- 
tige. Sandals apparently are on the 
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wane as the cold weather approaches, 


although many calls are being re- 
ceived for this style. Buckles continue 
to be popular and are expected to hold 
pretty well on into the winter. Satin 
in beaded effects has lost much of its 
preference and black suede in sandal 
and oxford styles is gaining rapidly 
in the choice. 


Frank C. Rand Addresses Sales Man- 
ager Bureau 


That the International Shoe dur- 
ing the recent period of price de- 
cline, refused to guarantee prices be- 
cause it was not in the insurance 
business, and because it would necessi- 
tate an added expense which would 
have to be borne by the customer, was 
the statement of Frank C. Rand, 
president of the company, in a talk 
before the Salesmanagers’ Bureau of 
the Chamber of Commerce. 

“There is a margin of profit beyond 
which it is immoral to go,” declared 
Rand in telling of the policy of the 
company in passing on to its custom- 
ers the advantage of a $8,500,000 drop 
in the cost of production on $52,000,- 
000 of orders already booked. Had 
the company guaranteed prices on the 
orders, he declared, it would have lost 
the privilege of going to its customers 
with the lowest price it could charge 
them, based on production costs alone. 

Rand described the condition of the 
entire shoe industry in St. Louis as 
“fairly good” and the East as “slow.” 


The A. S. Kreider Company, Business 
Good in South 


R. D. Cushman, manager of the St. 
Louis branch of The A. S. Kreider Co., 
declared business in the South was 
generally good. Conditions were par- 
ticularly favorable in the States of 
Alabama and Louisiana. Kansas, one 
of the banner States for Kreider 
shoes, was producing a big volume of 
orders. Two new men have been added 
to the sales force. Fred Tohn, form- 
erly with J. W. Carter Co., of Nash- 
ville, is now taking the Kreider line 
into Texas. John Bullington, who 
formerly covered part of Texas for 
Roberts, Johnson and Rand, will now 
travel Texas for the Kreider Co. 


Brown Shoe Co. Show Reduction in 
Prices. 


The Brown Shoe Co. has issued a 
small leaflet, tabulating what $740 
would buy in number of pairs of shoes 
a year ago and what the same amount 
will purchase to-day. The figures are 
interesting and prove that twice as 
many pairs can be bought to-day for 
the same amount of money. 


What $740 Would Buy Last Year 


058 12 Men’s $42.00 
08 12 Men’s 54.00 
040 12 Men’s 63.00 
C239 12 Men’s 72.00 
E31 12 Men’s 66.00 
E41 12 Boys’ 48.00 
G54 12 Women’s 78.00 
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$75.00 
43.20 
57.00 
45.00 
42.00 
55.20 


Gi 12 Women’s 
T145 12 Women’s 
M358 12 Men’s 
M20 12 Women’s 
M34 12 Women’s 
K20 12 Boys’ 


156 prs. Total, $740.40 


What $740 Will Buy To-day 


058 2 Men’s $25.80 
12 Boys’ 22.20 
12 Men’s 18.60 
12 Men’s 31.20 
12 Men’s 34.20 
12 Men’s 83.00 
12 Boys’ 22.80 

Youths’ 21.00 
Women’s 31.20 
Misses’ 25.80 
Misses’ 24.00 
Misses’ 25.80 
Women’s 22.80 
Misses’ 19.20 
Child’s 16.80 
Women’s 43.20 
Women’s 43.20 
Women’s 27.00 
Men’s 34.80 
Boys’ 36.00 
Men’s 43.20 
Misses’ 34.20 
Child’s 30.00 
12 Boys’ 42.00 
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Child’s $22.80 
Infant’s 9.60 


L552 12 
3315 12 


812 prs. Total, $740.40 


John Meier Co. Put Out New Shoe 

The Meier Shoe Co., manufacturers 
of Men’s shoes, has recently placed 
on the market a new shoe called “The 
Doctor.” A. W. Meier, secretary of 
the company, stated that so accept- 
able has the shoe become to the trade 
that during the last four months its 
sales have increased 275 per cent. Mr. 
Meier stated that business in general 
is especially brisk and that production 
has increased greatly during the past 
six months. 


W. M. Sloan to Attend Western As- 
sociation of Shoe Wholesalers’ 
Convention 

W. M. Sloan, general manager of 
the McElroy-Sloan Shoe Co., has 
left for Chicago to attend the Western 
Association of Shoe Wholesalers’ con- 
vention held in that city. 

Sloan is motoring to Chicago on the 
new highway which has recently been 
opened between St. Louis and Chi- 
cago, being concrete all the way with 
an exception of a few miles which is 
under construction and will be fin- 
ished within six or eight months. 


CHICAGO 


New Retail Shoe Center 


Three Beautiful Stores to Open Simul- 
taneously in the Same 
Building 


HEN three of the largest 

and best known high grade 
‘retail shoe concerns in the United 
States decide on the same location and 
open their stores almost simultane- 
ously it is evidence of mental tele- 
pathy in an exaggerated degree or 
else an intensive study of mercantile 
development. 

The corner of Madison and Wabash 
Streets, Chicago, has never been 
known as a shoe location, but three 
concerns are now putting the finish- 
ing touches on new stores in one build- 
ing on this corner. 

Hanan & Sons will occupy the large 
corner room with entrances on both 
Wabash and Madison Streets. 

Next to them on Madison Street 
will be the C. H. Wolfelt Co. and 
next to them and nearer Michigan 
Avenue will be the new store'of Mar- 
tin & Martin. 

The Hanan store will be fitted with 
dark walnut shelving and furniture, 
following very closely in type and ar- 
rangement the Hanan store at the 
corner of State and Washington 
Streets. The floor will be polished 
hardwood, the chairs will be of heavy 
wood type.. F. T. McLoney will man- 
age both the State Street store and 
the new establishment on Wabash 
Street. 


The Wolfelt store will be a marvel 
of beauty and splendor. The store 
will have a drawing-room effect, floor 
being beautifully carpeted and the 
store is being fitted with imported 
Italian Renaissance furniture. The 
paneling is of dark walnut around 
three sides of the room and conceals 
the shelving where the stock is kept. 
No shelving will be exposed excepting 
hosiery and buckle cabinets. On the 
balcony will be double rows of shelv- 
ing concealed behind polychromed 
walls. The offices will also be on the 
balcony at the rear of the room. The 
Chicago Wolfelt store will be in 
charge of Clarence J. Stevens, one of 
the best known shoe men in the Middle 
West. 

The Martin & Martin store will be 
next door to the Wolfelt store. This 
store also will be beautifully fitted and 
the most modern of lighting and win- 
dow fixtures will be installed. The 
shelving and furniture will be of wal- 
nut, the chairs will be a French type 


with rounded corners, upholstered in . 


gray taupe velour. The floor will be 
entirely covered with rich carpet of 
taupe shade which will harmonize 
with the upholstered furniture. The 
offices. will be on the mezzanine floor, 
three sides of which will be shelving. 


Cartons will be of a gray, in. a 
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smoke shade, carrying out the color 
scheme. 

W. C. Bartlett, who for ten years 
has been connected with the Michi- 
gan Avenue shop, will assume the 
management of the new Madison 
Street store. This will be the fourth 
of the Martin & Martin chain, two 
stores being located in New York and 
two in Chicago. 

State Street Stores Not Complaining 

Business in the retail stores in Chi- 
cago is not at the best, and yet most 
merchants are satisfied with the vol- 
ume under present conditions. Several 
of the leading stores continue to show 
an increase in pairs as compared with 
corresponding weeks of last year. A 
few of them by unusual effort have 


’ been able to show an increase in 


dollars and cents, although on the 
whole these stores are exceptions and 
the average merchant is not complain- 
ing bitterly if pairs distributed are 
equal to the distribution of the corre- 
sponding weeks of last year. 


Patents Lead 


In low cut footwear patents lead 
other materials in point of sales. 
Satins are a close second. In the 
heavier types brown calf supercedes 
black in some of the stores, while in 
others black predominates. Both in 
Louis heels and military heels the 
center buckle strap effect seems the 
most popular. 

In the heavier types of ' Russian 
straps are still selling well, but there 
is a decided tendency toward the lace 
oxford. More and more the tendeney 
toward grain leathers with heavy 
edges, with fancy punchings are com- 
ing into prominence. 

Boots Sell on Rainy Days 

Whenever the air is crisp and cold 
or when a cold rain prevails boots 
sell freely. The Walkover store on 
State Street is selling 30 to 40 per 
cent boots. The Cutler store, one of 
the largest and best established Chi- 
cago stores, is selling boots freely. 
Low cuts, however, in oxfords and 
strap effects in patents, satins and 
Russias make up the large percentage 
of sales. 

Practically all the boots being sold 
carry welt soles and military heels ex- 
cepting where merchants are forcing 
out Louis heel boots at a price to rid 
their shelves of carried-over merchan- 
dise. 

Shoe Offices Moving 

Frank J. Drufke, representing the 
Irving Drew Shoe Co., of Portsmouth, 
Ohio, is moving his office from 506 
Lees Building to 211-Security Build- 
ing. 

James Donahoe, Chicago represen- 
tative of the Holters Co. of Cincinnati, 
has moved from 304 Lees Building to 
210 Security Building. 

The Brockton Shoe Manufacturing 
Co. is opening a Chicago office at 209 
Security Building. The office will be 
in charge of Horace E. Erewitt, who 
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represents this concern in Chicago and 
nearby territory. 


Sachs Shoe Co. Sales Conference 


Ralph Wolpe, who represents the 
Sachs Shoe Co. of Cincinnati in Chi- 
cago and nearby territory, recently 
attended a conference of the sales 
force of his concern at the home office 
where he was on the program for a 
talk on the subject of six-cylinder 
salesmen. 


Salesmen Find Retail Stocks Low 


Charles Cohen, who _ represents 
Lunn & Sweet in Michigan, is travel- 
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ing his territory in an automobile and 
spending a large percentage of his 
time in the smaller towns. He finds 
on an average that retail stocks are 
low, especially on staple and comfort 
footwear. The average merchant, in 
his opinion, is keeping better track of 
his business and merchandising his 
stock in a more intelligent manner 
than in former years. Many mer- 
chants, in his opinion, have put too 
much stress and centered their ener- 
gies to too great an extent on high 
styles of merchandise to the detriment 
of their business in comfort and sta- 
ple footwear. . 


PITTSBURGH 


Steel Business Much Improved 


More Nearly Normal Conditions Prevail— 
Retail Merchants Have Weathered 
the Storm 


HIS center of industry is get- 
¥ ting to look more like its real 
self with hundreds of plants scat- 
tered throughout the district starting 
operations after enforced lay-offs, and 
building enterprises going stronger 
than for many a day. Little wonder, 
then, that merchants in every line are 
taking heart and seeing better times 
ahead. The shoe section-of the mer- 
cantile world has been, perhaps, less 
affected than any other. But it is 
a fact that for the past few months 
times have not been as healthy as 
dealers would have liked. The basic 
cause of any depression is always in- 
volved in the labor question. And the 
one big necessity of protecting the 
feet will likely get an impetus in the 
not far distant future that will more 
than make up for the short period 
of slump. Dealers throughout the tri- 
State territory have all weathered the 
storm, with not an important failure 
noted, the best testimonial possible; 
and there is every reason to believe 
that a return to normal and better 
conditions is at hand. 


Hyde Shoe Co. Moves 


The Hyde Shoe Co. has taken spa- 
cious quarters in the Finkelhor Build- 
ing. Ben Hyde has joined his father’s 
forces and is taking care of road trade. 


New Shoe Store Opens 

The Manheim Shoe Co. has opened 
the newest shop in town, right in the 
heart of Liberty Avenue. The store 
has a double entrance facing on two 
busy streets. Not being far from 
the Pennsylvania station, the manage- 
ment is counting particularly on a 
transient trade. 


$6.00 Shoe a Good Seller 


Walk-Over is featuring a $6 shoe 
for both ladies and men, and judging 
from response by the local public, it 
is one of the best business getters for 
the Moensch firm in some time. Just 
about a year ago the same concern 
ran a $7 early winter sale, and the 
event promises to become an annual 
feature with good prospect of the 
buying element getting acquainted 
with it, 


Preparing for Big Sale 

The Carter Shoe Co. has closed its 
doors pending an inventory to prepare 
for a big sale to start early in Novem- 
ber. The reason back of it lies prob- 
ably in the death of one of the heads 
of the firm recently, as reported in 
these columns, since which time the 
organization has undergone a period 
of reconstruction. The same firm op- 
erates stores in several of the nearby 
towns. 


CINCINNATI 


Business Shows Healthy Condition 


Diversified Industries Lighten Effect 
of Depression 


HE well diversified nature of 
the industries in and about 
Cincinnati has proved to be gener- 
ally beneficial during the industrial 
depression and up to the present time. 


It has been conceded by persons com- 
ing here from other of the larger 
cities that this city has displayed 
fewer signs of the hard times than 
most other cities. In spite of the fact 
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that the largest industry here, that of 
machine tools and allied trades, is still 
practically 100 per cent inactive, this 
center enjoys a lower percentage of 
unemployment than many of the other 
large cities. Shoe manufacturing 
ranks second in size of the industrics 
of Cincinnati, and of the twenty-three 
shoe factories here, not one has ex- 
perienced an entire shutdown this 
year. This industry as well as many 
others in this vicinity, has provided 
steady employment at  reasonabie 
wages to as many workers as it was 
possible for them to take on. Other 
of the larger industries here, such as 
soap, textiles, furniture and coal have 
shown decided improvements during 
the past few weeks. Thus, as re- 
flected in the aggregate sales of not 
only the shoe stores here, but also of 
other retail establishments, the public 
buying power does not seem to have 
been crippled. Seasonable goods espe- 
cially is selling in a healthy volume. 


Bank Resources Increase 


A recent investigation of twenty- 
six banks of Cincinnati by H. E. Scott, 
Superintendent of Banks of Ohio, 
shows that the business depression is 
having little adverse effect upon these 
institutions. The total resources of 
these banks according to the report 
of Sept. 6, 1921, was $127,282,905. 
This showing varies in a small degree 
from the total resources reported by 
these banks under the call of June 
80, 1921, when their resources 
amounted to $127,980,610. The total 
resources of these banks on Sept. 8, 
1920, were $123,299,050, so it is ap- 
parent that there was a gain of 
approximately $4,000,000 during the 
year preceding the call of Sept. 6, 
1921. This is considered notable in 
view of the slump in business of the 


. past few months. 


Mexican President Buys Cincinnati- 
Made Shoes 


The P. Sullivan Company of this 
city recently made two pairs of shoes 
for the wife and daughter of Alvaro 
Obregon, President of Mexico. The 
order came through one of the South- 
western dealers in Sullivan shoes. 
They were made according to a short 
vamp three strap pattern, one pair 
with a gray quarter and patent vamp, 
and the other with a white quarter 
and patent vamp. 


Cincinnati Manufacturers Push Arch 
Protective Features Under Trade 
Marked Lines 


During the past few months the 
manufacturers of this market have 
taken strongly to the idea of a correc- 
tive or protective device built into the 
arch of the shoe. They have foreseen 
a great wave of popularity of foct- 
wear of this nature built on stylish 
lasts and patterns. Already many 
of the factories here have discovered 
that a well-established trade built up 
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on such a line is a decided asset, and 
that it serves to equalize production 
to some degree. Some of the lines 
made by Duttenhofer-Stevens Com- 
porting feature are: the “Arch-Tone” 
made by Krohn-Fechheimer; the 
“Arch Protector” made by Val 
Duttenhofer Sons Company; the 
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“Arch-O-Pedic” made by Krippendorf 
Dittmann; the “Master Futkorset” 
made by Duttenhofer-Stevens Com- 
pany; the “ArcHelp” made by Voll- 
man, Lawrence Co.; the “Arch Lock” 


‘ shoe made by P. Sullivan Co. and the 


“Protex-Arch” shoe made by the Hol- 
ters Co. 


LOS ANGELES 


Style Situation Unchanged 


Few Scattering Calls for High Shoes 
—Patents Emerging From 
Fad Stage 


HERE has been very little ma- 
terial change in the style situ- 
ation from what has been in evi- 
dence the past few months. There is 
a general feeling of uncertainty as to 
just what the next few months will 
bring forth. In the Spring every 
manufacturer talked straps and the 
local merchants bought straps and 
very little else, and now they are 
awaiting a more pronounced demand 
before bringing on the newer novel- 
ties. One of the things that keep up 
the popularity of the strap effects is 
the fact that usually this type of foot- 
wear is made up in the lighter leath- 
ers and in fabric. Climatically the 
heavier leathers are not desirable 
here. 
During the recent rain there were 
a few scattering calls for high shoes, 
‘but as they were not worn to any ex- 
tent last year nobody is taking them 
seriously this year. One merchant, 
however, expressed the belief that 
some of the women were going to be- 
come anxious about their ankles be- 
fore many moons, and he thought this 
would influence the buying of high 
shoes more than anything else would. 
Rosenthal’s are displaying some 
mew evening slippers made of hand- 
some novelty cloths in the newer strap 
designs and with the new straight 
French heel. Some of these slippers 
are very gorgeous, while others are 
eloquent of rich simplicity. 
Patents seem to be emerging from 


the fad stage and this leather is now 
seen in many combinations. The de- 
mand for the plain patent oxford, or 
“jazz oxford,” is lessening. 

Shoe merchants here state that 
Milady’s feet are growing smaller. 
This applies only to those who have 
the auto-riding habit. The great army 
of out-door enthusiasts and hikers are 
not included. Those who profess to 
know state that the length of the foot 
is a matter of heredity, but width is 
a matter of exercise. 

C. H. Baker, prominent shoe man 
of the Pacific Coast, with eleven shoe 
stores extending from Portland to 
Los Angeles, is opening a new shoe 
store in Detroit. This is the Lindke 
Shoe Store, the second largest in the 
city, and Charlie Thompson, formerly 
in charge of the shoe department of 
Oppenheim & Collins, New York, who 
has the reputation of turning a shoe 
stock faster than anybody else in the 
United States, will be in charge. The 
store will be conducted on the same 
general policy as the other C. H. 
Baker stores—close margin prices, de- 
pending upon volume instead of mar- 
gin of profit, and the prospects are 
that the new store will do a large 
business right from the start. 

Mr. Baker manages the various 
stores from a central office in Los 
Angeles. All the bookkeeping and 
records are taken care of in this cen- 
tral office. There are four Baker 
stores in Los Angeles and they all do 
an enormous amount of business. 


DES MOINES 


Business Opening Good 


Des Moines Industrial Exposition a 
Success—Does Much to Help 
Local Retailers 


ECAUSE of the early setting 


in of cool weather, the fall . 


shoe business has opened up nicely. 
Sales are not, however, what they 
were last year. “Left overs” are still 
being cleared out as witnessed by 
Panors Tuesday Dollar Day Sale of 


shoes and oxfords for men and ~ 


women in small sizes. Complete fall 
stock has been received and adver- 
tising is being used consistently to 
produce sales in the new novelty foot- 
wear. 

General industrial conditions in the 
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city are unchanged. Some factories 
have increased production materially 
while others have decreased their pro- 
duction. In regard to the unemploy- 
ment situation, C. S. Walker, a direc- 
tor of the State Manufacturers’ As- 
sociation, told the members of the 
Chamber of Commerce Friday that 
while the unemployment situation is 
serious it is not as bad as is gener- 
ally supposed. He based his state- 
ments on a survey recently completed 
by the manufacturers’ organization. 
This showed that though men were 
not employed at. their trades, they 
were doing other work and therefore 
were earning some money. 

The Annual Des Moines Industrial 
Exposition which ended on October 
14th has done much to help the local 
retailers. Iowa farmers who live 
close by were in town to see the show 
and to buy. 


Des Moines Sweetheart Contest Gives 
Shoe Retailers Much Good Ad- 
vertising 

Wiltsey’s and De Arcey’s have ob- 
tained much effective advertising by 
the hunt which is being conducted by 
the Evening Tribune and the Junior 
Advertising Club to find “Des Moines’ 
Sweetheart.” The girl who is chosen 
will be presented with two complete 
outfits by the local retailers of wear- 
ing apparel. Shoes to match the 
gowns will be given the girl and also 
a pair of dancing pumps which will 
be worn at the “Sweetheart Ball” to 
be given at the Fort Des Moines on 
November 14th. 


Big Post Season Sale Conducted by 
Slade 


An unusual sale by the Slade Shoe 
Shop at 320 Seventh Street was 
started during the past week. A 
glaring full page ad announeed to the 
public that prices were being reduced 
tremendously in order to make the 
1921 volume of business equal to that 
of 1920. 


The Arant Shoe Company is selling 
some neat college brogues for the 
local college women at $7.00. The 
“Sally Sandal,” the new “Toddle,” 
“Dimple Toes,” and the new “Fifi” 
moccasin are being offered at $7.00 
and $8.00. 


Iowa Banks to Be Refinanced 


Large scale plans for refinancing 
Iowa banks that loaded up with agri- 
culture paper were laid before a meet- 
ing of bankers and trust company 
officials in Hotel Fort Des Moines 
Thursday by members of the commit- 
tee of bankers appointed here by the 
War Finance corporation to assist in 
the administration of the new agri- 
culture credits act. j 

The meeting was called to hear the 
results of conferences held in Wash- 
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ington this week with Eugene Meyer, 
chairman of the War Finance corpo- 
ration, by John Kauffman, of the Des 
Moines National Bank, and B. Kauff- 
man, president of the Bankers Trust 
Company. 

Mr. Cavanaugh and Mr. Kauffman 
were added to the War Finance cor- 
poration’s committee here by Chair- 
man Meyer a week ago, when he vis- 
ited Des Moines. 

They went to Washington with the 
specific object of obtaining the con- 
sent of the War Finance corpora- 
tion’s board to the elimination of cer- 
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tain rules originally promulgated to 
govern loaning operations. 

These rules were declared unduly 
complicated. Abandonment of them 
was announced. “These operations,” 
he said, “promise to be the biggest 
thing in a business way that has hap- 
pened in Iowa for many years. They 
will enable country banks that are 
loaned up to rediscount their paper 
with the War Finance corporation 
and get new funds for new business.” 

He predicted that it would also 
effect thorough-going relief of the 
tight credit situation. 


MILWAUKEE 


October Good Month 


Better Call for Men’s Shoes—Total 
Business by Pairs Ex- 
ceeded 1920 


HE Milwaukee retail shoe trade 
entered the month of Novem- 
ber encouraged by one of the results 
of one of the most active months this 
year — October — when business by 
pairs exceeded that of the same month 
in 1920 at most shops, and some found 
the dollars-and-cents volume greater 
as well, which means a material ex- 
eess in pairs at the reduced averages 
in shoe prices. A feature of October 
was the better call for men’s shoes. 
At the same time, dealers generally 
are pinning much hope on November 
as a men’s shoe month, for experience 
in October showed that cold waves 
brought men into the boot shops. 


Late Fall Tendencies 


Oxfords and pumps have divided 
about equally the business in women’s 
shoes. As winter comes nearer and 
climatic conditions are more season- 
able, a better call for boots has been 
noted, but this is confined almost en- 
tirely to elderly women. Girls, young 
and middle-aged women apparently 
have no intention of wearing boots 
this winter. A healthy call for spats, 
silk-and-wool hose and all-wool stock- 
ings has developed with streaks of 
cold, rainy‘ weather in the last few 
weeks, and probably will be accentu- 
ated as the first snows arrive. 


Bargain Price Competition 


Another era of bargain priced 
shoe offerings struck Milwaukee in 
the latter part of October which fur- 
nhished some rather strenuous compe- 
tition to dealers who carried business 
forward on merits of quality and 
price, using reductions merely as at- 
tractors and limiting these to broken 
lots and sizes which they desire to 
clear before the usual sales scheduled 
for the immediate -post-holiday sea- 


son. It has been demonstrated, how- 
ever, that the low-price bargain sales, 
which are confined largely to the de- 
partment stores, attract only a cer- 
tain class. The bulk of buyers are 
still demanding the better qualities 
and apparently are willing to pay the 
regular price. 


The Manufacturing Situation 


“In boots and shoes, manufactur- 
ing operations have been sustained at 
around 80 per cent during the past 
month, but buying is still largely for 
immediate needs,” says the current 
issue of a monthly review of local 
conditions issued by Milwaukee’s larg- 
est bank. It says further: “Septem- 
ber was the best month this year for 
the leather industry. The increase 
of sales has been most marked in the 
cheaper grades of leather. Sole 
leather prices are about 10 per cent 
better than last spring. Export busi- 
ness is reported on the increase. Hos- 
iery production continues active.” 





Enterline System Expanding 


The S. W. Enterline Co. of Osh- 
kosh, Wis., a concern recently incor- 
porated to establish a chain of retail 
shoe shops in Wisconsin, has opened 
its second store at Appleton, Wis., 
under the management of Paul Mas- 
ters, formerly of Columbus, O. The 
original store was opened at Oshkosh 
late in September. The Appleton 
store held its formal opening Oct. 29. 
A third shop is in preparation at 
Green Bay, Wis., at Adams and Pine 
streets. All of the stores offer gen- 
eral family lines. 


Brouwer Again Honored 


Stephen J. Brouwer, head of the 
S. J. Brouwer Shoe Co., 322-824 
Grand Avenue, Milwaukee, has been 
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re-elected president of the Milwaukee 
Rescue Mission, 297 Fifth Street. 
During the year the institution cared 
for 47,276 men with board and lodz- 
ing and placed 3,682 in outside em- 
ployment. Mr. Brouwer has been an 
enthusiastic worker in behalf of un- 
fortunates for many years and takes 
particular pride in the work of the 
Mission. 


Ad Clubs Meet June 11-15, 1922 


June 11 to 15 has been selected as 
the period when the big international 
convention of the Associated Adver- 
tising Clubs of the World will be held 
in Milwaukee. This is expected to be 
one of the largest and best attended 
conventions ever held in Milwaukee 
and will exert perhaps the greatest 
influence to advertise Milwaukee and 
its industries to the world that any 
similar gathering has produced. The 
boot and shoe industry, due to its 
important rank in local industry, is 
taking a leading part in the arrange- 
ments. 


A Burglar’s New Stunt 


Superior, Wis., has produced a new 
type of burglar, called “Jack the 
Fisher.” A few nights ago a window 
in the rear of the Cut Price Shoe Store 
at 1020 Tower Avenue was jimmied, 
but iron bars prevented entrance. The 
burglar evidently provided himself 
with a pole equipped with a hook and 
pulled a long table piled high with 
shoes toward the window, then cleaned 
it off to the tune of about $200 worth 
of merchandise. 


R. T. Leahy Engaged 


Announcement is made of the en- 
gagement of Miss Margaret Seeber, 


‘Jefferson, Wis., to R. T. Leahy, assist- 


ant manager of the Milwaukee store 
of Hanan & Sons, 205 Grand Avenue. 


Concentrates on Tannery 


Charles Boettge, for twenty years 
president of the Berlin Tanning & 
Mfg. Co., Berlin, Wis., has assumed 
the entire active management follow- 
ing the disposition of his extensive 
wholesale and retail bakery business 
in the same city, which he owned and 
conducted for thirty-five years. The 
Berlin tannery specializes in sheep 
and buck skins and manufactures 
gloves and other leather goods, as well 
as materials for workmen’s clothing. 
It also does custom tanning of all 
kinds of skins. 


Against Billboard Ads 


The Wisconsin Federation of 
Women’s Clubs, at its annual conven- 
tion in Appleton, Wis., launched a 
campaign against billboards along 
highways. It is stated in resolutions 
addressed to the state highway com-- 








tie; 
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mission and members of the legisla- 


ture that the roads are not the place 
for advertising signs, because of their 
detriment to natural beauty, and it is 
suggested that the newspaper is the 
more legitimate medium through 
which the retail merchant should seek 
patronage. 


Leo Francisco Married 


Leo Francisco, sales manager of the 
Deming Shoe Co., Ripon, Wis., was 
married recently to Miss Edna Knoop 
of Oshkosh, Wis., at the home of the 
bride’s parents. They will reside at 


612 Sherman Street in Ripon. 


A New Milwaukee Slogan 


The Milwaukee ‘Association of €om- 
merce has indorsed the suggestion 
made by a local manufacturer that 
every manufacturer, wholesaler or 
other .shipper of Milwaukee-made 
goods stencil upon each box or pack- 
age the slogan, “More Milwaukee 
Merchandise.” Phil A. Grau, execu- 
tive director of the association, said: 
“No city surpasses Milwaukee in di- 
versified industries. Many thousands 
still associate with Milwaukee an in- 
ternationally famous product now 
prohibited by law, and because of its 
prohibition, feel Milwaukee has suf- 
fered almost beyond recuperation. 
But scarcely a thing can be men- 
tioned among the necessities which 
Milwaukee does not make. We buy 
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~ and sell in every world market. Why 


not let the people know? Let’s tell 
the world what we make and where 
we send it.” 


Observes 54th Anniversary 


Egelhoff’s, 87 South Main Street, 
Fond du Lac, Wis., one of the leading 
retail shoe stores in Wisconsin, recent- 
ly celebrated the fifty-fourth anniver- 
sary of its establishment. The busi- 
ness was started in 1867 as a small 
repair shop. 


Bankers Favor Retail Merchants 


All banks in Oshkosh, Wis., which 
for six months have remained open 
every Saturday until 1 p.m., as a favor 


to retail merchants, will continue the 


plan. Formerly banks closed at 12 
or 12.15 p.m. at the week-end. Stores 
are open until 6 or 9 p.m, Many 
workingmen who shop Saturday aft- 
ernoons do not get paid until noon. 
The banking plan enables them to get 
their checks cashed at the bank in- 
stead of in stores, relieving the mer- 
chants of the necessity of carrying 
large reserves. It also has prevented 
several attempts to get merchants to 
cash bad checks on the plea that the 
banks were closed. One merchant 
escaped cashing a $150 check by re- 
ferring a supposed crook to the bank 
when the latter attempted to work the 
“after banking hours” check cashing 
idea. 


COLUMBUS - 


Business Conditions Better 


Men’s Business Considerably Increased—Soft Brogue 
Oxfords Going Well—Women’s Straps with 
Buckles and Buttons Also Good . 


ETAIL trade among the shoe 
stores in this city has in- 
creased considerably the _ past 
month. During the early part of the 
month the weather was very mild and 
the majority of sales in the women’s 
departments consisted of low cuts in 
both strap and lace effects. Straps 
with. buttons and buckles were selling 
very good to those who desired to 
wear this style with heavy hose, but 
this style is taboo with them who de- 
sire to-wear spats over their shoes 
for winter. The merchants are push- 
ing the.strap sandals to “clean up” 
before the real winter weather: sets in 
as they realize that it wil! be almost 
impossible to sell their customers a 
special kind of spat to wear over the 
buttons.‘and buckles that adorn the 
strap models. They also realize that 


the spats-that are sold to fit over the — 


lace oxfords will not “set well” over 
the strap models. The -sale-of. arc-' 
tics to be worn over this style will be 


good, they say, but the percentage of 
those wearing arctics will be so small 
that it will hardly pay the merchant 


to hold on to his strap goods in ex- . 


pectation of selling arctics along with 
this style. For this reason the word 
is “sell straps now.” Lace oxfords 
will be good sellers all through the 
winter months. Tan calf and kid are 
still in the lead in the low and military 
heel lace oxfords. Many pairs of 
patent. in both lace and strap are be- 
ing sold and practically all are made 
with the Cuban or Louis heel. Very 
few. Baby Louis or military heels 
are sold in this class of goods. In 
satin slippers, both black and brown, 
hardly any other style is sold except- 
ing the Louis heel, and most all of 


-this class is sold-in-the strap effects. 


The men’s business has increased 
considerably the past two weeks. The 
bigseller in men’s goods ‘is. the soft 
brogue oxford for young men. This 
style is sold most in tan grain, but 


95 


many merchants report a. considerable 
increase in sales in black oxfords and 
boots. 

John J. Baird of Pitts Shoe Com- 
pany, president of the Ohio Valley 
Retail Shoe Dealers’ Association, con- 
ferred with Henry F. Hageman, sec- 
retary and Harry McLaughlin, past 
president of the association, both of 
Cincinnati, regarding plans for the 
annual convention in Cleveland March 
6 to 8. 

These three will go to Cleveland for 
a conference with E. A. Clark of the 
N. 0. Stone Company, chairman of 


. the convention committee. 


President Baird said that the key- 
note of the convention will be “Ser- 
vice to the Customer.” -A fine exhibit 
of shoes, machinery and accessories 
will be made, the intention being to 
emphasize the educational features of 
the meeting. John Rabb of Toledo 
will attend the Cleveland conference. 

President Baird said that every in- 
dication points to the largest conven- 
tion in the history of the association. 

Reports from the committee arrang- 
ing for the’ national convention of 
shoe retailers at Chicago, Jan. 9 to 
12, show that the exhibit will be a 
record-breaker. Two additional build- 
ings have been leased. Mr. Baird ex- 
pects to lead a large delegation of the 
members of the Ohio Valley Retail 
Shoe Dealers’ Association to this 
meeting. It is hoped to have an en- 
tire train load from this state at that 
convention, said Mr. Baird. 

Reports from the manufacturers 
are very gratifying. They inform us 
that they are receiving lots of orders 
for immediate delivery from all sec- 
tions of the country. About 50 per 
cent of these orders are for boots. 


To Advertise Bargain Days 


Tampa, Fla., Oct. 25.—The Tampa 
Merchants’ Association has just an- 
nounced that a committee of five of 
its members will go to work on plans 
to establish special shopping days in 
this city on which each. member ‘of 
the association will be expected to 


offer real bargains in one or more 


lines. The days will be widely ad- 
vertised and other special attractions 
provided, with the widening of Tam- 
pa’s trade territory as the ultimate 
aim. 

Labor, out of employmént else- 
where, is being advised to stay out of 
Tampa and Florida. An average of 
100 letters a week are received by the 
local board of trade concerning em- 
ployment here and others are receiv- 
ing the same letters. Some labor is 
coming in without invitation, but local 
authorities believe Florida- will get 


: along without much of an unemploy- 


ment problem unless the State is 
swamped with outside labor. 
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IN STOCK—IMMEDIATE DELIVERY 


Dependable Men’s House Slippers, Good Wearing Uppers and Soles. 
Women’s Felts When You Need Them Most. 


270—A Black or Brown Everett 6/11...$1.50 
272—A Black or Brown Romeo 6/11.... 1.50 
S876—A Wine or Old Rose Juliet .3/8.... 1.25 
878—A Black or Grey Juliet 3/8 


Terms 2%—10 Days, Net, 30 


Send for our circular of popular 
priced lines 


Axman-Weiss Shoe Company 
40 So. Wells St. CHICAGO 

















SCOTCH GRAINS 
IN STOCK 


This shoe is a sel- 
ler. Double roll 
edge with exten- 
sion heel. Some- 
thing new. Tip, 
‘soft box hair 
cloth. Send for 
samples. 


ALSO FULL 
LINE OF 
YOUNG 
MEN’S 
SHOES 


Send for 
samples 


dre You Getting 
Your Share of this 
kind of 


BUSINESS EV 


No. 990. 6-in. Sheep i 
Sheepskin Sole, Five Eyelets, Lac 
Men's, 6 to 12...Per doz. pair $9.50 
is 2 OP Secas ” vie 8.75 er 
Youths’, Il to13 “ “ “ 8.254 
Women’s, 3 to 8. “ 9.00 
isses” 11 tm 2. 





“ “ 
oe oo oo 


86.50 


Stock No. 921 
Black 


No. 981. 14-in. Arctic Sheepskin 
Packed in bulk, sizes 5 to 
12, per pair 70 
Packed in individual car- 
tons, per pair $2.75 
No. 983. 9-in. Sheepskin 


Stock No. 920 
Tan 


B, C, D widths 
Ready to ship 


PAR 


12, per pair 

Packed in individual car- 

tons, per pair $2.15 
980. 6-in. Sheepskin Boot 


The Athletic Shoe Co. 


918-934 North 


FREDERICK S. PECK 
WORCESTER, MASS. 
Maker of Superior Shoes for Men 


No. 
Packed in bulk, sizes 5 to 12, per 
$1.90 


ir 
Packed in individual cartons, per 
1.95 


Marshfield Avenue 
CHICAGO, ILL. 





Boston Salesroom, 207 Essex Street WORCESTER 








HO 


TEL 
OPPOSITE SOUTH STATION G55 g ‘7 


McCARTHY BROS., PROPRIETORS 


400 rooms, 300 baths, $2.00 a day and up. 


Ask any man in the shoe and leather trade where to stop when in Boston and you'll get the tip to 
stop at the “ESSEX.” Few are the “boys” who have never entered the “ESSEX” and enjoyed its 
facilities for the prompt transaction of business. The up-to-dateness of its appointments and its 
unsurpassed location make it the first choice of those whose time must be made to count. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 


(7 OCSVOS SECTS SHSSHSZVSHSERSESHSSESSAERTZAZGZEZEeSES 
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Norw Squi ‘0. 684—B: Cordovan No. 487—Black No: 


egian Ox. Black Gn, Squa Ox. Square 
Ra whee do ten. Stitche d wing tip. Fibre doubler. Stitched wing tip. Fibre doubler. Stitched 
1; B, 6 to 11; C and heel. A, 7 to 11; B, 6 to 14; C and heel. fa to 11; B, 6 to 11; C and 


win 
ea to | ; 
, 5 to fl. The “Brute” Last. ‘$6.15 D, 5 to Tt. “The “Brute’ Phew. $6.35 D, 5 to 11. The “Brute” Last. .$6.15 


No. 372—Patent C. S. ats rd. Imitation Turn 

ible Sole. Fenway Last. Size and Widths: TAA, 6 
,B,6 to ll; C, D, 5 to Il. Price... .95.50 No. §80—Brogue Last, Gallun's 26 Brogue Oxford. 

Ne. 407—tv ory Calf C. 8. Oxford, Imt. Turn AA, 7 to 11; A and B, 6 to Il; C and 5 tet 


Fen 
Last. Sizes and Widths: AA, 6% to 11; A.B, 6 to It: 
CD, 5 tol. Pri $5.50.  698-Brown Cordovan Oxford. Rawhide Slip Sole 
No. 230—Wome ford. Imitation Turn. Sizes a nd, Widthe: AA, 7 to 11: A.B, 6 to D3 


25 Last. A, 4t n's Dance Oxford, 8. Price. .$5.25 
The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 
BOSTON: 183 Essex St. NEW YORK: 651 Marbridge Bldg. CHICAGO: Room 706, Security Bldg. 


Oe NOL A OLE MM Sa. 
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Prominent Displays 
Bring Business 


You can materially increase your rubber footwear 
business by displaying Men’s Boots, Combinations, 
Perfections, in an Economic Revolving Display Fix- 
ture. 


Capacity for about ten cases—enabling you to dis- 
play fourteen styles, sized out, in forty inches of 
floor space. 











Six feet, six inches high—Forty inches wide—Re- 
volves without friction—Folds compactly for stor- 
age. 

Write for prices. 


BATAVIA SPECIALTY COMPANY 


Batavia, New York 











All parts of case made of steel. 














Boots That Mean 
More Sales 


In Stock 














Terms: Net 30 Days 
No. B418— All Black Kid 
Imitation 


‘*‘Wide-Ankle’’ Boot, 

Tip, 14/8 Military Heel; with 

Rubber Top Lift, Welt. Price, 
$5.65 


No. B414—All Black Kid, Imi- 
eer K. ors Joy, Clark & Nier, Inc. No. B419—All Brown Kid 


No, B412—All Brown Kid, Imi- rin ae wuieee” ano 


tati Tip, 14/8 Heel, Wi 
ation P. / ee 86.38 Rochester, N. , @ Rubber Top Lift, Welt. Prigt 50 
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BELMONT TRACK mr  OWRIGHT.CO, 


BELMONT PARK, AMERICA’S LONGCHAMPS 


When Fashion says “Patent,” the world responds, and at 
Belmont Park, as in all great Fashion centres, Patent is the 
Vogue that American women have been quick to follow. 
Buy Patent, and for your customers’ benefit buy it by name 


Sterling 


Sterling Colt Sterling Kid 


69 23 Fy LO) Fae -7- 4 59. i ee ©) 27-0 es 0 2) = a OO). 0 2780. Ae 51 Oly iO), Pa Ft 
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ls, shi Jilman Ready for Immediate Shipment : 


ae 
STOCK No. 411 
PRICE $5.50 


Barnet’s Vanadium Black Calf oxford. 
“Wellesley” last. Perforated vamp, foxing, 
lace and cap with center punch. Invisible 
eyelets. 12/8 inch heel. 


Sizes: AAA 5-814; AA 414-8; A 4-8; 
B, C, D 3-8 


ORDER TODAY 
WHITMAN & KEITH COMPANY 


DESIGNERS AND MAKERS OF MEN’S AND WOMEN’S FINE SHOES 
Brockton (Campello Station), Mass. 
eo 
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Your Finding Case, Does It Contain 
“‘Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost need 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 


Women’ 8 or Men’ 327i in. per gro. Laces $2.00 
30 * 2.20 


Men’ « i in. per gro. Laces $2.50 
2.70 


Women’s or - 3° pie a 2.90 
“ “ 54° ee oe oe 3. 30 


Women’ s 63 i in. per gro. Laces $3.70 
ea” 4.10 


SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
- STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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BSE Veolesole =) u- tole Up ak- 1] al @0) (oy mw Dn'4-) (se Be-Va-B fopet ele! 
most exclusively on the newest samples in 
the better grades of shoes. 
United Fast Color Eyelet Company 
Boston, Massachusetts 
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White Shoe Fabrics for the Spring 


The three popular qualities to meet the requirements of the most exacting people: 


g The improved white corkscrew cloth 
Quaker { hite made to sell at a price and used by 
the manufacturers of the high grades 


of white shoes. 


A Bd g A special white combed yarn 
ACA Duck commonly known as Sea 
Island, and used in the better 


grade shoes. 


The above white cloths “3 “Wh it ar pee oties monet 
are made and finished Cloth and used extensive y 
i eCAcon by the manufacturers of the 


especially for and sold 

















exclusively by medium grades of shoes. 
Cincinnati Ofice: JULIUS KALLMAN CO. , avis co. 
529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 


WRITE FOR SAMPLES AND PRICES TO OUR NEAREST OFFICE 


Sn mmm mm 
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CARRIED IN STOCK 


Style No. 105—Mahogany Bal. Yale 
Last. Single Sole. Goodyear “Wing- 
foot” Rubber Heel. 













Style No. 120—Brown Scotch Grain 
Brogue Oxford. White Rubber Slip 
Sole. Heavy Edge. Whiz Last. 








Style 105 =m Rte cece RUBBER HEELS Style 120 








DELIVERIES ON DAY ORDER IS RECEIVED 


s 





Ask for our nani 


CIVILIAN SHOE CO. WARD ane MASS. 
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Black and Tan 
Norwegian Grain 
Oxford 
Vesper Last 
Soft Box Toe 
Full Double Sole 


Stitched Heel 
$5.50 


UR salesmen are selling freely this smart and very serviceable 
shoe. 


Just the style the college boy wants, and equally appealing to many 
a man who refuses to grow old. 


KNOX SHOE CO, MILFORD, MASS. 


Boston Office, 135 Lincoln St. 





IUUVULNNNUNOTUUERATRNTOUOATAUTNATN ATENEO 


Full 


US MC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION - re BOSTON 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINECO. - - - BOSTON 
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NOVELTIES 


In Stock—Immediate Shipment—Popular Priced 





No. 6300—Brown Kid Oxford 
No. 62 Black Kid 1-stra $4. No. 6200—Black Kid Oxford 3.25 
Turn Sole. 14/8 Jr. pe Heel. Medallion on Tip. 13/8 Cuban Heel. 
Widths AA to C. McKay Sole. Widths A to C. 


Many other attractive styles IN STOCK FOR IMMEDIATE 
SHIPMENT-—Samples sent cheerfully upon request. 


eo 


SHOES , LEATHER-FINDINGS 
Saint Leowste -.Vs. B.-A. 




















The. E 





La Crosse Buyers Return 
Season After Season 


Sell a pair of La Crosse Shoes to a customer and 
he sticks to you. La Crosse value is based upon 
worth. The discriminating selection of leather, 
the skilled and careful workmanship, the high 
quality of the findings in La Crosse Shoes are 
reflected in their wonderful wearing qualities. 
Coupled with a price based upon today’s market- 
ing conditions, these factors make the La Crosse 


IN STOCK 





Ready for Shipment 


No. 853—On 84 Last, Men’s Black Vici Kid, 
Plain Toe Bal, Leather Insole, Leather Counter, 
Single Sole, Goodyear Welt, Twill Lining, Half 
Rubber Wingfoot Heel. ERD 


$4.15 


No. 832—Same in Dull Colt Skin 


Our No. 84 Last is built for the heavy set 
man—the man who is not only looking for 
comfort but must have a roomy shoe. You 
have lots of these customers. 


Shoe one you can sell AT A GOOD PROFIT to 
your customers’ lasting satisfaction. 

Our In Stock Catalogue will aid you in meeting 
your “At Once” needs. 


LA CROSSE BOOT AND 
SHOE MFG. CO. 


LA CROSSE -- -- WISCONSIN 
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Volume of Leather Business Larger 


Than Last Year 


Tanneries Are Operating at Fair Capacity and Turning a 
Deaf Ear to Call for Lower Prices 


HE largest part of the cur- 
rent business in leather con- 
sists in deliveries on orders 

placed during the last two months. 
The busiest producers of leathers are 
those making high-grade calf and kid. 
The makers of certain types of shoes 
have been in the market looking for 
leather at lower prices than they have 
been paying. In spite of the dull busi- 
ness which has. been prevailing 
tanners cannot see any profit in that 
kind of business. 

The assertion was freely made that 
leather at any price would not make 
the shoe business any more brisk. The 
general volume of leather business is 
much ahead of what it was at this 
time a year ago, and tanneries are 
operating at a fair capacity. Shoe 
manufacturers are ordering only as 
they need the stock, and this in turn 
depends upon the orders for shoes 
which they receive. The large mail 
order and in-stock business, together 
with the habit of retail merchants of 
waiting until the last minute before 
purchasing, has also worked a con- 
siderable change in the former meth- 
ods of buying leather. 


Demand for Cheaper Shoe 


The demand from the consuming 
and retail trade for a lower price 
shoe is responsible for the shopping 
about for cheaper leather. This was 
possible while the banks controlled 
some of the large leather stocks but 
it could hardly be expected as a con- 
tinuous custom. While it is true that 
tanners may be obliged to expect a 
smaller profit than formerly, they 
must at the same time secure some 
profit which would be impossible if 
some of the offers made for leather 
were accepted. 


Sole Leather Prices on Low Basis 


Tanners of sole leather report a 
generally quiet business although it 
is spotty. Some makers of heavy 
shoes are running at nearly full ca- 
pacity and buying steadily especially 
of the heavier grades of sole leather. 
Prices are firmer on some of the 
heavier grades of sole leather which 
are bringing more than a month ago. 
Sole cutters, who cut mostly union 
leather are purchasing from current 
tannery receipts. Heavy steer union 
sole is bringing 50 cents a pound, med- 
ium weights 47 and 48 cents. There 
is a fair volume of business in oak 
sole with packer steer bends for the 
findings trade bringing 80 to 85 cents 


a pound, and oak steer backs from 
55 to 65 cents. Shoe manufacturers’ 
oak bends run from 60 to 70 cents 
per pound, and backs from 50 to 60 
cents. The prospects are for an in- 
creased business in sole leather for 
the balance of the year, with prices 
held firm. 
Upper Leather Situation 

Trading in upper leather is not 
much different than it has been for 
the past few weeks. The top grades 
of suede finished calf are quoted at 
60 to 75 cents per foot. Other selec- 
tions are quoted downward according 
to quality at 60 to 65 and down as 
low as 45 to 55 cents. Smooth finished 
chrome colored calf full grain is 
quoted at 50 to 55 cents per foot. 
Light weights in medium selections 
bring 47 to 50 cents for the best 
leather. Cheaper grades of calf bring 
anywhere from 25 to 30 cents upward 
according to quality. The market is 
not especially active. 


Side Leather Low 


There has been a fair business in 
side upper leather but buyers are ex- 
pecting to buy it at prices which 
would not yield a profit on’ leather 
now being made. The sales of large 
job lots of all kinds of side leather 
all summer at ridiculously low figures 
have given a false impression of what 
leather is really worth on to-day’s 
tanning costs. The best tannages of 
chrome colored sides range from 25 
to 28 cents with lower grades bring- 
ing less according to quality. Elks, 
veals and kips are all down to a low 
level which should induce trading. 
Prices of side upper leather to-day are 
fully as low as could be expectedy:as 
may be seen if comparisons were 
made with other years. 


Patent in Good Demand 


The patent leather market is still 
active with prices virtually unchanged 
for the past few weeks. 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War 


$0.32 a $0.35 $1.40 a $1.50 $0.65 a $0.75 
28a .30 ‘ 


Calf, suede, top grade 
Calf, smooth, colored, top grade. . 
Calf, smooth, black, top grade... 
Side leathers, colors, top grade. . 
Side leather, black, top grade... 
White buck, top grade , 
Elk, heavy side 

Kid, colors, best fancy 
Kid, colors, top grade 
Kid, black, top grade 
Kid, medium, colors 
Kid, medium, black 
Kid, cheap 

Chrome patent sides 


Hemlock No. 1 

Union 

No. 1 oak backs 

No. 1 oak bends, shoe mfrs.’ use. 
No. 1 oak bends, finders’ use... . 


a 


Peak To-day 
1.40a 1.50 
1.30a 1.40 
-75a 1.00 

90 


65a . 
1.00 
-70 
1.65 
1.60 


45a .55 


Sole Leather (price per pound) 


33 

36 

39 

AT7 ‘ , 
48 1.15a 1.25 


Raw Hides and Skins (price per pound) 
(1913 Av.) 


Native steers, as used in sole 
leather, harness, etc 

Heavy Texas steers, for sole 
ER rere 

Light native cows, for side upper 
leather 

Branded cows, 
leather 

No. 1 buffs for heavy upper and 
side leather 

No. 1 Chicago City calfskins for 
fine calf leather 


for light sole 


Kips for upper leather 
B. A. hides, for hemlock sole 
TOREROP ais 06650 


+ @ 


0202 & 


a 


18% 52a, .55 
ae: sot TS —— 2% 
a 62 12% a.12% 
.a_ .50 ...a .10% 

07a .08 


15a. .19 
13a _ .18 


14% a .15 





. 
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EVE CLOTH 


THE IDEAL 
WHITE SHOE CLOTH 








HITE costumes and white footwear are as 

much a part of summer as the warin sunshine 
and balmy breezes. They symbolize the very spirit 
of summertime. And behind it all there’s a logical, 
horse-sense reason for their popularity — science has 
proved that white costumes are coolest. 


**Eve Cloth’’ is the queen of summer shoe ma- 
terials. Its fine texture, beautiful snow-white finish 
and subdued lustre make it the ideal white shoe 
fabric. No line of summer footwéar is complete 
without “‘Eve Cloth.’’ 


-FARNSWORTH-HOYT COMPANY 
BOSTON 
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From the National Secretary 


T. A. D. Always “On the Job” at 
183 Essex St., Boston 


ceived at the office of T. A. 

Delany, National Secretary, 
from a lady in distress. She sought 
the help of the National office and 
stated her case, as follows: “In one 
of my recent travels I had my per- 
sonal baggage exchanged for a grip 
which contains bedroom slippers and 
children’s sandals.” What her bag 


\ LETTER was recently re- 





Photo by White. 
HARRY T. FOGG 
Sales manager of the Hanover 
Rubber Co. 
contained she does not state. But if 
the man who has her grip wishes his 
samples returned and will communi- 
cate with “Tom,” he may be able to 
effect a satisfactory adjustment. 





“Bring on your next trouble,” says 
Secretary Delany, “I will do my best 
to solve all problems presented. Write 
me, or better still—call at Room 706, 
183 Essex Street, Boston.” 


Busy Selling Rubber Heels 


Taking advantage of the increasing 
demand for rubber heels, the Hanover 
Rubber Co., of West Hanover, Mass., 
has launched a sales drive which is 
expected to take its production from 
50,000 pairs per day to at least 65,000. 
Actively on the road for this company, 
which specializes in the manufacture 
of heels bearing the trade-mark or 
name of the manufacturer, are Harry 
T. Fogg, who as sales manager, covers 
New York City and State, Maine and 
New Hampshire, and Raymond B. 
Tompkins, formerly of the sole and 
heel department of the U. S. Rubber 
Co., who covers the North Shore and 
Boston territories. Calvin J. Ellis is 
treasurer and in charge of manufac- 
turing. 


Harry Ripley in South 

The Boston Shoe Trades Club will 
miss Harry Ripley for a few weeks, 
as he left the other day for a short 
spin over his circuit. He doesn’t play 
any long engagements, as he doesn’t 


have to. His trade knows when he is” 


coming and is always ready to meet 
him. His first stop was Philadelphia 
—he then jumped for the South and 
cleaned up sufficient business to keep 
the L. B. Evans Son’s Company fac- 
tory busy for a good season’s run. 
Judging from Harry’s enthusiasm at 
the club, one can readily understand 
his ability to get orders when he is 
on the road. 


Lord on the Road 


Frank Lord held off his trip just 
about as long as he possibly could, 
but when letters began to pour in, 
asking him to hurry, he set forth at 
once. “Frank” is almost a veteran 
with the Hazen B. Goodrich Co. and is 
one of the most popular salesmen on 
the road on account of his straight- 
forwardness. Men of Frank’s type 
are a credit to the shoe fraternity and 
to those who know them,” says J. A. D. 


Ten Wise Men 


A roster of the Robert Wise Co. 
salesmen and their territories follows: 











RAYMOND B. TOMPKINS 


Who covers Boston and the North Shore 
. for the Hanover Rubber Co. 





F. X. Owens, special accounts in the 
larger cities; F. Yates, Ohio, Michi- 
gan, New Jersey and Pennsylvania; 
J. R. Clauser, Pacific Coast; B. Mc- 
Whirter, Texas, Louisiana, Mississippi 
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MI tos Shoe 


“MAKES LIFE'S WALK L0e 


THESE OXFORDS IN STOCK 





Stock No. E 248 Stock No. E 254 Stock No. E 250 
Medium Brown Calf. Patent Colt, 12/8 Heel, Medium Brown Calf, 
12/8 Heel, Co-Ed Last. Pearl Buttons, Co-Ed 12/8 “Goodyear” Wing- 
$6.25 Last. $6.50 foot Heel, Co-Ed Last. 

$6.00 





Stock No. E 251 Stock No. E 249 Stock No. E 252 
Dark Brown Kid, 14/8 


Tan Norwegian Calf, Meduim Brown Calf, 

9/8*“Goodyear” Wing- 10/8 Heel, Fifth Avenue O’Sullivan Heel, Liberty 
foot Heel, New York Last. $6.75 Last. $6.50 
Last. $6.00 


For other styles send for catalog 


LEWIS A. CROSSETT COMPANY 
NORTH ABINGTON, MASS. 


Chicago Branch Boston Salesroom 


New York Salesroom San Francisco Salesroom 
19 South Wells St. 58 Lincoln St. 


606 Marbridge Bldg. 463 Pacific Bidz. 
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and New Mexico; Art. Luft, Minne- 
sota, Wisconsin, North and South 
Dakota; B. E. Sims, Iowa, Nebraska 
and Missouri; W. D. Snyder, Indiana 
and Illinois; N. Sachs, Maryland, 
West Virginia, Connecticut, Pennsyl- 
vania, Virginia and New York; S. 
Gardner, Kansas, Arkansas, Okla- 











WM. G. CUSHING 
With Field & Flint Co. 





homa and Missouri; C. H. Phillips, 
Florida, North and South Carolina, 
Tennessee and Georgia. 


Hopkins & Ellis Men 

Hopkins & Ellis shoe travelers and 
territories are: H. C. Marxmiller, 
California, Utah, Oregon, Colorado 
and Washington; Sol J. Waxelbaum, 
North and South Carolina, Florida, 
Alabama and Georgia; Lee T. East- 
ham, Mississippi, Louisiana, Okla- 
homa and Texas; S. D. McNaghten, 
Iowa, Nebraska, Missouri and Kansas; 
Mr. Bartlett, State of Ohio; John D. 
Ellis, Washington, D. C., and Pennsyl- 
vania. 


Field & Flint Men 


Field & Flint Co. salesmen’s names 
and territories they cover are as 
follows: W. G. Cushing, Indiana, 
Wisconsin, Michigan; C. E. Flow- 
ers, Colorado, Montana, Utah, Wash- 
ington, California; Dave M. Jones, 
Illinois, Iowa, Missouri; L. P. Mot- 
ley, North Carolina, South Caro- 
lina, Georgia, Alabama, Virginia, 
Mississippi, Florida; E. S. Rug- 
gles, Massachusetts, Rhode Island, 
New York, Connecticut, New Jer- 
sey; E. T. Shipp, Ohio, Pennsyl- 
vania, California; E. A. Smith, Penn- 
sylvania, West Virginia, Ohio; Natt. 
F. Stevens, Texas, Arkansas, 
Tennnessee; R. Q. Thomson, Ken- 
tucky, Tennessee, Mississippi; C. L. 
Ward, Kansas, North and South 
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Dakota, Missouri, Minnesota; R. C. 
Wasser, Pennsylvania, West Virginia, 
Ohio; M. M. Williams, Indiana; J. H. 
Wood, New York. 





The Man Behind the 
Grip 
He’s here and there and every- 
where, 
His home is any place; 
Wherever railroads run, he’s 
there, 
With trunk and sample-case; 
He has a ride on every train; 


He sails on every ship, 
He’s always at it, might and 


main, 
The man behind the grip! 
Oh, he keeps the car-wheels 
hummin’, does this business 
drummin’ knight, 
For he keeps the trains a-comin’ ; 
wih his pluggin’, day an’ 


t; 
Oh, i?’ 8 5 hie that commerce looks 
bs for to fill the car and 


ip— 

That brave knight out on the 
firrin’ line, a-fightin’ with a 
grip! 

His stock in trade is “Hustle 
some”! 

A lot of “sand” and “grit” ; 

His motto’s “Business—-make it 
hum! 

The iron’s hot—now hit! 

Dont waste a minute—minutes 


fly; 
Make every second tell, 
Don’t put it off ’til bye-an’ -bye, 
But do it now—and well!” 


Oh, he keeps the firemen. hoppin’, 
stokin’ coal, an’ ringin’ 
bells, 

For he keeps the engines puffin’, 
*neath the merchandise he 
sells; 

Oh, it’s him the roads must look 
to, for to make the shipper 


ship— 

That brave knight out on the 
firin’-line, a-fightin’ with a 
grip! 

Sometimes, he wears a frozen 
smile, 

That’s when he’s feelin’ blue; 

Sometimes, the game don’t seem 
worth while, 

There’s reason for it, too, 

But = he hears the battle- 


His _ goes all alight, 
—— Bang! He’s there to do 


vr die 
The center of the fight! 


Oh, youll always find him 
iy aol in the thickest of 


the fra 
And you'll had him winnin’ bat- 
ro for to make his pluggin’ 


sala we dof our bonnets to him, 
for no odds on earth can 


whip 
That ed knight out on the 
firin’-line, a-fightin’ with a 


grip! 
—James Edward Hungerford. 
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Andrews Sells Royal Line 


E. J. Andrews of the Royal Shoe 
Co., Randolph, Mass., left Boston 
Oct. 23 for Providence. From Provi- 
dence “Ed.” will proceed to New York, 
Pennsylvania, Ohio, Indiana and 
Michigan. “E. J.” is generally an 
early starter, but this season he de- 
cided to wait until the tide came in 
with news that business had opened 
up. Another reason for his late “get- 
away” was the fact that he, as the 
general factotum of the P. I. Yacht 
Club, Onset, Mass., was obliged to at- 
tend to all of the details of the closing 
of the club—the floating wharf had 
to be taken in and his speed boat 
properly dry-docked. Besides yacht- 
ing, “Ed.” prides himself on his 
prowess as a field-pill chaser, dating 
his entrance into the Golf Arena to 
some twenty-five years back, when 
“Jim” Conroy of Brockton was an 
authority on English golf. 


Tobin with Lindner 


Dave Tobin was in Boston the past 
week in the interests of the Lindner 
Shoe Co., for which company he acts 
as Eastern representative. While he is 
entirely unconscious of his resem- 
blance to President Warren G. Hard- 
ing, he has nevertheless been asked 
several times for his opinion on the 
outcome of the railroad situation. We 
don’t dare to say that the subject was 








D. M. JONES 
With Field & Flint Co. 





not broached with other than the 
thought in mind that he really was 
the President, but we do know that 
the subject was broached, also, be- 
cause aside from the fact that he 
looks like the President, he also looks 
every inch like the well-versed shoe 
traveler, with an inexhaustible fund 
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of commercial knowledge which his 
wide experience has given him. 
“T, A. D.” is one of Dave’s chief 
rooters and says that he is a mighty 





Cc. L. WARD 
With Field & Flint Co. 





fine looking fellow and carries his 
massive frame with much grace and 
dignity. 


Murfitt with Thomson- 
Crooker 


George W. Murfitt is a Thomson- 
Crooker Shoe Co. salesman, covering 
New York State (outside of New York 
City). Mr. Murfitt was formerly 
with the P. J. Harney Shoe Co. and 
also traveled for Helming-McKenzie 
Shoe Co. He has been in New York 
State just about six weeks with his 
new line and reports a very healthy 
business. “Everything looks rosy to 
me,” writes “George.” 


Thompson Succeeds 
Sutherland 


James R. Thompson, Jr., formerly 
with A. S. Kreider Co., will cover 
Tennessee, Alabama and Mississippi 
for the J. P. Smith Shoe Co. this sea- 
son. Mr. Thompson succeeds the late 
H. Sutherland, who had traveled in 
the South for many years and had a 
host of friends down there. “James 
R., Jr.” is a live wire and has already 
booked some big orders for his house. 


Tucker Hits the Trail 


W. H. Tucker, commonly known as 
“Little Fanny Tucker,’ and well 
known in New England territory, 
which he has covered during the past 
twenty-five years, has again taken up 
the trail and is showing the samples 
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of the Federated Shoe Co. of Haver- 
hill. Mr. Tucker covers all of New 
England, with office at 183 Essex 
Street. 


“Mat” Cleaning "Em Up 


There is scarcely a shoe traveler 
selling men’s shoes in Detroit during 
the past fifteen years who did not 
make the acquaintance of “Mat” 
Lennon. “Mat” was for many years 
manager of the E. J. Hickey Co.’s 
shoe department, Detroit, and was a 
generous buyer, but he became stung 
by the bee of “travelust,” and off he 
went to demonstrate his ability. Mr. 
Lennon commenced activities on the 
road for J. W. Carter Co. of Chicago 
and is “cleaning ’em all up” through- 
out the larger cities of Michigan. 
“Mat” says that business is actually 
fine and that Detroit has given him 
more business up to date than it did 
all last season. The boys on the road 
are all “plugging” for “Mat” and are 
hoping that the trade will be as gener- 
ous with him as he was to them when 
he had the say. Besides being a shoe 
salesman, and a good merchandiser, 
“Mat” is a football fan, and was re- 
cently seen standing in front of the 
Detroit Free Press office waiting most 
anxiously for the final returns of the 
Detroit and Boston College game. 
“Gee,” he said, “I’m glad that Detroit 
won, but I do like the Boston fellows.” 


The Sherwood Roster 


The Sherwood Shoe Company’s 
salesmen and their territories are: 
R. C. Silliman, New England States; 
J. Lobatto, New York City and vicin- 
ity; C. B. Rowley, New York State; 
William F. Schoell, Philadelphia and 
eastern Pennsylvania; Ralph R. Clark, 
western Pennsylvania; W. B. Carhart, 


‘ered are as follows: 





GEORGE W. MURFITT 
Covering New York State (excluding 
New York City) for Thomson-Crooker 

Shoe Co. 
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Southeastern States; W. D. Carhart, 
Texas, Arkansas, Mississippi and 
Louisiana; W. A. Gloud, Ohio; E. P. 
Bourquin, Illinois; C. O. Fox, Michi- 





F. H. HENRY 
With Clinton Shoe Mfg. Co. 





gan and Indiana; G. A. Schaub, Chi- 
cago, Minnesota and Wisconsin; F. W. 
Skinner, Missouri, Kansas and Okla- 
homa; C. E. Leach, Wisconsin; 
George M. Graham, North and South 
Dakota; R. L. Wall, the Pacific States, 
except California; Charles Kushins, 
California. 


Hannahson’s Line-Up 


The roster of the Hannahson’s Shoe 
Co.’s sales force and territories cov- 
E. M. Lovejoy, 
New York State; P. A. Crafts and 
John W. Nolan, New York City and 
Philadelphia; E. A. Hawkins, Ohio 
and southern Michigan; Nobel Shoe 
Agency, St. Louis and vicinity; J. R. 
Sells, St. Joseph, western Missouri, 
Kansas and Oklahoma; F. O. Stetzler, 
Kansas City; Ike Sessel, Texas, Okla- 
homa and Louisiana; A. P. Matthews, 
San Francisco and North; Arnold 
Poppic, Pacific Coast, south of San 
Francisco, including Los Angeles; P. 
Terranova, New Orleans and vicinity; 
John H. Masterson, Pennsylvania, out- 
side of Philadelphia. 


Posner Shoe Salesmen 


Salesmen of the Dr. A. Posner 
Shoes, Inc., and territories are: 
Charles S. Heath, large accounts in 
New York, Chicago, all big cities; 
Arthur Berkowitz, Manhattan and 
Bronx; Sam Kassoff, department 
stores Manhattan and Bronx; J. J. 
Horwitz, Brooklyn; Sam _Lipchitz, 
Brooklyn; Joe Moses, New York State; 
H. A. Rubens, New Jersey, Connecti- 
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cut and Massachusetts; B. F. Richard- 
son, Middle West to Denver; Lewis 
Green, Michigan and part of Ohio; 
J. E. Henderson, Denver to the Coast; 
Elmer J. Carter, State of Montana. 

The hosiery salesmen for this house 
are: A. L. Pantell, large department 
stores in New York City; Marcel 
Bernheim, Bronx and Westchester 
County; B. Steinfeld, Brooklyn; H. A. 
Rubens, New Jersey; Jacob C. Davis, 
New England; W. S. Till, Florida; A. 
Forrester & Bro., Texas, Oklahoma, 
Arkansas, western Kansas, part of 
Louisiana, Alabama and Tennessee; 
Lewis Green, Michigan and part of 
Ohio; M. S. Swehla, Missouri; Elmer 
J. Carter, State of Montana; Sam H. 
Stanfield, Georgia, Alabama, South 
and North Carolina. 


Fearon a Blum Man 


The Blum Shoe Manufacturing Co. 
has added another of their “own” to 
the selling force for 1922 by placing 
Joseph J. Fearon in the North 
Dakota, South Dakota and Missouri 
territory. Mr. Fearon, although new 
to the trade, is assured of positive 
success as a “Knight of the road,” 
owing to his very pleasing personality, 
as well as his very thorough knowl- 
edge of the making of felt slippers. 
This young man has been with the 
Blum company for the past number of 
years and has given the larger por- 
tion of his time to studying the prin- 
ciples of manufacture and preparing 
himself for the work he is about to 
take up. He has also had charge of 
the safety and welfare departments 
of the company. 


Gibson Sells Kreep-A-Was 


C. K. Gibson, who has been carrying 
Blum Shoe Manufacturing Co.’s line 








JOSEPH J. FEARON 
With Blum Shoe Mfg. Co. 
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c. K. GIBSON 
Blum Shoe Mfg. Co. 





in connection with his Dayton line, 
will make an exclusive trip with 
Kreep-A-Wa felt slippers through 
Michigan, Illinois and Indiana during 
the 1922 season. Mr. Gibson, al- 
though new to the Middle Western 
trade, is thoroughly familiar with felt 
slippers and his knowledge and 
ability as a salesman is sure to gain 
many new and lasting friends. Mr. 
Gibson also conducts a retail store at 
Canisteo, N. Y., and has enjoyed a 
remarkable success as a retail shoe 
merchant and salesman. The Blum 
Shoe Manufacturing Co. is pleased to 
have the opportunity of placing its 
line of felt slippers with Mr. Gibson 
and feel that the trade will find him 
a most capable representative. 


Berry a Headliner 


A. E. Berry of Los Angeles, Cal., 
will again carry Blum’s Kreep-A-Wa 
felt slippers during 1922. Mr. Berry 
has been selling this old and estab- 
lished line of felts for many years 
past and is well known to the trade. 
His acquaintance throughout Colorado, 
New Mexico, Arizona and California 
is one of long standing, and it will be 
interesting to his trade to learn that 
his sales for the Blum Shoe Manu- 
facturing Co. place him as a head- 
liner with that company. 


Condon Sales Organization 


A list of the shoe travelers of Con- 
don Bros. & Co. and territories cov- 
ered follows: Phil. S. Murdock, 
Pennsylvania, Maryland and District 
of Columbia; Charles A. Ramsey, 
Ohio, Indiana and south Michigan; 
J. A. Scales, Pacific Coast States; J. 
W. Bell, Southern States; J. J. Mc- 
Kessey, New York City and Brook- 

(Continued on page 115) 
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Watch 
Shoe 


Bottoms 


With Fall 
Winter approaching, you 
have the best chance to test 
the wear of shoe bottoms. 










at hand and 











The shoes you sell today 
are your best, or worst. ad- 





vertisers. 









Good wear is remembered 
longer than price or style 





— especially with men. 






You are buying shoes now. 





It is to your interest to in- 
sist on the best bottoms. 
There is no better sole 








leather made than 


Stock Cak” 


Trade Mark Reg. U. S. Pat. Off. 









Made of select hides and 
tanned by the most modern 
oak process, “Rock Oak” 







will give you satisfaction 





rain or shine. Request 
“Rock Oak” soles ‘on the 
next lot of shoes you order. 







We will gladly lend our co- 





operation. Write to any of 





our sales offices. 









The American 
Oak Leather 
Company 
Cincinnati 
Chicago, Boston, St. Louis 
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Weather Profits 


OVEMBER is here. Winter 
weather is just around the 
corner. Are you ready to satisfy 
the “U. S.” Boot demand that is 
sure to come or will you be “out’’? 
A well balanced line of these 
rugged “U. S.” Boots will build 
up a quick turnover and real 
profits. 


United States Rubber Company 





Always speci 
SPRING-STE 
Rubber Heels 
n orderi 
leather shoes- 


THEY WEAR 2ONGER 
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Rubber Shoe Outlook For Winter 


What the United States Weather Bureau Precipitation Map Shows— 
Rubber Footwear Stock Limited—‘‘The. Wise Virgin 
Down the Street’—A Rubber Heel Legend 


LL present indications point 
to the conclusion that the 
coming winter will be, at 

least, a normal one in this country. 
Some authorities predict a long, wet 
and severe season, while others claim 
that the present fine weather will be 
continued throughout the next six 
months. However, nature has a habit 
of averaging her blessings over a 
period of time, and there is no reason 
to believe that this year will be any 
exception to the rule. 

Keeping this fact in mind, we find 
that the precipitation of rain and 
snow in 1921 has been far below nor- 
mal for the greater part of the coun- 
try. This would point to a much 
greater fall during the next five or 
six months in order to bring the total 
precipitation for the year up 'to aver- 
age, especially in view of the fact that 
the past six months have been so free 
of storms. The U. S. Weather Bu- 
reau records show that, since these 
records have been kept, instances have 
been rare where two such winters as 
last year have occurred in succession. 


Adequate Stock Necessary 


These facts should impress the re- 
tail merchant with the importance of 
having on hand an adequate stock of 
rubber boots and shoes. The mild 
weather and general poor business 
last winter had the effect of curtailing 
the placing of future orders on rub- 
bers and, as retail shoe merchants’ 
stocks are, generally, not large, it is 
safe to assume that the unwary will 
be caught “short” if they do not size 
up fully before winter breaks. One 
good snowstorm and the resultant 
rubber rush will deplete stocks and 
especially on the more popular items. 

Coupling the knowledge that retail 
stocks are low with the fact that the 
average person puts off buying rub- 
bers until necessity compels him to do 
so, the consequence will be that the 
first slush will find many retail shoe 
merchants looking for this necessary 
winter footwear, and oft times in vain. 


Retail Merchant the Arbiter 


The manufacturer requires about 
nine months to make rubbers for three 
or four months consumption, and on 
general principles he cannot afford 
to make much in excess of actual 
orders. The jobber, likewise, does 
not feel inclined to fill his warehouse 
on the chance that the retail shoe mer- 
chant will order heavily, although, to 


a degree, he has done this. There- 
fore, the whole question hinges upon 
the retail merchant. He is in closest 
touch with the consuming public, and 
from past experience, should be able 
to gage the extent of the demand 
and prepare for it by assuming his 
share of the manufactured stock early 
enough in the season to preclude a 
general rush and thus avoid the con- 
sequent disappointment, when the ac- 
tual demand does start. 

The manufacturer at the present 
time, has a limited stock of rubber 
footwear and if the retail merchant 
wants to have his share in time for the 
first snowfall, he should send in de- 
tails at once to his distributor, or 
otherwise he will wake up and find 
the “wise virgin” down the street is 
getting all the business which he, had 
he been farsighted, would be getting. 











Medium weight high instep rubber, in 
great demand in New York and West 








Sectional Favorites in Rubbers 


As our illustrations on these pages 
show, the croquet rubber is a favorite 
throughout New England, while New 
York City and sections of the West 
cannot seem to get enough of the 
storm rubbers. The big demand for 
both is sectional. New York retail 
shoe merchants have ordered heavily 
on the medium weight high instep 
rubber with rolled edges. 


A Rubber Heel Talk 


Hugh Allen of the Goodyear Tire 
and Rubber Company has recently 
written a story for “Korrect Shape 
News,” entitled “The Romance of the 
Rubber Heel.” An excerpt follows: 

A printer had sore feet. 

He had to stand for long hours at 
his case, setting up type and then 
distributing it back again from the 
forms. 


The floor became pretty hard after 
five or six hours of this, so he got 
hold of a rubber mat to stand on and 
put this in front of the case. 

But the printer’s devil was full of 
mischief and would hide the mat dur- 
ing the noon-hour or before the print- 
er in question came to work. 

So in order to fool the printer’s 
devil the printer-with-the-sore-feet 
worked out a scheme which, according 
to the traditions of the industry, laid 
the foundation for the whole busi- 
ness of rubber heels, now one of the 
considerable industries of the country 
running into millions of dollars. 


How Rubber Heels Started 


For the printer took his rubber mat 
and cut out soles and heels from it, 
tacked them on to his shoes and thus 
equipped, went about his work in 
peace—in utter defiance of printer’s 
devils and quite oblivious of the fact 
that he was founding a new industry. 

So much for the legend. 

The business of making rubber heels 
now has world-wide connections and 
systems of distribution, and skilled 
engineers and scientists have been at 
work for several years in industrial 
laboratories, working out compounds 
of rubber that will meet the needs of 
the business most exactly. 


125,000,000 Pairs in 1920 


As an example of the almost uni- 
versal use of the rubber heel, con- 
servative figures prepared by The 
Rubber Association of America, show 
that one hundred and twenty-five mil- 
lion pairs of rubber heels were sold 
in this country during 1920. From 
the City of Brockton, Massachusetts, 
one of the great shoe centers of the 
country, comes the information that 
84% of all the shoes made there go 
out equipped with rubber heels. In 
one day, recently, the Goodyear fac- 
tory of Akron turned out 203,138 
pairs of rubber heels. 


Two Shaping Methods 


There are two methods of shaping 
rubber heels. The rubber may be 
sheeted out on a mill called a calen- 
der, held to a certain thickness, much 
like mother rolls out her biscuit 
dough. The heels are then cut out 
by a machine, but on exactly the 
same principle that mother uses in 
cutting out her biscuits. Or, it is 
dumped into a machine something 
like the one mother uses at home to 
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The Same Policy Has 
Always Brought Success! 


NAG-PROOF Rubber Foot- 
wear has been merchandised 
with the same sound selling policy 
for fifty years. We make what we 
firmly believe to be the best rubber 
footwear that can be made—give 
our dealers exclusive territories in 
which to build their own profitable 
businesses—and we back them with 
strong and effective sales helps. 


Our line includes every need for 
rubber boots, shoes and arctics, 
ranging in price to meet every de- 
mand. Snag-Proof products are 


steam cured in vacuum—a process 
LAMBERTVILLE RUBBER COMPANY 


Look for this green oval 
when you want satisfaction. 


The Pennsy—aA shoe with medium top made 

« to fit just as a leather shoe. For general 

use where an absolutely water-tight shoe 

is desired—light, springy, durable, com- 

fortable. The Hi-Pen is a similar shoe 
but with a higher top. 


Hi-Top—Made full and wide to accommo- 
date heavy woolen socks for cold weather 
wear; extra high tops—rawhide laces. 


which makes them exceptionally 
long-wearing, strong, water-and- 
weather-proof. 


Once a man buys Snag-Proof, he 
always buys Snag-Proof, because of 
the unusual comfort and service he 
gets. The Snag-Proof dealer makes 
a satisfied customer every time he 
makes a sale. Snag-Proof products 
sell steadily, easily, repeatedly and 
profitably. 

Our national advertising cam- 
paign adds impetus to the already 
strong demand for Snag-Proof Rub- 
ber Footwear. Write us today. 


Lambertville, New Jersey 


Six Buckle Arctic—To be 
worn over leather shoes. 
Fleece lined, absolutely 
weather-proof, warm, 
light and comfortable. 
For wear where snow 
and slush are deep. 
Made in models from 
one buckle to six. 


“SNAG-PROOF” Pi hher footwear 
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be compressed into any smaller size. 
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make Hamburg steak. A worm-drive 
bar forces the rubber out in a long 
tube, heel shaped, and ready to be 
sliced off at the right thickness. 

In either case the rubber heel at 
this stage is a little larger than the 
finished heel will be. The next step 
of the process shows why this is the 
case, for the raw heels are placed in 
molds which have the exact shape and 
size of a finished heel. The molds are 
subjected to great heat and pressure 
which does two things It assures that 
there is enough rubber to fill every 
part of the mold, and accomplishes the 
purpose of vulcanization. 

It is an interesting fact that rubber 
cannot be compressed and openings 
must be left in the mold so that the 
surplus rubber can flow out and be 
trimmed off, for such is the sturdiness 
of the product that the iron mold 
would break before the rubber could 








Medium weight croquet, the kind which 
sells well in New England 














Para—Up-river, Ib. ........ 221% @23 
Up-river, coarse ......... ao as 
rare res re 21% 
Iglamd, COAPHO ..ccsccccce 10% 
Caucho, ball, upper....... 12 
Caucho, ball, lower....... 11 bs 
dd re 104%@.. 

Plantation—First latex.crepe 164%@.. 

Brown crepe, thin, clean.... 14% 

Brown crepe, rolled........ 3 7 

Amber—No. 1 ...........-- 15%@.. 

rere rer 2. 6... 
are ee 13%@.. 

Smoked ribbed sheets...... 16%@.. 

*Centrals—Corinto ......... oo aes 

CHMOTOIGR 2 nc ccc ccccccces ae @11 
PERGMIORR DOPED .......cce0s - D10 
*Guayule, wet .......... - 20 
CGMS, GFY ..ccccccces -. @26 
*Balata, block, Trinidad.. .. 59 
*Balata, block, Colombian .. @32 
*Balata, Panama ........ -- @35 
— Saree -- @63 
*Nominal, 


Scrap Rubber 
No improvement in trade seems 
probable unless crude rubber takes a 
more decided upturn. 


Boots and shoes............ er 
Arction, trimmed ........... 24%@.. 
Inmer Wes, me. B....5...% res Z 
eS ee %@ % 
eee -- @ 4% 
Arctics, untrimmed ........ 1%@.. 


Tires—Automobile ......... 14,@.. 
Bicycles, pneumatic ........ : 





(Continued from page 111) 
lyn; P. J. Howard, New Jersey; 
Frank Condon, New England States; 
Charles G. Smith, Chicago, III. 


Bolen a Boyden Man 


In the list of Boyden Shoe Manufac- 
turing Co.’s salesmen and territories 
covered which appeared on our Shoe 
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Travelers pages of Oct. 15 the name 
of W. E. Bolen was omitted. This 
was an unintentional oversight, as 
Bolen is “there strong.” His activi- 
ties with the Boyden line cover Penn- 
sylvania, District of Columbia, Mary- 
land, Delaware and western New York 
State, where he has a host of good 
friends among the retail shoe mer- 
chants. 


Lindsey with Roth 


Ed. M. Lindsey of the Roth Shoe 
Manufacturing Co. is now showing his 
line in Chicago and surrounding terri- 
tory, also in Milwaukee. Mr. Lindsey 
is well known by both the large and 
small buyers in this territory and is 
securing good business on Roth 
samples. Mr. Lindsey has opened up 
a Chicago office on State Street, 1528 
Republic Building. 








A. E. BERRY 
With Blum Shoe Mfg. Co. 


McCabe a Father 


News has been flashed from Kansas 
City that E. H. McCabe of the Moore- 
Shafer Co. of Brockport, N. Y., is the 
proud papa of «n eight-pound child 
and that mother and child are both 
well. “Mac” was so overjoyed that he 
neglected to state whether it was a 
boy or a girl, but his friends will ex- 
cuse his lack of information on this 
subject, as he had to hustle back on 
his territory right after the happy 
assurance was given that all was well. 
Mac is a born salesman, as is evi- 
denced by his order book. 


H. C. Godman Salesforce 


A list of the H. C. Godman sales- 
men and territories covered follows: 
H. A. Albright, western Kentucky; 
E. W. Barth, California, Oregon; J. 
T. Bowers, Arkansas; Mahlon Brown, 
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eastern Tennessee; J. F. Burns, east- 
ern Ohio; E. A. Butler, northern IIli- 
nois, southern Wisconsin; L. G. Coate, 
Minnesota; B. H. Crompton, Minne- 
sota, South Dakota; M. R. Cronshaw, 
Illinois, Missouri; D. F. Cuthbert, 
Delaware, Maryland, New Jersey, 
West Virginia; H. S. Drake, .south- 
eastern Pennsylvania; L. H. Espey, 
Idaho, Utah; M. A. Fitzgerald, south- 
ern Indiana; J. Flautt, Washington, 
northern Idaho; T. R. Flautt, south- 
ern Kansas; R. J. Gallagher, western 
Iowa; H. M. Goldbarth, eastern Ken- 
tucky, Virginia, West Virginia; G. 
W. Gorman, southern Michigan; J. 
Hatchew, Oklahoma; E. C. Kings- 
bery, northern Georgia; H. G. Lamp, 
Montana, North Dakota, Wyoming; 
A. J. Leahy, northern Kansas, north- 
ern Missouri; H. McKnight, southern 
Alabama, southern Mississippi; J. J. 
Martin, western New York; A. T. 
Mehle, eastern Texas; W. H. Nie- 
mann, Arizona, California, Colorado, 
New Mexico; Thos. Nixon, eastern 
Iowa; T. E. Prewitt, northwestern 
Texas; T. M. Puller, North Carolina; 
E. M. Rogers, southern Ohio, western 
Tennessee; W. D. Sanders, northern 
Alabama, Mississippi; B. Shapiro, 
Michigan, northern Wisconsin; H. 
Springgate, northern Indiana; E. M. 
Strauss, North Carolina, Virginia; 
Gabe L. Strauss, South Carolina; O. 
R. Stuart, Louisiana, Mississippi; R. 
E. Stuart, southern Texas; B. M. 
Tench, Florida, southern Georgia; C. 
E. Todd, western Ohio; A. W. Tornes, 
northern Colorado; F. S. Vahue, 
southern Illinois; D. S. Van Tassel, 
eastern New York, northeastern Penn- 
sylvania, New England States; A. E. 
Victor, Nebraska; John Ward, Chi- 
cago and Milwaukee; B. F. Williams, 
western Pennsylvania; G. Yorkin, 
southern Missouri. 


Beacon Falls Roster 


The following is the roster of the 
sales force of the Beacon Falls Rub- 
ber Shoe Co. traveling out of the Min- 
neapolis branch: M. A. Mitchell, South 
Dakota; B. I. Mitchell, Minneapolis 
and St. Paul; Elmer J. Carter, Mon- 
tana and Wyoming; J. V. Johnson, 
northern North Dakota; John A. Shaw, 
southern North Dakota; Chas. Sans- 
by, central Minnesota; M. A. Gron- 
seth, northern Minnesota; R. N. Lo- 
gan, southern Minnesota; I. L. Den- 
neen, northern Wisconsin. 


William Greilich Salesforce 


A list of the salesforce of William 
Greilich & Sons, Inc., and territories 
covered, is as follows: S. S. Gun- 
nison, South; R. E. Fredericks, Penn- 
sylvania and Ohio; A. Asslaender, 
New York and vicinity; H. H. Devore, 
Texas and the Pacific Coast; M. E. 
Hattenbach, Middle West; George 
Peterman, New England States and 
New York State. 
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DISTINCTIVE WALK- }( 


Complete well balanced line of staple } ar 
in Department 6, Campello J ar 


These leading volume sell- 
ing lines are on the floor. 
Full runs of sizes ready 
for shipment day order re- 
ceived. 


DOMINO 
CUBIST Patent Oxford...... No. 5870 
Tan Grain Oxford No. 8986 Black Calf Oxford. “ 6852 
Black Grain Oxford “ 6857 Tan, Calf Oxford.. “ 8973 
114% Inch Heels 15g Inch Heels 


CONSERVE CAPITAL—TURN [S' 


Princess Pat an Exclusive WALK-OVER 


Originally designed and produced by the Geo. E. Keith 
Company, this model has become the nation’s best known Shoe. 


Black Kid Boot....No. 7376 





Black Kid Oxford... “ 7876 
Brown Kid Boot.... “ 8181 
Brown Kid Oxford.. “ 8877 
Black Calf Oxford.. “ 6872 
Tan Calf Oxford... “ 8878 
Tan Side Boot..... ~ @8¢5 
White Cloth Boot.. “ 9470 


White Cloth Oxford “ 9976 





November 7th and week are set aside for country wide demonstration of 
women’s Princess Pat Shoes 
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OVER SHOES IN STOCK 


and style numbers always on hand 
and St. Louis 


Now, as for fifty years, 
WALK-OVER means 
standard style, fit, work- 
manship. 
Square toe full brogue 
boots and oxfords are best 
COPLEY sellers. 
Black Scotch Grain Blacks are in demand. 
Oxford .........No. 1863 





Black Scotch Grain CLARIDGE 
errr ne “1369 Plum Calf Boot....No. 3268 

Tan Scotch Grain Tan Scotch Grain 
rrr “3863 Eee rere “3365 

Tan Scotch Grain Plum Calf Oxford.. “ 3767 
| Renee eee “3369 Black Calf Boot.... “ 1169 


STOCK — MAKE MONEY 
Important Addition to Men’s Line 


There is a new model for men with all the good qualities of the 
Make the most of this as quickly as possible. 


women’s Princess Pat 





These lines are on 
the floor now— 
more to follow. 


Black Kid Bal..... No. 2277 
Tan Bie Bel..<...... “3479 





Size of order not a factor—large or small—immediate service guaranteed 


GEO. E. KEITH COMPANY 
Dept. 6 
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“Constant Comfort” 


AMERICA’S BEST COMFORT SHOE 


The wide range of the “Constant Comfort” line covers 
every need in black kid turn footwear. Concentrate your 
buying on this line of high qual- 


. ity shoes. 

Styles shown below are moderate priced 
numbers designed for comfort but neat in 
appearance and suitable for house or street 
wear. 

~ Watch next issue for other styles. 
3 IN-STOCK 
—~ ORDER NOW 
No. 11—High Grade Black Kid, 7” / 
Polish, 9/8 Cat’s Paw Heel. In 
Stock C, D, B. 


$4.15 No, 25—Black Kid, 7” Polish, 12/2 
ae Paw Heel. 

No. 28—Same shoe in_ Blucher. 
Both In Stock B, Cc, D, E. 


$3.40 


No. 47—Black Kid Two Strap 
Sandal, 11/8 Cat’s Paw Heel. 
s $2.35 
; \ No, S4—Same shoe in one strap. 
Sole Both In Stock B, C, D, E. 
No. 37—Black Kid Seamless, 6%” 
Polish, 9/8 Cat’s Paw Heel. In 
Stock B, C, B, ED. 
No. 62—Black Kid Oxford, 12/8 


Cat's Paw Heel, Grey cose lining. No. 27—Black Kid Jumbo, Polish, 
- No. 66—Same shoe with stock tip. 9 Heel. I tock EEBD 
Stock “C, DE So Both In Stock B, ©, D, E. oto 10 size 946 not in Am ag sises 


Stock C, 
$2.75 $2.85 . $4.00 


Ault-Williamson Shoe Co. 


MANUFACTURERS 
AUBURN - - MAINE 


Los Angeles Office: 109 E. 8th Street. Boston Office: 139 Lincoln Street 











ee 


-tostctom mes oes 
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Business Continues to Improve; 


Expansion Projects Planned 


Industrial Conditions Better in East and South With 
Particular Reference to Steel—Retail Trade 


HE tide of business continues 

to come in, instead of reced- 

ing as it did some time ago. 
Each month shows a gradual im- 
provement. September was better 
than August and October was better 
than September. 

Significant of the coming revival is 
the increased activity in the steel in- 
dustry—one of the basic industries of 
the country. Taking the average of 
the country as a whole it seems appar- 
ent that iron and steel mills are now 
operating at about 50 per cent capac- 
ity, as compared with 20 per cent 
two or three months ago. This pre- 
sages, also, a revival in the building 
industry. In fact this revival seems to 
be well under way if one considers the 
number of new homes, to mention only 
one type, which are being erected, par- 
ticularly in the East. 


Business Expansions Planned 


“One encouraging sign in the busi- 
ness skies,” says a recent article in 
the Boston Herald, “is the tendency of 
many large corporations to undertake 
expansion projects. The United 
States Steel Corporation is spending 
some $10,000,000 for additions. The 
biggest factor in the textile industry, 
the American Woolen Co., is adding 
to its manufacturing capacity. The 
Bethlehem Steel Co. is making addi- 
tions to its plant. John Wanamaker, 
one of the country’s leading mer- 
chants, is enlarging his store. These 
may at the moment seem to be mere 
projects designed to create work for 
men. They may seem like charity ex- 
penditures. But charity expenditures 
in times of depression are usually 
shrewd investments, reflecting not the 
generosity of capital, but shrewd far- 
sightedness. 

“That which seems like charity in 
business is very frequently sound busi- 
hess judgment. Back in the early 
days of the war, people were begged 
to buy cotton at 10 cents a bale or 
less, as a matter of charity, to relieve 
the distress in the South. Such pur- 
chases proved to be profitable invest- 
ments or speculation. The securities 
taken over by large capitalists from 
holders in distress in times of panic 
or depression at low prices are often- 
times looked upon as charitable trans- 
actions. In reality the buyers are 


making a shrewd business deal, oppor- 





Also Has Quickened 


tunity for which is only presented be- 
cause of the distress of others. 


Patience Only Requisite 


“In times of prosperity business 
men prepare only for continued pros- 
perity. They make plant extensions at 
the highest point of booms, at the 
highest costs of booms. In times of 
depression they cut down all expendi- 
tures, and prepare only for continued 
depression. They forget that this 
country always proceeds on its busi- 
ness career by a series of booms and 
panics, and that a boom is absolutely 
certain to succeed a panic and vice 
versa, if one but has patience. 

“That some of the heads of the 
greatest industrial units of this coun- 
try are, even under the guise of char- 
ity, increasing their plant capacity, 
speaks volumes for their faith in the 
future. 

“They are not forgetful of that safe 
and sound old rule, ‘In times of de- 
pression prepare for prosperity, and 
in times of prosperity, prepare for re- 


verses’.” 


Straps to Hold Over 

Getting down to the more specific 
subject of the shoe trade and still 
more specifically to the subject of 
footwear styles, it is interesting to 
note that the Style Committee of the 
N. S. R. A., after due deliberation, 
has announced that, in the opinion of 
its members, strap patterns in a wide 
variety will hold over until spring 
with still further refinements to be 
expected. Brogue patterns for men 
also will be good at least in the early 
spring with a tendency toward plainer 
patterns in the higher grade lines. 

Retail trade seems to be coming 
along fairly well both in the East and 
the South. The advent of colder 
weather has stimulated buying, and 
while considerable window shopping 
is done before a purchase is made, it 
is comparatively seldom that price is 
mentioned, provided quality and style 
are satisfactory. In fact, it seems to 
be the consensus of opinion that ex- 
cept in the rural districts, the biggest 
volume of business is being done in 
shoes of the better than medium 
grades. 








BOSTON 


Better Class Footwear Selling 


Sales in High Grade Store Ahead of 
Last Year’s Records 


HE cold weather of the recent 
past stimulated business in 
the retail shoe stores, espe- 

cially on the best grades. The 
stores selling better grade merchan- 
dise are not only holding their own 
with last year’s business, but running 
ahead. There has been a strong tend- 
ency on the part of manufacturers in 
their fight for business to reduce the 
prices of their footwear, and to supply 
the wanted sizes and styles, so that 
never were retail shoe merchants able 
to offer better values and a wider 
range of footwear selection. 

Those retail shoe merchants who are 
selling more shoes at good prices are 
giving better quality at lower prices 
than last year, but these merchants 
are not reducing prices to levels un- 
fair to themselves. On a declining 
price market it is hard enough to get 


sales volume in dollars and cents. 

Wise retail shoe merchants have 
adopted the policy of maintaining 
prices per pair, so that they do not 
have to sell so many pairs, nor en- 
gage in a fight of cutting prices. The 
real merchants of the city are con- 
stantly readjusting prices. It is truly 
the day of the keen merchandiser. 

The volume seller for women is the 
oxford at about $9.00; the price for 
men runs about the same, while the 
best selling shoe for children is priced 
at about $4.00. 


Quality Main Consideration 


“The public of Boston and vicinity 
want value for their money,” said a 
retail shoe merchant the other day. 
“They do not want cheap merchan- 
dise at cheap prices, but they want 
good merchandise at prices that are 














Where to Buy 


Women’s Shoes 











THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


& In Stock Specialists of 
7 Mar P \ 
Ros SSS 


Women’s Shoes, Party 
Slippers and Novelties. 


Write for Catalogue 








BOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid Hand 

Turned Boudoirs. Quilted 

Sock. Black 


2% to 8. W 
en’s Fine —— 
Ball 


Bench Sewed Turns. Sises 2 $1. 
Same in Misses’ 11% to 2°81 00.5 Se 10 days. 


SALEM SHOE CO., Salem, New Hampshire 




















COLLINS & STAPLES 
Makers poetendswenedlewCute 
style in stock. Blk. Sat. 
vs =) L. heel. Solid sole leather 
and shank. Sizes % 
to oa — me A Price $4.60, 


118 Phoenix Row, 

- Hevea, Mass. 
St., Boston 

*— 306 








BLEECKER STYLES 
4re the last word in footwear 
fer stylish women 











BOUDOIRS a 
Fass, lle 
Fine kid Boudoir 

slippers for imme- 


diate delivery, made of vest material obtain- 
able in Black, Pink, Blue and Tan. 
Order sizes or case lots. Prices, Black $1.30, 
colors $1.50. Terms 5% 10 days, net 80. 





SILVER SHOE CoO., Haverhill, Mass. 


















Sa Ing in Medium and? 
ae IGH GRADE 

<4 Douvor SLIPPERS Ae 
dll styles made of Dome. 


nnpartes = Satin Brocadevand Metal Cloth 
5 per pair and up 


west MQGUSTIN @ 


BOUDOIRS IN STOCK 








NEW YORK og 











Trade Catchers 
Black ..... $1.10 
PE .ceasaas 1.20 
WO. ccsccas 1.20 


Less 2%—10 days 
BAY STATE SLIPPER COMPANY 








Haverhill, Mass. 
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fair. The daily papers were mislead- 
ing people as to the situation, but are 
recently improving in this respect. 
Just as soon as the people in general 
realize that they are getting the very 
best shoe values at the prices quoted, 
just that minute business will im- 
prove by leaps and bounds. 

“Unemployment, of course, affects 
business in a marked way. No longer 
do factory and mill help come into 
the best grade stores and buy with 
utter disregard for price. The people 
who are buying today are the great 
middle class. They are the ones who 
want good merchandise. There are 
some whose salaries allow them to buy 
the highest grade; others who choose 
the second grade, and some the third 
grade; those who are not buying are 
the unemployed and they cannot afford 
to buy no matter how low the price. 
Therefore, those stores which are run- 
ning behind today are the ones which 
are fighting for low-priced business. 
If a merchant sold oxfords last year 
at $10, and now undertakes to sell 
them for $3.85, he will have to sell 
three pairs where formerly one pair 
was sufficient to keep up the sales 
volume. 

“In order to have a good volume 
of sales, it is necessary for a merchant 
to know what he has in stock. More 
business is lost in retail stores by lack 
of knowledge in this regard than some 
merchants think. The average retail 
shoe merchant does not sell over 50 
per cent of people who come to his 
stores. He could increase this to 60 
per cent or 75 per cent if he had a 
good stock system and knew the right 
things to buy.” 


“Shoes For Successful Men.” 


“Wherever successful men gather,” 
says the November letter of Coes & 


Young Co. of Boston, to its customers, . 


“there you will find a preponderance 
of our shoes. 

“Successful men wear our shoes be- 
cause they know that shoe comfort is 
a heavy contributor to physical effi- 
ciency, that personal appearance is 
important to one’s position among his 
fellows, and that our name on a shoe 
is a guarantee of quality.” 

Accompanying the letter is an il- 
lustration of a Scotch grain shoe, with 
a heavy single sole, priced at $10 a 
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pair. Which fact leaves the inference 
that $10 shoes are popular shoes for 
successful men. 


Talks on Chrome Soles 


A very instructive talk on chrome 
sole leather, illustrated with specimens 
of the bend from which the leather 
is cut, and lantern slides showing 
chrome sole leather production, was 
given at the Boston Round Table for 
retail shoe salesmen on the evening of 
Oct. 26. D. B. Titus, secretary of 
the J. W. & A. P. Howard Co., made 
a journey of some 600 miles from the 
tannery at Corry, Pa., to Boston, for 
the express purpose of telling the re- 
tail shoe salesmen of Boston about 
the production of sole leather. It was 
brought out that about 10 per cent of 
the cost of a shoe is in its sole leather 
and that anywhere from 50 per cent to 
75 per cent should be in the wearing 
qualities of the sole leather. Major 
Charles T. Cahill presented the views 
with the lantern of the United Shoe 
Machinery Co. Among te retail shoe 
merchants present were J. H. Wood- 
bury of T. E. Mosely Co., and W. A. 
Lewis of Jordan Marsh shoe depart- 
ment. T. E. Griffin, Boston manager 
of the J. W. & A. P. Howard Co., was 
also present. 


O’Connell on Food Com- 
mittee 


John F. O’Connell, formerly public- 
ity director of the United Shoe Ma- 
chinery Co., and now of the O’Connell- 
Ingalls Advertising Agency, Boston, 
was recently appointed by Governor 
Cox to the executive committee of 
seventeen of the Emergency Food 
Transportation Committee. . At the 
first meeting, held in the Governor’s 
office, Chairman Coonley announced 
that all statements issued to the pub- 
lic would be made by Mr. O’Connell. 


Dryden Rubber Office 


The Dryden Rubber Co., with head- 
quarters at Chicago, has opened a 
Boston branch at 12 Columbia Street, 
under the management of William L. 
Feeney, where the company will carry 
large and complete stocks of rubber 
heels and soles for the shoe manufac- 
turing and jobbing trade. 


HAVERHILL 


Collections Difficult To Make 


Payments More Unsatisfactory Than 
at Any Time in the Past 


MONG the troubles experienced 

by Haverhill manufacturers 
at present is the matter of collec- 
Never in the experience of 
long-established concerns have pay- 
ments been more unsatisfactory than 
Goods shipped to custom- 
ers 60, 90 or 120 or more days ago 
are, in many instances, yet unpaid for. 


tions. 


at present. 





Manufacturers’ capital is thus tied 
up and purchases of materials (to say 
nothing of payrolls in smaller shops) 
are difficult to finance. Frequent re- 
quests for remittances and even per- 
sonal calls on customers are produc- 
tive of indifferent results. Manufac- 
turers realize that to try and force 
payments might invite disastrous ré 
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sults. They carry on in the hope of 
better financial days to come. 


Opportunity for Foreign 
Representation 


A proposition has been made to the 
Haverhill Chamber of Commerce that 
several. manufacturers of various 
grades of footwear be represented on 
a world’s business cruise to be made 
by the S. S. St. Louis in 1922. This 
large ship is to be occupied exclusively 
by exhibits of goods made for export. 
The route will include practically all 
the large ports of the world. Long 
stops will be made in each city. and 
opportunity given for taking orders. 
If Haverhill manufacturers are inter- 
ested they will combine to take space 
on board the ship, appointing a rep- 
resentative to look after the exhibits 
and securing of orders. A represen- 
tative of the export cruise has taken 
up the matter with local manufac- 
turers. 


Factory Under Construction 


Charles N. Kelly of this city has 
purchased property at the corner of 
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Water and School Streets, comprising 
more than -30,000 square feet. This 
will be the site of one of the largest 
shoe factories in Haverhill. The 
ground has been broken and work is 
under way. The proposed factory 
building has been leased for 10 years 
to a local shoe manufacturing concern. 
It will be seven stories high, with an 
estimated cost of $500,000. 


Occupying New Boston 
Office 


E. A. & M. C. Witherell Co.,. Inc., 
manufacturers of women’s turn shoes 
in Haverhill, have removed their Bos- 
ton office from its former location on 
Lincoln Street to Room 406 Rice 
Building. 


Occupying Out-of-Town 
Plant 


The S & S Shoe Company, which 
recently moved to Marlboro, Mass., 
is now occupying its factory in that 
city. The plant formerly occupied, on 
River Street, Haverhill, with a ca- 
pacity of 3000 pairs daily of women’s 
McKay shoes, is for sale or lease. 


PROVIDENCE 


Industrial Survey Shows Recovery 


Textile and Rubber Plants Busier Than 
for Some Time—Retail 
Trade Fair 


NDUSTRIAL conditions 

throughout Rhode Island during 
October have improved in a marked 
degree. Woolen and worsted cloth 
and yarn mills are running days, and 
many are running nights; cotton mills 
are on nearly normal day schedules 
with night work in some of them, 
while other diversified industries are 
busy. Conditions in the Woonsocket 
Rubber Company’s mills there and in 
Millville are much improved, and in 
addition there is considerable night 
work at the Alice Rubber Mill. The 
National India Rubber Company, at 
Bristol, has opened several more di- 
visions on a 48-hour schedule, while 
at Providence the Revere Rubber 
Company has taken on recently many 
more employees. Production in the 
machine and press shops is still lag- 
ging, and these factories are not as 
busy as those engaged in other lines. 
Regarding the retail trade, most mer- 
chants say that business is fair. 


Stores to Close Nov. 11 


At a meeting held October 4, mem- 
ber merchants of the R. I. S. R. D. A. 
as a whole decided to close all day on 
Armistice Day, in order to let their 
employees. enjoy the whole holiday. 


There was some talk of the depart- 
ment stores staying open until noon. 


“Dollar Day” Sale Held 


The large Outlet department store, 
which is holding a “Government Co- 
operation Sale” set aside October 21 
as “Dollar Day.” Customers jammed 
the store and every department re- 
ported a good sales record. In the 
women’s shoe department, $3.50 to $5 
pumps and oxfords of the season’s 
styles were priced at $1. Manager 
Charles Marx stated that business 
was excellent. October business was 
ahead of September, he said. 


New Shoe Store Opens 


I. Epstein, proprietor of the Flor- 
sheim Bootery here, has opened re- 
cently a new shoe store at 125 Ma- 
thewson Street, known as the Bon 
Ton Boot Shop. The ladies line of 
Miller & Son is featured, with the 
Nettleton line for men. 


Holds Anniversary Sale 


Gladding’s, the oldest dry goods 
store in Providence, is conducting its 
155th anniversary with pronounced 
success. Every aisle ayenue has price 


Where teBuy 


Women’s Shoes 











WOMEN’S McKAY 
Slippers and Boots’ - 
of Character 
HARRISON-LOCKWOOD CO. . 
_ Bosieeraesci Sees 








~Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 
MAID-RITE FELT SLIPPER CO. 


ne. 
115 York St., Brooklyn, N. Y. 











E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factory 
Haverhill, Mass. 


Boston Office 
Rice Bldg. Room 406 








FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 

Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 











Makers of Hand Turn Novelties ; 

In All Leathers and Satins and 

On All the Latest La 
Inquiries 


Samples on Request. 
Felstiner-O’Connell 
Shoe Co., Inc, 
41 Was! 
Haverhill, Mass. 
Roston Office, 92 Keach st 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mase, 


Boston Office 
207 Eesex Street 














Shoe Trees 


| Where to Buy | 











ADIUSPABLE. FOLDIN 
G 
VENTILATING 
Aluminum : Nick 
wos 
‘Adjusted. instantly to size, 
A “réguiar’’ oe. Be. 
> wera ce. $1 2 br. 


89 Béach St. 


"GRIP 











Boston;- Mass. 
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Where to Buy 


Women’s Shoes 




















Howard & Foster Co. 


Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Spectalieing 
in High Grade Novelties 












NEW YORK BOSTON 
D. F. Mellen 215 Besex St 
Bernard L. 





Factory 
Haverhill, Mass. 





WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is “hitting on high.”” The 
high-quality standard will be better rn ain- 
tained than ever before. 
TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 














Where to Buy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AN D RUBBERS 


Every Wednesday and Friday 











Where to Buy 


Shoe Illustration 
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winners that have. attracted its pa- 
trons to buy. In the shoe department, 
Manager David Hughes says business 
is good. 


To Travel for Doherty Bros. 

James T. Powers, who has covered 
New England the past three years for 
A. J. Bates Co., has recently cast his 
fortune with Doherty Bros., of Avon, 
Mass. “Jim” hails from Providence 
and is considered a crackerjack pro- 
ducer. 


BOOT AND SHOE CLUB 
Opens Its 1921-1922 Season—Trans- 
portation the Big Topic 

The two hundred and tenth dinner 
of the Boston Boot and Shoe Club, 
held at the Copley Plaza Hotel, Oc- 
tober 26, was the opening event of the 
social season for the New England 
trade. It was given over to the timely 
topic of transportation. Oliver M. 
Fisher, as President, indicated that 
business was in a waiting attitude, 
that the swing of the pendulum was 
a trifle retarded but that the period 
of readjustment was coming to an 
end. He said that deflation was go- 
ing right through industry and labor, 
and, once achieved, good business 
would be restored. 

Louis A. Coolidge, Treasurer of the 
United Shoe Machinery Corporation, 
presented a resolution which the Club 
unanimously adopted. This resolution 
was sent to President Harding, and is 
as follows: 

Resolution Sent To Washington. 

“At a meeting in Boston today of the 
Boston Boot and Shoe Club, a leading 
organization of our New England shoe 
and leather industries, called for the 
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purpose of considering the railroad 
situation. It was voted unanimous! 
to extend to you the hearty sup- 
port of our organization in any 
measure that the National Govern- 
ment may find necessary to enforce 
law and order and operate the rai! 
roads for the best interests of all the 
people and of the country’s businesses. 

“Our organization, sure that it ex- 
presses the views of every manufac- 
turer and merchant engaged in the 
allied shoe and leather industries of 
the country, strongly reprobates the 
threatened action of the railroad 
brotherhoods as in defiance of the law 
of the nation and abhorrent to the 
principles of democracy, unlawful 
and selfish, which would bring loss, 
discomfort and possibly danger and 
death to many of our people. We 
hope and trust that the National Ad- 
ministration will take every possible 
measure to bring the railroad men to 
a proper sense of their duty. We sin- 
cerely hope that this will be the last 
time our people will be subjected to 
such an unpatriotic threat.” 

Speakers on the transportation top- 
ics were: Edgar J. Rich, Transporta- 
tion Expert, New York, New Haven 
& Hartford Railroad; W. H. Chan- 
dler, Manager Transportation Bu- 
reau, Boston Chamber of Commerce; 
Arthur P. Russell, Vice-President of 
New York, New Haven & Hartford 
Railroad, and Frank S. Davis, Man- 
ager Maritime Association, Boston 
Chamber of Commerce. 

H. B. Barton, United States Trade 
Commissioner, who is on his way to 
Constantinople, gave an enlightening 
talk on the necessity of export trade 
and of the great desire of the Rus- 
sian people for friendship with 
America. 


BROOKLYN 


Revival Expected in November 
Just at Present, However, Only the 
Tried and True Styles 
Are Selling 


PERIOD of comparative inac- 

tivity in buying has set in in 
the Brooklyn factories, and most 
of the manufacturers expect trade to 
be quiet until late in November. Little 
is being done in the way of pushing 
spring styles, the manufacturers feel- 
ing that some expression on this mat- 
ter should come first from the retail 
shoe merchants. Some new models 
will be shown by the manufacturers 
soon, but as yet there is nothing in 
the way of radically new styles to en- 
gage attention. 

There is some buying of stock 
shoes progressing, and in this busi- 
ness the tried and true styles are be- 
ing adhered to. Straps predominate 
in turn soles, and oxfords in welts. 
All in-all, the demand for welt sole 
shoés for women, appears to be gain- 





ing strength, compared to turns. 
This is more or less of a natural sea- 
sonal development, according to the 
manufacturers, but some of them be- 
lieve that women are turning to 
heavier soled shoes for street wear, 
even though they be of the low cut 
variety. 
Blacks Continue to Lead 


Patent leather and black satin con- 
tinue to furnish the bulk of the busi- 
ness at present, with no signs of a 
new color to break the monotony. 
Some manufacturers are beginning to 
complain about the run on patent and 
satin, but see no way of switching. 
A little business on black suede also 
is coming in. 

“There is nothing in the way of 
a style that stands out,” said John 
Garside, of A. Garside & Sons, Long 
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Island City. “Most of our business 
is on straps and oxfords, with patent 
leather and satin leading. The straps 
run in a wide variety. Just now we 
are getting some good business on 
heavy oxfords, particularly in grain 
leathers. Here, again, black is strong. 
It is too early to talk of spring styles 
yet. No one knows what will be 
good. The manufacturers in Brooklyn 
are just as much at sea on the subject 
as anyone else. Apparently the re- 
tail merchants have stocked a wide 
variety of styles for the winter trade, 
and while they are getting some busi- 
ness on all of them, the total volume 
is below expectations. That is the 
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story I hear from many quarters. Un- 
der those conditions it is difficult for 
the merchants to put their mind on 
spring shoes and styles.” 


Boot Business Fairly Good 


The boot business is fairly good in 
Brooklyn, especially among the man- 
ufacturers making nationally adver- 
tised orthopedic and corrective foot- 
wear. One of the leading factories in 
this line has run almost full force 
all year and is still behind on orders. 
Boots as a novelty, however, are con- 
sidered out of the running, and no 
boot models are shown except in 
staple numbers. 


NEW YORK 


Wanted Volume Not Achieved 


Retail Sales Attract Trade, But 
Merchants Say Profit Is 
Lacking 


HE retail situation here in the 
closing week of October pre- 
sented a most complex condition. 
With demand covering a fairly wide 
range of styles, retail merchants com- 
plained that they were not getting 
volume enough to carry their present 
overhead and still make a decent 
profit. The race to gain volume re- 
sulted in widespread special sales, 
particularly among the department 
stores that had an unsettling effect 
upon prices and the mind of ultimate 
consumers. Some time ago, depart- 
ment store executives asserted that 
they did not expect their shoe de- 
partments to show a profit this year, 
and acting upon this policy, many of 
them, apparently, have inaugurated 
drives for volume regardless of price. 
A popular price for moving large 
quantities of shoes is $5.85 and sev- 
eral department stores have run sales 
at this figure. ; 
Among the higher priced sales that 
have been run recently was one at 
Wanamaker’s, in which both men’s 
and women’s “Anatomik” shoes were 
sold at “half price.” In explanation 
of the sale Wanamaker’s said that 
during the war they were compelled 
to carry two grades of these special 
shoes, but that now they were clear- 
ing out all the lower grade foot- 
wear. 
Saks & Company also disposed of 
a large number of women’s shoes in 
a wide variety of styles at $8.50. 


Strap Models in Demand 


There apparently is little or no let- 
up in the demand for strapped models 
in the medium priced range of 
women’s footwear. Some of the 
hicher class stores note a _ trend 
toward plainer models. One of the 
best selling models with a number of 
stores is a light-weight Grecian 
patent sandal, deeply cut to the sole 
under the instep and fastening with 


a single strap and black buckle, and 
a vertical strap running from the 
cross strap to the throat of the shoe. 
One objection to the vertical straps 
has appeared, however, and is loom- 
ing large as a factor in the style 
game. It is that the vertical straps 
spring out at each step and soon 
acquire a permanent bulge that is 
unsightly. Some experiments along 
the line of making the vertical strap 
with an elastic insert have been made, 
but so far have not proved to be 
extraordinarily successful. 


Pigskin and Sharkskin 


In men’s shoes two new leathers 
are being shown here. Whitehouse 
& Hardy, carrying Johnston & 
Murphy shoes are showing a pigskin 
shoe in brogue model, at $15 a pair. 
The company asserts that this leather 
has returned to popularity after 
fifteen years absence. The Regal 
stores are displaying shoes made of 
sharkskin. The model shown is a 
brogue oxford with stitched heel. The 
color is a light shade of tan, and the 
shoe sells for $9.50. 


New Women’s Store Opens 

Samuel Klein and Julius Bern- 
stein, both former I. Miller manag- 
ers, under the firm name of Klein & 
Bernstein, have opened a new retail 
store for the exclusive sale of 
women’s shoes at 166 West Forty- 
sixth Street, a few doors east of 
Broadway. The new shop, an attrac- 
tive establishment in Circassian wal- 
nut, is in the heart of the theatrical 
district and caters largely to the 
stage trade. The store handles ex- 
clusive patterns in short and medium 
vamp hand-sewed shoes. A specialty 
with the store is the matching of 
shoes to evening and street gowns. 
Mr. Klein was with the I. Miller or- 
ganization for ten years and for the 
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Where toBu 


Men’s Shoes 











HERBERT ©. GLEASGON. 


NEW YORK OFFICES 
AEOLIAN BUILDING 
22-29 w.42e0 ST, 






































“FOR MEN WHO CARE 
TO DRESS WELL” 
A Sample Order for 
a Pair or a Dozen 
WIll Start You Right. 


T. D. BARRY CO. 
BROCKTON, MASS. 











1 Gentlemen’s 


eltldton Shoes 
SHOE A.E. Nettleton Co. 


SYRACUSE, N. Y, 
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Where to Buy 


Men’s Shoes 

















PULLMAN TRAVELING SLIPPERS 
better*than ever aonewes fit 
Orig atorowners of Trade —— 


GLAZED KIT $182 


Colorr Black and Brown 
full sizes 3 toll in Stock 


rt. GUSTIN CO. 
aan 
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New York 













BETTER SHOES “ 


Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send and 
Se Gutaleg 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S A. 























THE 
CO-OPERATIVE SHOE 


FOR MEN 
Carried im stock at 11 South Street, 
Boston. 


Brockton Congest Boot & Shoe 


oO. 
Factory—Brockton, Mass. 


Stock Dept. 5 C% 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














Carried In Stock 
Men’s and 8 Boys’ Nailed and Welt 
Boston Sales Office, 15 High St. 
ARTHUR WILLIAMS SHOE CO. 

_ Holliston, Mass. 
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Whereto Buy 


Boys’ Shoes 




















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. : 
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last five years was manager of the 
Broadway store of that firm. 


Store Chains Combine 


Two of the leading chain stores in 
this vicinity have been combined by 
the purchase of the Rambler Shoe 
Company’s stores by I. Blyn & Sons. 
The Rambler chain consisted of ten 
stores, two in Jersey City, four in 
Newark, N. J., and four in New York 
City. Most of the old Rambler force 
was taken over by the Blyn organiza- 
tion. Captain Eddie Perlberg is now 
acting as efficiency and general store 
manager for Blyn and Fred Perlberg 
is acting in a buying capacity. No 
change in the Rambler price policy 
has been made. The new Blyn store on 
Thirty-fourth Street, which will be 
one of the largest retail shoe stores 
in the city, will be opened by the 
fifteenth, of November, it is expected. 


New Building for Shoe Trade 


In order that the growing demand 
for housing, in one section of the 
city, of all the allied lines in the 
shoe trade may be met, there has 
been erected on the site bounded by 
Hudson, Reade, West Broadway and 
Duane Streets, the Hudson-Reade 
Building. 

This property has been improved 
with a modernized building, costing 
approximately $200,000. Space will 
be available from 500 to 9000 square 
feet on a single floor and can be 
arranged and divided to suit the ap- 
plicant. By establishing an attrac- 
tive entrance for the tenants’ custom- 
ers, with two passenger elevators 
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leading to the offices, and a separate 
freight entrance, there has_ been 
eliminated for many concerns who 
will go in this building, the expensive 
overhead of maintaining office, show- 
room and storage space in separate 
buildings. This building will, there- 
fore, afford a practical solution for 
the many concerns who will want to 
house in one building, their office, 
their showroom and their stockroom 
where they will be able to store 
sufficient merchandise to insure quick 
delivery for metropolitan distribu- 
tion. The renting agents are Horace 
S. Ely & Company, 76 William 
Street. 


Wolfelt to Invade Gotham 


Another exclusive shoe emporium 
will be added to the growing list 
in West Fifty-seventh Street, which 
is the heart of the high class cos- 
tuming center at present. The C. H. 
Wolfelt Company of Los Angeles, 
Cal., has taken a lease on the parlor 
floor of the building at 27 West 
Fifty-seventh Street, for the purpose 
of opening a retail shoe store there. 


Joseph-Posner Engagement 
The engagement is announced of 
Miss S. M. Posner, daughter of Dr. 
and Mrs. A. Posner, Brooklyn, to 
Arthur Joseph, attorney-at-law, vice- 
president of the Joseph Shoe Shops, 
and counsel to the Retail Shoe Deal- 
ers’ Association of New York. Miss 
Posner’s father is head of the shoe 
manufacturing firm of Dr. A. Posner 
Shoes, Inc. Mr. Joseph was in the 
infantry during the war and took a 
prominent part in the war drives. 


BROCKTON 


Spring Orders Are Moderate 
Brockton Salesmen Expect Bigger 
Volume During Early Part 
of November 


EPRESENTATIVES 
of Brockton shoe manufactur- 
ing concerns who are calling on the 
trade West and South with spring 
samples report that orders, as a rule, 
are moderate thus far. Retail 
stocks, they say, are lower than for 
a long while. In stock departments 
of Brockton factories are getting a 
substantial business for immediate 
delivery. It is expected that a good 
amount of spring business will be 
placed, beginning in November, con- 
tinuing through December and into 
the Convention and Style Show to be 
held in Chicago in January. In this 
latter Brockton will be well repre- 
sented. Leading concerns have al- 
ready engaged space for exhibiting 
their lines. 
Concerns in Brockton and sur- 
rounding towns which will exhibit at 
the Chicago Show include, thus far, 


the T. D. Barry Co., Churchill & 
Alden Co., Dunbar Pattern Co., Geo. 
E. Keith Co., Stone-Tarlow Co., Inc., 
Whitman & Keith, Tolman Print, 
Inc., of Brockton; E. T. Wright & Co., 
Inc., Emerson Shoe Co., J. E. French 
& Co. of Rockland; Edwin Clapp & 
Son, Inc., Alden Walker & Wilde, Inc., 
of East Weymouth; M. N. Arnold 
Shoe Co., of North Weymouth; 
Doherty Bros. and Avon Sole Co., of 
Avon, Mass. 


Keith Memorial Field 
Dedicated 
The Eldon B. Keith field, given to 
the city of Brockton by the late 
George E. Keith, was dedicated Octo- 
ber 28. Eldon Bradford Keith, whose 
memory the field honors, received his 
education in’ Brockton and Amherst 
College. He entered his father’s busi- 
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ness immediately after graduation 
from college, being made a director 
and assistant treasurer of George E. 
Keith Company in 1902, and treasurer 
in 1906. In addition to his business 
interests he served for many years in 
matters of public welfare in Brock- 
ton and elsewhere. Following world 
war activities he sailed for England 
January, 1919, as a member of a 
United States commission to study 
labor conditions in Europe. Three 
weeks after arriving in England he 
was stricken with influenza and diea 
on February 23, 1919. 

The Eldon Keith athletic field will 
be devoted principally to high school 
athletics, being especially laid out 
for that purpose. An ornamental 
fence and artistic gate posts, the lat- 
ter surmounted by bronze eagles, are 
features of the approach to the field. 
There is a one-fifth of a mile running 
track, a football gridiron and baseball 
diamond; also courts for tennis, space 
for basketball, Swedish gymnastics, 
etc. 


New Box Toe Concern 

The Logan Company, Inc., with a 
capital of $100,000, has been formed 
to manufacture a patented box toe. 
The officers and directors are Mal- 
colm J. Logan of Brockton, president; 
Gen. Edward L. Logan of Boston, 
vice president; Eugene L. Gowdy of 
Brockton, treasurer and_ general 
manager. Factory quarters are now 
occupied and special machinery has 
been installed. This box toe, which 
will be made and sold only by the Lo- 
gan Company, is soon to be produced 
at the rate of 100,000 pairs daily. 


Factory Building Completed 

The Brockton Model Factory Asso- 
ciation has completed a four-story 
concrete structure with an area of 
approximately 56,000 square feet, at 
a cost of about $300,000 representing 
Brockton capital exclusively. The 
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main building is 200 by 400 feet with 
a wing of 80 feet. A flood of day- 
light is assured. by extensive glass 
area on every floor. Several con- 
cerns are considering occupying space 
in the new plant. It is well situated 
at the south end of the city, con- 
venient to railroad facilities and in 
every respect a modern plant. 


Manufacturer Reaches 74th 
Birthday 


Preston B. Keith, head of The 
Preston B. Keith Shoe Company, 
celebrated, on October 19, his 74th 
birthday. Mr. Keith, who is in excel- 
lent health, founded the concern fifty 
years ago. This business was begun 
November 1, 1871, when Brockton 
was North Bridgewater. In 1877 Mr. 
Keith built the original of the present 
large plant occupied by the concern. 
He is believed to be the oldest shoe 
manufacturer in the United States 
continuously engaged in the business 
and still active as its head. He is a 
direct descendant of the old Keith 
family that dates back to Bridge- 
water plantations nearly 300 years 
ago. On December 9 Mr. and Mrs. 
Keith will observe the fifty-second 
anniversary of their marriage. 


Gain in Shoe Shipments 


For the past week Brockton shoe 
shipments have been 13,588 cases. 
This is compared with a much lower 
figure of a year ago. The year’s 
shipments to date total 477,479 cases. 


Made Sales and Advertising 
Manager 


George M. Rand was appointed at 
a recent meeting of the directors of 
Tolman Print, Inc., as sales and ad- 
vertising manager of that concern. 
Mr. Rand is well known to the shoe 
trade through his activities in con- 
nection with the sale of printing. 


ROCHESTER 


Style Show Plans Are Abandoned 


Traveling Men to Devote All Efforts 
to Make Big Showing in Chicago 


HE Style Show Committee of 

the Rochester Association of 
Traveling Shoe Salesmen, at a re- 
cent meeting, discussed the question 
of holding a style show in January 
and as a result of the discussion it 
was decided not to hold a show. 

The reason for this action was the 
opinion of the Rochester manufac- 
turers and salesman that inasmuch 
as Rochester is to have a group dis- 
Play at the Chicago convention of the 
N. S. R. A., it is advisable to place 
ali of their energy behind that exhibi- 
tion, 


The style show idea originated in 
Rochester, where the first shoe style 
show was held, under the auspices of 
the R. A. T. S. S. and with the back- 
ing of the Rochester manufacturers. 
The Rochester shows have been held 
twice each year, in January and July, 
and have attracted leading buyers 
from all parts of the United States 
and from abroad. 


Novel Sign Sells Rubbers 


How to sell more rubbers was one 
of the problems that faced Earl S. 
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Children’s Shoes 











SOFT SOLES 


A Wonderful Line for cme 
Wholesaler In Stock—All 


line of Ladies’ Pump 
Straps. 








NU BABY SHOE CU., Bast Lynn, Td 





W°C.G@oodcer 


Manufacturer of 
Children’s Dlexible Durn Shoes 
89Allen St.. Rochester, VD 








Soft Soles and Moccasins 


i our agy for our 
aa. we DO NOT sel} 
an oy pow’ = 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











Bonita, Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send. tr Cotalog 


AH.MartinG@ 


Mekers ROCHESTER NY 








*“FELAM?? 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 
Rochester, N. Y. - 
Boston Office, 212 Essex Street 
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Where toBuy 


Standard Shoe Materials 



































Boggs & Cobb, Inc., Boston, Mass. 


COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 
Formerly Walpole Shoe Supply Co. 








T. W. GODSOE, Pres. 
W.G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 
FANCY 


COLORS MAT KID 


95 South Street, Boston 











The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 3502*" Syrset 








Tanneries at Danversport 








mentally, so you’ll make no mis- 
take in buying nails for use in 
your repair department. 


SHELTON NAILS ARE BEST 


Request your jobber to supply 
you with this dependable line. 
Send for catalogue. 

THE SHELTON TACK CO. 








Manufacturer of CUT Soles 
From the Best Tannaged Leather 
Men’s outer soles and Grained inner soles 
Men’s grain counters 
Men’s and women’s underlifts 
MAX. H. BERGER 
12 Everett St. Brockton, Mass. 











INFORMATION f.S22: 


“Where to Buy” constitutes a: 
source of knowledge so that he who : 
runs through these pages may read 
—and learn. 
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Shorts, manager of the local Regal 
store, who felt that the familiar rub- 
bers for sale signs that appear on 
the shoe store windows at the first 
sign of rain, were of little value and 
that to get attention something more 
forcible was needed. 

During the rainy days of the past 
week Mr. Shorts hit upon a plan 
which has materially increased his 
sales of rubbers. To do this he took 
the “don’t park here” sign from the 
front of the store and painted it 
bright red, with the word “rubbers” 
in white letters. When the sign was 
completed he waited for the first rain 
when he placed the sign in the center 
of his entrance, where anyone pass- 
ing up or down Main Street could not 
fail to see it. 


New In-Stock Booklet 


C. P. Ford Co. has recently issued 
an in-stock styles book showing 
twenty-one fall and winter patterns 
that are carried in stock. 
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Patent Big Favorite 

Patent leather on the newest lasts 
is gaining rapidly in favor, and many 
regard it as a favorite throughout 
the entire season, running into early 
spring selling. It is without doubt 
one of the best sellers at the present 
time. 


Feature $5.50 and $6.50 Shoes 


For the past month the Duffy 
Powers Store has been featuring 
women’s oxfords at $5.50 and wo- 
men’s boots at $6.50 and Manager 
Barnes of the upstairs shoe depart- 
ment reports that the public has been 
quick to respond to such high grade 
merchandise at pre-war prices. The 
shoes featured include oxfords in 
black and cocoa brown with Cuban 
heels and medium heels, and a Ha- 
vanna brown kid oxford with mili- 
tary heel. In boots the leader is of 
cocoa colored calfskin with wing tip 
and ball strap, perforated vamps and 
facings. 


LYNN 


Mannish Models for Street Wear 


Lynn Making Women’s Shoes Over 
Last Similar to the 
Haig 


ODELS of mannish sport 

shoes, for early winter wear, 
have appeared in some Lynn shops. 
They are of Scotch grain, black and 
tan calf, and like leathers, in plump 
weights, suitable for women’s wear, 
and they have extra weight soles, 
with extension edges, wheeled, a 
broad flat tread, and a low flat heel. 
The toe is soft, has a wing tip, and 
there are perforations on the tip, and 
along the quarter and the lace stays. 
The last is of the Haig style, modi- 
fied to women’s line. And yet, the 
shoe is more mannish than has been 
seen in Lynn lines for many a day. It 
is for street wear, with sport hose. 
The lasts are of liberal measurements, 
so that the shoe will fit easily over 
woolen hose. Also the last may be 
used for sport shoes for 1922. 


Models for 1922 


In contrast with these models of 
mannish sport shoes are the new 
samples of light and dainty footwear 
for winter dances as well as for next 
spring and summer. Plain pymps, 
made over new: pump lasts, have al- 
ready appeared. A one-trap, with a 
strap one inch broad, is among the 
innovations. Sport shoes, for 1922, 
already have been ordered liberally. 


Large Stocks of Shoes 


More shoes are in stock in Lynn 
at present than at any time since the 
end of the war, and, perchance, than 
Boots, 


at any time before the war. 


oxfords and strap pumps all are 


' carried. Perhaps the newest feature 


of the stock departments is the large 
assortment of health shoes, or shoes 
made over arch fitting, Y. W. C. A. 
or like lasts. By large assortment is 
meant a long run of lengths and 
widths. 

Patents, gun metal, Russia calf, 
black and tan kid and black calf shoes 
all are carried in stock. 

Early in November, the demand for 
shoes on Lynn manufacturers showed 
wide variations. Some of the big 
cities were buying scantily, and some 
of the town and country trade was 
good. One buyer was taking novel- 
ties, and asking for more, while an- 
other buyer was refusing novelties 
and buying staples. Total sales of 
shoes were below normal. Mild 
weather, through September and Oc- 
tober, retarded the sale of fall novel- 
ties, in the opinion of a number of 
manufacturers. Credits are closely 
watched. 

Refining Footwear 

Yet, according to an optimist, the 
quiet times in trade are not without 
their advantages, for, in quiet times 
men have opportunity to reflect, and 
to set up new ideals. “Troubles have 
we shoe men had in plenty,” says. this 
optimist, “and I will not rehearse 
them. But I will say, that in these 
quiet days of trade we have oppor- 
tunity to see if we cannot get more 
shoes made right, as well as more 
shoes fitted right.” 
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Better Soles Used 


In refining footwear, there is a 
tendency to use better soles. At the 
present, Lynn sole cutters are offer- 
ing soles all the way from six to 45 
cents a pair, the price depending 
upon the fineness and durability of 
the soles. Also, they are offering in- 
soles at prices all the way from five 
to 25 cents a pair. The figures are 
given, not as market quotations, but 
to show buyers of shoes that it is 
worth while to give heed to the soles 
of the shoes which they buy. 


North Shore Notes 


Health shoes for misses and chil- 
dren, made in Lynn, are fashioned 
over small lasts, modified from the 
¥. W. C. A. last. 

English walking lasts are used for 
growing girls’ shoes, by D. A. Dono- 
van & Sons Co. Many of the shoes 


MEMPHIS 
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are of Russia calf leather. The firm, 
by the way, is stocking shoes for 
growing girls, misses and children. 

A representative of a rubber shoe 
company was in Marblehead the 
other day, looking for a shop in 
which to stitch uppers of canvas 
shoes. 

Arctic mid-soles are used in a line 
of welted oxfords, made by Donn D. 
Sargeant Co., of Salem. The uppers 
are of Scotch grain leather. 

A walking oxford, five eyelet pat- 
tern, with a shield wing tip, and a 
8/8 heel, of Russia calf leather, is a 
seller in the Creighton line. It is 
carried in stock. 

The fashion of low heels has 
damaged the business of heel makers 
of Lynn, and their shops are quiet. 
It takes only half as much leather- 
board and labor to make a low heel, 
as it does to make a high heel. Be- 
sides, a good many of the low heels 
are of solid leather. 


Tennessee\T'rade Is Improving 
Prices Much Lower Than Last Year, 
But Credit Conditions 
Are Good 


RADE in Tennessee cities has 
been more brisk the last three 
or four weeks. Cotton at the end 
of the last week was at 19 cents 
after an advance and slight decline, 
but still an advance over the opening 
market, with picking well advanced, 
the crop still woefully short and the 
prospect being for strong winter 
prices. 
Wholesale and retail shoe people 
note an improvement. Prices are much 
lower than last year, but collections 


are good and trade active. Barring 
mishaps it certainly will be active un- 
til the Christmas holidays. 

Large manufacturing interests, car 
and lumber at Memphis that were idle 
for months are now operating again. 
The street car and automobile busi- 
ness is looking up and this is reflected 
in other lines of trade. Autumn 
building is much better than was ex- 
pected. The attendance at colleges 
and universities is said to exceed for- 
mer records. 


MONTREAL 


No Further Price Drop Expected 


Frequent Style Changes Assigned 
as One Reason by Man- 
ufacturer 


ONTREAL’S leading boot and 

shoe merchants anticipate no 
further drop in the price of foot- 
wear this winter, and give several 
reasons upholding this contention. 
Some of these are the frequent 
change of styles in ladies’ footwear, in 
most cases needing more expert work- 
manship; high wages in the shoe in- 
dustry, the difficulty of obtaining good 
workmen, high freight rates and high 
rents. It is more than possible that 
kid shoes will become even more ex- 
pensive than at present, the best 
gualities being almost unobtainable. 
R. H. G. MacLean of the Hartt Shoe 
Co., Ltd., says that it is not a case of 
2 manufacturer buying every hide that 
is offered him, cheap or otherwise. 


“In most instances,” said Mr. Mac- 
Lean, “you will find that a manufac- 
turer will choose only the best hide 
that can be procured. The packers’ 
hides are taken off with more care, 
and they have a better system of 
handling and storing than the man 
who kills about three calves a year. 
The best hides are from Europe, and 


we use them almost exclusively in the 


manufacture of shoes. All our stock 
has dropped between 40 and 50 per 
cent during the last eight months.” 


Cheap Grades May Drop 


Other dealers think that the price 
of the cheaper grades of shoes will 


perhaps drop about five per cent or 


possibly less. All seem to think that 
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Where toBuy 


Engraving and Printing 
























DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 


COLOR PRINTING 















74 INDIA STREET, BOSTON 
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Qumt 
183 Enasx St Boston 
71 Renhie St Brockton 


























ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 





















1000 Sales Letters 
All ready to mail 
3c Each 
F. S$. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 

























| Where to Buy 


Children’s Shoes 


























Ready to Ship 


Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO. 
Boston, Mass. 
Lancaster, Pa. 


























IN-STOCK 
Children’: 
Tuons chess k tee 
downs, sizes § to 2 
SAMPLES Sent Prepaid 


“ROCHESTER, N.Y. 
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SHOE ORNAMENTS 
For Particular People 
Beaded. Buckles: : 
Straps—Rhinestone Ornaments 
_EDW...E..KAHN..CO. 
310 Fulton St., ; Brooklyn, N. ‘Y. 


r¢ 











RHINESTONE. SHOE BUTTONS 
IN “BIGGEST DEMAND NOW 
Can be attached by machine. 

Write for samples. 
NOYES MFG. CO. 
Manefacturers. of Buckles -and 


Shoe Ornaments in Large eas sag,” 
63 Fulton St. New York, N. Y. 








’ SHOE BUCKLES 


DETACHABLE STRAPS 


soa SHOE BEADING 
BeEAoeED METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 


IS MYRTLE AVE. BROOKLYN.N.Y 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 
PROVIDENCE - - = R. I. 


aval 








M. B. MARTINE, Ine. 
Show Room—130 W. 42nd Street 
Office—148-152 Duane Street 
NEW YORK, N. Y. 

SHOE BUOKLES, STRAPS 

EVER G IN SHOE OR- 

NAMENTATION, INCLUDING 
BEADING 























PARISIAN BEADING WORKS CO. 
4™& WALNUT STS., PHILADELPHIA 











DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy”’columns. 


, 





4 This feature in its 
service is a time saver in 
meeting immediate needs. 
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‘the higher grade shoes will’ stay at the 


present lével; or become even'-dearfer. 
-"Nathan Cummings; Peel’: Street, 
wholesaler, thinks that-shoes are as 


“well-made now as ever, but competi- 
‘ tion, and the instability of the market 


have been a factor in the present price 
of low shoes. He says: “Prices of the 


‘higher grades of shoes: will not drop, 
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though the cheaper kinds may. If they 
do it will only be a matter of about 
five per cent.- The intrinsic value of 
the shoe is still there, and the fact 
that the public are still holding~ out 
will not have much effect on the pres- 
ent prices. Competition and under- 
cutting between dealers may give the 
consumer a better price.” 


ATLANTA 


Fall Trade Better Than Since 1919 


Condition General Throughout the 
Southeast—Brogue Patterns 
Most Active. 


HE Atlanta Retail Merchants’ 
Association did not hold a 
special “Buyers’ Week” in Atlanta 
during the Southeastern fair. Oct. 13 
to 22, in accordance with the plans 
of the Atlanta Merchants’ and Manu- 
facturers’ Association, previously an- 
nounced, the retail merchants taking 
this action after questionnaires had 
been sent all members by C. V. Hohen- 
stein, secretary of the association. 
The opinion among the Atlanta deal- 
ers was that they can continue to build 
up public confidence on solid lines 
without the necessity of special events 
such as a “Buyers’ Week” at this time. 
Furthermore, the cooler weather has 
resulted in the opening up of the fall 
season and the retail business is better 
now than it has been for the past two 
years. Retail shoe dealers, not only 
in Atlanta, but over the Southeast in 
general, are enjoying the best fall 
trade they have experienced since 
1919, with a promise of steadily in- 
creasing business from now on and 
an unusually good holiday season. 


Buyers’ Week Boosts Business 

The wholesalers and manufacturers 
of Atlanta held a “Buyers’ Week” in 
connection with the Southeastern fair, 
special merchandising displays being 
arranged and hundreds of outside 
merchants invited to the city during 
the progress of the event. House trade 
was unusually brisk during the week 
as a result. 

Brogues are in principal demand in 
this section this fall according to At- 
lanta retail merchants, who say that 
five tan brogues are selling to one 
black, and nine high brogues to one 
low. 


Credit Discussed at Finders’ 
Convention 

The annual convention of the South- 
eastern Leather and Shoe Finders’ 
Association was held at the Hotel 
Ansley in Atlanta, Thursday and Fri- 
day, Oct. 20 and 21, and attended by 
between 35 and 40 jobbers of leather 
and shoe findings, and several manu- 
facturers from various parts of the 
Southeast. David T. Feidelson, presi- 


' dent of the organization, presided. 


At the opening session Thursday 


- and shoe repair men-.of Macon, Ga. 





morning an important and interesting 
address was delivered by Lawrence J. 
Bernd, treasurer of the association, 
on “Closer Co-Operation With Our 
Credit Bureau and What It Will Mean 
to You.” Mr. Bernd explained the pur- 
pose of this bureau, which operates 
on a system whereby members of the 
association exchange information as 
to credit and financial responsibility of 
customers among the shoe repair men 
of the Southeast. The ‘importance of 
the bureau is indicated by the fact 
that the average repairman in this 
section will use from $100 to $300 
worth of supplies per month, and this 
business will be mainly given to one 
or two jobbers. In some cases there 
are repair shops in the section using 
as much as $500 to even $1000 worth 
of supplies per month. 


Many Have No Rating 


Because 90 per cent of these buyers 
do not have any kind of a credit rat- 
ing, the risk taken by the jobber is 
entirely a moral one. The credit 
bureau of the association has been 
functioning with unusual success since 
its organization and supplies members 


‘ with this valuable information that is 


not obtainable from the rating agen- 
cies. 

Other prominent speakers during 
the convention were Jake H. Wilen- 
sky,.a prominent leather jobber of At- 
lanta; George A. Knapp of St. Louis, 
secretary and manager of the National 
Leather and Shoe Finders’ Associa- 
tion; Ed J. Bosler of Louisville, and 
Silas Musliner of J. Musliner & Co. 
of New York City. One of the most 
important addresses was delivered by 
M. B. Ketcham, of the United States 
Leather Co. of New York City, who 
spoke on the subject, “How the Jobber 
Can Co-operate With a Concern Such 
as Ours to Bring About Complete 
Distribution of All Weights and Selec- 
tion of Sole Leather.” Mr. Ketcham 
‘gave a frank discussion on this subject 
of benefit to all jobbers present. 

Enroute to the convention of the 
Southeastern Leather and Shoe Find- 
ers’ Association in Atlanta, George A. 
Knapp, secretary of the National as- 
sociation, was the guest of honor at a 
dinner given by the findings jobbers 
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Wednesday night, Oct. 19. Mr. Knapp 
made a brief talk, sketching the de- 
velopment of the shoe repair business 
the past few years into an industry 
of prominence and importance 
throughout the country.. The chief 
problem before the repair men today, 
he said, was the question of turning 


out a finished job. George Rush, in © 


charge of publicity for the national 
body, also was present and made a 
brief talk. 


New Shoe Department 


One of the largest shoe departments 
in the South will be inaugurated by 
the Davison-Paxon-Stokes Co. a 
large department store of Atlanta, 
within the next few months, when a 
new three-story building next to the 
company’s present Atlanta store has 
been completed. A building permit 
has already been issued, and the 
structure is to cost about $35,000. It 
will be located at 55 Whitehall Street, 
in the heart of Atlanta’s retail shop- 
ping district, and will be occupied en- 
tirely by the shoe department. The 
main building is six stories high. 


Chain Invades Atlanta 


The new Miles Shoe Co. opened the 
first of a series of chain stores in 
Atlanta during October. The new 
store is located at 22 West Mitchell 
Street, and is managed by H. Miles, 
formerly of the Bass Dry Goods Co., 
as manager of the shoe department. 
Several other stores are to be estab- 
lished in Atlanta by this company, Mr. 
Miles stated, during the coming year. 


Same Store Robbed Twice 


For the second time in the past 60 
days the plate glass display window 
of the Carlton Shoe & Clothing Co. 
of Atlanta was broken by thieves and 
a quantity of shoes and silk hosiery 
on display in the window carried off. 
The first effort netted the thieves 
about $150 worth of shoes and hos- 
iery, while the recent theft netted 
about $100 worth of shoes and other 
merchandise. 


Cuban Consul Re-Appointed 

Dr. Guy King, who has served as 
Cuban consul in Atlanta for the past 
eight years, has been re-appointed for 
another term by the new administra- 
tion in Cuba. During his time in of- 
fice Dr. King has developed export 
trade from Atlanta to Cuba from little 
or nothing to more than $1,000,000 per 
year. A considerable quantity of 
findings and leather is exported from 
Atlanta to the island, and also many 
shoes are shipped to Cuba by the vari- 
ous shoe manufacturing concerns in 
the city. 


Those Gold- Bound Shoes 


See those black satin slippers, 
bound with gold?. A fine :style is. 


this, an example “of French ‘cording, ~ 








once a style of aristocracy, and now 
becoming a popular style, thanks to 
the fact that new machinery is mul- 
tiplying and diversifying the style. 

‘ In just a jiffy is the French cord- 
ing applied. The black satin upper, 
and -the French cord, or binding, of 
gold, is presented to the machine. 
The operator touches the button, and, 
zip! the shoe is bound with gold. 

Hundreds of shoe uppers can an 

operator bind today, by using” this 
new machine, and a hundred and more 
machines have come into use in the 
factories since the beginning of this 
year. 
So thanks to the machine, the shoe 
men may bind millions of pairs of 
shoes of: satin, velvet or leather, and 
it may bind them with black, or gold, 
or silver, red, white, green or any 
other color braid. Hence a multitude 
of new style effects. 

Until the new methods came about, 
the past few months French corded 
shoes were rare, because the cord, or 
binding had to be sewed on by hand, 
the same as it was in the days when 
“Hannah Sat at the Window Binding 
Shoes.” Only a few French corded 
shoes could be made. A stitcher 
could sew cord on a paid of shoes a 
day, taking one stitch at a time. But, 
today, the machine zips them out in 
a jiffy, better than it could possibly 
be done by hand. 


Reviving. Demand for Raw 
Materials Foreshadows 
Prosperity 

The probabilities are— 

That the -general..decline in com- 
modity prices has terminated for the 
present; that a recovery lasting be- 
tween one and two years will now 
take place; that prices of finished 
goods will not follow the recovery in 
raw material to any great extent; 
that both general trade and labor con- 
ditions will improve as prices rise; 
that this improvement will be con- 
tinued even after commodity and 
goods prices again begin to swing 
downward in response to heavy pro- 
duction; that the upward trend of 
prices upon which we are now en- 
tering will not continue nearly as 
long as does the forthcoming era: of 
prosperity; and— 

Good Times Just Ahead 

In other words, for the next ten 
of fifteen years, the presumption is 
that during each era of prosperity 
the rise in commodity prices will stop 
at a lower level than during the pre- 
ceding era; and that during each 
period of depression the fall will end 
at a lower level than during the pre- 
ceding depression. 

But the. main point to emphasize 
now is that the reviving demand for 
raw materials and the upward turn 
in commodity prices foreshadow early 


prosperity..— Paul Clay, in Forbes. 
‘Magazine (N. Y.)> ios 
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Whereto Buy 


Ballet Slippers 























“ 
Ballet. Slippers. 
IN STOCK 

No. 1996, Black Ballet, 8-11, $1.90; ¢ 
Lg Bt $1.4; 2-7, $1.50 

No. 1233, Ballet, 8-11, $1.08; / 
re ie $1.08; 2-7, $1.75 

Chipman-Harwood. Co. 

564 Atlantic Ave. Boston 











GYMNASIUM SHOES | 


$1.10 per pair 
BALLET ‘SLIPPERS 
Black Glazed Ki 
Women's, -$1.60 Misses’, $1.80 |: 
Child’s, $1.45 ie 
BROOKS SHOE “MFG. CO. of 
Philadelphia, Pa. ee 














Where to Buy 


Miscellaneous 

















Lamb Wool Soles—Bound and Cord Edges 
bg ne he our new No. ad Lamb Wool Insole— 
for our com- 

: east FreSiiverteCoy tera, 61 iighSt, Boston | poe 











Manufacturer—Attention 


Littlefield Heele—are genuine all leather 
heels and we can assure you of prompt de 
Yveries, Write for samples and prices, which. 
you will find correct in every way. 
LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 
Ay 














Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
: Boston, Mass., U. . A. 















\ ee “ELLIS COMPANY 


7 Mass.” — jf 
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4] All white calf but- 
4 ton, regular cut, 
\ turn. C-D 44% 
> & to 8. 


ee $2.45 
















SMhoes 


TRADE MARK 


Fairy 203 
All Russia calf pol- 


ish, pony cut, turn. 


C-D 8!4 to II. 


$2.90 v 
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Spring-Step Top Lift. 































ROAMER 
LAST 
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Ladies’ Tan Side Sport Oxford, 
Mahogany Side Apron Strap Per- 
forated, Imitation Straight Tip 
and Medallion, 8/8 Heel with 


Two 
Steady Selling 
Juvenile Models 


We suggest these two numbers from 
our extended line of growing girls’, 
misses’ and children’s shoes in stock. 
Back of them is to be found the high 
standards of production and materials 
that have gained FAIRY shoes a recog- 
nition in the trade national in scope. 


But these two shoes are even bet- 
ter. They are numbered in our “A 
GRADE,” a line having leather top 
facing, eyelet and button fly stays, 
Milo buttons, full vamp, leather count- 
ers and strictly fine soles of extra 
weight. They are a little better than 
our former best. 


Send for a Catalog of In-Stock Styles 


Grieb Shoe Manufacturing Co. 
309 Arch St., Philadelphia 


acy ROW War aarawraKrawrawr at 
UMMM MMMM MM 


he Best Shoe For The Least Money | 








MASTERS of STYLE 


saesntemnmeeeneneens 


OR Spring sales we offer this 
M-C model, made over our 
snappy “Roamer” last. Early 
ordering is advisable, but we guar- 
antee three to four weeks’ delivery. 


Jobbing and mail order trade only. 











MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 
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Jn StockJSn Style 


LACK and White Satin low- 
B cuts in fashionable strap effects 
are always popular with women 
who exercise good taste in selecting 
their footwear. There is a certain 
charm, an embodiment of discrimi- 
nation in Black and White Satins. 
And the women who buy them 
regularly are many. 


A few cases of Hannah- 
sons’ Black and White 
Satins will make the 

initial move in se- 

curing for you the 
patronage 
of this class. 


oe. White Satin, | Strap, Pearl 
B-1110. Black Satin, | Strap, Rhine- re nee ee Seas, 
stone Buttons, 16-8 Half LXV Heel. e A » 
B-1145. As above except with Baby Hannahsons’ Price, $3.50 
LXV Heel. A to D, 2% to 8. . 


t  Hannahsons’ Price, $3.25 





B-700. Black Satin, 1 Strap, Black 
Silk Finished Buttons, Beaded Vamp 
Ornament, 16-8 Half LXV Heel. 


a SHOE Co. B-810. Black Satin, Grecian Strap, 
14-8 Modified Spanish Heel. 
B-705. As above except with Baby B-815. As above except with 12-8 
Cuban Heel, B to D, 2%. to 8. 


LXV Heel. 
Hannahsons’ Price, $3.35 HAVERHILL, MASS. Hannahsons’ Price, $3.35 
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“ogue Style: 


s\cachet of elegance 
Hii@vishes these prevail- 
des, the beauty of 


stitched patterns com- 
ning broadcloth with 
suede. \ Fantasie 
; A spat of verve, a fancy light 
Fashion’s latest decrees in- . a an ardent 


sist upon spats of the twelve- woop Tic dsienmning on 
‘bre h, A stunning pat. 


inch height—two unique é 
/ y the correct twelve- 
examples illustrated. ape correct twelve 


Designed and Manufactured Exclusively by 
La Vie 
A twelve-inch high-top spat Vo 
which is the life of the present 
sa liC Novelt 
Inch-wide suede top bands O¢g 
awe po my een est v] 
ctivi th t 
cde at eu coal licker. Horsf ufacluers ogue esty e han 
ancnna- OHIO 


The spats illustrated are reproduced from advertising folders furnished Vogue dealers, Letter or wire will bring salesman or samples. 


REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 
; ; ; , shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 
every bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


Your customers like it because 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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Manufacturers 


Wonderful Girls 


-aelo4 Sih il 


Wonderful Shoes for 
Johnson, Stephens & 
Shinkle Shoe Company 





STEARATE 
Our New 
Charlotte 
Model 


November 5, 1921 


4 
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SSSSNNVNVLSNNSVNU NUNN SSNS SSNS SARRSSSSSSSSSSSSSSSSSSSSSSESSETSET SDS ete teben 


“It Is New and We Have It—”’ 
For Fall and Winter Evening Wear 


Two models of our many 
beautiful designs in bro- 
caded and metallic satin. 
The wonder advance 
styles of the time. 


No. 532—The Elaine No. 531—The Barrymore 


Brocaded vamp with black satin 
quarter, full Louis or junior Louis 
heel, latest French last. 


One strap white brocaded satin, 
rhinestone button, full Louis or 
junior Louis heel, latest French 
last. 


We will gladly submit 
samples of our full line of 
brocaded satins and 
prices on request. 


TESSIER & BOWDOIN 


172 Washington St., Haverhill, Mass. 
Boston Office: 183 Essex St. 
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JUUUUAGUGSMMUMEEORRRTAAST TLL) 


GRIFFIN. 
RAPID BLACK 
SAN YICH win 


GRIFFIN 


Ta t 
” E"s 


SUEDE POWDER || 


CLEANS & RECOLORS 


<> 
SUEDE AMO NAPPY LEATHER Foor: WEAR 
cou 


PUT UP IN 
GRIFFIN mFS c 





Griffin Suede Powder 


In the pad bottom tin. Oleans 
and restores color and surface in- 
The pad is absolutely 
In white, cha 
, field mouse, gray fawn, 
champagne, ivory, light, medium, 
dark and gray castor, light olive, 
and nigger brown, light, 
medium and dark omy, black. 
.20 Gross, $1. Dos. 


Griffin Rapid Black Dye 
shop-worn Tan 
Shoes into a Lasting Black. No 
odor—No Poisonous Oil of Myr- 
bane. Small size 2 oz., $18.00 
gross; $1.55 dozen. Large 
8 os., $22.00 gross; $1.90 d 
Quarts, $1.15 each; gallons $3.4 96 
eac 


Griffin Quick Cleaning 
Fluid 


The proper article for cleaning 
Satin Footwear. Non-inflammable, 
stainless, dries gy _ is 
effective. Removes from 

spats. Gross, $22. 50; = $2.00. 








FOUR LEADERS IN A LINE OF SHOE 
DRESSINGS THAT HAS NO PEER 








Griffin Lotion Cream 


In white, black, light tan, bre 
bi dark b 

and dark gray. 

and polishes all kid a 

tains no injurious acids. It is 
to the leather , = cream é 
to the skin. 3 » $21. 
gross; $2.00 eunn. 


We particularly recommend white 
or black lotion cream for biack 
patent leather 


There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET: 


NEW YORK, U. S. A. 








November 5, 1921 


BOOT AND SH 


OE RECORDER 





: 


$4444444444444444444 





In Stock Satishe 


Ready to Ship 





Of Course 
You ll Be. 


You Can’t Help It 


When your order says Rush, we un- 
derstand the meaning of the word, and 
will get the goods out at once. 


We know what prompt delivery 
means to dealers today and so far as we 
are concerned, every order gets at once 
attention. 


It’s a service called ‘“‘Just Wright.” 





STOCK No. 220 


6.908 














Try it. 
It won't disappoint 


Either 
Style 


you. 











Just Arig ht 


SHOE 


The two shoes illustrated are won- 
derful sellers. Just the style for fashion- 
able wear this fall.and early winter. 
Enough “Doggie” look to them to be ad- 
mired and called for when shown with 
your other fall styles. 

No. 220 is made of Tan Scotch Grain. 
Wide Extension edge. Wingfoot Rub- 
ber heel on the Brogue last. No. 320 is 
Collar plug pattern. Also has a wide e 
can order both shoes on AA to D width 








STOCK No. 320 





made of Black Norwegian Calf Leather. 
xtension sole and Wingfoot heel. You 
s and in a range of sizes 5 to 11. 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


$+4+44444 


FHF FF ++4++4+444+4+444444444444 44444444444 4444 +44 +++ 4++4 4444444444444 444444 ttt +t+4+t+444+444444444boods tt 
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VOUOQUQUQOQOQAUOUOOUONEUULLUUUUUAUEEONESOONNGUNOGNOUAUAOOU ONE OOO 


THE STEADIEST DIVIDENDS ARE 
THOSE FROM “QUALITY” 


It is true and has always been true that real 
economy in purchasing lies quite as much in the 
quality of the goods as in the price paid. We 
have not departed from our traditional policy of 
making good shoes from good leather. The mer- 
chant will: find “Bass Shoes” matching up to 
every requirement of quality, service and long 
wear. 


Sok Ne. 758 @&§;5©©£=<—h)lhOrPPrerSe “SKI MOCCASIN 


The Rangeley Moccasin is readily modified to meet the special 
: z ‘ requirements of skiing. The last is thickened—not broadened 
Brown Chrome Rangeley Ski Moccasin, 8-inch, sole leather —to make plenty of room for heavy socks. The sole is 
toe counter, full bellows tongue, nickel Klondike eyelets, — to — = —_ 7. heel > Je sag to ~ = 

: usual form of ski binding. strap-and buckle can be adde 
double waterproofed sole, concave heel, Ski last. when the style of: binding makes it desirable. In ordering be 
To order, 6 to 11 D and E nes ° specify whether or nat the ‘strap and buckle is 

“ ‘ esire 





CYNOTAINOEE ENA 


HUUADENAUNNUNOCNNLOLANUNINUNSHULNNEAEtHN 








PUNCTUAL 











Heights are measured from Heel Seat. 


G. H. BASS & CO. Shoemakers Wilton, Maine 


mine 
gtetereeterrereetesseetteetereereetesteeertertereetettettttttt 
—) y ” 
This word identifies shoe ornaments of the highest character. 
It is the mark which associates quality merchandise with a firm 
that serves the shoe trade of two hemispheres. It means not 
only merit, but individuality. Representing as it does a stand- 
ard of excellence seldom equaled or even approached, it creates 
confidence and establishes conviction that shoes ornamented 
with ‘““‘DALCO” specialties are trimmed right. “DALCO” nov- 
elties for shoe merchants and manufacturers act like a magnet 
on the public. They attract trade. See that your name is on 


our mailing list for special style bulletins. Watch following 
announcements for new strap effects. . 


DALRYMPLE-PULSIFER CO. 


MAKERS OF SHOE ORNAMENTS FOR THE WORLD'S TRADE. 
HAVERHILL, MASS. 

















ELELELELELELELELECELESECE 


ppenennsensnsennnnennnnnnnenenenenmeiaiimaiaiaauiiadaiitinas 


ELELLELLELELELESELSALESSEEEEEEE EERE DEED 


PSEEEREEEEEEEEEEEE 
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SMART NOVELTIES 
In Stock 


Patent Colt . 4 Patent Colt 








smuemncmmemtetam: 





—_ W199—Patent Colt, Soft Box, Light W311—Patent Colt, Gilt Center 
aan dees “Uk, the ee Goodyear Welt, One-inch College Buckles, 10/8 Patent’ Covered Heel, 
ther Walking Heel.......... _— Heel $5.50 —, Process Lightweight ot bie 
AA, 4% to TH; A, 8% to 7%; AA, 4 to 8; A, 4 to 8; oo anes ce a 
3 to 7%; C, 2% to 7%; D, 8 to ory 8; O, 2% to 8; D, 8 to 8. aes~Game with Cut Ou amp. 

AA, 4 to 7; A, 3% to TH; B, 2% 
0 7; C, 2% t 


k § 
oiaw waee . Van Dyke Tan Calf or 


Havana Brown Kid 


KCC 





+ 


‘W149—Black Suede Oxford, 13/8 
Military Heel, Goodyear Welt..86.00 


W107—Same in Black Bbony Celt. 
W106—Van Dyke Tan Calf, Good- 
med foes oe eS SY te year Welt, 13/8 Military Heel. $5.25 


D, 
wos 3% - W129—Havana Brown Kid, Good- 
year Welt, 14/8 Military Heel. 36.00 
AA, 4% to 8; A, 4 to 8; B, 8 
Havana Brown Kid to aes 8 to 8: D, 3% t to ¢* 
Van Dyke Tan Calf 
Toney Red Calf 


W113—Van Dyke Tan Calf Oxford, ‘W179—Havana Brown Kid Oxford, W185—tToney Red Calf Oxford, One 
10/8 Cuban Heel, Goodyear Welt. 10/8 Ouban Heel, Goodyear erat, Inch College Heel; Goodyear $0.25 


AA, 4% to 8; A, 4 to 8; B, 3% AA, 4% to 8; A, 4 to 8; B, 8 A, 6%. 0 Bs A, to 8; B, 8% 
to 8; C, 3 to 8. to Be Os io 8; D'sk & a 8; ° Sto 8; D, 8% to 8. 


TERMS: Net 30 Days 


Is your name on our preferred mailing list to receive latest style and In Stock Information? 


THE MENIHAN COMPANY 


Shoemakers for Women 
ROCHESTER, N. Y., U.S.A. 

















ccc 
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ATLANTA, GA. 
Tuesday, November 15, 1921 


ee, PIII sig 0:6 0c c padiisesteeescrdddespesvceaacs 47,000 
ree eee rer er ee eee 56,000 
i i. ssc cwkedeen anne eeeaeeeniansdwehenche 3,300 
i Sr Ce, S65 vegaethsoeieeeeseserteeseaeueed 12,000 
I, dnb iessccntnenscdbeasessdccpenreredesames 8,000 
DEE f cach ou sbéebihhs’d pe Rdkaheebedchbhesecdceeencdacatogm 44,000 yds. 
I Is cake baendeecatctdndcnsednaceeaasaseen 5,500 yds. 
cea esata | Awndpensecepdewedeagdakene 82,000 yds. 
I ic aie 0b ches be edacndsectnesnbannageees 16,000 
I, TEs hiiciccesccnsscddsacensnsneoiseeccscccne 5,000 
ESTE TCCTT CRE TT CECT C CER TCO ET CT OT OTT 6,000 
SSP PPOPT SOP CCTOT TCT ETTORE 2,900 
Ne dec ccm ace enenne Ae Ghee Rese Gaudi” 46,000 
Outing Flamnels.... . 2... ccccccccccccccccscccccccccsocce 4,000 yds. 
I icv idee hbss unc mesisaRer ceed ensnictaseescoenee 19,000 yds. 
CR ee ree rab aaaeiieadesnaadane 10,000 yds. 
Blamlcets, WOO... 0... cccccccccscccccscccsccsccccccccs 220,000 
oc citcack ak eeetngtendten neeeedeteammaine 5,000 
PE re re rE ee Lr eer 27,000 
rr ee cc eckateecdeneneebeckseeanerenasearnne 1,100 
DE ME 6, « 2gc-5s vd ee dbedcneenunseeewcesheckasemans 89,000 
PN I, dc scedsdsccdccasnseescdsdsensgeanaraowan 500 


For catalogue containing complete list of all items to be sold 
at Atlanta, Ga., Address 


SURPLUS PROPERTY OFFICER 
. General Intermediate Depot, 


ATLANTA, GA. 


The War Department still has quantities of Clothing and Equipage, Textiles, Machinery and Engineering 


Auction Sales 
Textiles and Blankets 


The War Department is now offering to the public material and finished products which the shrewd Ameri- 
can business man cannot afford to ignore. The prices at which the war surplus is being sold are attractive. 
The materials purchased at these auctions are available for shipment immediately. 
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Surplus Stocks 





JEFFERSONVILLE, IND. 
Tuesday, November 22, 1921 





I as 2s dnd so eal ches a go ane ee A .. §50,000 yds. 
MING 6.3. 0:kddedcdaweabecsGeeweekadekenaes 36,000 
ei dies eeicudi e's did Kee ee Cea Magaao kee aa 1,230,000 yds. 
NI 6: coccicacdamedessasenecaeeu eee miadees 200,000 
RN I bo6 hase aoa Sears ee acidic cio RO aeae aS 43,000 
PE Ns ds 0:r0he eens senses dnbecssnnsdcuemences 21,000 
ED dikbeirbd nc deed aaeen a aes dons cmmmaaaes res 108,000 yds. 
EE cada nhcnainivere 4<.b.a0.0deGunscemdedetes komen 50,000 
I TI i a 65 Gente tain k hetland dalam mcrnace ede tekarneeme 18,000 
SIN 64 36 5.6 20onm as cad decanensaan tauren dened 26,000 
PL Ad cb uk ahdhes camdsbee. aha hene ee eeedeeuaeaenaeemae 204,000 
ID: scincdlidiach sia, 3 alk arash cade ow <dewie Rick oR Ee Oe 7,500 


ROCK ISLAND, ILL. 
Wednesday, November 16, 1921, 


10 a. m. 
ne ee ee ee ee! 700 sets 
SI WI 5:6:4.6:5:8:0.s00:6.5 560d toneeudeeaewenanendenescake 700 
ET eee Or reer or eee ee ey rn ee 2,700 
NT I 65 6:kd sn os-cn dupes e cukeenaaeh eebbeeeaenced 3,100 


Large quantities of halters, traces, reins, bits, harness, hard- 
ware, etc. . 

For catalogue containing complete list of all items to be sold 
at Jeffersonville and Rock Island, Address 


SURPLUS PROPERTY OFFICER 


General Intermediate Depot, 
1819 W. 39th Street, Chicago, Ill. 








Materials, Lumber, Leather and Harness, General Supplies, Motors and Vehicles, Chemicals, Medical and 
Hospital Supplies, and other items which will be sold in the future. If you are interested in any of these 
classes, and you already are not receiving bulletins and catalogues of sales, your name will be placed on 
the mailing lists of the different selling organizations on application to 


DIRECTOR OF SALES 


Munitions Building, Washington, D. C. 
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U.S. Army 








Surplus Stocks 





Auction Sales 
Clothing and Equipage 


The manufacturer, the jobber, the wholesale and the retail merchant who is interested in assisting the 
Government in moving the remaining part of its war surplus, and who is interested in increased profits, 


should investigate these sales. 


SAN ANTONIO, TEX. 
Friday, November 18, 1921 


Leggin 
= " etectidaan, Heavy 


| IRA Ln aay a eR Ons Cae 80,000 yds. 
12,000 


Cotton Stockings 
Tents 


Drawers, Cotton....... CORRELA DID AACS RE DECREE g, ro 
Undershirts 


Cotton ORS peaabenenenne SiR ek Ree bali aOR hae 71000 Ibs. 
16,000 


I, MR 6.60600 64 CORK 000066000 60006080R 60 CERE 
is ccna cwicsscesien <tnciuesdes som cdsnadade amen 15,000 
Bridles 6,000 
RE errr errr rer rrr rer rt rt ere 5,000 


oN Se SE Ae ere errr rrr errr e. vr er 1,700 yds. 
16, 7000 


SE, MPM 600s Sic cciccdnscccdcccscosceccsnscesmecen 
Linen Collars..... ee ee re Me re 
ee ge PEPOPEPEEE CT Eee ee 4, "100 
i's ay iovoiaterdncieraiceasios lero bushdoledsaeainaee 2) 300 
Hot Water Tanks 800 
Shawhee TWPUSMGG. 0.5 o.o osc ccccc cle cccsccccccesieestedescns 6,000 
RN Rca och nccgna aminsslecmcluewaceclagetaseaqansdlcel 55,000 
Halters 15,000 
SPAIGREE, FROG... 5605.60 0:6.0.0:0:60.0 010.5 0.00.0 00:5.0000 50.80.0600 35,000 
ND bce peiaig 6i6s.4004scewsckceressesscsatnernaeehanetane 63, ‘000 

For catalogue containing’ complete list of all items to be sold 
at San Antonio, Address 


SURPLUS PROPERTY OFFICER 


General Inteamediate Depot, 


SAN ANTONIO, TEX. 


COLUMBUS, OHIO 
Monday, December 5, 1921 


0 aaa F000 “ 
hp PIP COURT ARE TOR CE ETC TN Ce Te Cee Cr yds. 


AEA Ne ETE Steet ale mame lagen eee nn eee Stee 


si eas Ch a Oe pc ale id ie i a , 
a Sn, UNOS OD gion. 66.0 :6:0:4:0:5.0%,015 dee sehaonee . 
I 66. gk nond Gcxcsiaiis BS a ibibo 414 basin Dee aaah , 
Mosquito Bars 


Blankets 
Saddle Bags 
Barrack Bags 
Ration Bags 


For complete list of items to be sold at Columbus, Address 


SURPLUS PROPERTY OFFICER 


General Intermediate Depot, 


1819 W. 39th Street, Chicago, Ill. 


NEW ORLEANS, LA. 
Tuesday, November 29, 1921 


Shirts, Cotton, O.D. . 

Shelter Halves 

A ico Wi ink ab ip Sith aca BGO Mase 6sd danke hsp BOE 4 000 
IS S095 510 45 64 ach Biased eh Wes é An Aga aihois Mowat 3,300 
Jumpers 

Ponchos 

Slickers 

Trousers 

eT sc ee tauickdndaaclbecn dhe amadeaaaten ese 9,500 ' 


Also a quantity of MEDICAL and HOSPITAL: SUPPLIES. 
For complete list of items to be sold at New Orleans, Address 


SURPLUS PROPERTY OFFICER 


General Intermediate Depot, 


Candler Warehouse, Atlanta, Ga. 


Catalogues of lists giving complete detail information regarding exact quantities, widths, weight, condition 
of all textiles, also specific information along the above lines with regard to all other commodities to be sold 
at the various auction sales listed herein, are available for the attention of parties interested in any one or 
all of the sales. This information can be. obtained promptly upon application to the Surplus Property 
Officer in charge of each particular sale, or from 


DIRECTOR OF SALES 
Mentions Building, Velie D. ood 
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Some More 
“T-S” Styles 


In Great Demand 
On Floor 
READY TO SHIP The Fifth Avenue Craze 


No. 3650—Patent Chrome, ‘5th Avenue,”’ 


centre Buckle, -Blucher Oxtord, rg as Cut, 
Goodyear Welt, 8/8 Heel. A, B ; 214-8...84. 85 















No. 3656—Patent Chrome Lace Oxford, ‘'Broad- 
way,”’ Perforated as Cut, Invisible Eyelets, Good- 
year Welt, 12/8 Military Heel. A, B, C; 2%-8. 

$4.25 





No. 3654—Same in Glazed Kid.......... 


Tober-Saifer ShoeCo. | 


“Novelty Footwear in Stock” 


1312 Washington Ave. 
ST. LOUIS, U. S. A. 














No. 212—Patent Chrome, One Strap, ‘‘Paris’’ No. 3638—Pxtra uality Black Satin 2-stra 
Pump, Imitation French | Stitched Tip, Imitation ‘Lucille’? Pump, Path Silk Corded, Flexible 7Bole, 
Bray 17/8 Full Louis Celluloid Heel. A, $4 ee s% Inch Vamp, 14/8 Covered Junior Heel. A, 

ME Gb66:406-00604RS0008 Khe ea cate tas sca . 8 OR rere er 





“CLIFTON” 


(SPECIAL) 


Shoe Covering Paper 


For covering white and deli- 
cately colored shoe material this 
paper is unsurpassed. 






























Over a Quarter 






Million and 
Still Going Time, trouble, and expense is 
Strong saved, as many shoe manufac- 





turers know, who see shoes reach 
the packing room in perfect con- 







Are - getting your 















e 
dition. 
Already the Jung Arch Brace is giving comfort and support— 
——. a “= . — 7 peneie., The —— 
nger an ever. =) r snops, 5 . 

make quick profits on it. Retail price $1.00. a By special manufacture we made 

Let us send you OUR TRIAL OFFER. it pliable at all times, and so 

THE JUNG ARCH BRACE CO firm it holds the stitch. Wher- 

Jang Building : ever you are we can serve you. 

Samples and prices on request. 


CINCINNATI, OHIO 






CLIFTON MFG. CO. 


BROOKSIDE AVE., JAMAICA PLAIN 


ARCH BRACES n:20STON-30-MASS. 

















ude 


er- 
Ou. 
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INCE quick buying from floor goods 

stands as the chief characteristic of 
dealers’ activities for Fall, we are meet- 
ing this condition by supplying the trade 
with real smart styles that sell quickly. 


In ordering shoes from stock, dealers 
should invariably specify if BOSTONIAN 
brands are wanted. Unless so specified our 
stock shoes are always shipped without our 
name or trade-mark appearing on the shoes 
or cartons. Dealers handling BOSTONI- 
AN brands may, however, have the BOS- 
TONIAN trade-mark stamped on the soles 
and the BOSTONIAN label used on the 
cartons of stock shoes without extra cost. 


ORDERS FOR SMALL LOTS 


On orders for three pairs or less, from 
stock, we make an additional charge of 25 
cents per package to cover extra handling 
cost and special mailing cartons. 


SCOTCH GRAIN 


We use “Scotch Grain” as a recognized 
trade term to signify a characteristic tan- 
nage and finish of leather. 


Our Scotch Grain stock is full grain, se- 
lected Calf Skin of firm substance and plump 
weight. No side or split leather’ is used 


under this term. 










BOSTONIA 


Famous Shoes for Men. 


SHOE RECORDER 


141 








NS 


IN STOCK 









INSTEP STRAP OF 
BLACK SCOTCH 
CORDOVAN 





Y2ROUND 
HEEL SEAT 
FIBRE MIDDLE SOLE 
No. B 277 No. B 278 
Price, $6.50 Price, $6.50 
Black Ebony Calf Oxford. No. 64 Tan Scotch Grain 
Plain Toe. Black Scotch Cor- Lace Oxford. Bancroft Last. 
dovan Instep Strap. Bancroft Scotch Grain Instep Strap. 
Last. Half Round Heel and One Half Round Heel and 
Edge. Sizes and Widths: A, Edge. Sizes and Widths: A, 
7 to 11; B, 5 to 11; C and 7 to 11; B, 5 to 11; C and 
D, 5 to 11. D, 5 to 11, 







EXTENSION 
HEEL SEAT 





FIBRE MIDDLE SOLE 


¥2 ROUND SOFT 
HEEL SEAT 
No. B 320 
No. B 261 Delmar Last 
Price, $6.50 Price, $6.00 


Black Scotch Grain 
Foxed Brogue Oxford. 
Briton Last. Halt 
Round Sole and Heel. 
Two Full Soles. aro 
oe bw 4 A, 7 
11; 5 Hy} 11; C on 
D, Pe to . 


COMMONWEALTH 


—_——— 
ROUND EDGE 









Medium Nut Brown Shade Tan Lotus Foxed 
Lace Oxford—White rubber middle sole— 
Extension Wheeled Heel Seat—Pinked and 
Perforated Vamp, Tip, Dyelet, Row _ and 
Foxings— White rope stitch on welt—lInvis- 
ible eyelets. A wide, 7 to 11. B wide, 
6 to 11. © and-D, 5 to 11. 


SHOE & LEATHER CO. 


WHITMAN, MASS. 
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MEN’S LEATHER HOUSE SLIPPERS 


NOW IN-STOCK 


See Catalog No. 17 
Listing Thirty Lines 
Price Range $2.50 to $3.75 


No, 321—Tan Cab Opera English Toe, ae 
Kid Lined. Quilted Sock. ie No. 331—Tan Cab Everett English Toe. 
Sizes 6-11 FF. $2.75 Kid Lined. Quilted Sock. 
Sizes 6-11 FF. $2.75 


No, 320—Tan Cab Opera French Toe. 
No. 330—Tan Cab Everett French Toe. 


No. 504—Tan Cab Everett. 
Kid Quarter and Sock. 
Sizes 6-11 FF. $2.50 


9 
Boston Office a B. Evans Son Company New York Office 
110 Summer Street “The Slipper House” WAKEFIELD, MASS Bush Terminal Bldg. 
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Keith's Konqueror “iulletin— 
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Jn Stock Styles for Fall aclling are 

now ready. They're fippine and 

Chere’o enough of them for most satie= 

factory choice. We euqqeot you 

cond for Uuetrated folder. —— 


» % Rubber, Campus 1 ineh Heel, % Rubber, Campus 
. Widths AA to D. Model. Widths AA to D. 


Price $6.25 Price $6.25 


“The “Preston “13. Keith Shoe Co. 


A. As, 299 “Broadway, “Room 415 
“Wrockton, Mase. “Booton, 207 Gesex Street 
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SELECTION 


EVEN IN A BASKET OF LUSCIOUS, RED- 
CHEEKED APPLES—YOU ALWAYS PICK OUT 
JUST ONE THAT LOOKS THE BEST TO YOU. 


DISCRIMINATING DRESSERS FIND IN 


THE —Zundins SHOE 


JUST THE INDIVIDUAL TOUCH OF MERIT 
THAT MAKES ITS SELECTION CERTAIN. 


THAT’S WHY THEY ARE SUCH WONDERFUL 
TRADE BUILDERS. 





If there is’nt a Landin 
Dealer in your town, write 
at once for our proposition. 


LUND-MAULDIN Co. 


SAINT LOUIS, U. S. A. 















APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
ventnations children’s shoes 
PATENTED complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 



















Retails, $2, $3.50 





Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf— 
Russia Calf — 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 


Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 
832 Summer St. Boston, Mass. 






















Buyers’ Easy Reference Directory 

















Opposite Depot 





This Little Beauty in Stock 


Orthopedic physicians 
and orthopedic stores 
heartily recommend our 
footwear for children of 
allages. Yearly we sell 
thousands of pairs to 
leading orthopedic 
stores. The _ soft, 
choice leather which 
we cut insures maxi- 
mum comfort, wear 
and correct fit. 


We suggest your 
writing for particu- 
lars about our Full 
Made in High or Low Styles. Line. It will pay you. 


BOWS MOCCASIN CO. _ senda for AVON, MASS. 
Catalogue (Brockton District) 














No. 7246, 
Tan or Pearl 



























KID BALLETS—CAB BOUDOIRS 
SELLERS—IN STOCK 


ORDERS SHIPPED | 





DAY RECEIVED 











A 





Our black boudoir 


with rubber heels 
is a value which Cab Boudoirs— 


. Black, Rubber Heel, 
Kid Ballets— should not be over io 


Childs 8%4-11. $1.25 looked. Mae uccccceel 1.20 
Misses’ oP - 1.30 TER coccccccce 1.20 
Girls’ 2%-7.... 1.35 Dark Brown ... 1.20 


Terms 2% 10 days, Net 3 


THE BAY STATE SLIPPER co. 


HAVERHILL, MASS. 

























Write for my SEA- 
SONABLE CATA- 
LOGUE No. 32 with 
illustrations in colors 
of Everlasting Decora- 
tive Flowers, Plants, 
etc., mailed FREE 
FOR THE ASKING. 





Frank Netschert 


No. 32861—Holly Wreath, > 

tural prepared, everlasting; 61 Barclay St. New York 
inches diameter, with red m4 
each $1.25, per dozen $10.00. 





















Hotel 


Belleclaire 


Broadway at 77th St. 
New York City 
In the very centre of bw city, 







+ easily 
acocesible to all lines of transit. 
10 MINUTES TO WALL ST. 


Very Attractive Rates on } 
bal a by Day, Week, 





HIGH CLASS CUISINE 























FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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FAILURES 


Haverhill, Mass.—Fellows Shoe Co., Inc., 
children’s shoe manufacturers, re- 
ported assignment to Irving Noyes 
with liabilities of $32,000. 

Lynn, Mass.—Hughes Leather Co., top- 
lifts and counters, reported invol- 
untary bankruptcy. 

Fierman Shoe Co., shoe manufac- 
turers, reported involuntary petition 
in bankruptcy filed. Liabilities in the 
neighborhood of $40,000 and nominal 
assets reported in the vicinity of 
$30,000. W. Star Parsons appointed 
receiver. 

Canton, Mass.—J. H. Winer, shoes, re- 
ported assigned to Morris Zeeman. 
Eatonton, Ga.—lI. Antopolsky, shoes, 
ete., reported filed voluntary petition, 
listing liabilities of $3,505, assets of 


$3,102. 

Stillmore, Ga.—B. P. Walker, shoes, etc., 
reported involuntary petition filed. 
Plainfield, Conn.—Irving Leiter, shoes, re- 

ported filed voluntary petition, list- 

ing liabilities $14,135, assets $4,853. 
Hartford, Conn.—Hartford Shoe Market, 
Connecticut Jobbing House, wholesale 
and retail shoes, reported offering a 
composition of 25%. The amount of 
claims are approximately $10,000 and 
the assets have been appraised at 
$2,466.74. 


BOOT AND :SHOE: ‘RECORDER 


Changes in Business 
Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


Chicago, Ill.—David Stern Co., Inc. (1027 
W. Madison Street), shoes, reported 
petitioned into bankruptcy. Reported 
receiver appointed. 


St. Augustine, Fla. — Samuel Pincus, 
shoes, etc., reported petitioned into 
bankruptcy. 


Morristown, Minn. — Paul C. Borchardt 
(Morristown Mercantile Co.), shoes, 
etc., reported asking extension. 

Brooklyn, N. Y.—Joseph H. Hare (697 
Grand Street), shoes, reported meet- 
ing of creditors. 

Herman Hirschhorn (19 Lewis Ave- 
nue), shoe manufacturers, reported 
petitioned into bankruptcy. 

Benj. L. Stein (4814 Fifth Avenue), 
shoes, reported petitioned into bank- 
ruptcy. 

Logansport, Ind.—Charles F. Rauch, re- 
ported asking for extension of time 
covering a period of ten months, upon 
the condition that he pay 10 per cent 
to each and all of his merchandise 
creditors beginning Nov. 1, 1921, and 
a like amount on the first of every 
month thereafter until the whole of 
his present indebtedness is paid. 

Kingsville, Md.—R. Frank Hanna, shoes, 
etc., reported application filed for ap- 
pointment of receiver. 

Detroit, Mich.—Kornmann-Pessink Co., 
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shoes, etc., reported involuntary peti- 
tion filed. 

Bernie, Miss.—B. M. Hopkins, shoes, re- 
ported filed voluntary petition. Assets 
$18,095.73: liabilities, $16,806.82; unse- 
cured claims, $8,426.32. 

Brooklyn, N. Y.—Morris Kamel, shoes and 
repairing, reported calling a meeting 
of creditors. 

Angier, N. C.—D. A. McLeod, shoes, etc., 
reported offering creditors composi- 
tion of 40 per cent. 

Raleigh, N. C.—Juvenile, Inc., shoes, re- 
ported offering compromise settlement 
of 20 per cent. 

Brooklyn, N. Y.—Herman_ Hirschhorn, 
shoe manufacturer, voluntary peti- 
tion in bankruptcy. Liabilities sched- 
uled at $5,690, and assets, $3,842. 

The United Leather Co., upper 
leather and strap, involuntary peti- 
tion in bankruptcy filed. 

Hamilton, O.—Minnie Pressman, shoes, 
etc., reported filed voluntary petition, 
listing liabilities of $23,451; assets, 
$11,900. Made a composition offer of 
33% per cent. 

Warren, Ohio.—L. Moidel, shoes, etc., re- 
ported petitioned into bankrutpcy. 


Ambridge, Pa.—Ludwig Fleishacker, 
shoes, etc., reported petitioned into 
bankruptcy. 














District 








& 


Offices 


Horace S. Ely & Company 


76 William Street, N. Y. 


Opportunity 


Show Rooms 
Storage Space 


Now open for inspection 


In a modern six-story building situated in the very center 
of the shoe trade of New York City 


THE HUDSON-READE BUILDING 


located on the block bounded by Hudson, Reade and Duane Streets 
and West Broadway, provides an ideal home for out-of-town con- 
cerns desiring up-to-date quarters where they can have an office, 
show room and stock room in the same building, affording unusual 
facilities for quick delivery in New York. 

The building is equipped with separate passenger and freight elevators 
and steam heat, with an attractive entrance way for customers. 


Space from 500 to 9,000 square feet. 
. Divided to suit applicants 
REASONABLE RENTAL 


Possession at once 









Telephone John 222° 
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(Continued from page 75) 
New York Merchants Meet 

With President Orr and the other members of 
the Style Committee as honor guests, the fall quar- 
terly dinner of the Retail Shoe Dealers’ Association 
of New York, on the night of October 25, with which 
the association inaugurated its fall activities, was 
the most rousing that the organization has yet held. 
About 200 New York merchants were present at the 
function, which was held at Offer’s Restaurant, 
Thirty-eighth Street and Sixth Avenue. 

President Orr reviewed the growth of the national 
association and sketched briefly but clearly the many 
accomplishments of the organization, laying particu- 
lar emphasis on the work of the association in com- 
batting some of the unjust and iniquitous rulings 
of the War Trade Board, the Fair Price Commission, 
the McNary Price Branding Bill and various bills 
introduced into State legislatures, such as pure shoe 
bills and anti-high-heel bills. 


“Solid Front Necessary” 
“The association,” said Mr. Orr, “has much work 


confronting it, and it is necessary that we present - 


a solid and organized front in combatting some of 
the iniquitous legislation that probably will be at- 
tempted. For one thing, we now have hides selling 
at three, four and five cents a pound in the farmers’ 
hands, yet that same farmer is at a loss to account 
for the fact that he must pay from $6 to $8 or more 
for a pair of shoes. I can’t explain it myself, and 
I doubt if anyone else can. But one thing is sure, 
with the strength of the agricultural bloc in Con- 
gress some legislation directed at shoe retailers, 
merely because they are the ones that come in con- 
tact with the public, will be attempted.” 


November 5, 1921 


Discussing general conditions in the shoe trace 
Mr. Orr said that conditions are changing rapid!y, 
that the policy of buying for a full season ahead 
had to be abandoned in view of the rapidly shifting 
style changes. A quicker turnover is necessary, he 
said, and retail merchants must be in the market 
frequently. 

“Don’t be afraid,” he advised, “to put a fair price 
on your merchandise. And, likewise, don’t be afraid 
to reduce it if it is not moving.” He paid glowing 
tributes, in his review of the national association, 
to “Andy” MacGowin, John Slater, A. H. Geuting and 
Percy Hart. 


Lax Politics Attacked 


Congressman Isaac Siegal of New York discussed 
general conditions and problems of the day in a 
stirring address. He attacked lax politics and mal- 
administration of justice, declaring that it is now 
up to the business men to rectify these defects by 
electing proper men to office and creating a better 
public spirit. He advocated a larger representation 
in Congress, the establishment of a sales tax as a 
substitute for other taxes on business and discussed 
the immigration and tariff problems in general 
terms. He admitted his mistake in fostering a bill 
some time ago which provided for the stamping of 
wholesale prices on shoes, and for this was cheered 
heartily. He predicted that we would see a return 
of prosperity in this country by next spring, and 
expressed the opinion that much good will come 
from the disarmament conference in Washington. 

Mr. Haviland of the Shoe Board of Underwriters 
spoke on the insurance activities of the national 
association, which had previously been outlined by 
Mr. Orr. 


ew ui DO TOT HAVIN LAAT HHUA 
NTT UT Sy ee wm ee ie 








yy 


=e 
a x 


= 
m= 


— 


been 
rendezvous. 
In its lobbies you will meet those who 
mold the nation’s footwear habits. 


An atmosphere of dignity, comfort and 


“Laz CLARIDGE 


The Shoemen’s 
New York Rendezvous 


OR years the Hotel Claridge has 
the Shoemen’s New York 


a 
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TOT 


refinement at a moderate cost is respon- 
sible for the saying, “‘IJf he’s a shoe- 
man you will find him at the Claridge.”’ 


HOTEL CLARIDGE 


BROADWAY aé 44th. STREET 
NEW YORK 
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In Stock 
Style 3251 
Dark Tan Elk 
for at once delivery. 
Made to retail for 


CORRECT FOOTWEAR 
FOR CHILDREN 


Increase sales in your Infants’ 
Shoe Department by putting this 
moccasin on your shelves. We 
make this from top grade leather 
in tan, smoked and pearl elk, 
with extra fine, flexible, non- =. 
ping sole and spring heel. 

best footwear for children that 
can be made. 


Send for prices and in- 
formation on our entire 
line for every member of 
the family. 


out $3.00. 
THE FELIX MOCCASIN COMPANY, Marlboro, Mass. 
“Indian Moccasin Makers’’ 


you today. 








Cut Fire Insurance Costs 


Our special policy for shoe merchants places 
the: best possible protection around you at a 
saving that’s worth getting. Ask us to show 


Fitchburg Mutual Fire Insurance Co. 


The city of 141 diversified industries 99% of which are 





Fitchburg, Mass. 


locally owned. 




















Easily Managed Plans to 
Quicken Business 


The wide variety of patterns, lasts 
and materials shown in the better 
grades of retail shores would indicate 
that styles have reached the point 
where it is a matter of harmonizing 
footwear with garments rather than 
concentrating sales on any one par- 
ticular item. 

In Louis heel types black of course 
is the prevailing color. Patents and 
satins predominate, although black 
kid and black ooze are shown ex- 
tensively. A few colors and black 
in combination with colors are shown 
in a limited way. 

In the heavier types black and 
colors are shown about fifty-fifty. A 
strong tendency toward grain and 
boarded leathers is in evidence. 

The price tickets in the windows 
of the downtown shopping district 
are a fair indication of what people 
are buying. Stores that a year ago 
displayed shoes at $14.00 to $18.00 
with an occasional shoe around $10.00 
or $12.00 are now centering their ef- 
forts around the $10.00 mark. 

In many of the medium high grade 
stores a bulls-eye of $8.00 has been 
set and prices range up and down 
from this mark but with the ma- 
jority of lines priced at $8.00. 








MISCELLANEOUS 











SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 


























MISCELLANEOUS 





WANTED TO PURCHASE 








Milbradt Rolling 
Step Ladders 


are made in a great many 
to suit all kinds 
stores and shel 
They will enable you to 
get along with less help, 
save the wear and tear 


isfaction guaranteed. 
Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 








Line R 
ws ~ ean 


Fifteen Styles. Satis- 
faction Guaranteed. 
Lasts a Life-time. 
Write for Catalogue. 


Daynite 
Furniture Mfg. Ce. 
213 Chouteau§ Trust 
Bldg. St. Louis, Mo. 














We buy quick and pay Ri cash price 
for retail and ee ks of shoes or 


80 years our specialty. 
Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


WILL Slow Sellers FOR 
BUY { Eerpine seocus | CASH 








ATTENTION OF 


Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make ‘iberal 


cash atvessee ¥ 
CANTOR & WOLPERT, INC. 


~—inedenaaiaes 
658-655 Atlantic Ave. Boston, Mass. 
Opposite 


South Station 































Beautiful Glass Fixtures 
Our celebrated line 


own 
Catalog G. F. 


Wood Fixtures 


Ask for Catalog “‘L.” 





Plush. 
The Hecht Fixture Co. 
Medinah i. ee & Jackson 


NEW YORK SHOW ROOM 
65-67 E. 12th St., bet. Broadway & 4th Ave. 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 














CASH PAID 


for entire shoe stocks or ‘ew stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St.. Brooklyn, N. ¥. 
Phone Williamsburg 8410" 
























DO YOU CONTEMPLATE 


Retiring or going out of business? 
5 Pe ee ae ee 


Leases having a short term to rom taken 
over. Established 25 years. 


I. OLENICK 








418 Broadway, New York. Tel. 9581 Canal 
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“Recorder” rates for space less 
page per issue: 
Space 1 time 7times 13 times 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
8 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





26times 62 times 


CLASSIF IED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED—Four cents per word for each 

than one-eighth P insertion. Minimum amount accepted, seventy-five 
cents. For other “Want” advertisements, seven cents 

per word for each insertion. Minimum amount accepted, 
$1.25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication te. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. 
warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


When advertisers desire replies for- 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SEvERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














ANTED—Salesman to handle on com- 
mission, first class line of mer- 
cerized shoe laces, state territory covered. 
Address C-858, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Women’s shoe salesmen with 
established trade in the following 
States: Ohio, Indiana, Michigan, Arkansas 
and Oklahoma. ill consider only men 
who have successful records in these 
States. Our product is a complete line of 
Women’s Welts and McKays, with good 
in stock service. Address C-876, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








SALESMAN 
WANTED 


We want the best man in the 
United States that has had a 
thorough experience in_ selling 
specialty Jobbers and large retailers 
high grade McKays and Welts In 
case lots to one width. One that 
can control from $500,000 up. A 
big Job for a big man. Address 
RIALTO SHOE CO., 26 Oxford St., 
LYNN, MASS. 














ALESMEN WANTED FOR SOUTHERN 

TRADE—Well known New England 
manufacturer of children’s shoes is desir- 
ous of securing the services of two sales- 
men for entire Southern trade. Must 
have established trade and be able to 
furnish best of references. Address 
C-884, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








HIGH GRADE 
SALESMEN 


We want several high grade 
salesmen with established trade 
to sell as a side line on a 6% 
commission a specialized line of 
Boys’ Goodyear Welts. Two 
lasts, two patterns, two leathers, 
all carrying the new, wonderful 
Celoid Chrome outersole, giving 
double the wear. Quick seller at 
$2.95 and $3.50 and a substan- 
tial trade builder. Four sam- 
ples represent line. 
mediately for territory, giving 
references and particulars in 
first letter. R. K. L. Co., 10 
Ionia Ave., N. W., Grand 


Rapids, Michigan 





Write im-— 











WAN ANT A-1 experienced shoe man for 
Union Hill, N. J. store. Must under- 


stand window dressing and be efficient in 
managing store. Apply 1203 Broadway, 
Brooklyn, N. Y. 





XPERIENCED side line salesman to 
sell a well advertised line of Hard 
Vulcanized Fibre Shoe Horns at a low 
price. Commission basis. Address C-882, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








WANTED—Salesmen by factory making 
strong line Men’s Dress Welts. 
Prices $3.25 to $4.85. To cover the 
Southern States. Strictly commission. 
Address C-885, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


A LINE of Brooklyn made welts and 
turns of MERIT is open for repre- 
sentation on the Pacific Coast. Commis- 
sion basis only. All replies confidential. 
Address C-891, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





IDE LINE SALESMAN 
WANTED for High Grade line 

of Misses’, Children’s and Infants’ 
stitch-down for Tennessee, Ken- 
tucky, Mississippi, 
Georgia, Florida, Vermont, 
Hampshire, Connecticut, 
Island, Delaware and. Maryland, 
Liberal commissions pald. Address 

-868, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 














SIDE LINE SALESMEN—Several good 
territories open. Will consider Live 
Wires with successful record. Write us 
what state you cover thoroughly and we 
will advise our proposition by return 
mail. WOBST SHOE COMPANY, Mil- 
waukee, Wis. 


WANTED—Good experienced shoe sales- 
men who have faith in own ability 
to handle line of high grade work shoes 
and hunting boots to retaii trade on seven 
per cent commission basis in following 
territories: Virginia and West Virginia, 
North Carolina, Georgia and _ Florida, 
Texas, Oklahoma, Kansas and Nebraska, 
Ohio, and Indiana. Commission payable 
first of month after shipments. Only 
live shoe salesmen with established busi- 
ness will be considered. Address C-873, 
189 West Madison St., Chicago, Ill, 








RESIDENT SALESMEN WANTED to 
handle better class overgaiters as a 
side line. All territories. GEM NOVEL- 
TY CO., Ozone Park, N. Y. 


SHOE SALESMAN calling on high-class 
shoe trade, side line no samples to 
carry. $100 com. each sale. Easy Christ- 





*mas money. Address C-877, care Boot 


& Shoe Recorder, 207 South St., Boston, 
Mass. 


XPERIENCED SALESMEN wanted for 
a well known, in stock line, of Boys’ 
cKay shoes. Straight commission basis. 
me established trade. Alabama, 
Georgia, Florida, Virginia, Tennessee, 
Kansas, Missouri, Illinois, (outside of 
Chicago) Nebraska, Minnesota, Montana. 
Address C-879, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


W ANTED—Salesmen for various States 
in the Middle West, by well known 
manufacturers of Children’s Welts and 
Stitchdowns, to call on retail and de- 
artment store trade, on commission 
asis. Only those who have _ sufficient 
a to finance themselves need 
pply. Give all particulars in first letter. 
Addrees C-880, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


WANTED—A salesman to carry a line 
of high grade turn shoes, to be sold 
strictly on a commission basis. Address 
C-883, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 























WE WANT REAL MEN 


Men who can produce real business on the best line of popular priced felt 
slippers with leather soles and heels made in this country. 
this “Ad” unless you can say with your heart and soul, “Il am the man 
for that job.” Fourteen samples in all. Give full details In first letter. 
Address C-881, care Boot & Shoe Recorder, 207 South St., Boston, Mass. 


Do not answer 





HOE SALESMEN of proven 
abllity to sell nationally adver- 
tised line of Felt Shoes and Leather 
Somstert,. Slippers. to dealers In 
North Central States. Liberal 
commission including credit on all 
re-orders. State age, experience, 
references. Replies confidential. 
WOBST SHOE COMPANY, Miil- 
waukee, Wis. 








a, 





Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise meted in advertisement 
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BOOT 


Bach issue copyrighted by the Boot and 


AND 


is the great problem of the retail shoe merchants. The 
corder” is to help solve it: for this is the basic problem upon which depends the progress of the en- 

tire allied industries relating to shoes and leather; their production and distribution. 
Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 
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ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
right purpose, to the right wearer, in the right fitting, for the right price, at the right profit. This 
chief purpose of “The Boot and 


Canadian, $6.00. 


hoe Re- 


Foreign, $10.00 


lass matter. 
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SALESMAN WANTED 


POSITION WANTED 





WANTED— Salesmen covering Southern 
and Middle Western States, selling 
retail trade, to carry side line of medium 
grade. good-wearing stitchdowns, Bare- 
foot Sandals, Play Oxfords, etc., for next 
spring delivery. Line comprises every- 
thing in stitchdowns including the_ best 
Men’s Kid Romeo on the market. Made 
in modern up-state New York factory. 
Will pay 6% straight commission. State 
experience, territory covered and give 
references. Confidential. Write fully to 
C-888, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


SALES MANAGER. SALESMEN and 
DEMONSTRATORS to sell a new 
arch support specialty line. Good salaries 
and commission. Exclusive territories. 
None but shoemen with some knowledge 
of the human foot need apply. LEVITT 
FOOT COMFORT MFG. C Hancock 
& Turner Sts., Philadelphia, Pa. 











POSITION WANTED 








Are You Getting 
Results Out of 
Your Advertising? 


Experienced Advertising Manager 
available for part time to work 
with manufacturer or merchant lo- 
cated near Boston on catalog, 
house-organ, trade or newspaper 
advertising. Address C-844, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 














POSITION WANTED — SALESMAN or 
SALES MANAGER. Available at 
once owing to death of former employer. 
Here is your chance Mr. Stitchdown or 
McKay manufacturer or large jobber to 
get the services of a capable salesman, 
well acquainted with the entire jobbing, 
mail order and large retail trade. Willing 
to devote entire time, manage other 
salesmen, assist in buying, manufacturing 
and developing business. Highest refer- 
ences. Reasonable salary or commission. 
Interview any time or place. Address 
PAUL MENDELSEN, 2612 Broadway, 
New York. 





EXPERT Aluminum Heel Laster wants 
to get in touch with party inter- 
ested in it. Write particulars. Address 
C-856, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED—By married man thirty years 

of age and neat appearance, position 
as General Manager or Manager and 
Buyer of one or more stores. Have eight 
years successful managing and buying 
experience. Now located but desires 
chance for advancement. Thoroughly un- 
derstand managing, buying, advertising, 
auditing and chain store systems. ‘Will 
80 most any place. Profit. sharing con- 
tract preferred. Address C-889, care Boot 
t Shoe Recorder, .207..South. St., Boston, 
ass, 





ANTED POSITION—Buyer and Man- 
ager—Wishes to make change. Fif- 
teen years experience in South and 
Southwest. First as salesman and later 
as buyer. Now employed. Address C-869, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





HELP WANTED 


SALESMEN Side line of baby soft sole 
shoes, 15% commission on net sales. 
2809 Vine St., Mil- 





Choice territory. 
waukee, Wis. 


WANTED— Experienced shoe man as 
manager and buyer for shoe depart- 
ment in specialty store in progressive 
Southern City. Splendid opportunity. 
Write full particulsrs in first letter. Ad- 
dress C-890. care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








‘ FZANTED—A man who is capable of 


writing forceful shoe advertisements, 
making high class show cards and with 
a good knowledge of display work. Onlv 
men experienced in the shoe business 
considered. Write your experience and 
the salary you want. Address C-886, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





FOR SALE 


HOE STORE FOR SALE in Mid- 

Western town of 25,000. Good busi- 
ness. Address C-887, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 








FOR RENT 


ASEMENT SHOE DEPARTMENT FOR 
RENT in the heart of Market Street, 
Newark, New Jersey. Address K-521, 
care Boot & Shoe Recorder, 127 Duane 
St., New York. 


T° RENT—A front office on the ground 

floor on Lincoln St., between Essex 

and Beach. Address C-878, care Boot & 

po se Recorder, 207 South St., Boston, 
ss. 











OPPORTUNITY 








GOOD MONEY WAIT- 
ING FOR A GO-GET-IT 
SHOE SALESMAN 


There’s an opening in our organization 
for the man who has the initiative and 
push to go out and get business backed 
by a good house and a good line. We 
are making a snappy line of Women’s 
McKays over two lasts, in four leathers, 
in several patterns. Write us to-day. 
State -your experience and credentials 
fully. We desire to close with sales- 
makers without delay. 


Address -C. 892, Care of. the 


Boot and Shoe Recorder, 207 
South St., Boston, Mass.” * rinse 











PUBLISHED WEEKLY IN THE INTHREST 
OF THE RETAIL SHOP MERCHANT BY THB 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 


CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNBE, Treas. and Gen’l Mgr. 
GEORGD W. R. HILL, ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 


ARTHUR D. ANDBRSON, Editor 
Eg. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANDY 
Associate Editors , 





PUBLISHER’S NOTICD 
SUBSCRIPTION—The subscription ice of the 
Boot and Shoe Recorder is $5. a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
for Canada is $6.00 a year, including post- 


age. 
FOREIGN SUBSCRIPTION—The price to all 

foreign countries except the above is $10.00 

per year, including postage. 

All subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 

Rates furnished on application. For rates 

for Wants, for Sales, etc., see Want Page. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 

ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. - Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamb of C 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8S. W., 1, England. 

AUSTRALIAN OFFICE: 480 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, W: 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, .88 Bua 
General Camara, 88 Sob. . 

CHILE: Santiago, Las Rosas 1123-1127. Otte 
Fuhrimann, Gerente. 

OupA: Mr. H, Gomez, Corrales, 2A, Havana, 


JAPANESE OFFICER; Yokohama, J. F, 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de Mi . 
Librero’ Bditor,’ 20 nencaral” Medriae ee” 
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For Manufacturers of Women’s, Misses’ and _ 
Children’s Shoes : 





For Samples Write s 
The Vanity Novelty Works 
Designers and Manufacturers of 
SHOE ORNAMENTS 
913 Gates Ave. Brooklyn, N. Y. 
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A Real 
LEADER 


is our two-strap buckled 
spat, made in three grades 
of Kersey, Oxidized or 
Nickel buckles, calfskin 
or patent leather straps. 
In all colors. Adjustable 
and ornamental tops.. A 
classy spat for a classy 
dresser. 


Write for particulars of 

our Brogue Spat made 

especially for low heeled 
shoes. 





Nickel Buckle Ox. Buckle 

300 Grace Kersey, 9 button..$20.50adoz. $22.00 a doz. 
Same Grade Kersey, 10 button.. 22.00adoz. © 23.50.a doz. 
Same Grade Kersey, 12 button.. 23.50adoz. 25.00 a doz. 
400 Grade Kersey, 9 button.. 22.50adoz. 24.00 a doz. 
Same Grade Kersey, 10 button.. 23.00adoz. 24.50 a doz. 
Same Grade Kersey, 12 button.. 24.50adoz. 26.00 a doz. 
600 Grade Kersey, 9 button... 24.00adoz. 25.50a doz. 
Same Grade Kersey, 10 button.. 25.50adoz. 27.00 a doz. 
Same Grade Kersey, 12 button.. 28.50adoz. 30.00 a doz. 


Samples sent upon request. Prompt deliveries assured. 
SEASONABLE GOODS AT RELIABLE PRICBS. 


C. R. WHITTREDGE & CO. 
245 BURRILL STREET SWAMPSCOTT, MASS. 
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Tailor-Made 


Juvenile Shoes 


Factory Stock Service 


H. H. FREELAND 


Manufacturer 


Established 1896 + ROCHESTER, N. Y. 





Catalog on request 
A salesman in every State 








° 
iT 
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A Fault in our No. 294 
IT WON’T KEEP THE SNOW OUT 





But aside from this it is all right. 


ALL PATENT at $5.50... Gun Metal trimmed $5.75. 
Suede trimmed $6.00. 


Made on our No. 817 last, as shown, or on the No. 
59 with full round French toe. 


Regular L. X. V. heel or Spanish Louis, as illustrated. 
Four weeks delivery. 


A few three buckle on the floor. 


* W. O. Hunkins & Co: 
Haverhill, Mass. 
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LATA Be AA DAD A 


An Unusual 
Opportunity 
To Buy 


GOODRICH MEN’S SLIPPERS 


IN STOCK—For November 10th Delivery 


Havana Brown Kid, Opera and Brighton 
Battleship Grey Kid, Opera and Brighton 


20 LAST AND 5 LAST—SIZES 6/2-11, C WIDTH; 6-11, D WIDTH 
$3.50 Net and Not Less Than 12 pr. Lots 


Hazen B. Goodrich & Co. Haverhill, Mass. 
25525 HHH HH SN GG NBN BDH 2H 2 2 2 2 2 


Here is a Sales and | h Stock Now ! 


Profit producer for your 
children’s shoe depart- 


rr 
Te SP SoS Seen 


$8 SS 














“ARCH FORM” 


Children’s Turn, 
First Step 


STUDY THE ~ 4 . 
PRICES ; For the Little Folks 


Examine the shoe and 
then send us your trial 
order. ton, brown top i 
This ts a humdinger—but Tan Calf Button.... 1.37 
Black Kid Button... 1. 


you should see the rest of ioe te Baltes. i. 


Ge Eee ‘ White Kid Button... 1. 2. 
Patent Button, white Increased business comes to 


A REAL WATERPROOF kid 1.15 the merchant who is pre 
SHOE FOR SCHOOL WEAR 03 frown” Kid Boa, rH ak Ae > wee be 


Beaver brown top 
Storm Blucher—Chocolate Elk uppers, solid oak Sane S ae ae Se Sones First Step Turns. 


outsole, waterproof slipsolee A REPAIRABLE 
STITCHDOWN. Real Values— 


Sizes $8.55... +++. $1. i | ss ated inte Buy by Comparison 3 
WOE. occact $2.40 outside heels. Send for sample dozen or sample pair. 


Note:—If they bear the trade-mark bottom stamp, we Co- -Operative Sh oe & O.. 


repair them for your customers at cost. ‘ 


7 The Community Shoe Co., Inc. i Juvenile Footwear 
, 351 Classon Avenue coticerq SOOM, NOY. JE oe 309 Main Street, Cinciniiati, 0, pebepene 
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Men’s Felts and Warm Boots 


Very timely and, better still, very low in price. 


And you can sell them with full confidence in their giving 
-satisfaction. 








for $1.20 for $1.05 © for $1.40 
















Brown Felt Everett Khaki Felt Everett Brown Felt Everett 
Leather Sole Felt Sole Leather Sole 
Sizes 6 to 11 Leather Outsole Stitched Down 


Stock Style Sizes 6-11 Sizes 6 to 11 
X1861 Stock Style Stock Style 
X1874 X3582 
X1872, Same in Gray 
X1857, Same in 
Black 





In Stock In Stock 


for $1.55 


Stock Style X134 
Men’s Khaki Felt 
Fringed Moccasin 
Chrome Cushion Sole 
Fancy Cartons 


Sizes 6 to 11 


for $3.85 Vee ~ | 


Black Felt 


y for $3.00 


Black Felt 
Kang. Vamp Kang. Foxed 
Lamb’s Wool Lined Plush Lined 
Rubber Heel Sizes 6-12 
Sizes 6-12 Stock Style 
Stock Style X2421 
X2406 














PARKER, HOLMES & CO. 


“The House That Helps” 


BOSTON MASS. 
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STYLE 710 
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BLACK VICI KID BOOT 


FLEXIBLE McKAY 12/8 HEEL 
WIDTHS A-D PRICE $4.00 


SAME IN HAVANA KID 
STYLE No. 711 — PRICE $4.75 


BOTH IN-STOCK, READY TO SHIP 


“Follow the Creighton Line”’ 


A. M. CREIGHTON LYNN, MASS. _4 
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SNAPPY IN-STOCK NUMBERS 


Here are four lasts and patterns that will be speedy sellers this winter. These 
shoes in your window will mean more customers in your store. They’re 


profit and prestige builders. 


SOWONO VON NWO \SNVO NGG NGO NOL GWG) 


IN STOCK 


MOMOMOMOMOMOMOE 


LOPS OOO 


BV OVI aVive\ N/V O\I ON 16\8 AN ON @\5(@\'(0\ i /0\i 70) (@\i/e\i(a\h el 1eNb(@\l el /e\ ei (ave eri 


Style No. 8131—Welt Tan Kid Lace Oxford, 14/8 aes, 
Perforations as "rene Widths AA, A_an 4 

9; C and D, 8 to 9 Price $5.25 
Style No. 8031—Same style as 8131, made of Black 
Kid, Perforations as illustrated, 14/8 Heel, ae, aée 


\ivaviv 


Style No. 8834—Welt P & V No. 124 Tan Calf Lace , 

Oxford, Perforations as illustrated 14/8 Heel. Sizes AA 4 to 8; A, 4 to 9; B, 3% to 8; C mo D, 8 te 2. 
and A, 4 to 9; B, 3% to 9, C and D, 3 to 9..Price $4.75 rice $ 

Sizes 8% and 9, 50c per pair extra. Style No. 8841—Same style as 8131, made of 4 & Vv 

No. 115 Dark Tan Calf. Widths A, B, C and 8% 

Price Ma 75 
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RETAIL SALES 


depend upon sizes and 
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widths, plus style. You 
IN STOCK 
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can depend upon 


Style No. 8831—Welt P & V No. 124 Tan Calf Lace 
rv ary Perforations as illustrated, 11/8 Heel. Widths 
4 to 9; A, 8% to 9; B, 8 ;_C and D, 8 
Price $4.75 


& 
| S k S rs le No. 8854—Sa styl 31, 
Our n- toc ervice No’ 115 Dark Tan rug BAB ihtusteated. ‘Widths 
AA, 4 to 9; A, 4 to 8; B, © and D, % 
Price $4.75 


Style No. 8151—Same style as 8831, made of Py 
Kid, Perforations as illustrated. Widths AA and A 
9; B, 8% to 9; C and D, 3 to 9 Price eoze 


UMYUUUIUUAUNAAMALONUUARREL UAL 


ttt PEl st hiLi tt llth 
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Our In-Stock Department 


can supply you with ten styles, all good sellers, for your fall retail trade. 


Write for our ILLUSTRATED IN-STOCK FOLDER. 


ive Site \ilee Stile Ste ele? EP? LER? ME? Vir WE Ie Ver LE? AEN? WENT ITT \tT ME? ITT EIT WET it 


WIRE OR MAIL ORDERS SHIPPED PROMPTLY 


| THE RICH SHOE CO. Milwaukee, Wis. 


DOO GS) WONG NOL GANONG VGN WONG G/ Gf G/NOL GL NGVGA LO/ GPO OVO OVO yO WV VIO COUP OO er ee 


ATO 


SOULMAMIPILLLLILL LELLELL LL 


i 


A, 
ari (a) T(a\ (e/a) a) aaa. 





BOOT AND SHOE RECORDER November 12, 192] 








KEEPS THEM COMING! 


I i 
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Me | 





“The smallest 
sure-tip on a 
braid.” 


Me a good shoe retailer has been put 


“in bad” in the minds of customers by 
the simple matter of selling poor shoe laces. 
One sale ofan article that does not give satisfac- 
tion may forever spoil that intangible but im- 
portant item of business building—good-will. 


Sure-typ Shoe Laces help to hold shoe custo- 
mers. The yarn used in Sure-typ shoe laces 
will stand a pull of 150 pounds. Laces can be 
and are made of yarn that breaks at 85 pounds 
and the difference shows up when it is braided. 


The better yarn has more life and lustre. Laces 
made from it have a better appearance. 


Sure-typ Shoe Laces make friends because of their 
strength—appearance—the smallnessof their tips and 
the fact that the tips are on to stay! Sure-typ Shoe 
Laces should be included with your shoe sales. 


THE HUTMACHER BRAIDING CO. 
BRAIDERS OF GOOD SHOE LACES 
. PATERSON, N. J. 
There’s a wholesale “Sure-typ” distributor in your district. If 
his salesman has not reached you yet, write us for his name. 
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411X 412X 
Black Tan 


In Stock 
Widths A to D 





YAM ea UA UO 


THE BEST WINTER OXFORD 


————— 








IN STOCK at $5.50. Rugged and sturdy for young 
men’s Winter wear. Gallun’s Leather. Overweight 


Single Soles, Wingfoot Heels. 
Send us your order. Tell us to have a Marion sales- 
man call. Marion Leads the Style Parade Today! 


MARION SHOE CO. 


Marion, Ind. 


WESTERN QUALITY «EASTERN STYLE | 
SRB 
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AS USED BY QUALITY concen 


The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 





G & H SPECIALTY LEATHERS 


Svowdhery Grate Cult, Nat. Color. ...No. 
No. 

Mahog. ......No. 

Dk. Mahog. .. .No. 

Scotch-Tan ...No. 


Black . .No. 
ser-usid Shentinesion Sooke Cult 


Goon Stietay Retan Scotch, Tan 
- Black 


BEWARE OF IMITATIONS 








“Be sure and do not overlook black so-called 
Scotch grain leathers. There is a distinct de- 
mand for black leather shoes for men.” This is 
the advice given by a speaker at a shoe dealers’ 
convention recently held in a Western city. He 
speaks of the popularity of Scotch grain leather 
MADE BY shoes and it is a wise merchant who heeds the 
J. E. FRENCH COMPANY s advice. In ordering specify the Scotch grain 
ROCKLAND, MASS. leather—black or tan—which is branded Shrews- 
; bury. This leather is tanned by a natural bark 
process, one we have followed for over a hun- 
dred years, and which produces shoes that are a 
“friend to ‘the feet.’ 


MR. MERCHANT 


Are you taking advantage of the “G&H 
Tag Plan” of identifying Shrewsbury 
Grain Calf Shoes? Write us for details. 











ESTABLISHED 1782 


NNN 


GREEN unc Y LEATHER CO 


Je “athens hal Ore Uneg 
15 —- STREET, tee 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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No. 3 
English Last 
In Stock 
Widths AA to D 
Sizes 5 to 12 
se Lots 










No. 2 


No. 1 
Round Toe 
In Stock 
Widths A to E 
Sizes 5 to 


“ SHOEMAKERS 
MARION, IND. 


c 
Widths AA to E 
Sizes 5 to 12 
In Case Lots 


$4.60 


YOU NEED STANWORTH THIS WINTER 


Real Dress Shoes. First Class Materials. 
Shoes that will make your customers say, 
‘Give me another pair of those Stan-, 
worths.”” 





FULL GRAIN RUSSIA CALF 


IN CASE LOTS $4.60 2% 10—NET 30 
OAK OUTSOLES—INSOLES—COUNTERS—BOXES 
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~ [or 36 years this lrade-mark 
has assured SECURITY 


HAVANA BROWN No.10 
LIGHT BROWN No. 8 

BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 














WINE No. 6 
SEA GULL GREY No .23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 

MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 
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LL’ the years in which we have been manufac- 

turing Scherer's ** Flower City” Kid are typified 
in our trade mark—likewise our reputation for beauty 
of texture, color and quality in. finest kid shoe 


leather. 














It all sums up in the one great factor—Security. 
Security to the manufacturer of shoes, security to 
the retailer who sells them, security to the customer 


who buys them. 


Oscar Scherer & Bro., Inc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


Power (ily 
. 1.0 
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Special Mahogany (B-P) Kip 
manufactured to our specifica- 
tions. Guaranteed Counter. 
Grain Oak Insoles and 
Outsoles. Goodyear 
Wingfoot heels. 


No. 1081—Mahogany Bal. Perforated Eye- 
let Line, Vamp and Tip, Polo Last (Medium 
Square Toe English). 
QUALITY shoes of latest style and 
last to retail for $5.00 are the one 

big demand of the Fall season. 


STILL $3.50 


We've advertised this shoe before and were swamped with business. We've 
doubled our production and are ready to double again. 

It’s a Wonderful Shoe to Retail at $5.00—We know of nothing, at the price, to 
equal it, in style, quality and workmanship. 


“BEST AT THE PRICE” 


is no exaggeration. It would be a remarkable buy at an even higher price. 


-But Don’t Wait 


Get your order in now for December first to tenth delivery. Orders 
given attention in rotation received. Sold only in case lots. Regular 
runs of sizes. Terms on these goods net cash 30 days. 
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B Width—6!4 to 10, 7 to 10, 7 to 11, 7Y2 to 9 

C Width—6 to 10, 6 to 11, 6/2 to 9,7 to 10, 7/2 to 9 
D Width—6 to 10, 6 to 11. GYo to 9,7 to 10, 7/2 to 9 
No. 1080— 
Mahogany 
Blucher, P er- 
forated Tip. 


Our salesmen are out with complete line of samples displaying latest 
novelties and styles. Write us when you want to be shown all we can 
do for you. Remember (B-P) shoes—‘“Best at the Price” 


Beals-Pratt Shoe Mfg. Co. 
| MILWAUKEE, WISCONSIN 
am 


(Medium wide 
round toe). 
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—Powerfully Appealing 
to the Best Prospects 
in Your Own Territory 



















N a new, extraordinarily 
powerful campaign the pre- 
ferred list of women in your own 
trade territory are reading a new 
story of footwear superiority. 














The sincere message of 
fine, authentic styles com- 
bined with Mayer’s undis- 
puted supremacy in com- 
fort shoe making, is being 
carried by foremost wom- 
en’s publications to all of 
the most desirable class 
of women in the metro- 
politan cities, in the vil- 
lages and on the farms. 














twelve 
Journals. 








288 East Water Street 








Mayer advertising is now running con- 
sistently in The Ladies’ Home Journal, 
Woman's World, Farmer’s Wife, and in 
of America’s strongest Farm 


Factories at Milwaukee, 


Comfortable shoes, strik- 
ingly beautiful — Martha 
Washington prestige and 
Mayer _ co-operation — 
these are profit-building 
success elements that no 
live dealer should deny 
his business. Full facts 
are yours for simply re- 
questing. 











F. Mayer Boot & Shoe Company 


Milwaukee, Wisconsin 


Seattle, 




















Ludington | 















| Him. 


ll 

















12 BOOT AND SHOE RECORDER November 12, 192] 





Our Leading Specialties for 
Spring Season of 1922 


VAN DYKE CALE _ te approved Brown shade 

VAN RUBA CALF  2=ret Red with tit grain 

VINETTE CALF et oe ee 
VIX CALF — en 
BLACK VINETTE CALF = 28h s3 
VEGA CALF — ere 
OKAY CALF a ee 
CHIC CALF andes Sse with 
SKOTCH GRAIN __ = Patent, Biack and colors 

NEWMADE PATENT LEATHER 


(Small Kip Sides) 


Most of the leading shoe 


manufacturers are showing 
the above lines in their samples 
of men's and women’s fine shoes. 


BARNET LEATHER CO., Inc. 


H eadquarters 


81 Fulton Street, New York, N. Y. 
Tanneries: Little Falls, N. Y. 





N. E. Selling Agent 


BARNET LEATHER CO., INC., OF MASS. 
98-100 South St., Boston, Mass. 
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FOOT-FITTER No. 4: 


NEW MEMBER OF THE “F OOT-FITTER” FAMILY 








- 
For Delivery in Novem- 
ber, December and Jan- 
uary. 


“ 
. 
ot 


Widths, AA-E 
a o28e* > Sizes, 5-12 
ones? oe $4.85 per Pair 





“DICK” BAL 


“Foot-Fitter” No. 4 is a combination in both last and pattern. It 


is made of a rich mahogany shade fine grain calfskin, first 
quality 10 iron oak outsole, 7 or 8 iron full grain oak shoulder channel insole and 
nine cord linen inseam thread; calfskin inside counter pocket and calfskin vamp 
Reinforcement; Lapped Quarters, no Back Stay and Extra Long Heel. It has both Full 
Length Vamp and Solid Sole Leather Box. “Foot-Fitters” are the only shoes in the world 
which have all of the above specifications. 


We guarantee our shoes against paper or fibre substitutes and: will gladly 
refund your purchase price if either of the above can be found in “Foot- 
Fitters.” 


Milwaukee Wisconsin 


— 
= 


IE 


In-Stock 


The consistent demand for 
snappy boudoir styles offers 
a source of continual profit 
to wide-awake retail shoe 
merchants. 


E. J. Goodwin Haverhill- 
Made boudoir slippers are 
priced to meet this demand. 


Our complete catalog pictur- 
ing numbers with pompoms, 
both leather and _ rubber 
heels, of high-grade leathers, 
will open the way to in- 
creased business for you. 
Write for it today. 


RIGHT AWAY 


HOA 
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No. 79—The Goodwin 


Made of Black Cabretta, with Pom Pom, 
Quilted Sock Lining, Drill Quarter Lining. 
Sizes, 3-7, 3-8, 4-8 D Widths.. In Black. Case 


lots only. 
Price $1.10 





No. 89 
The Goodwin Intermediate 


Made of Black Cabretta, All Leather Li 
with Rubber Heel. Same Sizes as No. aE 


Widths. 
Price $1.25 





No. 99—The Goodwin Special 


Made of Highest Grade Leather, Special Pom 
Pom—Leather Lined. 


Black $1.35 
Red and Tan, $1.45 








E. J. GOODWIN CO. 


HAVERHILL 
MASS. 


SHUM 
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SENSATIONAL VALUES 


Shoes to Retail at $3.00 to $4.50 
—BURTON’S— 


BOOSTER 
—_S H 0 E S— 


IN-STOCK 


READY TO SHIP! 


$2.25 
$2.25 


$2.50 
$2.85 















$2.85 






Read the specifications 
that go into every pair 
of these shoes— 


Good Grade Side 


Leather 
Solid Leather Inner- 
soles 
Guaranteed Fibre 
Gian; Meta, utd aMe Kay Boot, 10/1 10/8 ne 
214-9. ed Tongues 
Extra Quality Lining anges 


Brown Side, 8% Inch McKay Boot, 
Armstrong Rubber Heel. ro 21- 3 
BMD. WRU sais ccncseicacced $2.85 





BUILT FOR WEAR 
FROM TOP TO TOE 





$2.50 





TERMS: 
2% 10, Net 30 Days 





No. 385 

Black Kid Tip Oxford, Turn, 
13/8 Rubber Heel, Grey Lea- 
ther, Quarter Lining and Cush- 
ion. Lined Tongue. C and dD 











No. 386 

Plain Vamp Black Kid Turn Oxford, 13/8 2%-8. Price ........ 2.25 

Rubber Heel, Grey Leather Quarter Lin- a 395—Same in anno No. 972 

Doe 8, — Tongue. $225 pi lala Brown Side McKay Oxford, 1? Arm- 
No, 396—Same in Brown Kid...$2.50 strong Rubber Heel. C, 2%-8; D, 2%-9, 





NO LESS THAN 18 OR 36 PAIRS TO A NUMBER 


BURTON SHOE COMPANY 


AUBURN, ME. 


a 


———————— 
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FOUNDER 1888 


YESTERDAY 





TRACE MARnH 


Litteuleafero 





—_ 4 


We started business with the 
Duttenhofer Dragon as our 





VAL DUTTENHOFER SR. 


33 YEARS 


UNDER SAME NAME 


INCE 1888, for Thirty-three Years, we 
have enjoyed a steady and successful 
growth. Through all this time neither 
our Trade-Mark nor our name DUT- 
TEN HOFER—both familiar to the lead- 
ing shoe merchants throughout the coun- 
try—has changed in significance. 


When the active management of our 
organization passed from the hands of its 
founder, Val Duttenhofer, Sr., to the 


‘present Duttenhofer management, the 


same high standards of business for which 
our trade-mark and name stood, remained 
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of SUCCESS 


AND TRADE MARK 


in force, and up to the present time have 
been preserved. Further, as time goes on, 
our carefully selected organization will 
seek always to be mindful of the responsi- 
bility our established reputation for de- 
pendable footwear, places upon us. 


John Duttenhofer, our active head, has 
been with the organization since its incep- 
tion. He was one of the founders. 


With a daily capacity of 4000 pairs we 
do a large volume of business, because we 
firmly -believe in giving the dealer real 
honest values. 





JOHN DUTTENHOFER presivent 
ACTIVE SINCE 1888 





TRADE MARK 





We still have this same mark, 
and it still ‘stands for Quality 


HOFER SONS CO, “=i 


OHIO 
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Advance orders thus far placed 
with us are well ahead of last 
years record demand for our 





The Rush is On Again! 








P A T E N T L E A 





MARY. JANES! 











There Are No 


“MAR Y JANES” Ask Your 
Like 
Lyons and Wholesaler 
Hershenson for Prices 
Patent Leather 
MARY JANES 


TRICT SPECIALIZATION on MARY JANES 

that look well, wear well and sell well at popular 
prices have made the above statement a generally | 
accepted fact in the trade. 


EVERYBODY WANTS THESE UNUSUAL VALUES 


Once Again We Have Increased Our Production, But 
Expect It to Be Soon “Sold Up” as in Former Years 


WE EARNESTLY ADVISE EARLY ORDERING 


Lyons & Hershenson, Inc. 


Chelsea, Mass. 
Boston Salesrooms 207 Essex Street 
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GOODYEAR WELT OXFORD 


Stock No. 704—Circular vamp oxford, No. 1 brown 
side leather, imitation ball strap, perforated vamp, 
eyelet stay and quarter, Last No. 301, 9/8 military 
Goodyear Wingfoot rubber heel, 10-iron sole, fair- 


stitched. 
IN STOCK 
A, 4 to 8; B, ~~ C, 3.to 8; D, 3 to 8 
PRICE caak b cies PARke Ss hekeee eae $3.80 


HUKRAF]. 
Quality Footwear 


You can settle the low shoe question easily—put in a stock of these No. 
704 Goodyear welt oxfords and there will be no question. 
year welt line of SHUKRAFI. Quality Footwear is exceptionally pleasing 
from the standpoints of style, fit, quality and value. 
test it with this number—followed by some of our other snappy patterns. 


me GE Shoe Co. Columbus O 


The new Good- 


It will pay you to 
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ROCHESTER, N. Y. 
AUBURN, ME. 
BROCKTON, MASS. 
NEW YORH, N. Y. 
NEWARH, N. J. 


UNITED LAST COMPANY]E 
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CHICAGO, ILL. 
HAVERHILL, MASS. 
ST. LOUIS, MO. 
MILWAUKEE, WIS. 
LYNN, MASS. 


Y] BOSTON, MASSACHUSETTS 
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‘Johns onBros. 


A Brown Kid Boot That 
Not Only Looks Well 
But Fits Well 


Style 301 
Last 121 


Brown Kid 8-inch Lace Boot on our 
new 121 Last. Perforated and 
punched as indicated. The heel is 
¥%. A superb all round dress o 
walking boot. 


Have you seen the new line? 


JOHNSON BROS. 


SHOE MFG CO. 
HALLOWELL MAINE 


ine JTree flalc~— 
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AWord of Warning 


WE again warn against the use of the word 
“Comfy” in describing footwear not made 
by us. Dealers and manufacturers are hereby 
notified that this word is owned exclusively 
by the Daniel Green Felt Shoe Company. 
It is fully protected by copyright, and it is 
unlawful to use it except in describing goods 
which we manufacture. 








The high standard main- 
tained year after year in 
our product, the thou- 
sands of dollars spent in 
advertising Daniel Green 
Comfy Slippers to the 
purchasing public, have 
given the word ‘‘Comfy”’ 
a special and peculiar 
meaning. To apply this 
word to substituted mer- 
chandise 
not only 
subjects us 
to unlawful 
injury but 
also wrongs 


the consumer who is 
thereby misled. 
The demand for genuine 
Daniel Green ‘‘Comfy”’ 
Slippers has increased to 
such proportions that no 
dealer is justified in try- 
ing to sell an inferior 
article. It takes time to 
sell a substitute. 
Why not stick to the 
genuine, 
and be as- 
sured of 
your cus- 
tomers’ sat- 
isfaction? 


: PATENTED. “JULY 28; F90B = 


DANIEL GREEN FELT SHOE COMPANY 


General Offices: 
Dolgeville, N. Y. 


New York Sales Rooms: 
116 East 13th Street 
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The LAPE s ADLER 
HI-STYLE 222.22 LO-PRICE 
COLUMBUS OHIO. 


Sets a New Record 


Sales Increase 154% Over Last Sea- 
son—Which Was Our First Season 


Again the won- 
derful trade - pulling 
qualities of L & A shoes 
have been proven. Our 
new factory sold up last sea- 
son. Now the astounding in- 
crease of 154% over the first sea- 
son’s sales has been established. For 
this instantaneous success there can be 
but one reason—‘‘Hi-Style Lo-Price.”” The 
style of L & A shoes is such that, once seen, 
no woman can fail to buy them. The price is 
so reasonable that it suits the purse of all. Hun- 
dreds of merchants write us, saying it is the best 


line they see. Act quickly when our salesman calls. 
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The Ultimate Sole 


I ARKIDE, “the ultimate sole,” was first produced 
4 synthetically. It was unnecessary to break down 
other soles for purposes of copying. The idea was 
entirely original. Larkide is an absolute new de- 
parture. 


Larkide has been proved superior to fibre, leather, rub- 
ber, and composition soles of the finest grade. It sur- 
passes them in point of wear, waterproof tendencies, 
and non-cracking qualities. It can be made to match 
any shade of upper leather, fabric, or drill. 


Let us send you the booklet in which the complete 
Larkide story is told, and which describes its uses and 
superiority in favor of manufacturer, merchant, and 
consumer. 


THE LARKIDE COMPANY 


OFFICE 20! DEVONSHIRE ST.,BOSTON 
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MEMBERS OF 


Shoe Manufacturers’ Board of Trade 
OF NEW YORK, Inc. 


John Cramer & Son 
199 Steuben Street 
BROOKLYN 
D. H. Chandler Shoe Co. 
166 Livingston Street 
BROOKLYN 
Bert E. Drake Shoe Co. 
235 Park Avenue 
BROOKLYN 
DEGEN LIPP, Ine. 
133 Floyd Street 


: BROOKLYN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. Garsine & Son 
Webster & 7th Avenues 
LONG ISLAND CITY 
Griffin White Co. 
DeKalb and Grand Avenues 
BROOKLYN 
Julius Grossman, Ine. 
372 DeKalb Avenue 
BROOKLYN 
Wm, Henne & Co., Ine. 
957 Kent Avenue 
BROOKLYN 
R. H. Hoskins Co. 
39 6th Street 

LONG ISLAND CITY 
Horn Shove Co 
145 Roebling Street 
BROOKLYN 
F. S. Kauder Shoe Co. 
10 Leo Place 
BROOKLYN 
American Shoe Co. 
166 Livingston Street 
BROOKLYN 
J. J. Lattemann Shoe 
\ . Co. 

St. Edwards Place 
BROOKLYN 
Maetrich Eyre & Co. 
242 Greene Avenue 
BROOKLYN 
I. Miller & Sons. Inc. 
1 Cariton Avenue 
BROOKLYN 
Morse & Bart Co. 

1 far'ton Avenue 
BROOKLYN 


Pincus & Tobias 
17 Lexington Avenue 
BROOKLYN 
Parisian Shoe Co. 
226 Varet Street 
BROOKLYN 
Perfect Shoe Co. 
2941 Atlantic Avenue 
BROOKLYN 
Dr. A, Posner Shoes, Inc. 
141 Roebling Street 
BROOKLYN 
Rogers & Davis 
1615 East N. Y. Avenue 
BROOKLYN 
Strassburger-Stiles 
99 Myrtle Avenue 
BROOKLYN 
Chas, W. Strohbeck, Inc. 
309 Johnson Street 
BROOKLYN 
Vogei-Miller 
4th Avenue & Baltic Street 
BROOKLYN 
S. Waterbury & Son 
232 Throop Avenue 
BROOKLYN 
8S. Weil & Co. 
879 DeKalb Avenue 
BROOKLYN 
Algier Shoe Co. 
138 Broadway, Cor. Bedford Ave. 
BROOKLYN 
Julius Altschul 
220 Varet Street 
. BROOKLYN 
Kozak & McLoughlin 
14th Street & Governor Place 
LONG ISLAND CITY 
George W. Baker Shoe Co. 
843 Classon Avenue 
BROOKLYN 
Cc. A. B. Shoe Co. 
641 Lexington Avenue 
BROOKLYN 
Cohen & Frank Co. 
756 Stone Avenue 
BROOKLYN 
J. & T. Cousins 
369 DeKalb Avenue 
BROOKLYN 
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’ the retail selling of women’s 
high-class footwear, those lines 
stand highest which sell themselves 
most easily. : 


The ready salability of Brooklyn- 
made shoes at whatever proper 
prices dealers place upon them is 1- 
luminating proof of inherent Brook- 
lyn quality. 


Everywhere that highest-grade shoes 
for women are on sale, the lines that 
encounter the minimum effort to 
move them come to those stores 
straight from Brooklyn. 
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LEXATED 
Few SHOK womex 


These Styles IN STOCK 


We have placed these five styles in stock for 
the benefit of our customers so they can size up 
their stock by mail order. 
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Five FLEXATED Shoes 


IN STOCK 


Here are the five FLEXATED SHOES that we 
carry in stock ready for prompt immediate shipment. 
Three (3) styles of women’s and two (2) of men’s 
in AAA to D widths and in all sizes. 


A shoe that sells with a “try on” 

We have developed a remarkable business on 
FLEXATED SHOES purely on the merits of the 
shoe alone. It is a shoe that sells itself with a “try 
on”—get a pair of FLEXATED SHOES on a cus- 
tomer’s feet and he won’t want you to take them off. 
Our dealers know this from experience with their 
customers and by wearing the shoes themselves. 


A shoe that needs no “breaking in” 


A shoe for men and women that fits like a glove at 
every point of the upper. Walk miles and miles the 
first day and your feet will be comfortable. 


A flexible arch shoe 


The FLEXATED SHOE embodies an entirely new 
idea in shoemaking. It’s a flexible arch shoe that 
gives the arch a firm gentle support without any stiff 
arch props underneath. 


A shoe for well feet 


Not a corrective shoe but a shoe that will fit 95% 
of feet today. A shoe to keep well feet well and make 
tired feet happy. 


The latest styles and patterns 


FLEXATED SHOES for men and women are built 
on the most up-to-date lasts. A good looking shoe 
that combines style with comfort and a perfect fit. 


BACKED by our national advertising 


campaign 

FLEXATED SHOES sell with a “try on.’””’ We know 
and our dealers know how well people think of these 
wonderful fitting FLEXATED SHOES. 

We are giving everybody a chance to now about them— 
through our national advertising campaign which just 
opened with a full page in the Saturday Evening Post. 

Thousands of requests are coming in from people all 
over the country who are interested and want a free 
demonstration of FLEXATED SHOES. 

We are referring these to our dealers in the towns from 
which they come. Our business on FLEXATED SHOES 
is growing at a tremendous rate. 


Prepare for the demand now 

Get your order on FLEXATED SHOES in today and 
be ready to meet the demand. We are prepared to make 
prompt immediate shipment of all orders. Write or wire 
your order today. 

Ask for our salesmen to call with our full line of 
FLEXATED SHOES for men and women and send for 
further details of our advertising campaign and special 
literature. 


Vassar 


W ellesly 


Grant 


Harvard 


Manufactured by 


Style 585 
Women’s Brown 


AAA to D widths, 
all sizes. 


Style 577 
Women’s Black 
Kid Bal Oxford, 
10-8 heel, Wing- 
foot rubber’ top 
piece on Wellesly 
101 last. In stock 
AAA to D widths 
all sizes. 


Style 584 
Women’s Black Kid 
Bal Oxford, 12-8 
heel, Wingfoot rub- 
ber top piece. In 
stock AAA to D 
widths, all sizes. 


Style 5001 
Men’s Black Kid 
Blucher on Grant 
last, Wingfoot rub- 
ber heel. In stock 
AAA to D widths, 
all sizes. 


Style 5014 

Men’s Brown Calf 
skin Blucher oo 
Harvard last (semi- 
English toe), Wins- 
foot rubber heel. 
In stock AAA to 


a we =D widths, all sizes 


THE EXCELSIOR SHOE CO. 


Portsmouth, Ohio, U. S. A. 
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Top Grade Tony Red Calf 


8/8 Solid Heel—Kid Trimmed AA: 4% to 8% 


Pel: Alea ante ass dprk eed cork eile 4 to7% 


STYLES OF TOMORROW—WE CAN SHIP TODAY 








ae 
Avi y 


- 


IN STOCK 


5% Discount—30 Days 





Top Grade Nut Brown Calf 
Two Strap Button Pump 
14/8 Solid Heel—Kid Trimmed 


Golf Saddle Strap 
Ivory Slip Sole 


4% to 7 
to 7% 


to 7% 
3% to 7 
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Women's Fine Welts Exclusively 
LYNN, MASSACHUSETTS 
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Window Rugs. 
Window Valances. 
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No? 304 


No. 1516 


Our Internationally 
Famous 
Glass Fixtures 


are the acme of perfection for the 
display of shoes. 


They are rich—unobtrusive—clean— 
serviceable — highly interchangeable. 


They properly display the goods. 
You do not tire of them. Nos. 1 and 
2 show some of the plate glasses. 


No. 3 are the Pedestals, in sizes 6, 9, 
12 and 15 inch. 


No. 4 shows a specimen trim. No. 6 
illustrates a few of the individual 
glass shoe stands. No. 5 demon- 
strates a “trim” which is part glass 
and part Louis the XIV _ Period 
Wood. 


This is a new idea. and very popular 
where a merchant wants neither all 
glass nor all wood. 

Glass blends with anything. 


Ask for Catalog ‘‘G.F.”’ 


Nos. 7 and 8 show 2 styles of our 
beautiful Classic Period’ Wood Line. 


Wood Line 


A large variety shown in Catalog “L” 


No. 1516 Beautiful Hose Form, $6.00, 
each with base. 


November 12, 1921 


‘ 
\ Pw402 


No. 9856 














A big stock for quick delivery. 


Window Plush. Ask for sample card. 


Ask for circular and samples of materials. 


Ask for samples. 








Special Offering 


400 yds. Mottled Velour, 48 inches wide. Most 
of them at $4.00; some at $6.00. A remarkable 


value. Ask for samples. 


Traveling Salesmen Wanted 


Write us about some choice territories open in 
various parts of the United States. 























NEW YORK SHOW ROOMS 
65-67 E. 12th Street 
Between Broadway and 4th Ave. 











Visit Our Chicago or New York Show Rooms 


THE HECHT FIXTURE CO. 
Medinah Bldg., Wells St. and Jackson Blvd. CHICAGO, ILL. 
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COLLEGE 





LUCERNE 





Reg. U. 8. Pat. Of. 


The railroad strike is over and the social season’s here, 
And they’re going to cut down taxes, and the lid is 


off on beer. 
Why not come from out the cellar, throw dull gloom right 


out the door, 
Fill your windows with “Rialtos,” then watch your profits 


soar? 
a styles stand out from the regular ordinary run of shoes just like a well 
dressed, well groomed woman commands attention over and above the usual. 
It is because Rialto Shoes have those little touches that mean much—white stitch- 
ing here, a new perforation design there—some new, smart note that stands them 
out, that attracts attention, that compels a sale. 


But Rialto Shoes with all their style are backed by that kind of sheer 
quality that makes them permanent—a line of shoes that a merchant 
can build a reputation upon or enhance a reputation already built— 


©©® e| 











that’s Rialtos. Look at the styles illustrated on this page—and figure | = 
out “How many cases of this or that style can I use right now?” ey 
;@: 
Then wire us— , : 4 
You'll find Rialtos are 

Good-all-ways 





RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26OXFORD ST. ( === 
BOSTON OfFFICE , 215 ESSEX ST. caeiome 
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BEECHTEX 
and BRIGHTEX 


Remove the White 
Shoe Bugaboo of 


SOILING DAMPNESS 
HARDENING SHRINKING 


HOE Merchants featuring footwear made from 
these high grade shoe cloths will find their every 
sale a satisfactory one. 


BEECHTEX and BRIGHTEX — beautifully 
woven—beautifully white—are the last word in 
white shoe fabrics. 


Specify them by name from your manufacturer. 


Test them—they repel—others absorb water. 


Made with Care—Prepared for Long Wear 


See our exhibit, Booth No. 209, N. S. R. A. 
Convention and Exposition, Jan. 9, 10, 11, 12, 1922 


J. EINSTEIN, Ine. 


7-11 Spruce St. ° New York City 


Boston St. Louis Cincinnati Milwaukee 


Montreal Buenos Aires 


AAA MS 





LL I Mn iin nnn 
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CGIVE ’EM LOW PRICED SHOES 


BUT 
DON’T GIVE "EM CHEAP SHOES 








By cheap shoes we mean shoes pos- 
sessing little value. Low priced shoes 
can be made and still embody one of 
most important factors in affording 





shoe-value. 





Good Linings 

The actual cost of a durable lining 
is so small in proportion to the whole 
of a shoe, and it contributes so largely 
to the total efficiency of the shoe, that 
there can be no excuse for undertak- 
ing to reduce cost by cheapening at 
this point. 


It might be stated as a perfectly rea- 
sonable proposition that, the lower the 
price of a shoe, the better should be the 
lining used: because at ridiculously 








small expense a tremendous amount of 
substantial re-inforcement and wear- 
ing value may be put into it. . 


Good Shoe Linings 

are to be obtained in but one way: and 
that is to use cloths which are appro- 
priately constructed for the purpose. 
Cloths having the wear-resisting qual- 
ities which will make it possible for 
them to stand up under the gruelling 
treatment a shoe-lining receives. 


We Supply Such Linings 

and there is no reasonable excuse for 
neglecting to use some one of our 
special cloths no matter how urgent 
the demand for a low-priced shoe 
may be. 


BETTER papietchee for ae MONEY 
OUBLETWILL 





“DOUBLETWILL” Shoe lining is a bet- 
ter lining than has heretofore been of- 
fered. Its beauty commends it to the 
eye of the fastidious, and its mechani- 
cally correct construction, when under- 
stood, is so obvious that its superior 
wearing-qualities are no mystery. ishing. 


sound as nuts. 


pone WD 


SHOE LINING — 


“WEAR WELL” Shoe linings are as 
In them internal fric- 
tion is reduced to a minimum and their 
resistance to foot-wear, measured by 
the service given by the usual types in shoes which, 
of cloth used for this purpose, is aston- 


No.3 


A= 


TWIN-DRILL 


SHOE PENS 


WH ST 
brant NY MASS 





“TWIN-DRILL” Shoe lining is a happy 
adjustment of refinement and servi 
ability, which fits in eminently for eee 
‘ os on account of ra 
jimita ions, can not carry so su o 
lining as “Doubletwill.” 


Correct Construction Produces Maximum]Efficiency 





lee 


DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO., BOSTON 
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Tan Norwegian Calf. 
No. 6 Bal, Envoy Last, 
Square Wing Tip, Im- 
itation Cork Sole, 
Wingfoot Rubber Heel. 



































































































































iG you would meet the demand 

for lower priced shoes, do it with 
shoes you can depend upon to de- 
liver satisfaction. 


Weber Union Made Shoes to retail 
at $5 to $9 are such shoes. A quar- 
ter of a century spent in delivering 
satisfaction proves their quality. 


New York Office, H. Harris, 1328 
Broadway, Marbridge Building. 


Wr 
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No. 603—Genuine Glazed Kia 
Comfort Bal with Leather In- 
soles and Rubber Heels. One 
Width. Sizes 2% to 8.82.50 
606—Same as 
Sides x 
. GOS—Same as 606, ex- 





pt with Tip and % — 


605—Old Ladies’ 


Wide Ankle, Roomy Last, 


$2.50 


. GOT—Same as 


605. ex 
with Box Sides. ..82.50 


Your First Order Will Not 
Be the Last! 


HERE’S a story of profits in this fact: 
Dealers who send for a sample dozen 
Wobst shoes—either the leather or felt—in- 
variably come back with a re-order within a 


few days. 


The reason? Simply because Wobst shoes are high- 
grade staples that always sell, never go out of style 
and can be sold at “bargain prices” without sacri- 
ficing a penny of your legitimate margin of profit. 


The quality is there to keep them sold, too. For ex- 
ample, Wobst Comfort Shoes are made of the finest 
selected leather and possess all the flexibility that care- 
ful McKay sewing and skilled workmanship can 
give. The Felt Shoes are of the same high quality. 
Where leather is used it is full-grained; counters 
are of genuine fibre; felt is long-wearing and com- 
fortable wool-felt (no combination of cow-hair and 


glue). 
Send for Sample Dozens Today 


WOBST SHOE CO. 
Vliet and 4th Streets Milwaukee, Wis. 


Manufacturers of Comfort Shoes, Comfort Slippers 
and Felt Shoes 


In Stock Always 


No. 755—Men's 9” Heavy BLACK 
Felt Bal—Box Side Foxed—Grey 
Felt Lined—Combination Felt and 
Leather Sole—Rubber Heel. 
Width, EE; Sizes, 6 to 11.83.30 
No. 754—Men’s—Same as No. 
755 except 6” Bal OF 
Made in full sizes only. 
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TRADE MARK 




















(DEAD RR 


Patent Vamp, Field Mouse Top, 
Plain Toe, a a Peggy 


PS 


Misses’ and Children’s Tan Side, PTHRE—-B 00 G. occccccccccccocscece $2.00 
Tip Lace, Snap Last. 7522—1 to 5 No Heel......sesseee 1.75 


7708—5 to $2. 
7707—8% to 11, Spring’ Hiei. 1° °. "35 ae, HG, Te, Trem Settem 
8% to 11 ering : exey Last. 


7542—3 to 2 OEE T ET LOCO TT TET Eee $2.00 
7543—1 to 5 No Heel............. 1.75 


IX 


A\5 


ex 
-_ 
EBcibe 


ir 
EK 


A PAIR OF WINNERS 


AAD 


ax 








EK 


HESE two numbers: one on the Peggy Last, the 


other on the Snap Last still enjoy increasing de- 


IPE 


mand. They are especially desirable for the holiday 
trade. Let the 3 W’s LENOX In Stock Department 
fill your order today! 


A) 


Ra 


. 
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Baik 
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<DK 


x 


DEREK 


4 


Weimer, Wright & Watkin Co. 


. Manu facturers 


35 s. ‘SECOND ‘ST. Ae PHILADELPHIA 


BEEBE BOE NOE OO OOH OO BOSON 
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THERE IS ONLY ONE VICI KID} 


d 
= 
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DjHERE NEVER HAS BEEN ANY OTHER 


: house whose cus- 
tomers look upon it 
merely as one of 


supply is not truly 
successful. 


Therefore, we want 
all users of Vici Kid to 
look to us for shoe 
leather that will help 
to further their repu- 
tation for value giving. 
Maintaining the } 
standard set by the | 
originator of VICI 
KID — Robert H. 
Foerderer—is our 
constant endeavor. 
























Robert H. Foerderer, Inc. | 
Sole Mfrs. of Vici Kid 
Philadelphia, Penn. 
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Here is the Merchandising help you want. 


5-8 8%4-11 114-2 2%-8 bZ 
Gun Metal Button, wedge 1.45 1.70 


HAGERSTOWN 


Shoe & Legging Co., Inc. 
Hagerstown 
Maryland 





Stitchdowns 
Goodyear Sewed 
McKays—Full Vamps 


Gun Metal Button, heel 1.70 1.95 
Patent Button, wedge 1.60 1.90 
Patent Button, heel 1.90 2.20 
Gun Metal Polish, Medium 

High Cut, wedge 1.45 1.70 
Gun ‘Metal — Medium 

High 1.70 


t, 
Gun ‘Metal 'polish, Medium 
High Cut, heel, Eng. toe 
Patent Polish, Medium High 
Cut, wedge Fe 
Patent Polish, Medium High 


Cut, heel 

Patent Polish, Medium High 
Cut, heel, Bng. toe 

Mahogany Polish, Medium 
High Cut, wedge 

Mahogany Polish, Medium 
High Cut, heel 

Mahogany Polish, Medium 
High Cut, heel, Eng. toe 

Black Kid Polish, Medium 

gh Cut, wecge 

Black Kid Polish, Medium 
High Cut, heel 

Black Kid Polish, Medium 
High Cut, heel, Eng. toe 

Nut Brown Polish, Medium 


McKay Boots 
in Stock 


McKays—Full Vamps 


High Cut, wedge 1.60 1.90 
Nut Brown Polish, Medium 
1.90 2.20 


1418SH } 
High Cut, heel, Eng. toe 2.20 2.75 
WIDE TOE ONLY—SECOND QUALITY GUN METAL 
PONY LACE 
5-8 8%: y 11%-2 


2410 Wedge Heel 1.25 
2410H Heel i $0 1.75 





Hagerstown Shoe & Legging Co., Inc. 
Hagerstown, Maryland, U. S. A. 








SPRING CATALOG? 





Aelvete ! 


Aelveto! 


P-TO-THE-MINUTE MANUFACTURERS ARE .USING THE WELL- 
KNOWN “BEA VERTON” SHOE VELVETS—Made especially for the 


A[elueto 


shoe trade. This is the same quality which was in so great a demand a few 


years ago. 


MADE IN 12 DIFFERENT QUALITIES. RANGING IN PRICE 
from $1.00 to $2.60 per yard. Backed. 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 


Milwaukee Office 
JULIUS KALLMAN CO. ,R°Mi sc. Co. 
63 South Street Boston, Mass. 258 Fourth Street 
Address our nearest office for samples and prices 


Cincinnati 
fice 
529 Sycamore Street 
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Shoe. vm Boys 





These Shoes Will Bring You Business Now 





IN STOCK 


ARE YOU HITTING YOUR 
SALES FIGURES FOR 1921? 


Ensign welts for boys are “immediate demand” 
small investment on your part will 
demonstrate their salability. 
And you can keep your stock complete, and 


therefore active, through the Ensign stock de- 
partment where shoes are carried for 


SPOT DELIVERY 


The ENSIGN SHOE Co. 





Stock No. 200 


Boys’ Mahogany Russia Bal, 
Goodyear Welt, English Last, 
Oak Outer Sole, Springstep Rub- 
ber Heel. Widths, C and D. 


Sizes, | to 5Y. 


Price $3.25 


Pa 


BELFAST, MAINE | 


Stock No. 201 


Boys’ Mahogany Russia Bal, 
Goodyear Welt, Freak Last, Oak 
Outer Sole, Springstep Rubber 
Heel. Widths, C and D. Sizes, 


I to 5. 


Price $3.25 





Stock No. 402 


Little Gent’s Mahogany Russia 
Bal, Goodyear Welt, Foot Form 
Last, Oak Sole, Springstep Rub- 
ber Heel. Widths, D and E. 


Sizes, 814 to 1314. 


Price $2.80 
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ot PUSNER 


SCIENTIFIC 


SHVES 
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An excellent ,widely-advertised line of 
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TURNSadWELTS 


A Few of Many 


There are high lights in the long and 
strong Posner Line for infants, chil- 
dren, misses and growing girls, 
Brooklyn-made footwear for spring. 


For months, our style, last and pat- 
tern men have been busy perfecting 
a choice assortment of desirable 


styles. 


These new shoes are the kind that 
sell—for to show them is to create 
desire for possession. They em- 
brace sport shoes along the snap- 
piest lines of women’s models 
brought down to children’s and even 


infants’ sizes. In slender grace, in 


trim daintiness, in exquisite work- + 


manship, they leave little to be de- 
sired. In all earnestness, we suggest 
to shoe merchants the advisability of 
knowing more about the Posner Line 
—of getting these fine shoes in stock 
for spring selling. Our salesmen are 
now showing the spring samples. 


We can now offer you immediate 
shipment in approximately two hun- 
dred styles in both staples and nov- 
elties. This In Stock Service is re- 
markable and is more fully described 
in the Dr. Posner Service Plan em- 
bodied in our catalogue. We will 
gladly send you a copy. 


DRA POSNER SHOES lne 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY-ROEBLING & HOPE STS.BROOKLYN 





POSES? OS COSEEOEOEE SESE & & 4 
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Time Will Tell You 


THAT 


RAMSEY’S PATENTED SCHOOL SHOES 


“THE ONLY COMPLETED STITCHDOWN” 


are the best and most economical 


for the following reasons: 
The very best grade of Oak Leather Bend 


outsoles are used which insures long wear 
to 


The Ramsey’s Patented School Shoes 


“The Only Completed Stitchdown” 
. Made by the Double Stitched Process, 
BAL LACE Patented—ABSOLUTELY prevents rip- 
a5 | «$1.5 ping “THEY CANNOT RIP” and insures 
the keeping of the shape of 


m 
er 


5400—Cherry Chrome Bal 
5401—Black Chrome Bal 


5412—Full Grain Cherry 

5413—Full Grain Smoked ‘Elk Bal 

5414—Full Grain Cherry Lotus Bal.... 

5416—Full Grain Cherry and smoked 
Combination Bal 1 


8 NPP 
Fak bk fk ft ft 2g YEE 
AAAAAAr 


aA 


The Ramsey’s Patented School Shoes 


“The Only Completed Stitchdown” 


3rd. They can be resoled by any cobbler or 
shoemaker any time anywhere. To resole 
cut off the worn outsole and sew on an- 


other one. The uppers will not come off 
when you cut off the worn outsole as the 


upper is sewed to the insole by a separate 
row of stitching. 


And 


No staples are used in the making of 
BUTTON SHOE 
Stl 114-2 The Ramsey’s Patented School Shoes 


See Cierey am pae x $1.55 
5601—Blac m utto ° ° * * 
n Ch x" 3S 5 “The Only Completed Stitchdown” 


RAMSEY’S PATENTED PLAY SHOES 


Lev CANNOT RIP 


“IT’S IN THE MAKING” 


DOUBLE GOODYEAR “Wr? WELT 


967 ATLANTIC AVE. E, J. RAMSEY CO. BROOKLYN, N. Y. 
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Our new “A” Grade gives you an opportunity to 
meet the requirements of your customers who want 
the highest type of footwear for juveniles—while 
our “C” Grade, good in every particular, allows 
some latitude in price. We show an example of 






No. 202 
““A’’ Grade, Pat. Foxed, White 


fop, R 1 Cc Turn. 
Fairy 103—Cvand D, 4. to & 
2.25 each here, but our catalog, yours for the asking, 
Fairy 202—C and D, 8 to 
BE ostecteccescesesés $2.90 shows them all. 


For Your Little Folks ™.* 


° Grieb Shoe Manufacturing Co, 
309 ARCH STREET, PHILADELPHIA 


az 
IN STOCK 


toes ALWAYS 


TRADE MARK 


No. 1125 

“C’? Grade, Havana Brown 
Kid, Polish, Pony a 

Fairy 1125—C and D, 4 to 8, 

$2.15 


+ 1225—C and D, $2.7 te 


Ccccceccccccccocoo By 

















“BIG VALUE IN LITTLE SHOES” “The Fabric Tip— 


DR. MALKIN’S that can’t come off’? 


. HE Nufashond 

Ankle Support Shoes Fabric Tip is part 
gg ' 

“The Corset Shoe That Gives Support with Comfort” mage eg es Fa 
points—can’t come off 
—can’t rust — can’t 
tear hosiery. 
Made flat, tubular and 
cord in all colors and 
in sizes to fit all 
shoes. 






IMMEDIATE 
DELIVERY 


IN 
STOCK 
Excellent selling helps 


and display cards fur- 
nished. 


NUFASHOND, Reading, Pa. 





TURN SOLE, ALL LEATHER LINED 











No. 5—F. B. & C. Golden Brown Kid, Tip, 4 to 8....... $2.50 
No. 6—F. B. & C. Golden Brown Kid, Plain Toe, No Heel, \ 

SRST Kn aimier ee ereniantd: 2.15 } 
No. 3—Fine Black Kid, Tip, 4 to 8......ccscccccccccces 2.40 
No. 4—Fine Black Kid, Plain Toe, No Heel. 2 to 5..... 1.95 

WRITE OR WIRE ORDERS 
?, Sh L 
H. MALKIN’S SONS oe Lacers 

120 West Broadway at Duane St., New York, N. Y. Ask your jobber for samples and prices 
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Place your orders now for—“DOMINO MAID” SHOES—for Sp ing of 1922 
“Shoes that are made on a solid foundation” 


Let’s get together so as to avoid last year’s shortage. 
“ s bs 








Bona fide orders will be accepted for deliveries as late 
as March Ist, 1922. We guarantee our prices up to date 
of shipment. 


We use nothing but: 


Chrome Upper Leather 
Leather Inner Soles 





No. 1074—Patent Roman Sandal. Fine Quality Outer Soles ae DaPS—Feteat 2 —-. 
Im. , = 
Sizes Turns ‘Turns Guaranteed Counters Sines _ Turns “Turns 
4-8 Infants’ ....$1.30 $1.20 4-8 Infants’ ....81.15 $1.05 
“4 Gate... aes aan 8%-11 Child’s ..... 1.45 1.35 
11%-2 Misses’ .... 1.70 1.60 11%-2 Misses’ .... 1.75 1.65 





Heel Specifications: 
2-5 Baby—No Heel. 
5-8 Infants’—Spring Heel. 
8-11 Child’s—Spring or like cut. 
1144-2 Misses’—As cut. 

















No. 1091—Patent 2 Button 1 Strap. Any shoes shown here can be had 


No. 1092—Patent 1 Button 1 Strap. in: Black or Tan Kid, at slightly No. 1086—Patent Sally Jane. 
‘ Im. - “ “ Calf >varying prices. ‘ a — 
Bi y ° Sizes ns rns 
2-5 Baby sidecsenall $1 100 — Also White Nubuck 4-8 Infante’ ....81.20 $1.10 
4 ye pees aa ee These shoes are made in our own wae ae alti mes a 

- rere ” r - anea ae is 
11%-2 Misses’ .... 1.70 1.60 factory and have proven a success 


in our several years of standard 
shoemaking. 




















—Sold in 36 pr. case lots only— 
—TERMS—Strictly 2%—10 days. 
F. o. b. Haverhill 


Samples sent on request. 














No. 1086X — 
Growing Girls’ 
“Sally Pumps Imitation 
Turns only. Sizes—2%-7. 
Price $3.00. 


DOMINO SHOE CO. 


29-35 Granite St. Haverhill, Mass. 


No. 1041—Grow- 
ing Grils’ Patent 
Oxford. Imitation Turns 
enly. Sizes 2%4-7. Price 
2.75. 








a 
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KO- -REG- "TOE 


TRADE M ARK 
RADE MAR 


Children’s 
Shoes 


are the profit makers of to-day, 
and the business builders of the 
future. Are you handling a line 
in your store whose quality will 
hold old customers and attract 
new ones? 


We make a durable all leather 
shoe and our lasts are unsurpassed 
for fitting qualities. For instance, 
the shoe illustrated above is a 
full grain, calf skin, all leather 
construction with heavy oak bend 
soles. Priced at $3.50. It is a 
trade getter. 


No. SS802—Misses’ Sizes 12-2. Widths 
B, C and D. Outside Heel $3.50 


No. T7S802—Child’s Sizes 8% - 11%. 
Widths B, C and D. Spring Heel. .$3.00 


Both of these numbers are in stock. 


Our new In-Stock Booklet is 
just off the press. Ask for your 
copy. 


THE L. D. STICKLES 
SHOE COMPANY 


MANUFACTURERS 








Made in Sizes From - . 
Tots to ’Teens to Re- light the Hearte of 
tait at Popular Prices all Kiddies 


APACHE BEADED MOCCASIN 


A HOUSE SLIPPER which combines comfort, durability 
and attractiveness. Made of Tan Ooze Sheepskin. A 
display will brighten your window and the sales will surprise 
you. 

PRICES OF APACHE MOCCASINS 
Babies’ Sizes 1, 2, Per pair 8 .50 
Child’s Sizes, 63 
Misses’ Sizes, 
Ladies’ Sizes, 3, 4, 
Men’s Sizes, 7, Per pair 
Request our anita: showing seven different styles, or 
samples of Apache and several other popular priced Moc- 
casins. 


ARROW NOVELTY CO., Inc., 108 E. 16th St., N.Y.C. 




















Grass SHOES 


FOR BOYS AND MEN 




















Mr. Retailer, remember the good old-time 
reliable upper leather service you used to get 
ten or more years ago? Are you getting it 
now? Or don’t you know or care? 


If you do care and want to obtain shoes made 
from such leather and how you and your cus- 
tomers can be protected against imitations 
and inferior quality, ask us about GraInsKIN 
Shoes for Boys and Men. rae al 


Neenah Shoe Company 


Neenah 23 Wisconsin 














| 
CHILDREN’S PHYSICAL CULTURE SHOES 








Develop Perfect Feet 














Physical Culture Shoes for Children are built sturdy over our special 
combination lasts by master shoe makers. 


Realizing the need of 100% leather shoes for children, we are cutting 
all bottom and upper stock, from the same high grade leather used in 
our women’s shoes; the same chamois sateen linings; whole toe, no 
cut off vamps; tongue and back stays down to the soles, lasted in at 
toes and heels. ; 





The wearer of Physical Culture Shoes has the comfortable assurance 
that they will aid nature in the healthful development and support 
of the growing foot. 


ae Ke 


Wm. Henne & Co., Inc. 


957-971 Kent Avenue at De Kalb 
BROOKLYN, N. Y. 


IN-STOCK 


A to E widths 5 to 8; 84 to 11 
Spring heels; 114% to 2 Solid 
Leather Heels. Russia Calf, Gun 
Metal, Black Kid, White Buck, 
—— Vamp and White Nubuck - 
op. 
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This is a humdinger 


A Real Waterproof Shoe 
for School Wear 


Storm Blucher—Choc- 
olate Elk uppers, solid 
oak outsole, waterproof 
slipsole. A REPAIR- 
ABLE STITCHDOWN. 


Sizes 5-8... .$1.90 
814 -11.$2.15 
11% -2.$2.40 


The two larger 
runs have outside 
heels. 














There’s a Lasting Satisfac- 
tion in a Meritorious Chil- 
dren’s Shoe Department. 


Real profits lie in featuring a snappy 
line of children’s stitchdowns. Very 
few stitchdowns make any claim to 
style, but the Community line has style 
—plenty of it. And the wear? If Com- 
munity Stitchdowns do not rise to your 
expectations in this point, we will take 
them back cheerfully. 


Write for samples 


The Community Shoe 
Co., Inc. 


351 Classon Ave. Brooklyn, N. Y. 





Mahogany, Tan and 
Black Lace Bal. Best 
Oak Outsole. Solid 
Leather Throughout. 


Also Made in Button 
and Blucher. 


5to8 8, toll 11% to2 


$1.45 $1.65 $1.85 








Note:—If they bear the 
trade-mark bottom stamp, 


we repair them for your 
customers at cost. 








oR oc 


Poche oebednbo deh Pop 


> > D 


EEE EES 


» ® 


Quality Turns in Stock. Exceptional Values in High Grade Shoes 


No. 876—Paramount Patent Leather 
Full Louis — Efe], 
Price. $5.50 


No. 873—Black Ooze Calf Sandal. Medi- 
eee > Toe. 
6. 


Sandal, modified French Toe. 
Heel. Widths AA, A, B, C. 


Full Louis Heel. 
Price 


um Toe. 
a & & 





ELLIS -EDDY COMP ANY onan Haverhill, Mass. 


Terms Net 30 Days 


Three Strap. Center Buckle. Full Louis 
Widths AA, A, 
No. 879—Paramount Patent Leather 3 
Strap. Center Buckle. Modified French 
Full Louis Heel. Widths A‘, S. 

5.59 


B, C. Price 


No. 878—Paramount Patent Leather, No. 874—Paramount 
unior Louis Heel. Widths AA, A, B, 

B, C Price.$5.50 rice 

No. 875—Skinner’s Best Grade Black 

Satin Sandal. 

Louis Heel. 


Patent Pate 


Style as above. 


Junior 
Widths AA, A, B d C. 
$5.50 





AA—A 3% to 7. 





B—3', to 7144 C—2% to 7%. 
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“‘Necessity Is the Mother of Invention” 


The Carpenter 


elf - Starter 


was invented through the necessity of 
having an Orthopedic Shoe for Infants 
learning to walk. 
“The House Without a Competitor The new Self-Starter has the flexibil- 
ity and comfort of a soft sole, and the 
durability of a hard sole. Leading physicians are advocating the Carpenter Self- 
Starter to strengthen the muscles and properly form the feet of Infants just start- 
ing to walk. 


FULL f 
LEATHER ff 
COUNTER 4” 

\ 


2 PLY FELT DOUBLE THICK 

SOCK LINING FLEXO CHROME SOLE 
3 PLY WOVEN - 
FABRIC INSOLE 


STYLE 200 S Quality, Durability and. Com- .. 


Full Quarter White, Black or Chocolate 
in Stock. Sizes 0-4. Price $9.00 per fort embodied in this shoe for 
dozen pairs. Other Styles in three weeks. less money. . 


Send for Trial Dozen 
Low cuts—$8.00 per doz. Shoes—$9.00 per doz. 


Our Catalog featuring 80 numbers of soft soles, and 1 to 5—3 to 6 and 4 to 8 turns, 
carried In Stock will gladly be sent upon request. 


Ge $RPENTER I 
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NDUSTRIAL advancement is meas 

ured by quality of the product 
Lynn’s earliest shoemakers long ago dis 
covered this law. Thus, Lynn quality 
was established definitely. 



































%, exciusivety & 
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HENNESSEY J. HARNEY 














& READ CO. 3 EHENNESSEY WHITE BUCK i 


MC KAY for GROWING GIRLS. 
MISSES and 


FOOTWEAR <0 ¥ ass, CHILDREN 


“She Shoes You, 
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eycan hoe [aking 
nea Today, Lynn’s large and fully equipped 


duct} plants produce daily thousands upon thou- 


dis} sands of pairs of shoes. Each week, greater 














ality}. advancement is made, due to quality- 








maintenance. 
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Faithful to the Lest 





IN STOCK NOW 


A new specially seasonable style added to an 
already very popular line of six calf skin shoes 
which are being regularly carried in stock. 
No. 2017 has proved very popular on account 
of its conservative style which meets the ap- 
proval of the greatest number of customers. 


Nunn, Bush & Weldon Shoe Co. 
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THOSE E. C. SKUFFERS 


Merchants of experience in all sections of the country are now ready as usual to 
supply the demand for— 





“Another pair of THOSE E. C. SKUF FERS as had.” 


If you are one of those merchants who has not benefited by the every day call 
for “another pair” of this well known line, which has stood the 
test for comfort, durability and every day service, and through 
its merits has increased sales: 


We suggest a 





Misses’ and Growing Girls’ 
High Cut Lace. 
Made in all leathers. 
Mahogany Lotus Calf. 
Gun Metal Calf. 
Brown Kid. 


im) 
Misses and child's Lace. on %S Black Kid. , 
Made in all leathers. & Misses’ sizes, 12?/2. 
Mahogany Lotus Calf. 


o 
% Growing Girls’ sizes, 22/7. 
Gun Metal Calf. + 
© 
LJ 
4 
-" 





Mahogany Elk. 
Smoked Elk. 
Brown Kid. 
Black Kid. 

Misses’ sizes, 122/2. 
Child’s sizes, 82/12. 
Infants’ sizes, 5/8. 
Kacks sizes, 3/6. 





Ask your local wholesaler to submit samples and quotations. Shoes carried in 
stock by progressive wholesalers in all sections of the country. 


ENGEL-CONE SHOE COMPANY 


Boston Office, 215 Essex St. EAST BOSTON, MASS., U.S. A. 





WA AAA HAIN 


“We shoe the entire family” 


NAMA eu niin i 
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DISTINCTION 


and grace is given your store by re. 
equipping with individual chairs, with 
fitting stools to match. You thereby 
offset the competitive advantage of 


== a new siore in your town. 


Nationally known shoe shops use n-'?>, 
dividual chairs and fitting stools. Their 
6} owners know the business value of hav. '>. 
/ ©! ing them attractive. It is good advertising. 2 


eK; You can make your store up-to-date, }:*. 

J make it {he shoe shop of your town fae 
by installing our individual chairs,” 1 32 
and at reasonable cost. We show on i: 
this page one of Chicago’ really beau- 
tiful shops, illustrating our chairs and 
fitting stools. 












4 
7, 


% 
ad 


7, 


x 
he 


(@ 





Write us for "Directory to Store Chairs» +2.” 
of the Better Kind to select from. Send +” 
along a pencil sketch of your inter~ 
tor and we will help you solve your~ 
problem of getting more business: 


wee NTT 


JE CHAIR CR 


FOR OVER A HALF CENTURY 


Makers of Hine Chai 




















LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE: CHICAGO-NEW YORK:SEATTLE-MINNEAPOLIS 




















November 12, 1921 BOOT AND SHOE RECORDER 55 
























POIANA eh ec mo 
COCCI. “A Gare aT ey MARK LA (ANS I DY J // Aco 











HIGH QUALITY 
LOW PRICE 


A Combination That Can’t 
Be Beaten 


Black or Tan 


GENUINE GOODYEAR WELT 


Made in Black and Tan. All 
Solid Leather, full vamp best 
grade outer soles, Punch tip— 
Commonsense or foot form 


last. 























Misses’ school 
heel, 11% to 2, 
Cc-D. 


$2.85 
Child’s spring 


heel, 8 to 11 
’ Sb. P 


$2.50 


Order pees, Tan; 


ee eae The A. S. Kreider Co. 


"xeclusive Makers of Best Shoes for Boys, 
Girls and the Babies 


















DISTRIBUTING HOUSES 
Chicago, I1l., 312 W. Monroe St. 
New York, N. Y., 123 Duane St. 
Boston, Mass., 100 Summer St. 

St. Louis, Mo., 1408 Washington Ave. 
Pittsburgh, Pa., 923 Penn Ave. 
Philadelphia, Pa., 51 North Third St. 
















FACTORIES 


Annville Middletown Lebanon No. 2 
Lebanon No.1 Palmyra Elizabethtown 
Pennsylvania 
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Here’s a Shoe of Unusual 


Value for $5.00 Retail Selling 





the 
pair 





Style No. 9024—Semi-dress dark Mahogany Boarded side, whole 
quarter, Blucher, S.S. Welt, Munson Last, 


C and D Widths, Price $3.60 
Ready for delivery November Ist 
Orders filled in the order of receipt. 
Size up your stock with this shoe and watch your sales grow. 
You can sell it with the confidence that your customers are getting 


all they demand in quality, long wear and good shoemaking. 


You incur no obligation in asking to have one of our salesmen call. 











MENZIES SHOE CO. 





Fond du Lac, Wisconsin 
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--IN STOCK. - 


No. 888—Mahogany kid lace, made by Patented Im- 
proved Welt Process, overweight flexible oak bend 
outsole, custom twill lined, solid leather counter, 
leather trimmings, solid leather throughout. Nature 
shape foot comfort last. 


C, D and E WIDTHS 
READY TO SHIP 


5% to 8, Price $2.35 8% to 12, Price $2.65 


Terms: 2% off 30 Days, or 45 Days net. 











Why be satisfied with ordinary shoes when you get so much more in Pied Piper Shoes? Why waste a lot of 
time and selling energy trying to convince your customers that certain shoes are good? Why not follow the course 
of least resistance—handle Pied Piper Shoes and let these features and merits of Pied Piper Shoes do their own 
convincing: 


1—One-piece solid leather insoles; can’t become loose or seamed to insole; no tacks, no nails, no staples, no 
curl up; keep shoes in wonderful shape. metal fastenings. 
: 4—Patented Improved YVelt—flexible as a slipper; close 
2—Uppers double fastened, first by being inseamed to edge; easy to repair; perfect fitting. 


the insole, then Goodyear sewed to outsole. 
5—Solid leather throughout; best selected stock; longer 


8—Uppers, lining, box toes and counters permanently in- wear proved by test. 


We are showing this season some of the snappiest and newest styles in children’s shoes. Completely backed 
up by beautiful and forceful advertising. Let us.send you new IN STOCK catalog and prices. If Pied Piper Shoes 


aren’t being sold in your town, write us today about the agency. 
. 


Marathon Shoe Co; 


WAUSAU, WISCONSIN 
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La France REST i. : 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 


either toe. Finest 
Brown or Black Kid. 





The Perfected Curative Shoes For Women 


eek 


ARCH. 


meee eee 














La France “REST CURE” shoes are an established success with most 


E have been making 

them iin _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. . 
La France Flexible Welts 


are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 





For the Assistance of 
Our Customers 
We have provided a 


very complete and 
helpful 


Free 
Advertising Service 
on Rest Cure Shoes. 
You are cordially in- 


vited to avail your- 
selves of it. 











position most comfortable 
to the wearer. 

No shoe we know of em- 
bodies all these important 
features. 

In_ selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


La France Rest Cure Shoes Are Carried in Stock 
Boots and Oxfords—Finest Black or Brown Kid, AA-D 


Williams, Clark & Company 


Lynn 


Women’s Welt Shoes Exclusively 


183 Essex St., Boston 
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PARAMOUNT(' pNOVELTIES 


LIVE WIRE STYLES 
AT PRICES 
THAT MEAN ACTION! 


IN-STOCK 


Ready to Ship 

























No. 151—Patent Sally no cut out vamp, 
16/8 wood covered Louis heel, Nuflex 
process, another real one. 


Price $4.25 







No. 140—Patent Colt Delphine Pattern, 
center and instep strap. Cut out quarter, 
17/8 wood covered Louis heel, Nufex 
process. Widths A to D. 


Price $4.25 












No, 537—Fine Black Kid 9 inch Good- 
year Welt, O’Sullivan Rubber top 10%4/8 


heel. 
Price $5.35 


No. 529X—Brown Kid 9 inch Goodyear 
No. 519—Genuine Black Ooze Calf Welt, O’Sullivan Rubber top, 10%/8 heel. 
selected skins, 5 eyelet Oxford. Outside Price $5.75 
wing tip perforated vamp and lace stay. . 
Blind eyelets 1044/8 leather military heel. 
Center toe _ perforation. Smart High 
Grade Welt. Widths A to D. 


Price $4.50 









Finest Grade Black Satin, one strap, 
Real. French Cord Leather Counter and 
Shank. 

No. 1102—Full Louis 

No. 1104—Baby Louis 


Price $4.60 




























The prices on these high quality 
novelties are so low that we can 
accept no order for less than 12 
pairs and only from well rated ac- 
counts. Terms 2%—10; Net 30. 






You'll find these shoes are just 
as represented. Every pair a clean- 
cut, fast merchandising proposi- 
tion. 




























Nickel Buckles, 16/8 Loule celluloid cov: 

ckel Buckles, uis ce oid cov 

WIRE OR WRITE ered | wood heel, Nuflex Process Black. ORDER TO-DAY 
8 ‘0 


Price $4.25 


PARAMOUNT SHOE COMPANY 


199 ESSEX ST. | dg ' BOSTON, MASS. 
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CHILDREN’S SPORT HOSE 


MG/5 Children’s “ONYX.” Medium weight, Seven-and-one rib, 
Mercerized Sport Hose with Cuff Top. Black, White and Cor- 
dovan. Sizes 6-10. 1% doz. boxes. per doz.......... $4.25 


MG/25 Boys’ “ONYX.” Heavy weight, Four-thread, Four-and- 
two rib, Mercerized Sport Hose with Cuff Top. Black, Navy 
and Green. Sizes 8-11. 14 doz. boxes. per doz....... $4.50 


400 BG Children’s “ONYX.” Medium weight, Wool Sport Hose, 
with Jacquard Cuffs. Fancy Heather Mixtures in Brown, 
Grey, Black, Navy and Lovatt colorings. Sizes 714-10. %4 
doz. boxes. per doz.......... $15.00 on size 714. Rise .50 


Various other novel patterns and attractive color combinations 
in Wool. Sizes 714-1014. Priced from $12.50 to $24.00 


Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
BROADWAY AT 24TH STREET NEW YORK 
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Style 119—Patent Roman Sandal, Turn, 


10/8 Wood Military Heel. 


$5.00 





A, B and C 


Style 20—Black Satin Roman Sandal, Turn, 
New Modified French Toe, 15/8 Spanish 
5.00 


mee. BA WC ...50608 


Style 21—Patent, as above, Nickel Buckles. 


fy eee yer es 


OE FO rere $5.00 





Style 117—Patent Three Strap, Turn, es 


Junior Heel. A, B and C 


Style 118—Black Satin, 
Buttons. A, BandC... 


Satin 
and 
Ooze 


as above, Pearl 
$5.00 







Style 16—Black Satin One Strap, Turn, 
Beaded Vamp and Strap, 17/8 Full Louis 
Dee AAO Gi oc... .sc $5.00 
Style 17—Black Ooze, as above, — 
Vamp and Strap. AA to C $5.0 


Four of 
to-day’s 
best selling 


styles at 
$5.00 


On the 
floor 
ready 

to ship. 
Extra 
good 
values— 


ORDER TO-DAY 











G. E. Lippman Shoe 
Co. 
1321 Washington Avenue 
Saint Louis Mo. 


nN 


1 
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BURROWS 
High Grade Welts In Stock 


No. 710—All Black Glazed Kid 5-Byelet 2 Pen ee 
Oxford, Small Perforated Vamp, Lace Stay and Outside Tip, 14/8 Cuban Heel, 7-Iron 
White Stitched Goodyear by Sole. AA, 


and Outside Tip, 14/8 Cuban Heel, 7-Iron 
aA, £46; A, 8; 4%-8; A, 48; B and O, 8-8. 


Goodyear Welt Sole. 
B and C, 3-8. 
$5.50 


$5.00 


— 
No. 641—All Black Glazed Kid, % Foxed, 
Newest No-,G415 A Binck Glazed Kid, % Foxe. Attractive 
Tip, 13/8 Cuban Heel, 7-Iron Goodyear Welt. 
9; A, 3%-9; B, C and D, 3-9. 


on $6.00 P rices 


No. 710-X—All B-Grade Black Glazed Kid, 
5-Eyelet Oxford, Small Perforated Vamp, 
Lace Stay and Outside Tip, 14/8 Cuban Heel, 
7-Iron Goodyear Welt Sole. AA, 4%-8; A, 
4-8; B and C, 3 


$4.50 





No. 712*—All Patent Colt One Strap No. 711—All Van Dyke Russia Calf 5- 
“‘Corona’’ Pump, Imitation Perforated Vamp Terms Eyelet Oxford, Perforated Vamp, Lace Stay, 
Top of Quarter and Outside Tip, 13/8 Cuban 

7-Iron White Stitched Goodyear Welt 


and Cae, Se Full Louis XV ja EA 

Heel, Light Imitation Turn Edge, 5%-Iron eel, 

Turn Sole. AA, 4%-8; A, 4-8; B and ©, 3-8. Net 30 Days Sole. AA, 4%-8; A, 4-8; B and ©, 3-8. 
$5.00 


$5.75 
See Our Exhibit Booth No. 176 N. S. R. A. Convention and Exposition, January 9, 10, 11, 12, 1922. 


Immediate Shipment Guaranteed 


BURROWS SHOE COMPANY, Inc. 


205 St. Paul Street, Rochester, N. Y. 
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BLACK SHOES IN STOCK 





_ AOS. 














STYLE 18 L’7ETOILE LAST 


Dancing Oxford. Patent Colt. Plain Box Toe. 
Invisible Eyelets. 
Light weight Sole and Heel. 


IN STOCK. 


Sizes 7-11, Width AA. Sizes 5-11, Widths 
A, B, C, and D. 


DOPOD COT CDOS OCT aa 
LOLOL OLD OD OLD CD CSCI CI CPCS POLL PEL OD CLT DCD COD DCDCDC CICA CIC CDC ACT CT CTE vi 














Page 18--Dept 5— Stock Book 29 
WRITE FOR A COPY 


The Stetson Shoe Company, Inc. 


South Wevmouth, 90 Mass. 


BOSTON 
Little Building NEW YORK 
Bush Sales Building 





cor. 
Tremont and Boylston Sts. 130 West 42nd St. 
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F121 
A, B, 
A, B, 


C and 


F101 


C and 





Fi3 Chocolate 
occasin 


Goodyear Welt; D 
4-8 


F93 Mahogany Calf, 
Welt: 


a B, C and D, 2%-7. 
, B, C and D, x wt 2 
8’ C and D, 8 14 - I. 
C and D, 5-8. aa 
Same in Nut Brown Calf. 
Goodyear Welt: 
-7 .$4.25 
-2. 3.50 


Gun Metal, 
C and 
C and D, 
B, C and 


mae 
el 


t: 
8 C and D, 
D, 





Elk, 
Flexible 





D, 2% 
11% 


D, 8%-I1... 
D, 5-8 





Lotus, Goodyear 


11%-2. 
8%-I1.... 


Goodyear 





F335 ey. Goodyear Welt; 
, B, C and D, 2%-7.$4.15 
F333 rode Brown Calf, Goodyme 
Unlined, Welt, A, B, C and D, 2%-7 
Sole, 
and E, 
$2. 


F30 Russia Calf, Moccasin Flex- 
ible Sole, "Goodyear Welt, 
D and E, 4-8 60 





IN STOCK NOW 


Just a few of the best sell- 
ing numbers in 


Buster Brown 
SHOES 
Every one in stock for at 


once delivery. 


Mail Orders filled immedi- 


$4. 75 ately. 


: 3:38 
2.75 














F122 Patent, Goodyear Welt: 
A, B, ~ sae SS ties eee 
B, C and D, 8%-II. 


3.15 
2.60 





Fos boomy Calf, 
yo 8, <3 PY 2%- eg 3 


F8 ene Lotus, Goodyear Goodyear 


Wwows See ane, 


MANUFACTURERS 
ST. LOUIS, U. S. A. 
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Buster Brown 
presents the biggest 
values in shoes for 
}Boys and for Girls 


See page opposite for 
Seasonable Numbers In 
Stock. 



















For Girls For Boys 


of 2 to 16 


Buster BROWN.SHOES 





T REQUIRES courage to build shoes to a known 

standard of excellence—rather than to meet a 
popular price. This shoemaking courage has made 
millions of friends for Buster Brown Shoes. 


Today, Buster Brown—the Brownbilt Shoes for 
Boys and for Girls—are worn by more children 
than wear any other make of Goodyear Welt shoes 
—due to the distinct features of the Brown Shap- 
ing Lasts, which keep the growing feet strong and 
sturdy and prevent foot troubles. 





Buster Brown Shoes are made from dependable 
leathers—have soles cut from the heart of the hide 
—with Goodyear Welt Construction—outwear ordi- 
nary shoes—and cost very little more. 


Draws Dunos Gownganna, 


First Successful Shoe Manufacturer in St. Louis 


FOUNDED 1878. 
K371 Gun Metal, “ora Welt: 


» C and D, 
mB, © O68 Dy JO. 1050000 
ae eo) eS See 






Note the heel-seat 
on this Brown Shaping Last, 
which gives proper support 
for weak ankles 


MODEL NO. K-371 


Buster BROWN 


—A BROWN SHOE 


K372 Mahogany Calf, Goodyear Welt: 
ere $3.69 Ses ee  aaaaaaeSSeee,S __sé‘il 
ere 3.25 Bey So Os BBB eo 50:04 000100006. A 
cis 2.85 ie OP oe SS eae 
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The Rice & Hutchins 
The Rice & Hutchins 
The Rice & Hutchins 
The Rice & Hutchins 








Because 


they wear like iron—they have a touch of grown-up 
style—they satisfy parent and child—sell at a price 
consistent with quality netting the retailer a good 


profit. 


That’s why Rice & Hutchins children’s shoes are 


always in demand. 


The shoes shown are typical of the infants’ styles 
carried in stock by our nine distributing houses. In 
addition, each house has a full line of extra misses’, 
misses’, boys’, little gents’ and children’s shoes— 


always in stock. 


RICE & HUTCHINS DISTRIBUTING HOUSES 
The Rice & Hutchins Cleveland Co. 


Chicago Co. 

New York Co. The Rice & Hutchins St. Louis Co. 

Baltimore Co. The Rice & Hutchins Atlanta Co. 
The Atlas Shoe Co., Boston, Mass. 


Cincinnati Co. 
The Joseph I. Meany Co., Inc., Philadelphia 


Rice & Hutchins, Inc. 


10 High St., Boston, U. S. A. 











— ie ae ok ee lpi 
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Taking It Out of the Shoe 


The Trade Is Not to be Stampeded Into Shoes at a Price 
With Quality Standards Destroyed 


anybody. The buzzard store and factory 

is a menace so great that it is high time 
for plain talk. The cry of price is heard the coun- 
try over. It is so insidious that it is tearing down 
the structural standards of shoemaking and mer- 
chandising. It has got to cease, or else—frankly 
face the issue—shoes for appearance only, substance 
be-damned. 

Everywhere the call is “can’t you take it out of 
the shoe?” The answer in most cases is “it can’t 
be done, for in most shoes if anything else is re- 
moved naught remains.” Be it fully known that the 
desire to cheapen comes not from the manufacturer, 
but from the merchant who is timid or in business 
for only just so long as he can get the most out 
of it. There are also many manufacturers who will 
forget all business-building principles in order to 
cut and trim the shoe to its shortest price. It is 
time to think it over—will price or quality win out? 

It is not a question of grade or finish of leather 
or the idea that quality always means a high figure 
on shoes, for often a good leather and honest trim- 
mings will put together can be marketed at a low 
price to the public. At any rate some big concerns 
are showing production totals of surprising figures 
on shoes at a low and fair price, materials and style 
considered. Our issue is not with the honest shoe 
built to its proper grade and sold at its proper price. 
It is with the shoe that from external appearances 
is top-grade and in substance so deceptive and 
worthless as to make the purchaser believe that 
the whole industry does business that way. It is 
the cent value here and the dime value there taken 
out that makes the cheap shoe rival the “one horse 
shay.” A touch of real winter and the “trimmed 
shoe” shows its falsity. 

Some merchants in their desire for better net 
profits want to come back on the manufacturer and 
cut down wholesale prices, instead of going in the 
other direction and working for a better average of 


Jo: has never built up a business for 





retail prices. It seems to be a case of getting at 
the matter the wrong end first. 

There is some chance for the merchant who tries 
to get a better average of prices for the shoes he 
sells, because the margin there is broader and more 
flexible. The public will be willing to pay better 
prices for good shoes after an experience or two 
with false footwear. But to kick back in the other 
direction and try to take it out of the manufacturer 
is something that simply can’t do the merchant much 
good. 

“It is impossible to cut shoe manufacturing cost, 
which the strong competition in the trade has al- 
ready brought down to exceedingly low limits—and 
the manufacturer is face to face with market for 
materials, with almost every kind of good material 
slowly but steadily creeping up. He simply can’t 
help himself. He can’t make the same shoe in 1921 
that he could in 1914 at the same price, if he in- 
tends to stay in business. 

“If the answer is, ‘Can’t you take it out of the 
shoe?’ the reply is that it is not advisable. Every 
shoe merchant is building for next year’s business as 
well as for the present. He cannot afford to handle 
shoes that disappoint his customers. He is trying to 
broaden the financial foundation of the whole trade 
and to help his own profits by increasing his sell- 
ing volume rather than trying to cut down at the 
other end of the line in buying. 


Time for Style Consistency 


For the average run of. customers there are two 
times when they will not buy certain styles. First, 
when “nobody” is wearing it; second, when “every- 
body” is wearing it. 

Of course, “somebody” has to introduce the styles. 
But it is not the average consumer who breaks new 
ground in this particular. It is the exceptional fash- 
ion leaders of the community. Then the new ideas 
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gradually get under way, and if the style has spe- 
cial merit, it works its way through the high grade 
goods, then is imitated in lower priced goods—and 
then when “everybody is wearing it,” the style lead- 
ers and their nearest followers drop it and go on 
to something else. 

Some merchant said that “Fashion was the effort 
of one woman in a hundred to be ahead of every- 
body else, combined with the efforts of the other 
ninety-nine to keep up.” That hits off fairly well 
the real psychology of the matter. Perhaps it would 
be more rational and sensible for us all to adopt uni- 
form styles; but sensible or not, humanity is not 
thus constructed. The natural human desire for 
change and variety expresses itself in following the 
changes of fashion. Inasmuch as people are willing 
to pay hundreds of millions of dollars a year for the 
privilege of changing, it is not the duty of either 
manufacturers or merchants to bar them from that 
privilege! 

Change the styles, but do not change them too fast 
for profit. 

The question is: Why could not the shoe trade 
have had more to say about the matter? Why 
should not shoe merchants and shoe manufacturers 
manage affairs as to avoid being caught short of 
goods the public wants, and caught corresponding- 
ly long on goods which the public does not want? 
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Every movement that is made looking toward style 
consistency and style agreement is promptly pounced 
upon by knockers. But here is the trade suffering 
a loss which, taken the United States over, will 
amount this season to hundreds of thousands of dol- 
lars in cut prices on well-made shoes which lag on 
the shelves, while at the same time retail and whole- 
sale dealers and the manufacturers were hustling 
their heads off to keep up the supply of styles, the 
extra demand for which developed suddenly and un- 
expectedly. 

Is it a good thing to be tossed hither and yonder 
by public caprice? Is it a good thing for dealers to 
be obliged to send in “rush” orders for certain 
styles, while other styles are lying idle on their 
shelves, only to be sacrificed at a loss? Is it a good 
thing for a manufacturer to be obliged suddenly to 
throw aside patterns and to concentrate on some 
unexpected style, turning out the work hastily, with 
all the attendant losses and blunders that go with 
haste? 

There is certainly no objection to new styles. 
Manufacturers are glad to make them and dealers 
are glad to sell them. The only point is: Why not 
have more weight and influence in determining in 
advance what the big thing for the season shall be? 
These are questions which the trade itself can an- 
swer, nobody else. 








GUARANTEEING OF PRICES 
An Unsound, Unfair Business Practice Creating an 
Artificial Condition 
By Sol Wile, Secretary National Boot and Shoe Manu- 
facturers’ Association 


Last year at different times I had occasion to call 
your attention to practices which were being in- 
dulged in to stimulate business not based on cor- 
rect business principles and which if persisted in 
would stimulate abuses and lead to confusion and 
trouble, and I make particular reference to the gen- 
eral Guaranteeing of Prices or Guaranteeing against 
Price decline. 

I have always held that the acceptance of an order 
for his commodity by a manufacturer, makes a con- 
tract and provides that the manufacturer will pro- 
duce the commodity according to the specifications 
and deliver the same at or about the date and the 
retailer or wholesaler, who placed the order with its 
terms, in accordance is to pay the prices as noted in 
the order. 

An agreement or understanding which makes the 
terms of that contract uncertain or lacking in mutu- 
ality, is wrong business and not based upon sound 
principle. 

I call your attention to it at this time because 
abuses are easily established and not so easily cor- 
rected, and while the present conditions are not what 
we would like, business is bound to come and needs 
no artificial stimulant to expedite its coming. 

Suffice it for the present, to reproduce the argu- 
ments that were presented at a hearing by the com- 
mission last year, of those opposed to the practice. 


The Burden of Liability 


It is an unsound, unfair business practice. Un- 
sound because it creates an artificial volume of or- 
ders for the manufacturer, on all of which his 


amount of net return is uncertain until a consider- 
able time after all fabricating processes have been 
finished; unfair because it puts the wholesaler’s and 
retailer’s just shares of liability for market fluctua- 
tions upon the manufacturer, instead of preserving 
the equitable rule of requiring each trade agency to 
carry its own burden of liability. 

The practice tends to keep prices up because if a 
considerable number of manufacturers in one line 
of production have guaranteed prices and have, there- 
fore, placed themselves in a position to suffer loss 
if prices decline, their entire influence will natural- 
ly be exerted to prevent a decline. 

If a majority of the manufacturers in one line of 
production have guaranteed prices and will lose if 
they decline, the price cannot be reduced, because 
none of that particular produce can be secured ex- 
cept through the agency of the manufacturers who 
have guaranteed and who are bound to try to main- 
tain the prices until the liability under their guar- 
antee has been discharged. 


A Menace to Small Businesses 


The practice operates to harass the small manu- 
facturer because he must, in competition with his 
more powerful business rivals, who are guarantee- 
ing prices, also offer this inducement to purchaser 
although he is not able financially to safely incur 
such a responsibility. 

It introduces into trade an element of uncertainty 
and encourages speculation; that it encourages over- 
production on the part of the manufacturer in that, 
due to the abnormal orders received, the volume of 
possible business seems to be larger than it really is; 
it disturbs the well-established rule, which has 
been proven to be sound and conservative, of fixing 
finally the selling price of goods at the time of the 
transaction. 

















en 


ise 
2X- 
ho 


ar- 


ity 
ar 
at, 
of 
S; 
as 
ng 
he 





November 12, 1921 


SD MD as Auld 7 SE iss fol 




















+000 





> 
2. 
>) 


LY 


BOOT AND SHOE RECORDER 





Tne RECORDER. 
navi or Service 





17 











fijcinart Styles| 








Advanced 
utumn Styles 


Greatly wanted for immediate wear, 
because of it’s comfortable lightness, and 
while good for street hs gm im the dull calf 
ideal for dancers. Of course the 


as 


ns 
patent is 


same 
iL appearance goes all the way through. 


Soe Co: 


6 E. State St. 


Moderate Prices 
as 1S ae ecm acerca Norse ices tH 


Polot 







“Tuxedo Park” 

Dull, Patent 

Price, $7.00 
Soft box 
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: 
Regular Prices 

Average Prices 
Women’s Pumps and Oxfords...... $8.55 
WA US i kk cnacennceneuce $7.25 
PR CED 5 6.siscc Gastar sdoasen $8.60 
MO OOO 6 b.kk 6 cc saeco baeschas $8.00 
: Sale Prices 
Women’s Pumps and Oxfords...... $6.60 
WGI BES 3 ok 3 kn cee Setiecsns $4.00 
ne erry $6.75 
a Ae Peer Oe ee $5.20 


Merchants Are Active 


Advertising, if anything, is getting more 
vigorous. There isn’t much that could be 
said to influence wearers that is being left 
unsaid, and the proportion of sales is very 
low. During this period of price lowering 
the morale is splendid. And prices are lower- 
ing according to the difference between the 
figures gathered now and those of the last 
survey. 


Average price based on 
1000 ads throughout the 
country 


Analysis of Merchants’/ Advertising 
_During Period October 15th to 20th 



















Price Trend 


Cropping up here and there are the new 
shoe stores with a standard price of five dol- 
lars and again there is the chain store featur- 
ing five dollar shoes. In the towns where 
these concerns are located prices generally 
are likely to lower faster than where the 
influence of such prices is not felt. Yet with 
sales on men’s shoes at $5.20 as the average, 
and $6.60 on women’s shoes many merchants 
have little to fear from this competition. The 
real discrepancy comes in the fact that the 
prices $10.00, $11.00, and $12.00 are more 
often seen than those of $7.50 or $8.00. The 
average prices given above are high because 
of the preponderance of those larger figures. 

For example, most every merchant’s prices 
range from $6.50 upward and the question 
naturally arises as to how the bulk of his 
stock is balanced between the prices $6.00 
and $12.00—whether the higher or lower- 
priced merchandise predominates. 

That is a question for every merchant to 
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dShoes- 


THE STORE OF ORIGINALITY 
SIXTH AVE. & FIRST ST. 


A Mode That Distinguishes 
An Unusual Value 


$5.95 


in Patent Leathe: 
Short Vamp, 
Three Strap 

Models 





These “sporty” patent leathr pumps m the three- 
sirap, side buckle model are the season's latest and 
again shew the Boston's superiority for adgance styles. 
Performations on vamp, strap and top add much to the 
strthing appearance of this model. 

Tho attractiveness of a modest price will quicken 
your purchase for this ts distinctly an extraordinagy~ 
value 

















































LOOK FELLOWS! ‘ | 


SCHMITT, The Shoeman 
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Equally smart in ail-tan 
Russia, tan Russia with 
buckskin inlay, and with 
or without the fringed 
tongue, 








H20°Chesinut St. 








Sees 
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Hitimiale, Mich 















Let us help you selecr 
your fall footwear from 
our new collection, just 
received. Prices are 
agreeably moderate. 
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BENTzZ & DUNN 
“THE HOUSE OF SHOES” 











AN EXCEPTIONAL SHOE FOR 


$6.50 


—_ 





Follow the footprints to 


HANFORD & ADAMS 


43 North Street te etciaiierloiielaianeall 














| Here’s a Sweet 
Little Party Slipper 


— at a modest price 









in our Fall Stock. 










ful French Heel. 






























































It’s one of the liveliest models & 


Of exquisite rich black satin of § 
the highest grade with a beauti- 































































ponder for there are among everyone’s trade 
those who are forced to economize, and yet 
who demand quality. The better equipped 
one is on sizes and styles in the lower-priced 
shoes the more likely are old customers to be 
retained. 


Advertising Is Constructive 


The lack of confidence-destroying cut-price 
sales is worth taking note of, and still more 
so is the able manner in which competing 
merchants of Appleton, Wisconsin, handled 
what promised to become a needless waste of 
good-will with consequent ruination of a good 
territory. 

Dr. Sommer’s New Dawn Shoes, manu- 
factured by the Marathon Shoe Company, 
Wausau, Wisconsin, are very popular in the 
Appleton district and in order to meet the de- 


mands of th epublic these shoes were handled 
by most of the leading merchants in this town. 
As is the general tendency when more than 
one merchant handles the sale of the same 
article in a community, a price cutting cam- 
paign was started, one merchant trying to 
outdo the other until the confusion of the 
public reached a point where there was prac- 
tically no market for Dr. Sommer’s New 
Dawn Shoes or any other men’s shoes. 

When this condition was analyzed and the 
facts brought before the dealers concerned, it 
was readily apparent that.instead of any ad- 
vantages accruing from this price cutting war, 
their methods were causing ruin. As a result, 
the dealers got together and arranged a uni- 
form price in selling Dr. Sommer’s New Dawn 
Shoes. They went further even, anad instead 
of advertising individually, Bohl & Maiser, 
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The Shoe That Does Away 
With Tired Feet 


IT RESTS THE NERVES 


Made Under the New Process—No Nails or Stitching on the Inside 


























see : 3 

QUALITY Ss 
‘JNO VAMP SEAM TO RIP OR TO HURT THE FOOT , 
FOOT EASE! Bsr” ——- FOOT COMFORT! wniPer't.."fz, soot etic 





This shoe will give you long wear because it is of highest quality leather and 
construction throughout. The soles are waterproof and are Goodyear stitched. 
No nails or tacks can touch your feet, or rub or tear yoursox. The 
shock absorbers and the smooth insole prevent all this. Try a pair and see! 


EXCLUSIVE AGENTS FOR APPLETON 


BOHL and MAESER 





SCHWEITZER-and LANGENBERG 
HECKERT SHOE COMPANY 











( | You'll like this 
medium toe last 





in our great $7 line 
this fall. It's an all lea-. 
A shoe you’can start ther shoe that will give 
right out in without immediate « satisfaction 
pecarts you are going with hea _ The 
wlar snade 
Seer s12.80 (Toney Red) calf ‘7 





And the Ornar fall shoes $6 10 312 (Moin Flour) 
righs socks, too. 
You cas be 


ofteigessial Malina 


WE CLOSE AT 6 SATURDAYS 











Men’s Brogues A QNE of our best sellers Dies 
; . THE *PANAMA* 








Right Shoes For Growing Feet 
Scientifically Fitt 
Today's children need have none of those 
ailments from which many “grown-ups” 
suffer. Our JUNIOR DEPT. provides a special 
service for the correct fitting of boye and 
girls’ shoes. 
_ Durable thick sole shoes for boys and giris. 
Built of brown service calf and fitted by the 
X-Ray Foot-O-Scope. 


Sizes 5 to 8 , $3.50 
Sizes 81. to 11 H4.00 
(Second Floor) 
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20 Styles~Fall Oxfords, 
Pumps and Slippers 
All Sizes--All Widths 


Shope: Sorosis sales are rare. When we 
offer reductions, they bring crowds 
to our Shoe Department. 

This sale comes at the height of a 
busy fall season, and will bring a bet- 
ter grade of shoe for your shoe money 

, outlay. 

These are NEW- STYLES and 

STAPLE STYLES. 


~ Boe U-known « 























Schweitzer & Langenberg, and Heckert Shoe 
Company, the exclusive dealers, agreed to run 
jointly one ad a week on Dr. Sommer’s New 
Dawn Shoes. The space to be used in Apple- 
ton newspapers with all three names appear- 
ing under this one ad. Extraordinary results 
followed. Dr. Sommer’s New Dawn Shoes are 
selling faster, the public is impressed with the 
idea that these stores are trying to render 
maximum service. It has established a new 
spirit of co-operation—an entirely new idea 
in the merchandising of shoes which may 
prove to be the harbinger of wide adoption of 
this policy by merchants in many other com- 
munities. 
Advertisers’ Slogans 


The working out of a phrase to epitomize 
a store’s service to its patrons reveals not a 








little ingenuity on the part of the originators. 


“The home of mighty good shoes, where 
quality is higher than price,” says G. D. Phil- 
lips, Inc., Seattle, Wash. 

“Wilmington’s Most Reliable Store,” from 
The Kennard-Pyle Co., Wilmington, Del. 

“Miles of Smiles and Satisfaction,” J. S. 
Amrine & Sons, Peoria, II. 

“Seems as though they never wear out,” 
The W. A. Withers Shoe Co., Shamokin, Pa. 

“Successful Thru Service,” Royer’s, Union- 
town, Pa. 

“The Store of Standardized Values,” 
Crutcher & Starks, Louisville, Ky. 

“The Shoe Store Ahead,” O’Brien-Kiley 
Shoe Co., St. Joseph, Mo. 

“Caradine’s Prices Keep Caradine’s 
Crowded,” Caradine Shoe Co., Memphis, Tenn. 
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(Continued from Issue of November 5) 


MY CONCLUSIONS 


AM temperamentally an optimist. My ex- 
perience in life, such activities as my call- 
ing, business and social relations have 

brought me in contact with and the knowl- 
ledge I have gained from men and books have 
confirmed and strengthened my optimism. In 
my own philosophy I have come to define op- 
timism as the product of good health plus com- 
mon sense and some knowledge of the facts of life 
and living; just as I conceive pessimism to be a 
species of despair and an ignorance of what life 
and its realities are. Because I am an optimist I 
find human-kind about the same everywhere; I find 
them reacting to the experiences of life and the 
conditions of living in Bordeaux as in Boston, in 
Rome as in Rochester, in Warsaw as in Worcester, 
in Europe as in America. So I believe Europe will 
come back to normal life and prosperity as we will 
in due season, chastened by her terrible experience 
I know, wiser I hope. 

Wisdom has been defined as accumulated experi- 
ence, a mass of knowledge garnered in the past which 
teaches us to avoid the traps and pitfalls our past 
ignorance, obduracy or folly led us into. Already 
the world is striving to reach some agreement, for- 
mulate some plan by which the waste and wicked- 
ness of war may be prevented. If scalded cats 
learn to dread cold water and burned children to 
avoid fire, perhaps men may learn to let war alone. 
I believe the world will find a way out of its mess; 
it always has, because the law of life is “Root hog 
or die”; and the restoration of Europe will be swift 
or slow in proportion as we recognize the inescapable 
fact that every man is his brother’s keeper. 

History is always repeating itself; which is only 
another way of saying that under certain similar 
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conditions humanity has always acted in about the 
same way and always will. 


Age-Old Human Folly 


The great European war was not a new experi- 
ence in human history, it was merely a repetition of 
an age-old human folly, an attempt to settle a quar- 
rel and remedy a grievance by wholesale murder 
and destruction; and, though it was a struggle on 
a wider stage, on a larger scale, with more deadly 
instrumentalities, it was in its essence the old folly 
repeated and multiplied. 

Pestilence and death are respecters neither of 
persons nor frontiers. Men cannot escape the con- 
sequences of the evil they make. Wars and plagues 
are the product of human weakness, of the viola- 
tion of the laws of God and nature; they are man- 
made evils and must be cured by facing and fighting 
them and not by fleeing them. From the beginning 
the unchangeable law has been that if we would 
have a civilization and all it means in health, happi- 
ness and hopefulness we must pay the price of that 
civilization in sweat and sacrifice. 

I am not disposed to preach to my’ neighbors, but 
I am solicitous to emphasize this philosophy of life 
men are so prone to forget and which has its perti- 
nence in considering the restoration of Europe to 
normal life. 

To-day in continental Europe the capitals are 
crowded with the reckless and spendthrift whose 
motto appears to be “Eat, drink and make merry,” 
who imagine that by ignoring the disaster and de- 
struction that are written in ruined villages and 
untilled fields, such things will cease to exist, and 
who seem to believe there is a magic in bottle and 
fiddle that can bring health and harvest to a wounded 
world. The vagrant American visiting these cap- 
itals, viewing and mixing with this hectic and un- 
wholesome life, does not and cannot grasp the real 
conditions of Europe, where much of civilization 
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has been wrecked and its momentum slowed down; 
and he is prone to carry home the idea that the 
troubles of Europe are very much exaggerated and 
largely imaginary. 

My most recent visit to “Whispering Europe” cov- 
ered most of the countries affected by the war. I 
know the physical evils over there are very real, 
very tangible and in plain sight of eyes that can 
see and ears that can hear; but they will not be 
found in the great centers of population; they must 
be sought in the towns and villages and farms and 
fields, whose people constitute the body and soul of 
all countries in all times. 


The Aftermath of Distrust 


Europe is suffering, suffering physically and psy- 
chologically, for the four years of terrible war, 
with its suffering, sacrifice, suspicion, fear, hatred, 
hunger ahd unhappiness have left an aftermath of 
distrust, of vague uncertainty, of questioning of 
men and motives that halt initiative, enfeebles 
effort, attenuates effort and baffles courage. Europe 
is neurotic; distrust and uncertainty hang like a 
cloud over the Continent; faith in religion and hu- 
manity has been bruised and battered, and, as I 
have previously stated, the nations have become a 
congeries of whisperers. Old landmarks have been 
obliterated; the old order in many places has dis- 
appeared; the rich have been stripped and: impov- 
erished and the great have been brought to earth. 
Nevertheless I believe the worst is over; Europe is 
getting on its feet; the political preachments and 
social and economic experiments that grew out of 
the war, particularly in eastern Europe, merely set 
the world upside down and proved unsubstantial and 
lacking in nourishment; the doctrinaires are dis- 
credited; the illusions are vanishing and the hard 
facts of life are emerging. Time, patience, courage, 
common sense and hard work will solve her prob- 
lems. Why not? 

The old Europe of former centuries, destroyed, 
devastated and warred to exhaustion; but she always 
came back, freed from some of her evils and burdens 
—serfdom, the feudal system, the man on horseback, 
the divine right of kings and such. What old Europe 
suffered, and the extent of its losses we cannot 
know, because that world was cruder and more 
meanly equipped for progress than ours. Relatively 
its conditions were worse than those of to-day; but 
its courage and its faith were unconquerable. This 
modern world of ours is small compared with that 
of Constantine, Columbus and Washington; steam 
and electricity, cables and printing presses have 
annihilated distances, opened dark places and 
brought the nations into closer touch; and we are 
led to believe that the horrors of this war were 
unparalleled in history, because all its gruesome 
details were served up to us daily with our bacon 
and eggs. 


World Will Continue Despite Shock 


That old world always came back; we are its heirs 
and the living proof of its recovery; and this 
wrecked. and nerve-shattered Europe will come back 
just as certainly as and more swiftly than the 
ancient, for our modern world has resources and 
instrumentalities our fathers did not dream of. This 
is our day for courage and common sense, for faith 
and good humor and the touch of brotherhood. It 
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is a day in which there is no room for despair, no 
place for discouragement, and much need for pa- 
tience, tolerance and the helping hand. 

Why worry when we can work? 

Europe is hungry and naked in spots, but hunger 
and nakedness are the teeth with which necessity 
bites into the discouragement of man and drives him 
to field and farm and forest and fishery, to mine and 
mill, to labor and produce, to harness destiny and 
conquer fate. The brave and strong work and sur- 
vive; the faint-hearted and weak fall by the way; 
and the survivors carry the banners of civilization. 

Of a certainty Europe is coming back, slowly and 
painfully, but surely, and we must help, for our 
fortunes are bound up in hers. It needs time to 
normalize her nerves, to get back to health and hope, 
to get behind plow and spade and wheel, to learn 
again that work is wealth. She is gradually subor- 
dinating politics to economics, turning theories and 
rainbows out of doors, grasping the realities and 
getting onto her job. When the men in the cabinets 
and capitals cease worrying about the illusions of 
self-determination, the importance of old races and 
new governments and recognize the prime impor- 
tance of homes and families, of bringing in harvests 
and turning out products it will be well with the 
Old World. 


Stop Gabbling and Guessing 


Europe must stop gabbling, guessing, squabbling 
and squawking and get busy building, plowing, sew- 
ing, producing, for these are the only things that 
will stock lean larders and fill empty bellies. She 
must disband her armies and put her soldiers to 
work, for the world has more confidence in the man 
behind the plow than the man behind the gun. A 
tractor in a field is more useful than a machine gun 
behind a fence. 

There is nothing essentially new in this philosophy 
of cheerful, hopeful optimism; but there is need of 
shouting it from the house-top in these days when 
the crape-hanger is abroad. 


Financially, Europe—continental Eurdpe—is liv- 
ing in a fool’s paradise; it is engaged in the ancient 
folly of trying to make something out of nothing; 
trying to lift itself out of the mud by its boot-straps. 
In a word, it is trying vainly to make values out 
of the valueless, to mint the fool’s gold in the rain- 
bow and feed the world by paper orders on the con- 
tents of Mother Hubbard’s empty cupboard. 

European paper money values appear to grow less 
as we travel east from the Atlantic seaboard; they 
vanish altogether in Russia. This may be attributed 
to two elements, the comparative stability of the 
national governments and the volume of their na- 
tional debts. As a general proposition, government 
grows weaker and less efficient as we travel east, 
and yet the fact remains that in the potential wealth 
of natural resources and the economic possibilities 
that lie in their productive ability under sane admin- 
istration and peaceful conditions, .Poland, Russia 
and western Asia are richer than middle and west- 
ern Europe. Peace and domestic security, coupled 
with sound and wise government, would enable Po- 
land, Russia and Siberia to give Europe the pros- 
perity she needs. Their resources plus the skill and 
economic knowledge, brains and equipment of middle 
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Europe would bring back Europe in short order; 
but these, apparently, must wait until the politicians 
have done muddying the waters of civilization. 


Deflation of Currency Must Come 


What is going to be the mental reaction of the 
great working class when the process of currency 
deflation sets in and they begin to handle less 
money? These people are not trained thinkers. They 
are not accustomed to analyze and balance economic 
facts and figures. To them the most important thing 
is what they get at the end of a day’s work. They 
are quite satisfied—many of them—in the handling 
of large amounts of worthless paper money. It 
would be a difficult thing to-day to get them to go 
back to 1914 wages, even though 1914 wages would 
buy for them as much as to-day’s wages will buy. 
It is possible that deflation may be gradual and 
‘that people will adjust themselves to it without any 
great mental reaction. But I believe that in some 
of the countries a new form of currency will have 
to be introduced in order to save the day. If this 
is so, there is going to be much grumbling on the 
part of the wage-earners who always believe that 
they are getting the raw end of the deal. It will 
take some clever maneuvering to make them look 
at any sudden deflation with an intelligent and 
patient eye. 

One thing that this orgy of deflation has accom- 
plished, if nothing else, is the enlightening of a 
few minds as to what money really is. Money in 
itself has no value. It is simply a medium of ex- 
change wherewith one can obtain a portion of tangi- 
ble wealth or can hire dependable men to create 
new wealth. The printing presses of Paris, Vienna, 
Petrograd, Warsaw or Berlin cannot create real 
wealth by simply spewing forth huge wads of printed 
paper in the form of currency. There has got to 
be something back of that money in the way of 
actual accomplishment to make it worth anything 
at all. Too many people have to-day lost all con- 
fidence in the currency of their country. That is 
a good sign in a way. It is an evidence that they 
realize that hard work creates wealth—not printing 


presses. 
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entirely unselfish work; she must be assisted, and it i« 
up to us to do the job if we want to get the trade. I ai 
not prepared to say how it can or will be done: 
wiser heads than mine are struggling with tha: 
problem; but I do know it must be done. 

Europe owes us a lot of money; until she gets 
on her feet she will continue to owe us a lot. It is 
still true, to use a homely phrase, “You can’t take 
the breeches of a Highlander”; you can’t get milk 
out of a hitching-post or cash out of an empty till. 
We must give our creditors time, and plenty of it, 
if we expect to get anything back from them; and, 
while they are gathering financial strength, eco- 
nomic ability and national credit, we must trade 
with them and nurse them along for our own indus- 
trial security and prosperity. 

We cannot sell abroad because our prices are too 
high—we are afraid to buy from abroad for fear 
of injuring “home industries”; but it is a sure bet 
we must buy from abroad if we ever are to straighten 
out this nasty muddle. We have to buy if we want 
to sell. It is always a case of give and take in 
economics as well as in anything else. Protect our 
“home industries” where we must, but give the 
other fellow a chance to work for us and we will 
soon find ourselves in a position where we can work 
for him. Tariff walls are a dangerous thing if by 
“keeping out” they also “keep in” goods. 


Spread on Goods the World Over 


If surplus goods in storage could only be spread 
out like so much rich manure over the worn-out 
lands where they are most needed we would soon 
be making some progress toward economic recovery. 
We here in the United States can go ahead and 
produce 70 per cent of our capacity of foodstuffs, 
raw materials and manufactured articles without 
worrying very much about the rest of the world. 
We can then satisfy home demand. But how about 
the possible 100 per cent? There is about 30 per 
cent unaccounted for, and unless we can produce a 
market for the extra 30 per cent, how can we satisfy 
the demands of invested capital and give labor the 
necessary hours and reward of work? If our philoso- 
phizing convinces us that 70 
per cent production is pretty 





We Want Speedy Economic 
Restoration 


It goes without saying that 
America is vitally interested in 
the economic restoration of 
Europe; she is our best cus- 
tomer, and her ability to buy 
our products, raw and manu- 
factured, is the key to our own 
industrial activity and employ- 
ment. Whether we like it or 
not, all the world is its broth- 
er’s keeper; no nation, however 
rich and stable, is wholly self- 
dependent, entirely independent 
of other nations. Our indus- 
trial production is such that we 
cannot consume all we produce 





good, after all, then let’s look 
a little further on. Competition 
begins to butt in. Pretty soon 
that 70 per cent of home-needed 
goods will be made in fewer 
factories. Eventually home 
competition — improved meth- 
ods of manufacture and selling 
on the part of some manufac- 
turers—will drive other manu- 
facturers to the wall. 

So there we are. We must 
place that 30 per cent of surplus 
production—and the only way 
to do it is to acquire foreign 
trade. Let’s say that we sell 
30 per cent surplus at cost—no 
profit at all. Even then we will 











and must find foreign markets 
for our surplus or go back to 
a curtailed industry and un- 
employment. To put Europe 
on its economic feet is not an 





To reveal the most beautiful part of the 
foot the American designer now follows 
the Parisian idea of deep cut-outs. This 
satin turn with its silver buckle by 
Morgan Grossman, Brooklyn, N. Y. 








be a heap sight better off in 

the long run than if we let 

home competition raise havoc 

with our home industries. 
End 
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From Tots to ’Teens 


More than one-third of the entire population of the 
United States is under the age of fourteen. 


Taking the moderate average of three pairs per child 
and we find 100,000,000 pairs of juvenile foot- 
wear are needed each year. 


It is time to consider the scope of shoe service to 
children—a correction of the old theory that 
the children’s shoe business is inconsequential, 
of little value to the effort expanded. 


Hold to the NATURAL LAST 


Whatever the call for style—depart 
not from the tried and true last, de- 
veloped by years of study of natural 
foot shapes of children’s feet. 


If you must have style, make the pat- 
tern, leather and stitchings different— 
BUT NOT THE LAST. 
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Seven to One in Schedules 


Accurate Buying for the Children’s Department Means More 
Concentrated Study and Less Stimulation 


N buying women’s shoes only one run of sizes 
has to be considered. The same is true in 
buying men’s shoes. Certainly widths must 

be considered, but that problem also presents itself 
in buying shoes for the kiddies and the older boys 
and girls. 

The buyer of children’s shoes has to consider 
seven or eight different schedules in order to pro- 
vide his department with sizes from soft soles to big 
girls, and include the little boys and big boys. 

While there are certain well defined runs of sizes 
which prevail in nearly all factories there are other 
runs which observed by only a few factors and used 
by comparatively few buyers. Soft soles usually run 
0 to 4; First-steps 0 to 5; infants’ wedge or spring 
heel 5 to 8. Right here, however, is where many of 
the larger buyers insert an extra schedule which 
runs 8 to 8. 

Up to 8 the majority of better grade stores sell 
turns almost exclusively with the exception of a few 
very flexible welts for the more sturdy youngsters. 
The 8% to 11 run is recognized by most factories 
and most buyers as is also the misses’ run 11% to 2. 
But even here, runs are frequently split and certain 
type lasts are bought on an 11 to 2 run. 
This is notably so on the modified Eng- 
lish last which is used to a great extent 
for girls of more mature years but with 
small feet. Many buyers extend the 5 
to 8 run,up to 10 in certain types of 
turn soles to provide for overgrowt. 
youngsters who, according to their age, 
should be fitted in the 5 to 8 size range. 


Junior and Growing Girls 


During the past few years the grow- 
ing girl’s run has become very popular 
in the average shoe store. More recent- 
ly another run has become recognized 
by some of the better buyers, which is 
designated as “Junior Girls.” 

The size schedule does not vary much 
in these two divisions. Growing girls 
usually running from 2% to 7, while ite 
the Junior Girl run extends to 9 or pos- ; 





sibly to 10. The chief distinction between the two 
lines is in type of lasts and in the patterns. The 
Junior Girls line being designed to take care of the 
young lady from fourteen to eighteen years of age 
whose feet have reached the point of development 
where little further growth may be expected; conse- 
quently, she may be fitted with a type of shoe more 
nearly approaching that of the fully matured and 
developed woman. 

Growing Girls’ lasts, on the other hand, should be 
designed to take care of foot expansion and should 
be fitted with extra length in order to allow the foot 
to grow and develope during the life of the shoe. 


Special Measurements Needed 


Both Growing Girls’ and Junior Girls’ shoes are 
made to take care of growing girls and not fully 
developed women. The measurements of the lasts 
necessarily vary somewhat from women’s lasts be- 
cause the feet are not fully developed. Heel meas- 
urements usually are smaller and in case of boots 
ankle measurements and top measurements are 
smaller. 

Infants’ feet usually are fat and chubby but as 
the child.grows flesh is converted into 
muscle and the feet, while they develop 
in length, as a rule do not develop so 
rapidly in width, nor does the average 
girl of 8 to 14 have the fully developed 
ankles and calves that a matured wo- 
man has who wears a shoe of the same 
length and ball measurement. 


Widths Important Factor 


While the buyer of children’s shoes 
has about seven or eight times as many 
size schedules to figure on as does the 
buyer of men’s or women’s shoes, at the 
came time he has fewer lasts and fewer 
patterns to consider. 

The last generation has been wonder- 
ful development in standardization of 


? . . 
| ory oun. Pree om aged lasts in children’s shoes. The footform 


old-fashioned pull 
E. J. Ramsey Co., 
Brooklyn, N. Y. 


last is recognized as the big volume 
getter all the way from infants to 
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misses. In the larger runs of sizes the modified Eng- 
lish lasts are to be taken into consideration but be- 
yond this the buyer of children’s shoes has little to 
worry about so far as shapes of lasts are concerned. 

Generally speaking, patterns are less liable to 
change in children’s shoes than in footwear for 
grownups, although at the present time there is an 
indication that children’s shoes will follow the trend 
of women’s shoes insofar as more novelty patterns 
are concerned. 

One of the big problems facing the buyer of 
misses’ and children’s and boys’ and youths’ shoes is 
the question of widths. It is just as impossible to 
fit all children’s feet with one width, or even two 
widths, as it is in the case of grown-up feet. While 
it is not necessary to have three or four widths on 
every shoe it is necessary to have several widths in 
each run of sizes. In the larger runs of children’s 
and in Misses’ and growing girls’ more widths are 
necessary than in the smaller runs. In the better 
stores Band C 
widths are the best 
sellers. In rural 
communities, where 
children go _ bare- 
footed during the 
warmer months, 
more of the wider 
widths are neces- 
sary, but even at 
that narrower 
widths and more 
length will keep the 
growing feet in bet- 
ter shape and cause 
less production of 
corns and bunions. 
The growing, ex- 
panding foot will 
naturally stretch a 
shoe somewhat ~ in A@ 
width but it cannot Se oe 
stretch it in length. @” sree 
Ten children’s feet ry 
have been crippled 
by fitting shoes too 
short to every one 
that has been in- 
jured by fitting too narrow. 





Making Sizes Dovetail 


“There is not a shoe in this stock but what has a 
definite mission and is here for a definite, specific 
reason. Each line dovetails in with another and 
each run of sizes has its reflection in the next run 
above,” says Earl W. Piper, manager of the chil- 
dren’s shoe department of Alfred J. Ruby, Inc., Chi- 
cago. Mr. Piper is one of the best-known and most 
successful “children’s men” in the country. He in- 
stalled the children’s department at Ruby’s last July 
and up to November first has shown over two com- 
plete times turnover of his stock based on pairs. 


Always Buying and Always Selling 


: “I am always buying shoes and always selling shoes 
in this department. I never have a big stock on hand 
and we seldom miss sales on account of the sizes. 
We take a complete composite size sheet every Mon- 






The latest development in children’s shoes is corrective footwear. We 
analyze the Osteotarsal shoe for children by Thomas G. Plant Co. 
Note also the six lacing hooks for style and adjustment 
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day morning. When this is checked against what 
we had on hand at the beginning of the previous 
week I know just how many pairs of each size have 
been sold of each particular shoe, then we buy sizes 
on the good selling numbers, taking into account, of 
course, back orders in the factory or in transit. 

“In my opinion and from my observation I am 
convinced that the reason the children’s department 
is unprofitable in so many shoe stores is because 
nobody studies the problem; nobody thinks. Too 
often shoes are bought merely to stimulate business; 
bought because the pattern appeals to the buyer or 
because it is different without taking into considera- 
tion what purpose it will serve or how it will dove- 
tail in with shoes now on the shelves. 

“The result is an extra, needless shoe. A few 
sizes will sell out, the rest will stick, means a bur-° 
den on the stock, a slowing up of turnover and a 
lessening of net profit. 

“Tt does not take an immense stock or a tremendous 
investment to con- 
duct a_ successful 
children’s shoe busi- 
ness, but it does 
take a lot of gray 
matter; it requires 


intensive thought 
and study. When 
properly handled 


the children’s de- 
partment is_ not 
only the most inter- 
esting but one of 
the most profitable 
parts of the entire 
store. It is a re- 
grettable fact that 
so few merchants 
appreciate what a 
live, well conducted 
children’s depart- 
ment can do toward 
keeping the whole 
business in a 
healthy, prosperous 
condition.” 





HOSIERY FOR CHILDREN 


Know the Approximate Ages and Accurate Sizes of 
Hose to Shoes 


Hose and half-hose should measure in inches, toe 
to heel, the same as the size number. This rule 
holds in all kinds and classes, men’s, women’s and 
children’s. The following table shows the corre- 
sponding sizes of children’s shoes and hose, and the 
approximate age at which worn: 


Children’s Shoes and Hose. 


Hose Shoes : Ages 

4 1 to 1% 3 to 6 months 
44%, 2 1% years 

5 2% to 8% 1 year 

5% 4 to 5% 2 years 

6 6 to 7% 3 to 4 years 
6% 8 to 9% 5 to 6 years 
‘s 10 to 11% 7 years 

7% 12 to 138% 8 to 9 years. 
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Time’s Progress is MARKED 
MOS'T by the imovrovement 
an Children’s Shoes 
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If parents will place the fitting of 
their children’s feet unreservedly in 
the hands of the retail shoe mer- 
chant, the health of the nation will 
be greatly increased. It is now ac- 
knowledged that most of the illness 
of the human race is due to the er- 
rors in posture in these impression- 


able ages. 


adele Yn conse 
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So they flew right into a shoeman’s 
store, 

Where the walls were lined with shoes 
galore. 





Stick to the Correct Last for Children 


An era of real beauty in 
children’s footwear is on its 
way 


Let style be an aid to a bet- 
ter business — volume of 
sales to bring the profit 
rather than large mark-up 
per pair. 
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. The universal type 
Suede over patent baby moccasin with 
with soft sole. Ideal = French knots and 
ae Shoe Co., Sa white ribbon. J. J. 
Salem, Mass. McMaster, Rochester, 

iN. ¥. 


Baby blue piping 

white kid soft sole, 

with blue silk bow. 

Newcomb - Anderson 

Shoe Co., Rochester, 
\ ae 2 


First hard sole, pat- 
ent and white kid 
combination. Con- 
solidated Shoe Co., 
Rochester, N. Y. 


White kid, patent 

trend, first hard sole. 

Imperial Shoe Co., 
Rochester, N. Y. 
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Patent sandal with 
cut-outs, stitched and 
perforated. H. W. 
Merriam Shoe Co., 
Newton, N. J. 


Elk laced child’s ox- 

ford, brass eyelets. 

Marathon Shoe Co., 
Wausau, Wis. 


White calf, green 

stitched and green kid 

vamp underlay, brass 

buckles. Grieb Shoe 

Mfg. Co., Palmyra, 
Pa. 





A full wide last san- 

dal, simple braid 

bound. Zeigler Bros., 
Philadelphia, Pa. 


Variety is the feature 
in children’s footwear, 
so strive for a diver- 
sity in materials, types 
and trimmings..... 














A patent sandal with 
two nickel buckles 
and low heel. Wm. 
Kellers Shoe Co., Inc., 
New York City, N. Y. 


Sandals and slippers, black shoes and white, 
Shoes that were heavy and shoes that were light, 
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Light weight calf in- 

fants’ turn for play. 

Wilson Turn Shoe Co., 
Rochester, N. Y. 





Novelty in brown pat- 
ent leather with 
beaver top and button 
hoot. Henry Kleine 
§ Co., Chicago, Til. 


Reddish calf bal for 
Mc- 
Elroy-Sloan Shoe Co., 


sturdy wear. 


St. Louis, Mo. 
















Patent and white kid 
soft sole, four round 
white buttons. Baby- 
ville Shoe Co., Ince., 
Rochester, N. Y. 









Twin features soft 
sole and first step 
with non-skid chrome 
sole, black upper. 
Carpenter Shoe Co., 
Rochester, N. Y. 


Ga, 


And nice little chairs where the chil- 


dren could sit 


Till they found some shoes they were 


sure would fit. 
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Novelties in the holiday 
weeks are good gift pos- 
sibilities, for this is a 
year for practical things 


@, 


So they bought the shoes and they wore so 
Well 


That their father and mother loved to tell 





Twin-strap fine calf 
Tan calf one-strap, shoe with fancy tip 
perforations. Juvenile 


finely stitched and , 
perf. F. Mayer Boot Shoe ~— St. Louis, 
0. 


& Shoe Co., Milwau- 
kee, Wis. 








Child’s sport welt ox- 
ford, white kid with 
red kid tip, collar and 
foxing, from Dr. A. 
Posner, Shoes, Inc., 
New York. 





FE USERS nO, 





Patent leather ankle 
strap with ribbon 
bow. Hagerstown 
Shoe & Legging Co., 
Hagerstown, Md. 








| % 





Sport pattern choco- 
late calf apron over 
smoked horse. Smith- 
Wallace Shoe Co., 
Chicago, Ill. 
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A little more dress- 
footwear Is appear- 
ing—especially in 
little girls’ attire. 
Encourage the idea 


by an interesting 
stock. 


AOS ee RNIN OF ween 


Lo PSP SS 


Of the shoeman who lives in that land so 
fair, 
And sells the shoes that wear and wear. 


Black patent vamp, 
Patent vamp and col- pn, Mie a on. 
lar with black cloth solidated Shoe Co., 


no ae Bo a _. Boston, Mass. 


Lynn, Mass. 


Nine - eyelet natural 

last, light Russia 

calf. Laird, Schober 

& Co, Philadelphia, 
Pa. 


ELLIO LL LOY ISS POST 


Growing girls’ patent 

Fine light tan calf 15- vamp, white top, 13- 

eyelet boot. Jelly- eyelet boot. Brown 

Delaney Shoe Co., Shoe Co., St. Louis, 
Lynn, Mass. J Mo. 
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Winter weights in leather 
and styles give a wider 
opportunity for shoe store 
service—There are also 
great sport possibilities 


SeORE NS 9 ine ER Rinne REY REPS MEG te 


So this is the story of the shoes here shown 
They’re good, very good, the best we’ve known. 


5 SNES LINAS RRA LENORE ALY EIGEN ADA TORRE SLEPT SE 


Reddish brown heavy- 

weight calf boot for 

boys with new two- 

alee upper pattern. Pony cut boot for 

Ensign Shoe Co., Bel- youngsters, sole and 
‘fast, Maine ! heel of same weight. 
‘ Truitt Bros. Co., 

Binghamton, N. Y. 


Soft finished calfskin 
sport boot with stitch- 
ing in moccasin pat- 
tern on vamp. Sim- 
plex Shoe Mfg. Co., 
Milwaukee, Wis. 





Seven-inch chocolate Misses’ mahogany 








calf bal for growing 

girl. Kalt-Zimmers 

Mfg. Co., Milwaukee, 
Wis. 














calf lace shoe, 18 eye- 

lets, shapely toe. L. 

D. Stickles Shoe Co., 
Red Wing, Minn. 
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A Progressive Policy in Children’s Shoes 


Do Not Jeopardize Your Sales Opportunities By 
Incomplete Stocks—Keal Service Wins 


HILDREN’S shoe merchandising has 
changed in many of its policies these past 
three years. To begin with, the successful 

children’s shoe department directs one of its chief 
efforts to pleasing the little folks. The right atmos- 
phere is absolutely necessary. If a child is afraid 
to have its shoes fitted or has an antipathy toward 
the surroundings of the department, the sale is 
either lost or it is not a repeat sale. When the 
child is pleased the mother is pleased, her purchases 
are made more readily and more frequently. 

A woman manager and buyer and plenty of women 
clerks make just the right children’s footwear sales 
force. Make your children’s shoe department re- 
semble a playroom and, if you have a complete 
stock of the right footwear, you will do an increas- 
ing business with each year. A good incentive for 
your women sales force to make the largest possible 
number of sales in the children’s shoe department 
is, in addition to the salary, an extra compensation 
of three-quarters of one per cent on every dollar’s 
worth each one sells. 


Neither Underbuy Nor Overbuy 


Having built your children’s shoe home, you must 
stock it and stock it well. Do not overbuy, but do 
not underbuy to the detriment of your children’s 
shoe stock. 

A complete stock, both of staples and novelties, 
of good quality, at a fair price, is, in a nutshell, 
the answer to the successful retailing of children’s 
footwear. 

Since the signing of the armistice shoes for the 
kiddies are not bought as far ahead and not such 
large orders placed as formerly—this has especially 
been the case since the summer of 1920. Up to 
the summer of 1920 children’s shoe manufacturers’ 
prices were on the upgrade, and the merchants sell- 
ing children’s shoes, as well as the parents of the 
children, understood the situation. But commencing 
with armistice days, the public began conjuring up 
in their minds a shoe price drop—the daily papers 
aided and abetted the idea. Finally, many of the 
retail shoe merchants, having listened and read so 
much lower priced propaganda, began to imbibe that 
this doctrine became a part of their systems. They 
adopted a more cautious buying policy, and the shoe 


manufacturers, handicapped in various ways, were 
not able to supply many of the required styles or 
sizes, especially on hand-to-mouth orders. 


Right Specifications Necessary 


While successful children’s shoe merchandisers 
are not buying as far ahead and not placing such 
large orders as formerly, yet they are not curtailing 
in this direction to the detriment of their stock. 
The more progressive children’s shoe merchandisers 
have their very best shoes made according to their 
own specifications—they talk over the matter with 
the shoe manufacturer and give him time enough 
so that he can produce a veritable work of art. A 
retail shoe merchant whom we have in mind sub- 
jected a shoe to 3000 experiments before he finally 
adopted the “much-amended creation,” but he finally 
had a model which was perfection. 


Consult Your Stock Card 


By the rule of a complete stock of good quality 
at fair prices—fair to merchant as well as cus- 
tomer—several retail shoe merchants selling chil- 
dren’s shoes report business way ahead of the cor- 
responding period of last year. One of these mer- 
chants says that his September business of 1921 
equalled one-half of his entire last season’s busi- 
ness. This merchant never allows his stock to run 
short on children’s staples. He carries about eighteen 
styles in all sizes and widths. He knows just how 
many shoes on just how many sizes and widths he 
has by a careful, comprehensive system of stock- 
keeping. To this system he attributes the fact that 
out of 100 prospective customers who enter his chil- 
dren’s shoe department, 75 are sold because they 
find just what they want. His biggest selling size 
is 64% E width, but his sizes range from 11% to 2. 
In this range the prices on a favorite seller-—a tan 
Russia calf boot—according to grades are as fol- 
lows: $7.50, $5.50 and $4.50. 

A bright young woman, manager of a big city’s 
successful children’s department, states: “Our feel- 
ing since the signing of the armistice has been that 
we should keep a full line of wanted merchandise. 
If prices drop we have to sell for a little less, but 
we are constantly readjusting prices—we are buying 
in smaller quantities, but more frequently, and are 
daily keeping a watchful eye on our stockkeeping 
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Boys’ chocolate calf 

boot with doggy pat- 

tern and perforations, 

rubber heel. Rice § 

Hutchins, Inc., Bos- 
ton, Mass. 





Real mannish style is 
coming stronger in the . 
real boys’ footwear— * 
the snap is put in’ the 
line through perfora- 
tion patterns, stitching 
and pinkings. 


Dark brown, whole 

quarter boot with 

fancy cap, perfora- 

tions, pinking and 

stitching. Excelsior 

Shoe Co., Portsmouth, 
Ohio 

















cards. If it is a question of buying a few more 
pairs than we think may be needed, we prefer to 
take the risk rather than not to have just the right 
merchandise when the customer makes a certain 
demand. Many merchants allow their children’s 
stocks to suffer because they are waiting for still 
further reductions from the manufacturer, but we 
feel that we cannot afford to so jeopardize our sales 
opportunities.” 


Novelties Brighten Up the Corner 


Novelties brighten up the children’s shoe depart- 
ment—“grandpa’s best black calf boots of 1861” may 
be reproduced with much selling success. An attrac- 
tive model which made its appeal to “little Master 
or Miss Rich” was recently noted in soft black calf, 
with little red calf top and red pull straps. It is 
true that these sold for $10 and $12, but they found 
a ready consumer distribution. A tan Russia calf, 
with a leather sole, made to look like rubber, and 
with a non-slip surface, is another good children’s 
seller. Still other big sellers are the patent leathers 
in strap effects. Elk leather shoes for boys, chil- 
dren and misses in a medium shade of tan, with 
rubber heels, have been very popular this season. 

A full line of hosiery is a big profit-maker for the 
children’s shoe department, and the same rule as 
to a complete run of styles and sizes applies to 
hosiery for the little folks just as forcibly as it does 
to shoes. 


Write the Little Folks 


Another strong merchandise feature which has 
been put into wider use since the armistice, and 
with great success, is the personal letter of invita- 
tion. Twice a year, perhaps, at stock-taking time, 
letters are sent out to customers. One style adopted 
is that of a children’s party invitation—a personal 
letter to the little tot, which the parent rarely 


ignores, brings the child and the mother, likewise, 
to take advantage of the special offerings. 


No Sales Held 


And here is a good point, the best children’s shoe 
merchants to-day are not holding sales—they are, 
perhaps, almost daily readjusting prices, but they 
are not advertising sales. For they believe that 
sales are not of any particular advantage—they have 
a tendency to cheapen the children’s department; 
in the rush and bustle the child cannot be given the 
necessary attention, and even if the parent can 
select just the right size, it may not be of the style 
that is best adapted for the child’s foot, and a dis- 
satisfied customer results. Above all, do not cheapen 
your children’s shoe department by introducing 
cheap merchandise which you may decide to run in 
with regular stock in broken sizes and styles at what 
you consider is an exceedingly low price. This in- 
jures the store’s business, and particularly that of 
the children’s shoe department, for if there is any 
place where the rule of the right size, the right style 
and the right service should be strictly observed 
it is in the children’s shoe department. 


Window Display by Sections 


Three sections in each window, one showing $6 
shoes, another $7 shoes and a third $8 shoes, were 
arranged by George Ashton of the All America store 
in Salem, Mass., the other day. 

Each section had a white floor and broad, black 
tapes were used for borders of each of the three 
sections. Quite a liberal assortment of styles was 
shown in each grade of footwear, so that the cus- 
tomer, glancing into the window, could compare 
styles, quality and prices. 
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Now this is the tale most horribly true 
Of what happens to children who lose a shoe. 


Both Dickey and Jane barefooted would go 
Although their Mother had told them “No.” 


And their shoes they hid in a hollow tree 
Where none but the birds could look and see. 


But the crooked man with the far-off eyes, 
Who lives on lemons and pumpkin pies, 


Saw them put them there; and he pulled them out 
And then flew away with a gleeful shout. 


When Dickey and Jane came back to their lair 
They found that their shoes were simply not there. 


A cobbler man was hobbling by 
But he stopped when he heard the children cry 


“Oh, Cobbler man,” cried Dickey and Jane, 
“Please help us find our shoes again.” 


He took the children hand in hand, 
And flew with them to the Lost Shoe Land. 


He asked the keeper of children’s lost shoes 
If by chance he had heard any news 


Of the shoes that belonged to Dickey and Jane, 
And where they might possibly find them again. 
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There were millions of shoes in the shoe-keeper’s hall, 
But the children’s shoes were not there at all. 


But he said that the man with the far-off eyes, 
Who lived upon lemons and pumpkin pies, 


Took shoes from children who barefoot would go, 
Although their mothers had told them “No,” 


So they flew to the land of the pumpkin pies, 
To the home of the man with the far-off eyes; 


And that crooked man with a pie in each hand 
Ordered them off of his private land. 


But the cobbler man who was brave and bold 
Took out his cobbler’s hammer of gold, 


And he knocked the pies from the crooked man’s hand, 
And he walked right up on his private land. 


The crooked man let out a sneeze 
And fell with a bang upon his knees. 


He told them he’d made a jolly good stew 
Of the children’s shoes, pumpkins and dew. 


The children sobbed, but an ow] had news 
Of a place where they could find some shoes. 


So they flew right into a shoeman’s store, 
Where the walls were lined with shoes galore. 


Sandals and slippers, black shoes and white, 
Shoes that were heavy and shoes that were light, 


And nice little chairs where the children could sit 
Till they found some shoes they were sure would fit. 


So they bought the shoes and they wore so well 
That their father and mother loved to tell 


Of the shoeman who lives in that land so fair, 
And sells the shoes that wear and wear. 


—Durant Ferson Ladd. 


Copyright Boot and Shoe Recorder Booklets for merchants 
to distribute to children can be obtained from us. 
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Pictured in the sketches are a few of 
the appointments of this children’s 
department, any one of which may be 
adopted in order to make a children’s 
department a place of interest to 
youngsters. Children’s impressions 
are lasting—their likes and dislikes 
very real—so that if. you once win 
their friendship you're in a fair way 
to get the continued patronage of the 
whole family. ; 


in his theme in this children’s department, 

mixed a goodly portion of wonderment into 
it, and never once introduced a single element that 
would tend to compete with shoes. 

One can imagine the children being immediately 
taken with those cute little chairs—they more 
than likely sense their being there as a personal 
invitation to them to be seated. Here is some- 
thing that fits into their world, and it makes them 
feel at home. 

Then again, anything which interests the young- 
sters is of importance in influencing the parent 
to purchase. A strong feeling of friendliness in 
the parent is a result of your having thought of 
catering to the whims of one to whom they are 
devoted. Fitting becomes a pleasure to all con- 
cerned with a contented, patient youngster as the 
principal. Sales are made quickly, easily and sat- 
isfactorily. 

We think that the impression most children are 
likely to carry away with them is that there’s no 
limit to the interesting things to be seen in this 
store. They couldn’t quite fix all those wonder- 
ful things in their memory—there might be a lot 
they didn’t see—they’d like to go again. Their 
imagination is working. And what better cir- 


T' decorator seems to have taken delight 


cumstances would one ask for in consideration of 


the second sale? 


one F 


























ox 
































-o—fe 






























ee a rr Oe Re kl kt 



















































BOOT AND SHOE 


KECORDEN 


CThe Creat National Shoe Uke hly 


ESTABLISHED APRIL I, 1882 





















Cistern 
Gait tor 








ps TOON" 








“For of Such Is 


HE responsibility of the next . generation 
will be carried on the feet of the children 
of to-day. Those feet are in your charge. 

Upon you rests the duty of sending forth these 
future men and women to their life’s work fully 
efficient and unhampered by foot ailments and de- 
formities. How fully are you going to discharge 
the duty you have assumed? 

We have progressed rapidly in the past few years 
in the development of better shapes of children’s 
shoes. The foot-form last has 
been a Godsend to humanity, but 
in processes of more scientific 
construction we are far from the 
ideal. 

A prominent New York physi- 
cian asserts that “observations” 
of children of school age show 
that easily 60 per cent are suffer- 
ing consciously or unconsciously 
from defective feet.” Just how 
many of the ills to which the hu- 
man race is heir are traceable to 
unanatomic lasts, defective shoe 
construetion and faulty shoe fit- 
ting is problematical, but they are 
many, and the tabulated list is 
constantly growing as more 
thought and study are devoted to 
the subject. 


into direct contact with the cus- 
tomer and is consequently held 
responsible for any ills or deformities that develop 
in the feet of the customers whom he serves. The 
retail salesman cannot have too. thorough a training 
in his chosen profession. His knowledge of mate- 
rials, shoe construction and of foot anatomy cannot 
be too extensive. But, probably too much of the 
burden of misfitted shoes is placed on his shoulders. 
He can sell only what is placed on the shelves. The 
first responsibility must rest upon the shoulders of 
the last maker, because if lasts are wrong in their 
measurement. and their contour no ‘possible expert- 
ness of shoemaking or shoe fitting can prevent evil 
e‘Tects to the wearers of the shoes. Many of the 
lasts which are apparently all right on first inspec- 





4 PHYLLIS CATHERINE LOGAN 
The retail shoe salesman comes Would any shoe man knowingly injure the 
feet of this little tot? 


the Kingdom—’”’ 


tion have serious defects whén put to the scientific 
test of conforming to the contour of children’s feet. 
It is a well known fact that the prices of children’s 
shoes usually seem out of proportion and too high 
to the parents who purchase the footwear. Usually 
an explanation that is reasonable will overcome this 
objection, but too often instead of making an ex- 
planation the merchant prefers to buy cheaply con- 
structed shoes that will have outside appearance but 
which have serious defects if the inside could be 
viewed as readily as the outside. 

Some time ago I picked up an 
infant’s shoe in a store. On the 
carton it was marked “hand 
turned.” That label undoubtedly 
meant that it had been turned by 
one of the hands. Certainly the 
boss would not accept the respon- 
sibility for the job. All around 
the edge it was rough and bumpy. 
A thin piece of blotter-like mate- 
rial was used for a bottom filler 
and over it was a piece of thin 
muslin, under which were large 
lumps of glue. There was only 
one redeeming feature about the 
shoe; it was so cheap and poorly 
constructed that it couldn’t last 
long. The poor infant who wore 
the shoe would be tortured only a 
short time. 

Many men and women on whom 
rests the responsibility of the 
world’s work to-day are crippled 
through life, their efficiency sadly impaired as the 
result of illy constructed and faultily fitted shoes 
which they had to endure during the time their feet 
were growing and expanding. 

The bones of a child’s foot are soft, flexible and 
easily bent. Too much care cannot be given to the 
construction and fitting of the footwear which must 
encase these little growing feet. It is not possible 
to believe that any shoe salesman, any merchant or 
any manufacturer would intentionally injure one 
of these little ones, and yet through: thoughtless- 
ness or greed many of the feet of these little chil- 
dren become distorted and some day somebody will 
have to answer for that injury. 
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A regular shoe store for kiddies. The shoe department of the Stone Shoe Co., Cleveland, Ohio 


The Possibilities of Children’s 


Shoe Business 


pany’s store in Cleveland, Ohio, is one of 
the most complete juvenile shoe depart- 


ments in the country. 

The department occupies a floor space of 40 ft. 
x 150 ft. It has 190 chairs, which often are inade- 
quate to seat the customers. The department regu- 
larly employs fourteen salespeople, besides the man- 
ager, his assistant, a cashier and two bundle wrap- 
pers. From five to eight extra sales people are em- 
ployed on Saturdays and other rush occasions. 

The shelving reaches from the floor to the ceiling 
on three sides of the room. Besides this, cabinets 


(: the second floor of the Stone Shoe Com- 


are placed wherever possible throughout the room. 
These cabinets are surmounted with display cases 
in which shoes and hosiery are shown. Suspended 
from the ceiling at frequent intervals are bird cages 
containing singing canaries which add attractive- 
ness to the appearance of the room and assist mate- 
rially in entertaining the juvenile customers. 
Nothing but shoes and hosiery for boys and girls 
are sold in the department. 

George S. Moat, the buyer and manager of the de- 
partment, has been with the Stone company for many 
years, has grown up with the juvenile department 
and is largely responsible for the rapid growth of 
this part of the business. 








Hotel Reservations Continue to Pour In 
Two Hotels Already Filled 


The HOTEL COMMITTEE in charge of hotel res- 
ervations for the Convention and Exposition of the 
National Shoe Retailers’ Association to be held in 
Chicago, January 9, 10, 11, and 12, 1922, report a 
continuous flow of hotel reservations through conven- 
tion headquarters. 

Already two hotels are booked to capacity. The 
Indiana Association of Shoe Retailers have taken 
complete charge of all available rooms in the Atlantic 
Hotel. 

The Congress Hotel (Ohio Headquarters) announces 
that it cannot accept any more reservations. The 
Illinois Shoe Retailers’ Association have reserved 100 
rooms at the Hotel Sherman and this together with 
a large number of rooms set aside for the Brooklyn 
contingent and scattering reservations from all parts 
of the country indicates that the Sherman will soon 
be sold out. : 


The fact that two hotels are already sold out and 
one nearly sold should not be taken as an indica- 
tion that there is to be a scarcity of hotel rooms in 
Chicago, for there are many more hotels, but those 
wishing to secure a room in the hotel of their choice 
should send in their hotel reservations without delay. 


TAKE THE LARGER PROFIT 


It is far far better to sell corn cure in shoes than 
in bottles. The profits on the shoes are larger. 


On the Sea of Matrimony. 


“Man! The pumps!” she cries. And he being 4 
good sailor on dry land navigates to fetch them to her. 
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Rochester Style Show Declared Off — 


Rochester Association of Traveling Shoe Salesmen: Yield in Favor of 
N. S. R. A. in Chicago 


One of the outstanding examples of cooperation that 
the CONVENTION and EXPOSITION COMMITTEE 
of the National Shoe Retailers’ Association is receiv- 
ing was the action recently taken by the Rochester 
Association of Traveling Shoe Salesmen, in their 
decision not to hold a style show this winter. The 
holding of a style show in Rochester would interfere 
with the success of the style show to be given in 
connection with the Eleventh Annual Convention of 
the N.S.R.A. 

This spirit of magnanimous cooperation displayed 
by the Rochester Shoe Travelers is greatly appreciated 
by the Convention and Exposition Committee in 


Chicago, as expressed in a letter General Chairman 
John O’Connor sent to the Association in Rochester 
which read in part as follows: “We want to assure 
you that we greatly appreciate your actions in this 
respect and request that you accept our sincerest 
thanks for this magnanimous cooperation.” 

Considering the fact that the Rochester show is the 
pioneer and paved the way for all other shows, one 
will surely realize that the Rochester Traveling Shoe 
Salesmen have done a big thing, something that will 
add greatly to the success of the CORRECT COS- 
TUME REVUE to be held in Chicago, January 9, 
10, 11, and 12, 1922. 
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tories report an unusual number of 








Factories Have Demand for Boots 


Increased Buying Power of South Brings 
Improvement in Collections from 
Southern Merchants 


RRESPECTIVE of the fact that 

the greater portion of the vol- 
ume of shoes being sold by the re- 
tailers in this vicinity still consists 
of the wide range of styles in low 
footwear, the real business needed by 
merchants to equal previous records 
seems to depend as usual upon the 
weather. Days when the weather is 
fair are noticeably dull, but on days 
which show that winter is rapidly 
approaching, business- takes on a 
brisk nature. Yet more low shoes are 
being sold than high ones. However, 
the records of the larger downtown 
merchants here for October and the 
first two weeks of this month show 
obviously that the sale of high shoes 
is gaining, and that fewer low shoes 
are moving. For the past weeks the 
movement of men’s high shoes has 
been more noticeable than in other 
lines. This is especially true in the 
lower priced lines, which range from 
$4 to $7. But in the ladies’ lines the 
fine array of attractive models in 
strap pumps and buckle strap oxfords, 
as well as the plain street oxfords, 
continue to hold the attention of the 
fair sex in preference to any boot 
offerings. In men’s lines high shoes 
are estimated as making up about 
75 per cent of the aggregate, while in 
ladies’ footwear the percentage is 
practically reversed; that is, ladies’ 
high shoes make up about: 25 per cent 
of the whole. One of the outstanding 
*eatures of the ladies’ business is that 
high shoes are not being sold in the 


better grades just at this time. Those 
catering the better class of trade are 
still doing a healthy business in 
patent leathers and in brown and 
black calf oxfords. It is the opinion 
of many of the larger shoe store man- 
agers here that low footwear will 
continue to be in the lead in the bet- 
ter grades throughout the entire 
winter. They also are of the opinion 
that the better dressed women will 
purchase a pair of boot tops or spats 
when the weather demands that their 
ankles be covered. 


Corrective Footwear in Stock—Boots 
Have Call 


During the past three weeks the 
local manufacturers have been re- 
ceiving inquiries in considerable num- 
bers for high shoes. These are com- 
ing more largely from the retailers 
in the smaller towns. However, the 
demand has been sufficiently large to 
warrant .a number of the factories 


. here to stock them. The business of 
‘those factories featuring corrective 


footwear has been exceptionally satis- 
factory. Merchants who have built 


-up a good trade in these specialty 
- lines with low shoes are expressing 


their needs for high shoes in the same 
styles and are asking for immediate 
deliveries. Virtually all of the Cin- 
cinnati factories and even the larger 
jobbers here are featuring corrective 


: footwear lines. From all indications 
- there is a growing demand for this 


type of shoe, because ‘the local -fac- 


new accounts being opened up on 
these lines alone. Manufacturers, too, 
are finding that the corrective foot- 
wear idea is a real factor in the sale 
of the better grades; that the con- 
sumer is willing to pay a good price 
for a good fitting shoe that embodies 
the arch corrective feature. 


Cincinnati Retailers Organize 


For the past two years there has 
been no effective organization of the 
retail shoe trade here that includes 
the larger downtown stores. Former- 
ly these stores were banded together 
under the name of the Retail Shoe 
Selling Group, but for the lack of en- 
thusiastic leadership, the interest in 
the purpose of the organization was 
lost by the membership until the 
Group passed out of existance. How- 
ever, the need for organization of the 
shoe retailers of greater Cincinnati 
still remained. Thus under the leader- 
ship of the more prominent members 
the retail trade in combination with 
all other large Cincinnati retail mer- 
chants, a complete organization of 
the retail business here, took place 
recently. It is to be known as the 
Cincinnati Retail Merchants’ Associ- 
ation. Besides all the larger retailers 
in other lines, virtually every shoe 
retailer in the city has become a mem- 
ber. Both J. P. Orr and Harry Mc- 
Laughlin of the Potter Shoe Co. are 


’ leading figures in the new organi- 


zation. Fred Harries has been named 
executive secretary, with offices in the 
Carew Building. The first meeting 
of the shoe division of the organi- 
zation was held at the secretary’s 
offices on Wednesday of last week. 


Velvet Spats Introduced - 
The Vogue: Novelty Company is 


- sending to the trade-a handsome book- 
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let portraying their new line of French 
spats. This concern is also introduc- 
ing a spat made of black silk velvet 
which already is meeting with popu- 
larity for those merchants having a 
demand for spats to be worn with 
patent and suede pumps. Pete Levy 
of this concern is now calling on his 
trade in the larger cities. 


Sachs Holds Sales Conference 


The Sachs Shoe Manufacturing 
Company held their three-day sales 
conference the latter part of October 
at the Hotel Sinton instead of in the 
sales department of the factory. An 
attractive program was gotten up in 
printed form. The members of the 
sales force, including Ben D. Sachs, 
Max Hirsch, C. A. More, J. B. Weeks, 
L. Goodman, Simon Hirsch, W. S. 
Muehlenkamp, Frank Wolpe, Frank 
Albers, David B. Sachs and Joseph 
Oppenheimer, also factory superin- 
tendent Chas. G. Puchta, gave in- 
structive talks on especially prepared 
subjects. The management of the 
Sachs Company anticipates one of the 
best years in its history. 


Factories Booking Spring Business 


The volume of business received by 
local factories in the past week or ten 
days shows a decided improvement in 
point of number of orders and size of 
the individual order. The representa- 
tives of the local plants are getting 
well into their territories now and the 
reports received here from all parts 
of the country reflect the increased 
buying activity on the part of the 
public in the form of more satisfac- 
tory orders. Some of them indicate 


an increased tendency on the part of © 


the retailer in various sections of the 
country to cover a greater portion of 
his spring needs than has been the 
case during the past two seasons, and 
thus, according to many of the local 
sales managers, a sufficient volume of 
business, both immediate and spring 
delivery, will be booked by Dec. 1 to 
keep their plants busy for some time 
to come. 


Large Business from South 


The increased buying power of the 
South has become more evident dur- 
ing the past few weeks in the form 
of actual‘ orders for Cincinnati-made 
footwear and also in the form of an 
improvement in_ collections from 
Southern merchants. It shows that 
debtors have been able to liquidate 


their obligations with the retailer. 


and in turn the retailer has been en- 
abled to cancel his obligations with 
the manufacturer. Thus he is in a 
position to cover both his immediate 
and spring needs with new goods. In 
some instances the orders from the 
South booked by local manufacturers 
have been so large in number recently 
that they have at times been double 
those received from Northern sections 
of the country. One manufacturer 
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reported last week that his Southern 
representatives sent in a volume of 
business which was more than double 
the aggregate business booked by his 
Northern representatives. This manu- 
facturer sells his shoes in every state 
in the Union. 


Cincinnati Market Display at 
National Convention 


That Cincinnati as a shoe manu- 
facturing center still ranks among the 
first markets of this country for high 
grade, stylish footwear will be clearly 
portrayed at the forthcoming Na- 
tional Shoe Retailers’ Convention 
next January at Chicago. This 
market will be represented by the 
displays of the following concerns: 

The Julian & Kokenge Co. 

The Holters Co. 

The Krohnfechheimer Co. 

The Krippendorf-Dittmann Co. 

The Robert Wise Co. 

Duttenhofer-Stevens Co. 

Chas. Meis Shoe Co. 

Homan-Hughes Co. 

Feder-Gregg Co. . 

Sam B. Wolf Shoe Co. 

The committee in charge of the 
market display consists of H. N. 
Lape, chairman; Sidney D. Eisman, 
secretary and treasurer; Frank X. 
O’Brien, W. T. Dickerson and John 
T. Carlisle. A number of the above 
mentioned concerns will also be repre- 
sented in the Correct Costume Revue. 


H. N. Lape Predicts Healthy Business 


H. N. Lape, sales manager of The 
Julian & Kokenge Co., Cincinnati, and 
also of The Lape & Adler Co., Colum- 
bus, states that the demand on the 
part of women for high grade foot- 
wear will tend to hold prices up. He 
states that women want the best. In 
reference to the style situation, Mr. 
Lape points out that the chief diffi- 
culty appears to be the lack of organi- 
zation and co-operation between style 
creators. Too many styles are 
created with a lack of authority, 
merely for the express purpose of 
stimulating sales, and thus on the 
whole there is danger, according to 
Mr. Lape, of a resultant loss of sales. 
He predicts a big sale of low heel 
patent leather oxfords and _ three 
buckle center straps. Boots, accord- 
ing to his opinion, will not meet with 
popularity soon. He predicts that this 
spring 70 per cent of the sales will 
be black and tan calf of new shades, 
and he also believes that combinations 
will play a good part, as is always 
the case when patent leather is popu- 
lar. Mr. Lape says: “Shoe mer- 
chants are going to sell more pairs 
of shoes this coming season than ever 
before. It is up to them to go after 
the business. It will not be a boom 
business, but a steady growth, and I 
predict that the merchant will make 
more money within the next five years 
than he ever did before.” 
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Specialization in the process of 
merchandizing special lines of fot 
wear containing Arch Corrective fe:- 
tures is obviously gaining headw.y 
as the increasing number of such lir.s 
is being brought to the attention -f 
the trade. G. A. Britton, former! 
connected with the Scholl Manufa-- 
turing Co., featuring orthopedic sp: 
cialties, on Nov. 1 became associate! 
with the Vollman, Lawrence Compan:. 
successors to Helming-McKenzie, Cin 





cinnati. Mr. Britton has taken entire 
charge of the marketing of the “Arc 
Help” shoe. He started out Nov. 1 
to cover the entire United States in 
the interest of this line. It is Mr. 
Britton’s plan, as the demand for this 
line increases, to place specialty sales- 
men in the various territories of this 
country. Among other things, he 
plans to advertise this line quite ex- 


_ tensively. 


NEW SHOE STORES 


Royal Shoe Co., Pottstown, Pa. 

Gordon Bros., 1023 Central Avenue, Cin- 
cinnati, Ohio. 

2 Tessmer, Farmington, Minn. 

E. Smith, Monson, Maine. 

RF. Shoe Stores, (two new stores) 
(John Di Betta, Manager) 314 St. 
Charles Street, and 2100 Magazine 
Street, New Orleans, La. (C. S. 
Hawkins, Manager.) 

Langis & Means, Davis Block Main St., 
Berlin, N. H., will open here. 

Campus Boot Shop, 609 East Green Street, 
Champaign, Il. 

i Shoe Co., Albert Lea, 

inn. 

A. B. MacCormack Boot Shop, Inc., 
Syracuse, N. Y., to start soon. 

The Brasley-Kreiger Shoe Co.,°214 North 
High Street, Columbus, Ohio, to 
start about December 1. 

Lowenthal Bros., 144-146 Market St., 
Paterson, N. J 


Warn ’Em Once More 


Yes, it is time to warn customers 
once more not to put wet shoes on a 
hot stove to dry. The heat will burn the 
life out of the leather, and often the 
kick that comes from the customer 
takes the heart out of the merchant. 
Better issue the warning first. 
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CHICAGO 


Retail Business Spotted 


Lighter Grades of Footwear for Women, High Grade 
Oxfords and Medium and Lower Grade Boots 
for Men Move More Rapidly 


T is generally recognized that 

retail shoe business depends 
largely upon weather conditions. 
On the whole weather has not been 
favorable to large volume selling. 
For the most part the days have been 
clear and warm with an occasional 
shower, but very little crisp, cold 
weather. 

The lighter class of footwear for 
women has sold well but the heavier 
oxfords and boots have not moved so 
rapidly. In the men’s stores oxfords 
have sold well in the higher grades, 
while boots have made up 80. to 90 
per cent of sales in medium and lower 
grades. 

Black in grain and boarded leathers 
is selling well, but medium and darker 
shades of tan make up the majority 
of sales. More smooth finished black 
leathers are being sold in the higher 
grade lines than was the case. a year 
ago at this time. There seems to be 
a tendency toward plainer patterns in 
this type of footwear. 


In the Wholesale District 


Orders from salesmen indicate that 
merchants are buying only for fill-in 
purposes, excepting white fabrics and 
black and brown kid oxfords for 
women. A fair volume of business is 
being placed on men’s shoes in the 
more staple patterns for early spring 
delivery, but as a rule, as is in the 
case with women’s, merchants are 
buying .men’s shoes for fill-in pur- 
poses. 

The rise in raw cotton has had the 
effect of stimulating the buying of 
white fabric footwear for next spring 


delivery. A merchant can well figure 
out a few styles in various qualities 
of white fabric oxfords and can safely 
buy these numbers. Staple patterns 
in straps are also being bought, while 
space is being left open to buy the 
more novelty patterns after the first 
of the year. 


Collections Not the Best 


Quite a little complaint is heard 
among the credit men of. various 
wholesale houses on Monroe Street 
because collections are not up to their 
usual volume for this time of the 
year. No particular section of the 
country seems to be particularly de- 
linquent, but the indications point to 
the fact that some merchants have 
been progressive and aggressive in 
their business practices and are pay- 
ing their bills promptly while others 
of the same community are lax in 
their payments. 


Reports of Shoe Travelers 


Shoe travelers representing both 
Eastern and Middle Western facto- 
ries who have returned for week-end 
stays at their Chicago offices are not 
encouraging in their reports of busi- 
ness conditions. 

While retail merchants are reaping 
a fair volume of business they are 
not inclined to buy extensively for 
next spring and summer season. Mer- 
chants are doing considerable buying 
on the more staple merchandise in 
beth men’s and women’s, but they are 
waiting until after the big N. S. R. A. 
convention to decide upon what they 
will buy in the way of novelties. 


MILWAUKEE 


Women Cling to Low Cuts 


Men’s Business Shows Improvement Pp 
— Manufacturers Are Cheerful 


O far in November retail shoe 

trade in Milwaukee has been of 
a satisfactory volume, although 
buying activity seems to be somewhat 
more spotty in character than earlier 
in the fall. In comparison with the 
corresponding period of 1920, the past 
week to ten days have developed an 
increase, although this is small. How- 
ever, this is somewhat of a “between- 
season” period, and as the holidays 
approach, greater activity is expected, 
especially in the heavier goods for 
winter weather. 


Low Cuts Hold Their Own 


There has been no marked change 
in the call for shoes from the women. 
Low cuts still have by far the best 
call. Even more seasonable temper- 
atures have not brought a demand for 
boots, and the local trade is now quite 
convinced that the coming winter will 


be another one featured by the wear-— 


ing of oxfords and pumps on the 
street. Already there is a good mar- 


ket for woolen hose, spats and other > 


goods calculated to give winter com- 
foct in low shoes. 
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Men’s Business Improved 


The men of Milwaukee are coming 
into the shoe market more and more 
as cold waves come and go. There 
still is an active demand for oxfords, 
largely in brogues, semi-brogues and 
other novelties in black and tan, but 
the bulk of demand is gradually turn- 
ing to boots, with the call about evenly 
divided between staples and the mod- 
ish novelties. Local dealers look for 
more marked improvement in the 
coming six to eight weeks. 


For Lower Freight Rates 


Shortly after announcement was 
made that the railroad strike planned 
for Oct. 30 had been called off, much 
to the relief of merchants as well as 
manufacturers, great interest was 
aroused by the demand of the Gov- 
ernor of Wisconsin, John J. Blaine, 
that the Railroad Commission or 
State Public Utilities Board, make 
immediately a formal and thorough 
review of all railroad and public util- 
ity rates with a view of effecting ma- 
terial reductions to help reduce the 
cost of living. The booth and shoe 
industry and trade are as much con- 
cerned over the result of this cam- 
paign as other business men, for high 
freight rates have made it impossible 
to effect as great a reduction in the 
selling prices of the commodity as 
makers or dealers wish for. 


Gimbels Improve Department 


The boot and shoe section of Gim- 
bel Bros.’ Milwaukee store, occupying 
the center of the main floor, has re- 
cently undergone material changes 
by which the floorspace has been en- 
larged and the general comfort and 
efficiency improved. New show cases 
have been installed, making the find- 
ings department much more promi- 
nent and capable of carrying an im- 
pressive stock. The repair shop has 
been made a feature of the section 
and equipped with new electric-driven 
tools. ‘Throughout the section the 
furnishings have been changed or re- 
placed, giving it a more uniform ap-- 
pearance. More attention to children’s 
trade is possible by enlargement of 
this Yepartment. The improvements 
were planned and executed under the 
direction of L. D, Roth, manager of 
the section. 


Apt Answer to Big Question 


‘Members of the boot and shoe in- 
dustry agree with Ludington Patton, 
a prominent business leader of Mil- 
waukee, who iti d recent address to 
the sales conférence of his company. 
asked the question, “How do you find 
business?” and immediately answered 
it by saying, “By going after it!” 
Mr. Patton also struck home’ by say- 
ing: “The general retrenchment’ of 
national: advertising is a cénsiderable 
reflection on’ the’ advertisers “con- ~ 
cerned. Either’ they" have hot been 
buying advertisifig orf’ thé’sdtind basis‘: 
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that it is an active selling power, or 
they are conspicuously unwise in re- 
trenching now, when advertising is 
most needed to stimulate the buying 
idea. In our own case we believe we 
are keeping faith with the dealers 
when we increase our advertising at 
a time when the dealers most need 
support.” 


Tanning Concern Incorporates 


Elkert Bros., tanners, Booth and 
Franklin streets, Milwaukee, have in- 
corporated their business under the 
style of Elbert Bros. Tanning Co., 
with an authorized capitalization of 
$150,000. The ownership and policies 
will remain unchanged. The concern 
has been in business many years and 
some time ago built its present large 
tannery. The principals are Charles, 
Edward and William J. Elkert. 


Teeple Factory Under Way 


The new factory of the Teeple Shoe 
Co. at Waupun, Wis., is now making 
regular deliveries. The first complete 
shoe was turned out on Oct. 6. The 
factory is employing from thirty-five 
to forty people and is newly equipped 
throughout. The building was for- 
merly used by the Palma Shoe Co., 
which went out of business about 
three years ago. The installation of 
equipment was made by B. F. Hetten- 
haus and Jack Julius of the United 
Shoe Machinery Co. J. F. Teeple is 
devoting considerable time to road 
work and reports a good demand. 


Monroe Partnership Changes 
Henry Kundert, Jr., has acquired 
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the half interest of Herman L. Schind- 
ler in the firm of Clark & Schindler, 
boot and shoe merchants of Mon- 
roe, Wis. The firm name has been 
changed to Clark & Kundert. W. J. 
Clark and Mr. Schindler established 
the store in 1916. In addition to foot- 
wear, the firm handles men’s furnish- 
ings. 
Improvements at Janesville 


Among the many merchants of 
Janesville, Wis., who have made im- 
portant improvements in their store 
properties is the Janesville Hide & 
Leather Co. at West Milwaukee and 
North Jackson streets, owned by J. 
W. Tuite. Edward and William Hei- 
der, who are establishing a new re- 
tail shoe store in Janesville, are re- 
building the front of the Yahn build- 
ing and remodeling the interior. Sev- 
eral other boot shops are showing 
their faith in the future by modern- 
izing their stores and enlarging their 
facilities. 


Manufacturers Are Careful 


A survey of the boot and shoe in- 
dustry in Milwaukee reveals a cheer- 
ful attitude on the part of all man- 
ufacturers, due to the relatively good 
business they are receiving from the 
retail trade. Local factories are oper- 
ating on an average of 75 to 80 per 
cent and expect to be able to maintain 
or even increase this rate through the 
winter. A new tendency is that mer- 
chants are less unwilling to buy ahead 
than in the last six to ten months, al- 
though the bulk of orders still is for 
quick shipment. 


ST. LOUIS 


Low Level Continues in Retail Business 


Weather Solely Responsible for Lull—Novelties 
Suffer in the Slump—Men’s Business 
Shows Upward Tendency 


HE warm, unseasonable weath- 

er continues to seriously ham- 
per the retail business. Merchants 
are greatly concerned and fear that 
without immediate relief in climatic 
conditions, it will be necessary later 
to resort to sales on shoes that were 
bought to be sold in a regular way 
and not mark downs. All realize the 
season is well under way and under all 
normal conditions many pairs should 
have been disposed of by this time. 

The early stampede for novelties 
has practically spent itself and women 
seem to be watchfully waiting on the 
weather before deciding on further 
shoe purchases.. At least, that is the 
essence of the conversation of a great 
majority of store managers. 

The women still demand patent and 
many retailers. predict that it will 
hold through the season and finish in 
first. position. in the style demand for 
spring. Patent two and three-strap, 


center and side buckles remain the 
favored choice of the fair sex. Side 
buckles to some extent seem to be 
giving way to the center buckles. 
Patent lace oxfords still have con- 
siderable call both in plain and semi- 
brogue effects. The military and 
Junior Louis heel heights are those 
most sought after. Patent moccasins 
are passé and few retailers carry 
them, having disposed of the few pairs 
bought and no reorders placed on this 
type of footwear. Imitation moccasins 
are being seen in the popular priced 
institutions. This style seems to be 
more acceptable in the buying than 
the genuine moccasin. 

Black suede as well as dark brown 
is having an unusual activity and 
there is an apparent tendency to buy 
this type in preference to satin. When 
cooler days arrive the call for suede 
is expeeted to be rather heavy. Lace 
oxfords just now are mostly being 
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asked for, although some sandal type: 
are being shown in the same leather 


Boot Sales Slump 


Boot sales have fallen off consider- 
able in the buying. From 25 to 30 
per cent of the day’s sales a few weeks 
ago to less than 10 per cent now is 
the decline suffered in the high shoe 
field. Boots purchased during the 
past week for the most part have been 
in black and brown kid. Low heels 
particularly have been demanded. 
Some tan calf is observed in the sales. 
One store manager stated that women 
were never so undecided as to the 
style desired as they are now. 
“Women come in here for a bronze 
pump and end up by buying a calf 
boot,” was the statement of this man- 
ager. Women are doing more shop- 
ping around than they have done for 
the last three years. Curtailed allow- 
ances perhaps is the reason for this 
attitude. Retailers, however, are not 
cheering this disagreeable condition. 


Men’s Business Improving 


The men’s business has moved up- 
ward and an added improvement is 
noted. This is the one optimistic note 
sounded by all merchants in the down- 
town “shoe belt.” Eighty-five per 
cent of the shoes sold are of the boot 
type. Semi-brogue and the French- 
English styles predominate in the call. 
About three out of every four pair 
sold are the darker shades of brown. 
Little demand has developed in the 
heavier grains and what sales have 
been made of this character of leather 
has been in oxfords. This applies to 
the popular priced shoes. In the higher 
priced merchandise the demand for 
the grained leathers is considerably 
more pronounced and in this grade 
oxfords are selling more freely. 





‘Swope’s in “Shoe Horn” Di- 


rect Attention to Repair 
Department 


In. the monthly issue of the “Shoe 
Horn,” house organ of the Swope Shoe 
Co., attention is called to the repair 
department. In a constructive article 
by the manager of that department 
the features and quality of work are 
exploited. A good thought brought 
out in the article is for salesmen when 
they sell a new pair of shoes to inquire 
of customers if they don’t want to 
leave their old shoes for repairing. 
Repair work is called for and de- 
livered. 


Huette’s Closing Out Chil- 
dren’s Department 


Huette’s, Sixth Street store which 
housed the children’s department, is 
closing out this part of the business, 
with an unusual sale. A greater por- 
tion of the window space is being used 
for the clean-up sale of children’s 
footwear. The department, which has 
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been in operation’ for “about ~ eight 
months, is being dispensed with to 
make more room for the already 
crowded men’s department. The entire 
stock of boys’ and girls’ shoes are be- 
ing offered at $2.35 a pair. Robert 
Huette, secretary of the firm, stated 
that practically all of the stock had 
been disposed of during the sale. 


Walk-Over Showing Buckle 
Three-Strap in Black 
Scotch Grain 


A. W. Lutz, manager of the Walk- 
Over Stores, is showing in his Olive 
Street store a three-strap, center 
buckle, moccasin effect in black Scotch 
grain. The straps are fastened with 
silver buckles. A military heel and 
welted sole are carried on the shoe. 


Alterations for Hosiery De- 
partment Completed in 
Vogue Boot Shop 

Alterations have been completed in 
the Vogue Boot Shop for the new hos- 
iery department which has been added 


as a new department. The new sec- 
tion occupies one-half of the store and 


shelving now lines the entire side of: 


the west wall. Display cases, indi- 
vidually lighted, are placed on top of 
the shelving which affords splendid 
opportunity for the displaying of mer- 
chandise. The sales counters are of 
mahogany, with green felt surfaces. 
Low-backed cane seated chairs are 
placed numerously along the front of 
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the ‘counters. Four sales girls are 
required to handle the department. 


‘Tweedie Boot Top Increase 
Production 50 Per Cent 


Sales Manager Mahler of the Twee- 
die Boot Top Co. has announced that 
the production of Tweedie boot tops 
has been increased 50 per cent. The 
colors that are receiving the greatest 
approval for fall are the faun, nebe 
tan and an active call for plume gray. 


New Shoe Manufacturer In- 
corporated 


The W. H. Lampe Shoe Co., a new 
corporation, has moved into their 
building at Forest Park Boulevard and 
Sarah Street. 


International Shoe Company 
Tanning First Calf Skin 
It was announced by an official of 

the International Shoe Co. that the 

Wood River Tannery of the company 

had tanned its first calf skin recently. 

A small quanity is being tanned 

from which shoes are now being cut. 


Shoe Plant to Be Enlarged 


Plans are under way to enlarge the 
Moberly plant of the Brown Shoe Co., 
the company being willing to put up 
its share of the cost of the improve- 
ments if the citizens of Moberly will 
raise a stipulated amount, officials of 
the company declared. 


DETROIT 


Fall Business Depends on the Weather 


Shoe. Business Peps Up With the Cold 
Spell and Slows Down When 
the Sun Shines 


FEW snappy days at the be- 

ginning of October, the ad- 
vance guard of fall and winter, put 
life and pep into shoe retailing. 
Unfortuantely the cold rainy days 
were dispersed by a summer sun 
which has maliciously smiled down 
over this locality for the whole month. 
The brighter the sunshine the greater 
the gloom on the faces of the retail 
shoemen. 

Given seasonable weather the deal- 
ers here are of the opinion that trade 
for the season will be favorable to 
them. As one merchant put it, ask- 
ing a question to drive home the force 
of his reasoning, “You’re still wear- 
ing your B. V. D.’s, are you not?” and 
receiving a nod of confirmation, he 
continued, “So am I, and everybody. 
Who wants winter shoes?” 

There appears to be no one line that 
is receiving more favor at the present 
moment than another. Reports indi- 
ente that straps and oxfords are sell- 


ing about fifty-fifty. Blacks are going 
better than some expected earlier in 
the season in heavier effects. 

High shoes are not in demand. Price 
cuts and other means of boosting sales 
of high shoes for women has not re- 
sulted in any material increase in 
sales. It looks as if the women of De- 
troit and vicinity do not want them. 
The “weather” is the only hope left 
that they will be in demand at all this 
winter. 

Spat sales are not large, but they 
are in sufficient numbers to indicate 


“that in all probability they will take 


the place of high cuts this winter, 
where the ankle has to be protected. 


-Moccasin Styles Not Favored 


It appears at the present moment 
that the white population, like the In- 


. dian forerunner, has put the ban on 


the moccasin style and“ declared in 
favor of the “white man’s shoe.” The 


scarcity.of materials with which real *- 
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Indian moccasins are made is reduc- 
ing the quantities offered for sale as 
curios, and has awakened the minds 
of those in charge of perpetuating the 
history of America with the alarming 
situation. The University of Wash- 
ington will attempt to collect speci- 
mens of the Indian footwear of the 
Northwest and other parts. 


Buying for Spring 


Merchants are placing orders for 
spring with considerable trepidation. 
A merchant with several stores in De- 
troit said he had just returned from a 
buying trip. He is associated with 
others from various parts of the coun- 
try. After the orders had been placed 
with the salesman, for they bought in 
co-operation, the manufacturer’s rep- 
resentative said: “Gentlemen, it ap- 
pears that you have not bought for 
March and April, but only for goods 
to carry you over January and Febru- 
ary. We must have orders to keep our 
factories busy.” 

The Detroit merchant answered, “If 
you will guarantee the styles I order 
for March and April, I’ll place orders 
at once.” Other buyers agreed to the 
same proposition, but the salesman 
could not see it that way. The De- 
troit merchant then said, “If you can- 
not do that, it means that you do not 
know what will sell in March and 
April. If you dont’ know, how do you 
expect us to know? I’m ordering for 
as far in advance as March 1. By 
January 10 I'll place in your hands 
my order for March and April, com- 
plete, with sizes. That is the best I 
can do.” 

What will sell for spring? Who 
knows? The scribe found one of the 
largest merchants in Detroit with 
three oxfords in a row on his desk. 
He sat back gazing at them through 
half-closed eyes. When questioned he 
said: “These three styles have been 
good sellers. We are sold up on the 
best sizes. The question is whether 
to reorder them, as they are, or to 
make some slight changes in them. If 
we could have them in stock in a week, 
I’d not ask the question, I’d buy them 
as they are, but it will be about eight 
weeks before we get them, just about 
Christmas. If I knew what styles 
would be favored then, I’d have no 
difficulty in buying.” 

These actual experiences are men- 
tioned for what they are worth. Other 
merchants have the same trials. What 
is the remedy? If all merchants wait 
until the last minute to place orders 
there will be no shoes for the public to 
wear,’ because the factories cannot 
turn them all out on short orders. The 
remedy lies in buying everything pos- 
sible, every assured style, as far in ad- 
vance as possible; then as decisions: 
are made as to later styles, to. place 

these orders withont delay. 

With thé cooler ‘weather and longer: 
evenings coming to encourage it, the 
sales of felt sHppers is ‘active.’ ~~ 
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Two models of our many 
beautiful designs in bro- 
caded and metallic satin. 
The wonder advance 
styles of the time. 










No. 532—The Elaine 





No. 531—The Barrymore 


oO trap white brocaded satin, . ‘ , ; 
poe button, full Louis or We will gladly submit Brocaded vamp with black satin 
junior Louis heel, latest French samples of our full line of quarter, full Louis or junior Louis 
last. heel, latest French last. 


brocaded satins and 
prices on request. 


TESSIER & BOWDOIN 


172 Washington St., Haverhill, Mass. 
Boston Office: 183 Essex St. 
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PAE Fm all and Winter Styles 


a CARRIED IN STOCK 

















Civilian shoes are made with an under- 
standing of the present-day requirements 
of men. They are shoes of attractive ap- 
pearance, solid construction and reason- 
ably priced. Civilian shoes promise large 
turnovers and interesting profits. Try them 









Stock No. 112—Civilian 
Goodyear Welt, Black Kid, 
Whole Quarter Blu. *‘Doc’”’ 
Last, Single Sole, Good- 


Stock No. 105—Civilian Ses : 
Goodyear Welt, Mahogany spas 





Bal, ‘‘Yale’’ Last, Single 
Sole, Goodyear Wingfoot Heel Tae sitet 
Rubber Heel. 4 and 5 ‘ 5 


wide. 


DELIVERIES ON DAY ORDER IS RECEIVED . 
Ask for our catalogue 


CIVILIAN SHOE CO. WARD HILL, MASS. 


y VASSSSSSSSSSSSSSSSSSSSSSSSS- PSVSBSSBSBSSBBSBSSVVBVBVsVVSsVVssV Vg sy ggg ggygsguqgganaye sens ns 


r+ ++ SS SS SSS SSSSSASSSSSSSSSSPASSSBSBSBSSBSBSsSsSsasasasavavzavxvnavgvavvvvn 

















] November 12, 1921 





‘On 
o 
fay 


rey t 
Neer 


4) 





; trate 
Sele abhisrare 
oe ¥ eee 


age 
walt 


proesunnentese 
Laas ash 


i 49 WSC 
ir 


pets 


REPS UE det Aided 
[ees 


oe 


5 eargoA toed) Bas 


ttn! 


S 
i 








¥ 


rade At Hn <3 ct ery de 





THE 
Bale re ge Re Sep ae ear ape ge NNR ae cena TT eM 
SHOE 7 









BOOT AND SHOE RECORDER 99 


3 = 


WE ek 8 pans! mL EE OES ENDL Lt roth gin tt We 





Veows 





“ S ‘a 
mad wwe 






BATES 


New 
“Le Temps” 







IN STOCK 
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No. 6126 


Creese & Cooke’s genuine 
Tony Red Calf. Sole leather 
counter. Goodyear “Wing- 
foot” rubber heel. 
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‘HIS stunning boot emphasizes the new squarish-toe tendency in men’s se 
high-class footwear, and also has much of the smart, flat effect of the Bs 





English lasts. 


meee 







Our use of genuine Tony Red Calf in this shoe, plus the best selection 
of other materials, makes No. 6126 an extremely salable model. 
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Like all Bates Shoes, it gives highest possible value at a moderate 
price—which meets the spirit of the times and gives a valuable advantage 
to every Bates dealer. 
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A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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“CLIFTON” 


(SPECIAL) 


Shoe Covering Paper 


For covering white and deli- 
cately colored shoe material this 
paper is unsurpassed, 


Time, trouble, and expense are 
saved, as many shoe manufac- 
turers know, who see shoes reach 
the packing room in perfect con- 
dition. 


By special manufacture it is 
made pliable, and so firm it 
holds the stitch. Wherever you 
are we can serve you. Samples 
and prices on request. 


CLIFTON MFG. CO. 


BROOKSIDE AVE., JAMAICA PLAIN 
BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 
BACKING AND STAY CLOTHS 


SCOTCH GRAINS 
IN STOCK 


This shoe is a sel- 
ler. Double roll 
edge with exten- 
sion heel. Some- 
thing new. Tip, 
soft box hair 
cloth. Send for 
samples. 


ALSO FULL 
LINE OF 
YOUNG 
MEN’S 
SHOES 


Send for 
samples 
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For Manufacturers of Women’s, Misses’ and 
Children’s Shoes 





No. 1018 No. 10001 








No. 1012 





No. 1082 
For Samples Write to 
The Vanity Novelty Works 
Designers and Manufacturers of 
SHOE ORNAMENTS 
913 Gates Ave. Brooklyn, N. Y. 


No. 435 


























The PEDREINA Spat 


A Really Different and Practical Novelty 








FREDERICK S. PECK 
WORCESTER, MASS. 
Maker of Superior Shoes’ for Mén 
Boston Salesroom, 207 Essex Street 
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In In 
Felt Kersey 
831 Light Fawn 935 Taupe 
833 Brown 937 Beaver 
834 Fawn 939 Black 
835 Taupe 
836 Dark Taupe 
Steck Ne. Oat 837 Beaver 931 Light Fawn 
Stock, No. one 838 Platinum Grey 933 Brown 
an 
B, 0, D widths 839 Black 934 Fawn 
ie i $24 per doz. 


$21 per doz. 





WORCESTER 





Kingman Mfg. Company 
. Stoughton, Mass. 




















November 12, .1921 BOOT -AND. SHOE RECORDER 101 


a 
Smart and Snappy 


“TANGERIN ge 





















Youth and Beauty in every line 


Patent Tum | Strap with Adjustable Cut Steel Buckle. 
Carries 16-8 Spanish Louis Heel. 
Made over our 83 Last. 


Emery & Marshall Company, 


HAVERHILL, MASS. 
Boston Office, 183 Essex St. 
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in Andover, Mass. 


with the business. 





generations. 


J. W. BARNARD 


years of existence. 


She Barnard factory 


for them! 





ANDOVER 





FOSTER C. BARNARD 





80 YEARS OF 
SHOEMAKING 


N 1840 J. W. Barnard began the manufac- 

ture of hand sewed turn comfort shoes 
During three gen- - 
erations—J. W. Barnard, the founder, his 
son Henry W. Barnard and his two sons, 
Foster C. and William S. Barnard — this 
family has always been actively identified 


Their product has typified the craftsmanship 
of New England shoemaking and their turn 
shoes have enjoyed a reputation for careful 
construction that comes only with that skilled 
knowledge that is handed down through 


This business is running on full time and has 
never been shut down through the whole 80 a 


now completely 
veyuipped with the newest of modern ma- 
chinery, employing craftsmen whose knowl- 
edge of turn shoemaking is born in them. 


The retail shoe merchant will find that 
“Barnard Comfort Shoes” 
manship reflected in every pair and that the 
shoes are carefully made in every minute 
detail over lasts that have been tried and 
tested for years and years. 


have this crafts- 


In following issues, illustrations of stock 
shoes ready to ship will be shown. Watch 


J. W. BARNARD & SON 


SHOEMAKERS 


MASS. WILLIAM S. BARNARD 








HENRY W. BARNARD 























IN STOCK 


Ready to Ship 


No. 711—On 88 
Last. Men’s 16-in. 
Brown Retan Blucher, 
Full Quarters, Box 
Toe, Full Double Sole, 
Goodyear Welt. 


$5.40 


Also made in 10, 12 
and 18-in. heights. 













































DURABILITY 


At a Fair Price 
GETS WORK SHOE TRADE 


35 years have taught us what the work 
shoe trade is looking for in shoes and 
what they will pay for them. We put 
into La Crosse Work Shoes the last 
ounce of wearing value possible at a 
price that makes quick turnovers and 
gives you a good profit. 


La Crosse Work Shoes 


will get business for you. La Crosse 


Work Shoes will keep business for you. 
The work shoe buyer knows them. 





Write for Our In-Stock Catalog 


La Crosse Boot & Shoe Mfg. Co. 


LA CROSSE . - WISCONSIN 
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Men’s Men’s 
Solid Solid 
Dress | Dress 
Welts Welts 
Goodyear Goodyear 
Wingfoot Wingfoot 
Rubber Rubber 
Heels Heels 














OUR PRODUCT TESTED BY 
MILLIONS OF FEET 
SINCE 1860 


$3.50 


Less 5 Per Cent 10 Days 


NOW IN STOCK 


In Dozens Only 
Packed sizes 6 to 7 





White Fibre Slip—Four Row U. S. + «0 ca 
Stitch Boarded Veal tock 727 
Pee ye - to 9, 10 or II 
SOME OTHER NUMBERS PRICE 
Stk 721—Men’s Mahogany Bal. ................. $3.25 


Stk 722—Men’s Mahogany Bal. ................ 

Stk 725—Men’s Mahogany Blu.—Semi-Straight Last. “ 
Stk 726—Men’s Mahogany Blu.—Semi-Round Last.. “ 
Stk 728—Men’s Mahogany Blu.—Extra Round Last. “ 
Stk 730—Men’s Gun Metal Blu.—Semi-Round Last. “ 
Stk 731—Men’s Gun Metal Bal.—English Last..... " 


Everything equipped with Goodyear Wingfoot Rubber Heels 





Recognizing the fact that the public is demanding lower priced footwear, and also—mindful 
that their demand embodies both service and appearance, we are making it possible for inde- 
pendent retailers to supply this demand with the best five and six dollar sellers on the market. 


Sample Case or Salesman on Request 


J. C. MOENCH SHOE COMPANY 


CENTRAL OFFICES—117-119 Beach St., BOSTON 











BOOT AND SHOE 


Black and Tan 
Norwegian Grain 
Oxford 
Vesper Last 
Soft Box Toe 
Full Double Sole 


Stitched Heel 
$5.50 
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Milford Made 


UR salesmen are selling freely this smart and very serviceable 


shoe. 


Just the style the college boy wants, and equally appealing to many 


‘a man who refuses to grow old. 


KNOX SHOE CO., MILFORD, MASS. 


Boston Office, 135 Lincoln St. 

















THE 

FRANCE 
A POPULAR PAT- 
TERN OF TURN 
FOOTWEAR IN 


STOCK — READY 
NOW. 


No. 729—Black 

Suede. Carries Span- 

ish Louis Heel. Also No. 729 
in Patent Leather and Black Suede 
Gun Metal. Widths Price $5.50 
A-C. Solid leather Pat. Lea. and Gun 
counters. Steel re- 

inforced leather eee 
shanks. Genuine silk 

grosgrain French cord 

binding. Order To- 

day. Quantity 

limited. 








Address all « ications to 


COLLINS & STAPLES 


HAVERHILL, MASS. 
BOSTON OFFICE: 183 ESSEX STREET, ROOM 306 
Gene Ricker in Charge. 














SHOE LACES 


“OLD RELIABLE” Brands 


Trade Mark Reg. U. S. Pat. Off. 


“The Kind That Sells” 


“RADCLIFFE” “DUDLEY” 


Mark) (Trade Mark) 
seg? 


(Trade Mark) 


NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. énicaco U. S. A. 
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ii Formative = == 
Shoes ss g.®x 
Ut ~=6 for Women 


ETAIL distributors of Forma. 

tive Shoes—Regular and Modi- 
fied—are taking advantage of our 
fine in-stock facilities for supply- 
ing promptly all styles in each 
: group. 

Evidence of the ready salability 
of Formative Shoes is constantly 
coming to us. Their orthopedic 
excellence, in conjunction with un- 
t usually reasonable price, has given 
| the line a strong and permanent 
\ grip on the Trade. ; Walne —s 
[ 
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Dealers who require women’s 
shoes having both full foot-form 
specifications and orthopedic prin- 
ciples with style are finding not- 
able success in the sale of the two 
groups of Formatives. 

Hi Note complete price list below. STOCK 


ALL STYLES CARRIED IN 
STOCK 


REGULAR—Styles and Prices 
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. 14—Black Kid Blu. Oxford. Price....$5.00 

No. 15—Brown Kid Blu. Oxford. Price.... 5.85 

No. 16—Black Kid Blu. Boot. Price..... 6.00 

No. 17—Brown Kid Blu. Boot. Price..... 7.10 
MODIFIED—Styles and Prices 

No. 92—Black Kid Oxford. Price........ $5.00 

No. 93—Brown Kid Oxford. Price........ 5.85 


No. 94—Black Kid Boot. Price........... 6.00 
. 95—Brown Kid Boot, Price.......... 
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Goodyear Welt 






No. 92 


Modified 
Formative 


Black 
Kid 
$5.00 
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Increase Your Sales— 


What This Case Has Done 
for Others—It Will Do 


| For You— 


Gentlemen—The Rubber Boot Case is a 
great success, and the more we use it the better 
we appreciate it. During the summer, | use it 
for Tennis. Now my boots are in it, and later 
will have lumbermen in it. We are limited for 
room and it is a great labor saver. Can wait 
. on more customers and do it with less trouble. 


D. TUXBURY & SON, WINDSOR, VT. 



































The Revolving Economic Case will sell your heavy rubber foot- 
wear. Fourteen styles, sized and displayed on forty inches of 
floor space. Folds compactly for storage—Write for prices. 


























BATAVIA SPECIALTY COMPANY 
uetieeeens Batavia, New York 

















IN STOCK 


NOVELTY TURN SLIPPERS 


In consideration of such close 
figures we can sell these goods 
in not less than 12 pair lots or 
more of a kind and width. For 
sample pairs we add twenty 
cents per pair to pay for cost of 
.shipping. Sample pairs not re- 
‘turnable. 




























STOCK No. 500 STOCK No. 701 


Stock No. 500—Patent leather center buckle, three strap. No. 600, Black Satin 1 Strap FULL LOUIS wood covered heel..Price $3.30 

Wall Louls heel... .cccccsccccccccccscccesce Price $3.90 No. 601, Black Satin 1 strap junior Louis wood covered heel..Price $3.30 

Stock No. 501—Same with Junior Louis heel..Price $3.90 No. 700, Black kid 1 strap FULL LOUIS wood covered heel..Price $3.30 

Stock No. 401—Same shoe in black kid, Junior Louis heel No. 701, Black kid 1 strap junior Louis wood covered heel..Price $3.30 

GT chcctccessceenssccesesbangesesceesges Price $3.75 No. 800, Patent chrome 1 strap FULL LOUIS wood covered heel..Price $3.50 

B, C, D widths 2-8 in 36 pair lots — No. 801, Pat. chrome 1 oo" junior Louis + covered heel..Price $3.50 
encanta to D—2% to 


Terms 2% off 10 days. 


SPECIFICATIONS 


High grade satin, Fine grade kid, Full chrome, patent leather, Silk cord, 
Solid leather grain counters. Leather sock and quarter linings. 


KARELIS SHOE COMPANY 


| Haverhill, Mass. 
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SHOES 
Eyvance ine ae 


(REG. U. S. PAT. OFF.) 





GOODYEAR WELT 


IN STOCK—IMMEDIATE DELIVERY 


WIDTHS AA-D 


HONEST SHOES MADE OF THE BEST MATERIALS 
FINE FITTING LASTS AND PATTERNS 








SEND FOR 
NEW CATALOG 
| AND 
Tks tetten coc 0G tT 


ford, 92 (combination) last. 


$4.85 
4237—Like 4523 in Black Russia 
$4.85 


alf. 









ORDER Stock 4524—$5.95 
Royal* Purvle Calf Polish, Real Tip, 
TO-D AY aN Heel, 92 (Comb.) Last—814 | 
Stock 4284—Black Russia Calf Ox- reine 4 m 
ford, 85 (combination) last—1% inch 4530—Like 4524 in Black Russia Calf. 
Heel. $4.65. $5.95 


A. H. BERRY SHOE CO. 


BOSTON OFFICE: 428-30 Albany Bldg. PORTLAND, MAINE 





habeneetes 
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S. RAUH & COMPANY 310 to 318 SIXTH AVENUE 
| = 





PORTIFTYYEARS-THE-WORLD S:LARGEST:AND -FOREMOST: 
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When Cold 
Weather Comes 


there 
will 
bea 
bigger 
demand 
for 





STUNNING 





Thousands of 
Standard Spat 
dealers are 
ready! 


SPATS ARE 
IN VOGUE! 


Be Prepared! 








NEW YORK | 
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HERE is one way you can make certain of quality in a 
rubber heel. If it has the name Goodyear on it, it 1s 
made of the very best materials. It will hold its shape, keep 
its resilience, and wear a long, long time. There is no satis- 
factory substitute for Goodyear Rubber Heels. More people 
walk on Goodyear Rubber Heels than on any other kind. 


Have you seen the new Neolin-W ingfoot Sports Bottom? Its recep- 
tion has been instantaneous. The one sports bottom with a Toe-But- 
ton. All Buttons are where they belong. If you haven’t seen 1t—see tt. 


WENGEOGOA 
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For the Protection of 
Users of Genuine 


T is unnecessary to call the 
attention of the trade to the 
very apparent demand for 

TONY RED CALF which is 
now in its twelfth season of un- 
interrupted popularity. 


The color alone could not have 
built up this preference for 
TONY RED CALF. The 
quality of the leather had to be 
pronounced. 


It was to be expected that there 
would be numerous imitations 
of the genuine TONY RED 
CALF, and a number of in- 
stances have occurred where a 
substitute leather has been used 
and advertised (generally un- 


TONY RED CALF 


thinkingly) by manufacturers 
and retailers as TONY RED. 


One recent instance has come to 
our notice wherein a shoe of 


very low price was advertised as 
being made of TONY RED. 


Now, the quality of the genuine 
TONY RED CALF is placed 
there by means which make it 
one of the highest priced leathers 
on the market. Genuine TONY 
RED CALF cannot, therefore, 
be figured in a low-priced shoe. 


We make this statement in jus- 
tice to those manufacturers and 
merchants who have solidly 
stood for the genuine TONY 
RED CALF in their shoes. 


November 12, 192} 








Merchants who desire to be absolutely sure that they are receiving 
genuine TONY RED CALF in their shoes may easily prove the fact in 


two ways: 
First—by giving us the name of the manufacturer who made the shoes 
in question. 


Second—by comparing the leather in the shoes with a sample cutting 
of the genuine TONY RED CALF which we will gladly sup- 
ply on application. The genuine Tony color is unmistakable 
in comparison with an imitation. 


SALESROOMS 
TANNERIES 
DAVENPORT, MASS. 95 SOUTH STREET, BOSTON 
P. A. HENRY & CO. 
206 BROADWAY, CINCINNATI, O. 
LEATHER TRADES BLDG. 
ST. LOUIS, MO. 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 
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wientaei= FISHER Zegenes 


ST 
No. 050—Ladies’ Oxford 

Thi p 
A Helpful Factor iit. Gear aint. te Nous! 


keeper or business woman for whom 














a het J —_— built = the —— 
. sensible an ygienic lines, offers 
ANY women cannot dis- the utmost possible value. 


pense with shoes with 
the combined functions of 
home and street wear. 


AX 

AX 

NX 

E FISHER comfort shoes are No. 075—Ladies’ Tip Oxford 
© 


1 i h t This pcnonrge cet aos is a com- 

M4 _ mon-sense shoe—but we add a ti 

designed to cu tivate t e pa to the toe, which makes it eorvies. 
able to the wearer who wants a 


ronage of that particular shoe easy to walk in but stylish 
enough for street use. 


group of women. Their sala- 
bility will prove itself a help- 
ful factor in the profitable 


conduct of your business. 

We would like to send you A TSHER 5 ON 

our booklet of styles. 

LYNN, MASSACHUSETTS 
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| REPCO—the enamel your patrons demand 


| Repco is a popular, easy-selling brand It keeps théir shoes looking trim 
of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 
; ; . shades: white, ivory, light gray, dark 
It is easily applied—a brush with. gray, champagne and Havana brown. 


Your customers like it because 


every bottle. For sale by shoe findings jobbers. | 
It clings evenly to the surface—it Make sure of a prompt delivery: or- | 
‘does not rub off. der some Repco today. 


J. K. Krieg Company, New York 


| 

| 

| United Shoe Machinery Corporation, Boston | 
| | 
United Shoe Repairing Machine Company, Boston | 
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| DheHeel LeatAdds/. Finishing Jouch 






ARMORTRED 


Why 1s tthat- many thigh grade men's ews 


specify our heels in preference 
to others that have been broadly . 
advertised to the public? , 









Principally, they tell us, be- 
cause their customers like the 
design of ARMORTREDS., 
and their fine appearance on 
the shoes. 


Their looks are no better 
than their quality. 





Quabaug Rubber Go.. North Brookfield, Mass. 














BOOT AND SHOE RECORDER Novéinber 12, 192) 








The Saturday Evening Post carries our advertisements regularly, 
thus popularizing ‘“Arnold’s Glove Grip Shoes’ and stimulating 
demand for styles in stock. Keep your store in line with our 
advertising for success, 


Stores featuring Arnold “Glove Grip” 
shoes are doing business. A Boston re- 
MODEL 466 tailer who never before this year sold such 
THE “PANAMA” high grade shoes, is having great success 
with them. If you want to put your store 
on a higher quality basis, the Arnold “Glove 
Grip” line is the one line you can rely on for 
results. You can provide your customers 
with shoes beyond the commonplace. You 
can protect yourself with a line above com- 
petition. A sample order from the styles 
shown here will start more trade your way. 
Arnold “Glove Grip” shoes are 
gh gh eS 


features, which guarantee fit, 
comfort and wear. 

















IRN O LID 


GLOVE -~GRIP SHOES 
STYLES IN STOCK 


Model 466 


The “Panama.” A seasonable style, of Glazed 
Kangaroo. Half Rubber Heel. Sizes AA-A 7 


to 11, B 6 to 11, C, D, E § to 11. MODEL 807 
Price $6.70 | mp THE “VASSAR” 











Model 807 


The “Vassar.” A Ladies’ Tobasco’ Brown Kid 
boot. Height 8% inches. Imitation straight tip. 
15/8 Cuban Heel. Sizes AAA 5 to 9. AA-A 4 
to 9, B 3 to 9, C, D 2% to 8 


Price $8.25 


Send for Catalogue 


M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON, MASS. 
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THE “FILET” 


No. 25—Brown Kid_ with 
Brown Ooze Collar, Junior 
Louis Covered Heel. Beaded, 
$5.50 
No. 26—Same shoe without 
beading aa 
Sizes A, 4-8, 444-8; 
4-8, 444-8; C, 3-8, 68 436-8. 
READY NOW 


“SCOTTY” 


10/8 Heel. Fairstitch. Newest effect 
for Fall and Winter 84. 


Sizes B, 4-7%, if 5 A oH 


3%-7%, 4-8; 


amADY. 


No. 21—Full Chrome Mahogany Calf; 
Heavy fair stitch sole; Outside Wing Tip 
and Foxing 3.40 
Sizes A, 4-7, 4-7%, oe 
C, 2%-6%, 3 
READY Now 
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“MARY” 


No. 23—Black Ooze Calf, 
Full Louis Covered Heel. 
Beaded $6.00 
No. 24—Same style in black 
satin, beaded $5.50 
o A. #3, - 
B, 3%-7, 4-7, 4%- 73 
3%-7, 4-8, a 
READY NOW 


“PALAIS ROYAL” 


No. 22—Soft Scotch Grain Calfskin, No. 31—This season’s smartest style 


60 Sizes 4. 4%-7 


NOW 


Stock style prices quoted are for 
even dozens on a width in size 
runs listed only. Orders not 
covered by the above are posi- 
tively subject to an extra charge 
of fifty cents per pair, regard- 
less of quantity. 


N. B. — Please observe 
carefully that the size runs 
vary on different shoes. 


in Black Ooze Calf only $6.00 
4-8; B, 4-7, 4-8; 
2h%- 7, 3- ? *3%4-6 %. 


Th, +8. "READY NOW 


No. 28—Brown Kid 8%” boot. Fairstitch. 

12/8 Heel with Rubber Top Lift, Newest 

Last $5.00 

No. 29—Same shoe leather heel. 

No. 30—Same style, fud edge Black Kid 
“4 “~ $4.50 


S: 36-4 66. 4%-8; O, 34-8, 4-8, 4%4-8; 
D, 3-8, 4-8, 4%-8. 
READY NOW 


BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN . 


We invite you to try a dozen. 


BOSTON OFFICE 
Rooms 404-5 
RICE BUILDING 


FACTORY 
13 WORMWOOD ST. 
BOSTON, MASS. 


We pay express f unsatisfactory. 


NEW YORK OFFICE: 
ROOM 1205 
110 W. 34th Street 
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No. 20 Last 





An Unusual 
Opportunity 
To Buy 
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GOODRICH MEN’S SLIPPERS 


IN STOCK—For November 10th Delivery 


Havana Brown Kid, Opera and Brighton 
Battleship Grey Kid, Opera and Brighton 


20 LAST AND 5 LAST—SIZES 6/2-11, C WIDTH; 6-11, D WIDTH 


$3.50 Net and Not Less Than 12 pr. Lots 


Hazen B. Goodrich & Co. 


a Haverhill, Mass. 
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| “Chic” liquid 


| great call 
| also. Don’t 








Suededene is the 
preferred cleaner 
for all suede 


leather shoes. 
Can be had 
for blacks 
or colors. 
Equally good 
for Buck and 
Nu - Buck 
leather shoes. 
C o nveniently 
packed in 
sifter top 
cans. Our 


suede dress- 
ing has a 


overlook 
**Whitte- 


; More’s nappy I 
ordering “‘polish.’ 





wr cree Steg 


Eve DEy, 


~ POWDER’ 
\ LEANS & RECOLOR 


SUEDE 8& Zé 
FOOTWEAR 
WHITTEMORE BRO x 


eather dressings when 





Whittemore Bros. Corp. 





hittemore’s 


SHINES BRIGHTEST 


Specialize on ‘““Whittemore’s” 
shoe polish and enjoy quick 
turnovers and good profits. 
to keep 


Everything needed 
shoes in the pink of con- 
dition is included in the 
“Whittemore” line. With 
the ability to buy every- 
thing needed in the line of 
shoe polish of ‘‘Whitte- 
more,’ why have a miscel- 
laneous lot of polish to 
move? Every possible 
sales advantage is 
afforded by ‘Whitte- 


more’s.”” 


Boston, Mass. 


Ask your jobber salesman or write us for complete catalog. 





for brown shoes. 





for patent leather, too. 





The leader in paste preparations 
A black paste 
is put up same way. Just the 
“candy” for the popular rough 


leather shoes. The black goes 











In our fifty years 
of business we 
never had a 
preparation for 
black shoes make 
such a hit. 
Thousands of 
gallons have 
been put up and 
sold in attrac- 
tive packages 
like this. Apply 
it, dry it, pol- 
ish—that’s all. 
It’s quick and 
great for re- 
sults. 
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Stock No. 861 
Stock No, 871 


IN STOCK 
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Stock No. 861—Bal, Tony red Stock No. 871—Style_like No. | Stock Ne. 1038 
osc calf. Perforated throughout. Fancy 861, P & V No. 104. Perforated Gall =) 
Say center perforation in ‘tp. One inch throughout. Fancy center perfora- Ta un’s No. 4 
heel. Goodyear ‘‘Wingfoot’’ rubber tion in tip. One inch broad heel. Ont. NorwegianWelt 
lift. ‘‘Vogue” last. 13 on single Goodyear ‘‘Wingfoot’’ rubber lift. ord—perforated 
r sole. 13 iron single sole. = our ‘‘Ad- and pinked thru- 
2 Price $6.00 _ vice’’ last. Price $6.00 — square wing 
zi Pp with fancy 
D ’ —— Fry — 
5 carries a o 
2 WOMEN’S STYLES Last,” 180, ° Gods 
S Apple; Widths, 2 
G AA-D. 
ch Price $5.50 J 
= Stock No. 101 
a —P & V Cherry 
fe Calf Oxf.—2 rows 
2 close oes 4 
out. Imitation tip, 
a. Last, Stock No. 104 
2. 5 ; le, Orange ; —Black Norwegian 
wie, a Welt Oxford, Sizes 
J rice $5.25 as above. 
2 Price $5.50 
2 fe 
2 
2 5 
fe Stock No. 101 Stock No. 103 
re Stock No. 104 
ZI) 
ra} 
5] 
} 
| 
| a Charles A. Eaton Company 
| 1 
| el “The Sterling Shoemakers of New England” 
fe 
| gd 
| BROCKTON, MASS. 
fe 
| g BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
fe 
| g 
re 
TT TE 
= Fann a T . Die: 
coma! 
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No. 208—PLAIN TOE KID, 7 Inch Polish, 
12/8 Rubber Heel. C, D, E, 20 Last. 83.25 








Gardiner Quality Comforts are 
hand-lasted, heels are hand- 
nailed, and the sewing is Good- No, 404—KID, Seamless Polish, 10/8 Rub: 
yearturn. Only genuine black ber Heel. © to B, 40 Last......... $3.25 


kid and durable sole leather H.K. GARDINER CoO: 










= are used. 

353 Please Address All Mail to the Factory 

3 at Lynn 

= Write for catalog showing 26 Factory Boston Sample Room, No, 401—% FOX KID, Stock Tip Polish, 
ba] 1 de t deli 680 Washington St. Room 407, Press Vamp and Quarter, 12/8 Cat’s-Paw 
= Styles ready for delivery. Lynn, Mass. 183 Essex St. Rubber Heel. A to B, 40 Last...... $3.75 























No. 2204 


A Diamond would not sell in a: 
Hardware Window 


To sell diamonds it is necessary to have a dainty, artistic dis- 
play—a ma my that is in harmony with the merchandise. To w.. No. 2220 
sell shoes, the same rule applies; the display must be in harmony ' : 
with the merchandise to be sold. 

LYONS FIXTURES give shoes their proper setting and make 
the general effect one of harmony. They make the od ar- 
tistic and convincing; placing the emphasis on the merchandise. 

Whatever the style of your decoration, we have the fixtures 
that will just harmonize. Our catalog will convince you; let us 


No. 2292 send it. 


*‘Make Buyers Out of Passersby” 


Hugh Lyons & Company 





No. 2219 
Louis XVI Period Design ~\ 
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HARDWARE 
PRODUCTS 






















cANNOUNCING 
Newly Created ‘Designs In 


ckhles footwear 


Season oF 1921~1922 










. No. 2416 No. 137114 No. 1141 No. 1413 No. 1416 
Sizes 34-14-54 Inch _ Sizes 34-44-54 Inch _ Sizes 34-14-54 Inch Sizes 3%-'44Inch _ Sizes 4-34-14-% Inch 











No. 1062 No. 2136 No 2137 
Sizes 34-14 Inch Size 3g Inch Size 3% Inch 





Buckles shown above are only a few of the many 
supplied in all desirable finishes and sold by leading job- 
bers everywhere. 


We shall gladly send free samples upon request. 
Write for Bulletin 132, illustrating our compre- 


hensive assortment of buckles suitable for use on men’s 
and women’s shoes. It’s yours for the asking. 


i 











NEW BRITAIN, CONNECTICUT BM |e sees 
CHICAGO BRANCH SALES OFFICES NEW YORK % oat 
Eis euadieas ot tert: 

ISCO A 
Postal Tel Bide 608 Victoria Bldg. 
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Meeigpan Ready for Immediate Shipment 


SPECIAL- 


STOCK No. 411 
PRICE $5.50 


Barnet’s Vanadium Black Calf oxford. 
“Wellesley” last. Perforated vamp, foxing, 
lace and cap with center punch. Invisible 
eyelets. 12/8 inch heel. 


Sizes: AAA 5-814; AA 414-8; A 4-8; 
B, C, D 3-8 


Seem ORDER TODAY 
WHITMAN & KEITH COMPANY 


DESIGNERS AND MAKERS OF MEN’S AND WOMEN’S FINE SHOES 
Brockton (Campello Station), Mass. 


GGGPGDGIGGIDIDIGIDIDIDIGBIGBIGIIDIDIGIDIIGIGIGIIDIIGIIIIGIIIIIIIIIIO 


U SMC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION - - . BOSTON 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE CO. - - - =- BOSTON 





3 
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No. 26 Russia Calf New Wave Bal, Panel 
Stitched, Heavy Single Sole. ‘“‘Prize’’ last. 
Goodyear Wingfoot Rubber Heel. 


Genuine Tan Scotch Grain Raglan 

Blucher Oxford. Soft Box Toe. Colum- Cocoa Calf Lace Oxford, Pinked and 
bia Last. Full Double Sole to Heel. Perforated, Heavy Single Sole, 
Goodyear Wingfoot Rubber Heel. ; “Fells” Last. 





For young men, and men who keep young, no more 
desirable shoes can be had than the made to order 


footwear we offer you. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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as ‘Constant Comfort” 


The wide range of the ‘Constant Comfort’’ line covers every need in black kid 
turn footwear. Concentrate your buying on this line of high quality shoes. 


Styles shown below are designed for extreme comfort—yet are neat in appear- 
ance and remarkably low in price. 


AMERICA’S BEST COMFORT SHOE 
IN STOCK—ORDER NOW 








No. S8G—Black Kid One Strap Sandal, 8/8 No. 370—Black Kid Seamless Polish, 9/8 

: Rubber Heel. Rubber Heel. 
No. 201—Black Kid 7-inch Polish, 9/8 In Stock—C, D, tchittCntnteine nun’ 82.00 In Stock—C, D, E, EB........ccccscee $3. 15 
Rubber Heel. No. Si—Same style, higher grade. Gray No. 71—Black Kid Seamless Oxford, 9/8 

No. 200—Same shoe with Stock Tip. Ooze Lining. Rubber Heel. 
Both In Stock—C, D, E, EBD........... DOGG tm Mteth—B, CG, By Wonccicccccccccces $2.40 ee rere Tre rrr $2.75 





No. 96—Black Kid Gypsy Juliet, 8/8 Rub- 
- 2.15 





OT eo 
No, 297—Seamless Front Juliet, 9/8 Babter 
No. 90—Black Kid Oxford, 9/8 Rubber Heel. No. 21—Black Kid Common Sense Bal, 8/8 — 97-—Seamiess Front, Stock Tip, ‘Juliet, 
No. 91—-Same shoe with Plain Toe. Rubber Heel. OPE MNES WARK on occ cc ctcccsnacccsdd $2.25 
Both In Stock—C, D, RB, BB........... $2.25 Be Get. Th Goi cicccccctsccessa $2.65 All In Stock—D, BP, EE. 
Manufacturers 
AUBURN LOS ANGELES OFFICE, 109 E. STH STREET MAINE 


BOSTON OFFICE, 139 LINCOLN STREET 

















> l 
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_Conditions Continue to Improve 


Consumer, However, Continues To Be Critical—He Wants 
Quality, at a Price; Commodity Price Trend 


ticularly good during Sep- 

tember,” says a statement 
issued by the Federal Reserve Bank 
of Boston. “The comparatively warm 
temperature, especially during the 
early part of the month, made it dif- 
ficult for dealers to interest consumers 
in fall merchandise. October was 
cooler and brought a turn for the bet- 
ter, sales improving. Stores are not 
carrying heavy stocks of merchan- 
dise as a rule, although they are in- 
creasing them now in anticipation of 
the late fall and holiday business. 
Retail prices have shown little if any 
change during the past few months. 
Cotton goods have been marked up 
somewhat as a result of the extended 
rise in the price of raw cotton, but 
merchants hesitate to make general 
increases because the consumer is 
critical and is not interested in higher 
priced goods. He wants quality—at 
a price. © 

Credit Conditions Satisfactory 


“Credit conditions continue to be 
satisfactory in this district. Money 
rates are declining slowly. This is 
particularly encouraging when it is 
considered that they usually increase 
at this time of year when so much 
money is needed to market the crops. 
The demand for credit tw be used 
within the district has increased co- 
incident with the improvement in the 
general business situation. In the 
West, on the contrary, the demand for 
credit to be used for crop moving 
purposes has lately subsided consid- 
erably, reflecting the progress of 
liquidation in that section of the coun- 
try. An encouraging feature of local 
interest is the fact that the country 
banks are continually increasing their 
purchases of commercial paper. In- 
vestment funds are accumulating 
again. 

Steel Industry Improves 


“Many of the same evidences of 
improved industrial conditions that 
are found in New England are seen 
throughout the country. The iron and 
steel industry is increasing produc- 
tion, until now it is operatnig at about 
40 per cent of capacity as compared 
with 20 per cent in July. The output 
of soft coal has been growing since 
the middle of August, partly because 
of the approach of winter but also as 
a result of increased manufacturing 
activity. _ The number. of weekly 
freight car loadings—an index of in- 


R ‘ticaia trade was not par- 


Apparently Upward 


dustrial conditiébns—makes a new 
high record for this year nearly every 
week. Here again the season of the 
year accounts for some but not all of 
the improvement. 


Commodity Prices Up 


“Commodity prices have had an up- 
ward trend since the first of summer, 
according to several of the standard 
price indices. The rise of the average 
commodity has been moderate but sev- 
eral, such as cotton, calf skins, and 
oil, have made large gains compared 
with their low prices. Wheat and 
corn, on the other hand, recently fell 
to the lowest prices reached this sea- 
son. 

“Probably the largest source of new 
wealth in this country is the annual 
yield of the crops. The gathering of 
these is nearly finished by now. With 
the exception of the cotton crop, 


which is extremely small, the other 
important crops promise good yields. 
In fact crops the world over are gen- 
erally the average size or nearly so. 
The 1921 world wheat crop will be 
larger than last year and equal to the 
five-year average in the period 1914- 
1918. The corn crop this year will 
equal that of 1920 and will be about 
15 per cent larger than the 1909-1918 
average. 


May Be Let Down This Winter 


“Taken all in all, business is better 
now than it was during the summer. 
A few industries are slowing down 
as winter approaches—building oper- 
ations, agriculture, and automobile 
production, for example. But, elimi- 
nating the gains due merely to. the 
seasonal influences (admittedly large) 
there still remains evidence of a real 
improvement.” 











NEW YORK 
Is Quality Being Sacrificed? 


Some Old-Time Merchants Believe Price | 


Cutting Has Gone Too Far 


[t is a question in the minds of 
many old time shoe merchants 
here if the local retail merchants 
have not gone too far in their drive 
to distribute low-priced footwear to 
the public. Altheugh competition this 
year has been extremely keen, there 
are some merchants who feel that a 
great mistake has been made in 
emphasizing some of the extremely 
low prices in the manner in which 
they have been stressed lately, and 
are fearful that some reaction will 
set in later on. In the drive for low 
prices, many retail merchants have 
cut down on quality, and it is an ad- 
mitted fact that the public here to- 
day is purchasing poorer quality 
shoes than for some time past. 
Many of the retail merchants in- 
sist that it is price that rules to-day, 
and accordingly are offering shoes at 
the lowest possible prices regardless 
of quality. New footwear at $5 and 
$6 is plentiful and even Fifth Avenue 
shops are beginning to play up prices 
at $10 and under. It is understood 
that some opposition to this wave of 
low-priced advertising and sales has 
been: voiced by a few, but it has had 
but little effect .in checking what 
these few consider an evil. 


No Balking at Fair Prices 


One of the few merchants who has 
openly advertised men’s shoes at 
prices above $10, although he carries 
lower grades as well, is authority for 
the statement that he has sold more 
shoes above $10 a pair than he has 
below this figure—more than twice as 
many pairs, in fact. “I find,” he 
said, “that the old trade is eoming 
back, and is demanding good foot- 
wear and is willing to pay a reason- 
able price for it. Shoes such as these 
men are accustomed to wearing can- 
not be sold for less than $10. From 
a perusal of the advertisements at 
present, one would gather the im- 
pression that $12 and $14 shoes no 
longer exist. I think it is a mistake 
fer a store that caters to a quality 
trade to lower its quality to get into 
the popular price class.” 


Summer Styles Selling Nov. 1 


On the other hand, the action of 
some of the Fifth Avenue stores in: 


..running sales at the beginning of: 


November, frankly . marking down. 
some high-priced footwear, is an indi- 
cation that’ trade so far this season. 
has not been overly brisk, The re- 
tail merchants are inelined to lay a: 
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Where to Buy 


Women’s Shoes 











THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
&S In Stock Specialists of 


y ia a Women’s Shoes, Party 


Slippers and Novelties. 
aa al 
*/DOLRS AND BALLETS IN STOCK 

Fine Chevrita Kid Hand 

Turned Boudoirs. Quilted 
Sock. Black 
$1.40, Red and 
Brown $1.50. 
2% to8. Wom- 
en’s Fine Black 
Kid_ Ballets. 

Sench Sewed Turus. sine 2% to 7. $1.60. 
Same in Misses’ 11% to 2,.$1.50. 5% 10 days. 


Write for Catalogue 

















SALEM SHOE CO., Salem, New Hampshire 
















COLLINS & STAPLES 
Makers of HandT: weedieuCuts 
This style in stock. Blk. 

14/8 J. L. heel. = sole belie 

counters and shank. Sizes 
Widths A-C. Price 4.4, 

less 5% W 

118 Phoenix Row, 

™ Haverhill, Mass. 

183 Essex St.,Boston 

Room 806 








BLEECKER STYLES 
dre the last word in footwear 
~~ a women 











BOUDOIRS 
IN STOCK 


Fine kid Boudoir 
slippers for imme- 
diate delivery, made of best material obtain- 
able in Black, Red, Pink, Blue and Tan. 
Order sizes or case lots. Prices, Black $1.30, 
colors $1.50. Terms 5% 10 days, net 80. 
SILVER SHOE CO., Haverhill, Mass. 
























DS ied Gace =p 
S24, oto SuipPERs As 


dll styles made of Dome. 


hnported Satin Brocadevand Metal Cloth. 
2.25 per pair and up 


. M GUSTIN © a 


BOUDOIRS IN STOCK 
Trade Catchers 


















Less 2%—10 days 





BAY STATE SLIPPER COMPANY 
Haverhill, Massa. 
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large share of the blame on the 
weather, which has been adverse so 
far. November opened with the 
thermometer around 65, which is 
searcely cold enough to send con- 
sumers scurrying for winter footwear. 
Apparently the public is not prepar- 
ing in advance for cold weather, as 
the strapped sandal and pump models 
that have been the best sellers all 
summer, continue to lead in sales now 
in most stores. A” betterment in the 
oxford business is reported in a few 
stores, but it is not general. 

Women’s evening slippers are com- 
manding greater attention with the 
opening of fall festivities here. 
Nearly all stores have made attrac- 
tive displays of evening slippers, fea- 
turing largely the brocaded metal 
sandals with jeweled buttons, buckles 
and other ornaments. James Mc- 
Creery & Company last week had an 
attractive window devoted to evening 
slippers made in Switzerland. These 
slippers were of the regulation high- 
heeled, strapped variety with the 
vamps of brocaded metal cloth and 
the quarters and heels of colored vel- 
vet. Franklin Simon & Company 
struck a new note with slippers cov- 
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ered entirely with pasted feathers, 
offered for both afternoon and evye- 
ning wear. The slippers are entirely 
covered with feathers. Some are of 
the Colonial model, while others are 
of the deeply cut sandal variety. 
Some come in a solid color, while 
others are variegated. 


Abundance of Decoration 


In one model, silver cloth trimmed 
the heel and toe. In others, contrast- 
ing colors in the feather outline the 
toe cap. Tiny curled tips are used 
for buckle effects and even minute 
feather tips were added to the buttons 
on some of the strapped models. 

Lord & Taylor also made an attrac- 
tive window of evening slippers ex- 
clusively, in which velvets, in a wide 
variety of colors and shades, was fea- 
tured. 

In men’s shoes the demand is 
swinging toward still broader lasts 
and heavy leathers. The grain 
leathers compose the bulk now sold, 
with tan running well ahead of black. 
The early demand for black has sub- 
sided somewhat in favor of tan in 
lighter shades, according to the high- 
class dealers. 


BROCKTON 


Heavy Oxfords Are Selling Well 


Proportion of Low Cuts Expected to 
Reach New Record 


HOE manufacturers report that 

men’s heavy oxfords are hav- 
ing a remarkably good sale. Fac- 
tories which carry goods in stock are 
having an excellent demand for both 
the black grain and the red calf 
oxfords in brogue and other patterns. 
It is the general opinion of the trade 
here that, judging from orders re- 
ceived both for immediate and future 
deliveries, the sales of men’s oxfords 
will be larger, in proportion to gen- 
eral sales, than at any previous time 
in the history of local trade. The 
weather thus far has been particularly 
favorable for the sale of low cut 
footwear. There seems to be a dis- 
position on the part of merchants to 
continue the buying of these patterns 
into the cold weather period. 


Predicts Business Improvement 


A representative of a statistical 
organization who spoke in Brockton 
recently before the Chamber of Com- 
merce stated that Brockton has reason 
for optimism and that the spring of 
1922 will find business in general on 
a better basis than at present. A 
much larger employment will increase 
the purchasing power, and this will 
be reflected by a more active demand 
for shoes at wholesale and retail. 
Brockton and other shoe manufactur- 
ing centers, he added, were among the 
first to feel the depression. From 


the way things are shaping they will 
be among the first to recover. As a 
hint to the manufacturing concerns 
distributing goods West and South, 
attention was called to the fact that 
this is payday for the farmer, because 
between now and the first of January 
the bulk of the crops will be marketed. 


Expects Increase in Foreign Trade 


Arthur B. Butman, formerly of 
Brockton, and now chief of the newly 
formed Shoe and Leather Division of 
the United States Bureau of Foreign 
and Domestic Commerce, visited 
Brockton recently. He conferred with 
manufacturers in reference to foreign 
business problems. It is Mr. But- 
man’s opinion, from the result of ex- 
tended observations, that the worst 
period of depression in the shoe and 
leather industry is past and that an 
increase of foreign trade may be ex- 
pected in the near future. He says 
the shoe and leather manufacturers in 
Brockton, as well as elsewhere, will 
be kept thoroughly informed concern- 
ing matters pertaining to export 
trade. 


A “Perfect Package” 
Campaign 
Shoe merchants who receive goods 


from Brockton factories will be in- 
terested to learn that Brockton 
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methods of packing, and Brockton 
containers, have long been recognized 
by transportation men as being above 
the average. This statement is made 
by F. P. Small, chairman of the trans- 
portation committee of the Brockton 
Chamber of Commerce. He calls at- 
tention of local traffic men and ship- 
ping clerks to the “perfect package” 
campaign~ to be conducted during 
November by all railroads. Mr. Smali 
emphasizes the importance of every 
shipping clerk in the city assuring 
himself that every package is properly 
and securely wrapped and _ tied, 
pasted, nailed or wired before being 
shipped. 


Shoe Concern’s Twenty-fifth 
Anniversary 

Baker Bros., retail shoe merchants 
at 66 Main Street, celebrated last 
month the twenty-fifth anniversary of 
this concern. It is the oldest retail 
shoe business in Brockton. In Octo- 
ber, 1896, Baker Bros. succeeded J. H. 
Carr, a retail shoe merchant, who had 
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been in business since 1879. Baker 
Bros. have since then twice removed 
their store location, a change being 
made in 1918 to its present location. 
A hosiery department was added in 
1907. This was the first shoe store in 
the United States to add a complete 
hosiery department. This addition 
has proven an important accessory to 
the business. In recognition of the 
silver anniversary, Baker Bros. of- 
fered special bargains and gave dis- 
counts on purchases of goods. Lee 
Baker, who is the active head of 
Baker Bros., is one of Brockton’s fore- 
most citizens and most successful mer- 
chants. He is a firm believer in ad- 
vertising and uses liberal space in the 
newspapers of Brockton and vicinity. 


Shoe Shipments for October 


During the month of October the 
Brockton shoe shipments totaled 44,- 
813 cases. This brings the total ship- 
ments for the 10 months of 1921 to 
491,021 cases. 


MEMPHIS 


Business Outlook Much Brighter 
Retail Merchants Expect to Offset Lower 
Prices by Increasing Volume 


HE shoe trade, both retail and 

wholesale, in Tennessee cities 
report improved autumn conditions. 
The resumption of industries, early 
preparations for the holiday rush, 
cooler weather and good cotton prices 
are all having effect. 

At the same time, the most aggres- 
sive and earnest merchants are put- 
ting on an intensified campaign of 
good salesmanship, realizing that the 
very high prices of former seasons 
to a certain extent must be supple- 
mented by volume of business. 

Travelers are getting good results 
in the Mississippi Valley and collec- 
tions hold up. From now until the 
Christmas holidays, merchants and 
retail salespeople will be constantly on 
the job, though most of the special 
sales events of the early autumn have 
been supplanted by routine labors. 


Rubber Footwear Sells Well 


The concerns handling rubber boots 
and shoes report good trade. Man- 
ager Murphy of the U. S. Rubber Co.’s 
Memphis branch says there has been 
a decided picking up of business. He 
was present at the week-end meeting 
of the: Memphis Shoe Retailers’ As- 
sociation as a guest. Towner & Co., 
S. Second Street, Memphis, who also 
handle boots and rubber goods, re- 
port brisk trade. They supply many 
of the hunters and fishermen. 


Carruthers Co. Resumes 


The Carruthers Shoe Co., Inc., at 
46-48 South Second Street, has ad- 


justed its affairs and is active in the 
business lists again. Men’s, women’s 
and children’s shoes are featured in 
their wholesale trade. 


Fall Styles Are Varied 


Halle’s, at 105 South Main Street, 
Memphis, is showing a most elaborate 
fall and winter line in blacks, tans, 
silver brocades, etc. 

Phil A. Halle, Exchange Building, 
features men’s and boys’ square toed 
brogues at $6.50 and up. They have 
lately added a women’s hosiery de- 
partment. 


Anniversary Celebrated 


W. T. Grant Co. department store 
.+ Memphis a few days ago cele- 
brated their ifteenth anniversary, not 
of the Memphis store, which is a new 
and handsome one, but of the chain of 
Grant stores. In Memphis, at the cor- 
ner of S. Main and Gayoso, they 
handle an all-leather shoe in children’s 
sizes. They also carry an extensive 
line of hosiery, 


Memphis Merchants Meet 


The session last Thursday at White’s 
Café, staged in the evening with an 
elaborate dinner by the Memphis Re- 
tail Shoe Dealers’ Association, was 
attended by the clerks as well as the 
proprietors. R. E. Caradine presided 
and opened the round table talk with 
a review of conditions which mer- 
chants have experienced this year. 
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Howard & Foster Co. 


Men’s and Women’s Welts 


Address ali Communications to the 
factory at 


Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Speoctalicing 
in High Grade Novelties 
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Bernard L. Durgin 





Factory 
Haverhill, Mass. 





WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is ‘‘hitting on high.”” The 
high-quality standard will be better srain- 
tained than ever before. 
TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 
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HENRY LILLY CO. 


88-90 Reade St. New York : 
AUCTION wees SALES : 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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7 ROOD & DU PREG 
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Other topics discussed briefly . were 
“The Advantage of Properly Choos- 
ing the Line of Business to Follow,” 
Thomas Sherron; “How to Improve 
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the Idle Moments a Salesman May 
Have,” Reuben Stieffel; “Cost of 
Leather and Why,” J. Scheibler, of 
Scheibler & Co. 


BROOKLYN 


Bulk of Business on Stock Shoes 


Orders for Future Delivery Scarce— 
Look for Revival in December or 
January 


HE situation in Brooklyn at 

the opening of November 
showed little change from that ob- 
taining throughout October. The 
bulk of new. business coming into the 
factories was concentrated on “stock” 
shoes, and orders for shoes to be made 
up for future delivery were few. 
Spring buying has not amounted to 
much so far, the manufacturers say, 
and few of them now expect the re- 
tail shoe merchants to be interested 
in spring merchandise much before 
December and possibly January. Even 
the stock business in some houses has 
shown a seasonal decline, although in 
others it is reported running consid- 
erably ahead of last year. All in all, 
the factories in Brooklyn at present 
are working much nearer capacity 
than they were at this time a year 
ago when depression was beginning te 
enter its darkest days. 


What Will Spring Bring? 
Spring styles are still subject to 
much conjecture and little in the way 


of anything radically new has been 
offered. When asked about styles, 
manufacturers are prone to dodge the 
question and assert that their men 
are now on the road with spring lines. 
The samples that the salesmen are 
carrying, however, are mainly along 
the lines already shown. In some 
quartérs there is a disposition to hold 
back on showing anything new, in thc 
belief that the merchant should be 
permitted to sell what he already has 
bought, without the introduction of a 
new style that might serve to upset 
retail values as they are at present. 

Conferences between the union and 
the Shoe Manufacturers’ Board of 
Trade in the Brooklyn section over the 
new wage scale were resumed on 
Thursday, Nov. 3. It is made clear 
by both sides that there is no possi- 
bility of a strike, but that a readjust- 
ment of wage rates only is being con- 
sidered. Until the new wage scale is 
decided upon, the old scale will re- 
main in effect. 


LYNN 


Cooler Weather Brings Cheer 
Heavy-Soled Oxfords and Kid Boots 
Selling for Winter Wear—Velvet 
Boots Among Novelties 


ROSPECTS of cooler weather, 

with frosts or snow, cheer up 
Lynn manufacturers, for seasonal 
weather leads to sales of seasonal 
shoes such as stag oxfords, brogue 
oxfords, and boots. 

At the Watson shop they have a 
handsome stag oxford, a five eyelet 
blucher of tony red or black Nor- 
wegian grain leather. It has a mili- 
tary heel and a perforated shield tip. 
That is one style of Lynn shoes that 
is selling. 

At the Rialto factory they are mak- 
ing soft toe oxfords, with low heels, 
of Scotch grain and boarded leathers, 
and also boots of plump kid leather 
in black and brown colors. Such shoes 
are selling as staples. Also they are 
making some black velvet boots, as 
well as low cuts, for novelties. 


Black and White Season Coming 


Charles MacLaughlin, of the Bres- 
nahan, MacLaughlin Co:, says that 


a black and white season is coming 
next Easter time and that shoes will 
be made in pump styles, particularly 
in one-straps of patent leather, white 
kid, white calf and white fabrics. 
Also there is a tendency towards 
higher heels. 

Orders for one-strap pumps and 
blucher oxfords for next spring sales 
have already been booked by Bartlett, 
Somers Co. The pumps are of patent 
and black kid leather, and the ox- 
fords are of Russia calf gun metal 
and side leather. The straps will 
fasten with buttons. Orders show a 
new interest in higher heels: 


Patent Straps Selling 

Patent leather shoes in six-eyelet 
oxfords and three-strap pump styles, 
the pumps having center buckles, are 
being made for immediate delivery at 
the shop of the Sargent Shoe Co. 
These shoes are welt sewed. Some 
of the edges are finished close like ‘the 
edges on turns. 
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Demand for Water Resisting 
Soles 


Extra quality soles are in unusual 
demand these days, considering the 
state of trade, so the sole leather 
men say. Buyers of shoes are evi- 
dently giving thought to the dura- 
bility of the bottoms of the shoes they 
buy. Better grade insoles are used 
on welts, so that the shoes will hold 
their shape, as well as outwear a 
second pair of soles. A flexible sole 
will outwear a stiff, hard sole. The 
heavy soles that are used these days 
on brogue style shoes should be of 
good quality leather, so that they will 
flex with the foot, and, also, so that 
they will resist water, because many 
of them will not be protected by rub- 
bers when the snow and rain come 
down. 


White Leathers for 1922 


White calf leather is being freely 
sampled for next summer shoes, as 
well as for sport and dress shoes to 
be worn at vacation resorts during 
the winter. Several North Shore 
firms are making it. Also, they are 
making porcelain white kid leather. 
Lynn manufacturers are testing vari- 
ous white leathers, to see how they 
will wear, and, also, to see how easily 
they may be kept clean. Smoked elk 
leather, used for sport shoes, is a 
chrome tanned cow hide, with an elk 
finish, hung in a smoke loft to color 
it. The leather smells so strong of 
smoke that it makes the cutters im- 
agine that somebody is smoking a 
ham next door. 


New Lasts and Patterns 


Lasts for growing girls’ shoes are 
getting more attention. In the wom- 
en’s trade, some London’ walking 
lasts, skating lasts, and medium round 
toe lasts are used, and, _ also, 
there are a few lasts with somewhat 
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sharp toes. Lasts are being taped 
more minutely than ever before, to 
make sure that the shoes fit. Colo- 
nials may be revived, according to 
one designer, particularly large tongue 
colonials. Also, tongue and strap 
styles are among the models. A class 
in pattern making, by the way, has 
been started at the Lynn Y. M. C. A. 
and a number of practical shoe men 
are members of it. Phil Sanborn, of 
“Sanborn of Lynn, Inc.,” is instructor. 


Observations in Lynn Shops 


“Styles are often without rhyme or 
reason,” comments a Lynn manufac- 
turer. “A few winters ago, when 
leather was scarce, the army taking 
quantities of it, we were making high 
boots, but now, leather being plenti- 
ful, we are making low cut shoes, 
which take only half as much leather 
per pair as do high boots.” 


One of the most successful design- 
ers of shoes in Lynn spends many a 
Saturday afternoon and evening in a 
retail store, not just looking at what 
is going en, but fitting shoes to the 
feet of people, like a regular clerk. 
He does it for experience. He hears 
many a criticism of style and fitting 
qualities of shoes, which stand him in 
good stead as he designs new styles, 
or selects new lasts. 


Patent leather shoes are evidently 
standing the test of wear, for Lynn 
manufacturers have been making 
them for several months now and 
buyers are re-ordering on them. Com- 
plaints that it cracks or peels are 
few and far between. Evidently, tan- 
ners are profiting by their experience 
and are making better patent leather 
than ever. 


Stock shoes, which are in liberal 
supply in Lynn shops, consist of pat- 
ent strap pumps, walking oxfords, kid 
boots and various health shoes. 


HAVERHILL 


Plain Pumps at Easter Time? 


Some Manufacturers Think That Reaction 
Will Set in Against Elaborate 
Patterns 


OME members of the Haverhill 

trade are of the opinion that 
when orders are placed in volume 
for the Easter season there will be 
a considerable sentiment developed 
toward women’s plain pumps in turn 
and McKay footwear. This will come, 
they believe, as in the nature of a re- 
action from the many elaborate pat- 
terns which have been gotten out dur- 
ing the past few months. In the 
opinion of some,. colonials will.be in 
demand. the coming season with 


buckles or other tongue ornaments. 
Spring buying has not developed to 
any extent thus far, and local manu- 
facturers are uncertain as to what the 
demand will be for the early months 
of 1922. 


New Factory for “Fox 
“Footery” 


C. K. Fox, Inc., will occupy a new 
five-story factory now under construc- 
tion at Water and School Streets in 
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PULLMAN TRAVELING SLIPPERS 9 
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BETTER SERVICE 


Rocker Bottom Wooden 
Sole Footwear 
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REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 




















THE 
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Carried in stock at 11 South Street, 
Boston 
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Haverhill. This new building, which 
will represent the latest type of fac- 
tory construction and equipment, will 
be ready for occupancy by the Fox 
concern early in the spring of 1922. 
Chas. K. Fox, Inc., has faith in Hav- 
erhill’s future as a center for the pro- 
duction of women’s turn footwear, 
and demonstrates that fiath by leas- 
ing a new factory for a term of years. 


Moving to Philadelphia 


John H. Cross, Inc., high grade turn 
shoe manufacturer of Haverhill, is 
moving to Philadelphia, and will be 
located at the corner of Brown and 
19th Streets. The firm will be ready 
to continue business on or about Dec. 
15. The business will be carried on 
by the same management, headed by 
John Williams, president; Frank 
Chandler, superintendent, and Myron 
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W. Bagley, designer and salesman- 
ager. 


Optimistic on Haverhill’s 
Future 


The representative of a large or- 
ganization associated with the solv- 
ing of business problems who spoke 
in Haverhill recently had some opti- 
mistic things to say in reference to 
the future of Haverhill’s shoe busi- 
ness. Among other things he said: 
“Now is the time to get together and 


produce. People must learn the les- 
son of thrift. Business is going to 
improve. Haverhill is on the up 


grade. You will be surprised at what 
Haverhill factories will be doing after 
the next few months. Yet, if we want 
business, as a whole, to come back, 
we must forget the past, get down to 
earth and produce.” 


SPENCER, MASS. 


New Women’s Shoe Plant Opens 


Kerry, Crotty Shoe Company Established 
in Factory with Maximum Daily 
Capacity of 1800 Pairs 


HE Kerry, Crotty Shoe Co. has 
started its factory here, mak- 
ing women’s fine shoes in the plant 
formerly known as the J. E. Bacon 
Factory. 
Fred A. Kerry is president and 
treasurer and James A. Crotty is vice- 
president and general manager. Mr. 


Crotty has been actively engaged in 
manufacturing for many years. 
While he has been in Massachusetts 
for some years, his early experience 
was gained in the making of fine 
shoes in Brooklyn, N. Y. The Kerry, 
Crotty Shoe Company has a capacity 
for making 1200 to 1800 pairs daily. 


LYNCHBURG 


Sales of High Shoes Increasing 


Low-cuts, However, Are Still Popular 
and Spats Are Beginning to Move 


IGH shoes are beginning to 
H sell better than earlier in the 
season, but they are by no means 
cutting in on the popularity of the 
low cuts and there is at least one store 
in Lynchburg that is planning to go 
through the entire winter without a 
boot in the house. 

After watching the trend of fall 
sales the management of The Quality 
Shoe Store has decided not to carry 
high shoes in stock for this winter. 
This store opened about the middle 
of the summer with a complete line 
of slippers, pumps and oxfords in 
which the business management will 
put its faith for the rest of the sea- 
son. 

Few Sales Lost 


In order to try out their customers 
this store secured sample pairs of 
several styles of boots which they 
have shown to those who called for 
high shoes. But it has been gener- 
ally found that after the women had 
looked over the high samples and 
had compared them with the low 


shoes, that a pump or a slipper was 
purchased, and the store force has 
agreed that the few sales lost have 
not been enough to warrant putting 
in a full line of boots. 

Other stores report their trade in 
high laced shoes to be growing from 
day to day, but none of the store- 
keepers could see that the sudden 
change in the weather from mild to 
rough that occurred several days ago 
had any influence upon the style 
selection. A season of twenty-one 
warm days without rain has inter- 
fered with buying, but business, for 
most shops, seems to have steadied te 
a good normal. 


Gaiters Beginning to Sell 


Spats, gaiters and boot-tops are 
beginning to sell better and some of 
the stores that failed to stock them 
have found that they are losing sales 
by the wrong bet they placed on the 
style trend. 

Oxfords are still the best selling 
number in every store, with patent 
leather a close second in popularity 
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However, the store managers are not 
able to say which of a variety of 
styles seems to have taken fastest 
hold upon popular fancy. In one 
store a combination oxford will be 
leading one day, while a few days 
later the best seller may be a grained 
calf. 
Novelties Appearing 


On account of the backwardness of 
the season Lynchburg retail shoe 
merchants have been backward in 
introducing novelty styles, but this 
week two stores have shown striking 
new combinations that are likely to 
develop into leaders. The Quality 
Shoe Store is showing a moccasin in 
patent with a military heel, with three 
straps buckling across a grey tongue 
that extends well out into the vamp. 
This is being priced at $10. The Bell 
Shoe Store is showing for $12.50 a 
black satin pump with a collar and 
two straps of silver. 

Tables of shoes at a fixed price 
have been resorted to by two stores 
in an effort to clean out some of the 
passing styles before they become en- 
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tirely obselete or to get rid of lines 
that are being closed out. 
From $5 to $5.95 

A price of $5 has been fixed by 
Rucker-Evans Company on a table 
where they are showing strap pumps 
in broken, sizes, strap pumps in patent, 
satin and dull kid, as well as styles 
that for one reason or another failed 
to take. The price fixed on the tables 
of the Quality Shoe Store is $5.95. 
These tables contain a variety of 
styles, all mainly variations of the 
wide single strap with two buttons 
which failed to gain popularity in this 
city. 

Patent oxfords with low heels are 
still more than holding their own, 
but it seems as though the trend has 
turned away from the laced styles to 
those fastening with buckles, with the 
sandal effects gaining in popularity. 
For dress wear patent is also a big 
seller. Heels of various heights are 
used, but it seems to be as one mer- 
chant expressed it, “The more straps 
the shoe has the higher the heel that 
is wanted.” 


PROVIDENCE 


Industrial Conditions Improved 
Many Still Unemployed, However; 
Merchants Not Buying Far in 
Advance 


ened railroad strike has 
brought a certain feeling of relief 
in Rhode Island business circles, 
though business men generally re- 
fused to be stampeded, or even to 
have their equilibrium disturbed by 
the strike threat. They were and are 
more interested in their own business 
problems, which have not been mov- 
ing any too fast since early summer. 
For all this, however, the tide of busi- 
ness continues to come in slowly, but 
steadily increasing, month by month, 
with most all retail merchants assert- 
ing that October business as being 
better than September. The trend 
seems to be in the right direction, 
with the leading industries in a 
slightly better condition than a month 
ago. Very few are looking for any 
big rapid improvement in the situa- 
tion, so if the present rate of progress 
continues, expectations will be ful- 
filled and that in itself will breed fur- 
ther confidence. There are still many 
unemployed, and until this and divers 
conditions become more settled mer- 
chants hesitate to commit themselves 
far in advance. 

$5 Day Sale Held 


Something extraordinary was held 
Oct. 31 (Hallowe’en Day) when the 
large Shepard Department store 
staged a “$5 Day Sale.” Patrons 
jammed the store and took advantage 
of the unusual offerings. In the wom- 
en’s shoe department high-cut lace 


wr calling off of the threat- 


shoes, patent and sport oxfords were 
offered at $5. John Farrell, assistant 
in the department, stated business as 
being good. 


“Nancy” in Town 


The “Nancy,” a Spanish-heeled, 
one-strap twin button shoe, an I. Mil- 
ler creation just released, is attrac- 
tively displayed in black satin and 
patent leather at the new Bon Ton 
Boot Shop at 125 Mathewson Street. 
This store features high grade nov- 
elties. 


Unusual Hallowe’en Trim 

A very attractive Hallowe’en dis- 
play in the large Main Street window 
of Evans & Young, Pawtucket, R. L, 
caught the eye of the passerby. 

The corner of a pasture arrange- 
ment with an old-fashioned fence with 
scout oak hedge was the setting. An 
old witch with a broom of birch twigs, 
and paddle, stood over an old-fash- 
ioned baking kettle suspended by a 
rusty chain on a tripod of rough 
boughs, busy stirring the pot. Bot- 
tom of window contained dead leaves, 
vegetables, black cat and red devil, 
pumpkins and old wooden signs read- 
ing “No shooting on these grounds.” 

Another sign issued by local police 
department read: City of Pawtucket. 
All persons are warned not to tres- 
pass on these premises under penalty 
of law. Signed, Chas. E. Hill, Chief 
of Police. 
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Children’s Shoes 




















NU BABY SHOE CU., Hast Lynn, Mass, 


SOFT SOLES 


A Wonderful Line for che 
Wholesaler In Stock—All 
leather , a. 

soles, ices range 
from $2.50 dos. and 
upwards. Also a full 
line of Ladies’ Pump 
Straps. 














W°C.Gooddger 


Manufacturer of 
Children’s Dlexible Durn Shoes 
For. LT. BE 2. 2 rely 
89Allen St.. Rochester, WTS 











Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sel) 
the retail trade. . 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








‘Bonita: Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /ér Catalog 


AH.Martin®@ 


Mehers ROCHESTER NY 














“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 
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Men’s Shoes 
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CRAIG -REED & EMERSON INC. 
BROCKTON MASS | 
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Standard Shoe Materials 





























Boggs & Cobb, Inc., Boston, Mass. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


a and Leather 
Foot Welting 
thon Rubber Soling 
B. F. CHAMBERLIN 
184 —_ Se. 


Formerly Welpule Sine Shoe Supply Co . 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 


corors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
Creese & Cook Co. $5 5e%t" S23" 


Tenneries at Danversport 



















mentally, so you’ll make no mis- 
take in buying nails for use in 
your repair department. 
SHELTON P NAILS ARE BEST 
Request your jobber ad supply 
ae with this depe le line. 
r catalogue. 
THE SHELTON TACK CO. 






Shelten, Conn. 





MAX H. BERGER 
Manufacturer of CUT Soles 


From the Best Tannaged Leather 
iow outer soles and Grained inner soles 


MAX. H. BERGER 
12 Everett St. Brockton, Mass. 











New England Wood Heel Co. 
P Manufacturers of 
Wodd Heels and 


Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mass. 
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BUFFALO 


Business Trend on Up Grade 


Industrial Conditions Much Improved 
and Money More Plentiful 


USINESS here continues on 

the upward grade, and shoe 
dealers are looking forward to a 
good, brisk trade. The effect of the 
colder weather has made itself felt 
in an increased demand for high cut 
and heavier types of shoes. Low 
shoes, however, continue to be a 
strong seller here, as far as men’s 
shoes are concerned and the prospects 
seem to be that low shoes and woolen 
socks will be worn as much here this 
winter as they were last. 

In women’s shoes, the patent leather 
sandal has been having a strong run, 
and oxfords have also gone well. 

Money More Plentiful 

Industrial conditions here are much 
improved. Plants are increasing their 
working forces and money is more 
plentiful. This is appreciated by 
dealers in the outlying sections of the 
city, who have, many of them, been 
finding things rather slack. Down- 
town stores report that they are doing 
a good business. Saturday trade is 
picking up, the throngs of shoppers 
growing as the fall advances. 


New Store Opened 
The Newark Shoe Stores Co. have 
added another Buffalo store to their 
big chain. They have opened a store 
at 637 Main Street, near Chippewa 
Street. This is a splendid location, as 


this section of the city is rapidly de- 
veloping as a mercantile center. The 
company already had one store here, 
in Main Street, near Niagara Street. 


Preparing for Convention 


Buffalo plans to send a record dele- 
gation to the national convention at 
Chicago. Plans for this delegation 
formed an important topic of discus- 
sion at the meeting of the Buffalo Re- 
tail Shoe Dealers Association, which 
was held November 2 at the Hotel 
Iroquois. General Chairman John 
O’Connor has appointed C. H. Barton 
as local chairman of arrangements 
for the delegation from Buffalo. 

“We are going to send the largest 
delegation that ever attended a na- 
tional shoe convention from this city,” 
declared Mr. Barton. At the meeting 
of the retail merchants there was a 
general round table discussion led by 
Fred Kimball. 


New Repair Store Opens 


The Standard Shoe Repairing Co., 
which has a chain of stores all over 
the city, has opened a new store in 
Main Street, near Chippewa, opposite 
Shea’s Hippodrome. The headquarters 
of the company will be located in this 
store. Michael Truski is the owner 
and proprietor of the company. 


BOSTON 


Children’s Business Is Brisk 


Right Goods in Wide Range of 
Styles Bring Results 


HOSE retail shoe merchants who 

sell children’s shoes find that 
this part of their business shows 
much activity. In the highest grade 
stores, children’s shoes show about a 
25 per cent reduction from the peak 
price of 1920; in the medium grade 
stores the reduction from the 1920 
peak price is about 35 per cent. Al- 
most all Boston merchants report that 
their children’s business during last 
month, October, exceeded in dollars 
and cents, and it goes without saying 
in number of pairs, that of October, 


1920. Merchants selling children’s | 


shoes find that their shipments arrive 
quickly—in fact, on New York deliv- 
eries, a twenty-four hour service is 
given; a bill of lading is received in 
the morning and in the afternoon the 
express company almost invariably 
brings the merchandise into the stores. 
A wide range of styles and sizes is 
offered to the public. Children’s 
hosiery helps the business of the chil- 


dren’s shoe departments—so do rub- 
bers, gaiters and other children’s shoe 
accessories. And, without exception, 
the atmosphere of the little folks’ shoe 
sections is most attractive—soft tones 
are used in the decorations and the de- 
partments are well lighted. 


Some Reasons Why 


“One of the reasons why our chil- 
dren’s shoe department is successful,” 
said Henry H. Dahl, manager of the 
shoe realm of the little folks at Thayer 
McNeil Co.’s, “is that every one in 
this department makes it a point to 
suggest rubbers, overshoes (in their 
season), hosiery, laces and polishes, 
whenever footwear is sold. Seventy- 
five per cent of these combination 
sales suggestions are accepted and the 
business of the. department increases 
accordingly. The size of the single 
sales we make is really surprising— 
an average sale is from $60 to $75— 
we even sell-as much as $100 of mer- 
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chandise in a single sale. A typical 
sale is two pairs of shoes, a pair of 
overshoes, a pair of rubbers, a pair 
of house slippers, and a dozen pairs 
of hosiery. 

“Another reason for our success 
with children’s shoes is the wide range 
of the right merchandise, the right 
atmosphere, and the right display. I 
have just been explaining to a cus- 
tomer about the dividing line in prices 
on the different children’s runs of 
sizes. It is difficult for a customer to 
see why a size 8 should cost perhaps 
$5.50 and and 8% $7. But 8 and 
8% mark one of the dividing lines— 
for instance, in children’s there are 
sizes 5 to 8, 8% to 11, 11% to 2—or 
infants’, chindren’s and misses’ sizes. 


A Big Increase 


“We made a big increase in business 
the past month, not only in numbers 
of pairs, but in dollars and cents. The 
light shade of tan Russia calf has been 
the best seller for the little tots, both 
in the plain and cap toe. A tan skat- 
ing boot for growing girls and for 
boys up to size 2 with ribbed wool 
hosiery is going to be a big number 
for the holidays.” 


Using Direct Advertising 


T. E. Moseley Co. mailed to its cus- 
tomers recently an attractive booklet 
showing the new fall and winter foot- 
wear for women, and included in this 
folder was a four-page folder on new 
styles for girls and boys. For girls, 
a tan and black calf lace boot, a black 
calf button boot, a patent leather 
cloth top button boot, a tan or black 
calf oxford, a dress slipper in patent 
leather or black kid, a patent leather 
one strap ankle button, and a felt 
“Comfy” slipper were mentioned. For 
boys, a black lace boot, with single 
sole; a black lace boot, with double 
sole; brown lace boots, with single 
soles; patent leather oxfords, with 
plain toe; patent leather pumps, dull 
calf pumps, and felt “Comfy” slip- 
pers. Rubbers and overshoes were 
also mentioned on the folder. 


Shoe Department Remodeled 


The shoe department of the Shep- 
ard Norwell Co.’s store has under- 
gone an entire “brightening up.” All 
the old dividers and fixtures have been 
removed and new Persian rugs have 
been laid, uniform cartons installed, 
and drop lights about two feet from 
the ceiling make the department seem 
much larger and decidedly more at- 
tractive. The woodwork from begin- 
ning to end is solid mahogany. 

The children’s department occupies 
a space by itself on the left of the 
“thoroughfare,” where C. S. Abbott, 
manager and buyer, estimates that at 
least 10,000 persons pass daily. Noth- 
ing but shoes and accessories are on 
display. 
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New England’s Production 

From a chart of the Merchants’ Na- 
tional Bank of Boston showing the 
production of shoes in New England 
it is noted that in August, 1921, the 
production was estimated at 69.7 
per cent. An analysis of produc- 
tion from April, 1919, was made, with 
the peak production of April, 1920, 
taken as 100 per cent. The figures 
were arrived at from a study of each 
month’s output of nine New England 
shoe factories. 


New Men’s Store Opened 


An exclusive men’s shoe shop made 
its appearance at 17 Boylston Street 
a few weeks ago. “Carter’s” is its 
name. The owners of this store are 
Brockton men, A. Yaffe, P. Felt and 
William Pukatch. P. Felt is the man- 
ager, and he, with one other sales- 
man, dispense men’s shoes at $6 to 
$8. Mr. Felt was formerly with Harry 
H. Cohen’s shoe store on Hanover 
Street, and for a while was on the 
road selling orthopedic appliances. 
The lines displayed were in grains and 
all the newest leathers. A full line 
of men’s hosiery is also carried. About 
a year ago the first “Carter’s” men 
shop was opened at 698 Washington 
Street. 


Retail Salesmen’s Meeting 


The Boston Retail Shoe Salesmen’s 
Association will hold a meeting at the 
Boston Shoe Trades Club on Nov. 14 
at 6.30 p.m., at which meeting Effie 
McCollum Jones, personality builder, 
will give a talk on “Psychology as Ap- 
plied to Selling.” William F. Morgan, 
president, announces that Governor 
Channing H. Cox will be the speaker 
at the January meeting, also that a 
ball, to be held about Jan. 1, is in con- 
templation. At the Nov. 14 meeting 
about fifteen new members are to be 
added. 

The Boston Round Table for Retail 
Shoe Salesmen finisked its year’s 
work at the regular weekly meeting at 
the Boston Shoe Trades Club, Wednes- 
day evening, Nov. 2. As soon as the 
final results of tests, examinations 
and problems are determined, gradua- 
tion exercises will be held for the 
members who have been successful in 
completing all the work. There were 
about 60 in the class from the princi- 
pal retail shoe houses of Boston. A 
farewell banquet will be held in the 
near future. The banquet committee 
consists of William H. Morgan, Percy 
E. Thayer,.P. F. Girard, Harry C. 
Copeland and James S. Frank. 


New Wholesale Firm 


E. C. Rust, formerly with Parker, 
Holmes Co., Boston, as buyer of the 
export department, has united with 
H. A. Robinson, also with Parker, 
Holmes Co., as credit man, and estab- 
lished a domestic and foreign whole- 
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Engraving and Printing 











COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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199 Enoex St Boston 
71 Rentie. St Brocktor. 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











1000 Sales Letters 
All ready to mail 
3c Each 
F. 8. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 
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Children’s Shoes 














es 
Ready to Ship 
Infants’, Steer 
Misses’ an ‘oung 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO, 
Boston, Mass. 
Lancaster, Pa. 











IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 
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Shoe Ornaments 














SHOE ORNAMENTS 


For Particular People 
Beaded Buckles 
Straps—Rhinestone Ornaments 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 











RHINESTONE SHOE BUTTONS 


IN BIGGEST DEMAND NOW 
Can be attached by machine. 
Write for samples. 
NOYES MFG. CO. 
Manufacturers of Buckles and 


Shoe Ornaments in Large vase 
63 Fulton St. New York, N 











* SHOE BUCKLES 


DETACHABLE STRAPS 


oni SHOE BEADING 
BeEApDeD METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 


1S MYRTLE AVE BROOKLYN.N.Y 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES, 
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M. B. MARTINE, Ine. 


Show Room—130 W. 42nd Street 
Office—148-152 Duane Street 


NEW YORK, N. Y. 
SHOE BUCKLES, 


STRAPS AND 

YTHING IN SHOE OR- 

NAMENTATION, INCLUDING 
BEADING 




















PARISIAN BEADING WORKS CO. 
4@& WALNUT STS., PHILADELPHIA 











DO YOU KNOW? 


oe you can buy it—or 

ell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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sale shoe business, with offices at 10 
High Street, Boston. The new com- 
pany is known as The Boston Whole- 
salers, Inc. A general line of mer- 
chandise will be handled, with special 
attention given to novelty styles for 
women. E. C. Rust is president of 
the new firm. H. A. Robinson is sec- 
retary and treasurer. 


New Leather Commission 
Firm 
Kistler, Lesh & Company, Incorpo- 
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rated, has been recently formed to do 
a general leather commission business 
with headquarters at 332 Summer 
Street, Boston, Mass. This company 
is organized with H. Frederick Lesh 
as president; Andrew M. Kistler, vice- 
president; R. M. McLellan, treasurer. 
The board of directors consists of the 
officers and Edward E. Piper, Robert 
C. Heebner, Fred W. Downer, and Ed- 
ward N. Chase. Edward N. Chase 
will have charge of the Chicago office, 
located at 169 North Franklin Street, 
Chicago. 


New Button Attaching Machine 


Staples Button Quickly and Can Be 
Operated by Anyone 


NEW machine for attaching 

buttons to shoes in retail 
stores, which has appeared of late, 
fastens them on with a wire staple 
so securely that the only way to get 
them off is to pry them off with a 
screw driver. 

The salesman who is_ resetting 
buttons, or is replacing lost buttons, 
just puts the button fly into the ma- 
chine, steps on the threadle, and the 
machine does the rest. Anybody can 
operate the machine. 

Any kind of a shoe button can be 
attached to a shoe by the machine. 
The hopper may be filled with black 
buttons, or the raceway may be 
opened and one or more special 
buttons set into it. With the machine 
is supplied enough wire to fasten on 
100,000 buttons. 

Also, this machine may be adapted 
for fastening certain kinds of buckles 
and shoe ornaments to shoes. 


Bought Same Shoes for 40 
Years 


Perhaps the record for buying one 
line of shoes is held by a friendly 
tanner, now retired, who has bought 
the same line of shoe for forty years 
and more. He has bought his shoes 
in Boston, New York, Chicago and 
London, for he is a much traveled 
man, and he has always secured shoes 
of a certain name, for he had learned 
by experience that these shoes always 
fitted right and wore well. 

Doubtless many similar stories 
could be told. But they are all to 
the same point, and that is the perma- 
nent value of a good shoe and a good 
name. 


Get Some of It Back 


It looks worth while, in planning 
for sales in 1922, to give a thought 
to the matter of getting back some 


of the business on blackings and 
brushes, corn plasters and foot 
powders, laces and buckles, and trees, 
that has slipped away from the regu- 
lar retail shoe stores into the five and 
ten cent stores and the department 
drug stores. 


Interesting Contrast of Labor 
Costs 


Labor casts for making machine- 
made welt shoes are $1 a pair up, ac- 
cording to grade, which may look 
high. 

But, when shoes were made by 
hand, it cost from 20 to 25 cents a 
pair to sew on welts, and from 40 to 
50 cents a pair to sew on outsoles, 
and the total cost for just bottoming 
the shoes was from 60 to 75 cents a 
pair. Add the cost of making the 
rest of the shoe, and the total cost 
will be $1 a pair or more. 

Evidently, machinery helps to keep 
down costs of shoes, as well as to 
multiply production of shoes. 


Watch Out for Ripped 
Seams 


Ripped seams on shoes should be 
few and far between, for threads are 
lighter and stronger, and leather is 
tougher, and seams should hold 
tighter. But these are days for 
cheapening the shoe, so watch out 
for ripped seams. 

A light, strong thread is always 
better for sewing a shoe than a 
coarse thread of corresponding 
strength, because the light thread 
cuts away less of the leather, and 
leaves more substance of leather to 
hold the seam. 

If seams show a tendency to rip, it 
is worth while to put a magnifying 
glass on the seams, and note the 
quality of the thread and, also, to see 
how much of the substance of the 
leather was cut away by the stitching. 
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The Peculiar Law ot Freight Charges | WheretoB toBuy 


HE law as it concerns the 

charging and collection of 
freight is totally different from the 
law as to any other form of collec- 
tion. In a sense a railroad isn’t re- 
sponsible for its own mistakes like an 
ordinary concern is. For instance, 
suppose you are a commission mer- 
chant selling goods on commission, 
and the P. R. R. delivers commission 
stuff to you. It tenders a bill for the 
freight; you pay it, deduct it from the 
proceeds of the goods when sold and 
remit the net returns to your prin- 
cipal. Then after you have parted 
with all of your principal’s money, the 
railroad comes in with the statement 
that it made a mistake in the freight 
and it is so much more. “But,” you 
say, “I can’t pay more, because I have 
settled for those goods and have no 
more money in my hands.” In the 
ordinary case the person claiming the 
freight would be made to bear the 
consequences of his own mistake, but 
the railroad is not. In a situation like 
the above, it can collect the balance, 
on the theory that freights must be 
absolutely uniform, and allowing one 
person to pay less freight than an- 
other, even though the railroad’s mis- 
take, would be irregular and would 
open the way to all kinds of fraudu- 
lent collusion between dishonest ship- 
pers and dishonest railroads. 


Law Favors Railroads 


I have another case before me now 
which also shows how the law favors 
railroads in this respect. The in- 
formation in this case may serve some 
readers hereof in a similar situation. 
A concern named H. S. Moore & Co. 
had certain goods shipped to it under 
a contract which required the buyer 
to pay the freight. As every reader 
hereof knows, the buyer in very many 
such transactions pays the freight, 
and the railroad expects that and col- 
lects from him as a matter of course. 
In this case the railroad should have 
done this, too, but in some way it 
slipped up. The goods were delivered 
to Moore & Co., entirely through the 
railroad’s mistake, without any de- 
mand for the payment of freight and 
without any payment. 

Several weeks later Moore & Co. 
went into bankruptcy and in some 
way the unpaid freight charge turned 
up. Of course the railroad could not 


get it out of Moore & Co., for they - 


were bankrupt. In the ordinary case 
the road, having negligently failed to 
get the money from Moore & Co. when 
they had it, would have had to swal- 
low the loss itself. But in this case 
the road went back to the consignor 
and said, “Here, you’ll have to pay 
this freight.” “Oh, no,” said the con- 
signor, “I have nothing to do with it. 
The freight on these goods was to be 
paid by the buyer. If you had been 
on the job you could have collected 


it from the buyer, because eight 
months ago Moore & Co. weren’t 
bankrupt, and furthermore, you didn’t 
have to deliver the goods unless the 
freight was paid.” 


Apparently Unfair, But— 


A reasonable defense, one would 
think, but it didn’t hold water when 
the case got into court. The decision 
both in the lower court and the Appeal 
Court was that the consignor must 
pay. Therefore the railroad forced 
the freight out of a man who by the 
very terms of his contract was ab- 
solved from paying it. It seems un- 
fair, but the law reasons that it is 
better to be unfair in individual cases 
than to leave any loophole open for 
freight rebates and freight irregu- 
larities. 

The reasoning of the court in the 
case I am discussing was as fol- 
lows :— 

“We regard the question raised on 
this appeal as decided. The defendant 
was a consignor. The bill of lading 
was a contract between it and the 
plaintiff for the transportation of 
freight for the compensation agreed 
on. All of the authorities are to the 
effect that the consignor, whether the 
owner of the goods shipped or not, 
is the party with whom the carrier 
contracts for the transportation. He 
creates the bailment and is respons- 
ible for the cost thereof. Such a 
contract may be implied from the 
mere fact of the delivery of the mer- 
chandise for shipment. Nor is the 
primary liability of the shipper af- 
fected by the direction of the carrier 
to his employees that the charges on 
shipments must be collected (from the 
consignee) before any part thereof is 
delivered. The bill of lading expressly 
charged the owner or consignor with 
the payment of the freight, and the 
direction with respect to collection 
from the consignees was in the in- 
terest of the carrier and not a contract 
relation with the consignor. It was a 
matter of indifference to the carrier 
whether the freight was paid by the 
consignor or the consignees, but the 
company had the right to adopt such 
instructions to its employees with 
reference to the collection of carrying 
charges as might be convenient or 
promotive of its interests. The car- 
rier was not prejudicially affected by 
the knowledge of the shipper that a 
general direction was given that 
freight charges if not prepaid should 
be collected before delivery. In the 
absence of a contract to that effect, 
no duty rested on the carrier to col- 
lect from the consignee. It could 
waive the lien and deliver the freight 
without collecting the charges. 
(Copyright, October, 1921, by Elton J. 

Buckley, 643 Land Title Building, 
Philadelphia, Pa.) 
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Ballet Slippers 


IN STOCK 
No. 1296, Black Ballet, a $1.90; = é 
Ly Bt $1.40; 2-7, $1.50 
No. 1233, Pe a $1.08; 
1 es $1.68; $1.75 
PD coda -thesathone Co. 
564 Atlantic Ave. Boston 












GYMNASIUM SHOES 
Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 











Where to Buy 


Miscellaneous 




















eee 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
Trade Builder.” Send for our com- 


- catalog of Shoe 
The Silverite Co., Mfgrs., 81 High St, Bostel 


CeocccensecseccesseeesenecssecceeeeeeeseeeSeREReeEES! 





Manufacturer—Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 














Perfection Pneumatic 
Arch Cushion 


to Prevent 












Des 
ee ion Arches 
ELASTIC TIP COMPANY } 





Boston, Mass., U.S. A. 


Shoe Sadie: Shoe Cleaner. 


oe Ribbon 
— for Catologue To- Day 


BELLE . 
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London Grey 


Color 29 


WEILDA CALF 


N. response to unmistakable evidence of the 
coming popularity of this shade as shown by 
latest Parisian and London footwear, we are 


presenting London Grey Weilda Calf, color 29. 


London Grey is a color exceptionally pleasing 
—a shade which we are confident will make a 
strong appeal to makers, sellers and wearers of 


highest quality footwear. 
_ A sample cutting by return mail upon request. 





A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER .- 
PHILADELPHIA 
CINCINNATI | 
MILWAUKEE - ST. LOUIS 


“Lawrence Leathers Are Reliable Leathers” 
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Few Bargains in Leather Market 


Liquidation of So-Called “‘Bank Stocks’’ About Over and 
General Firmness Beginning to be Manifest— 


Fair Aggregate of Business Noted 


MODERATE business is in 
A progress in leather with prac- 

tically no change from the 
past few weeks.. What is called a 
normal business is not even expected 
with shoe factories as a whole operat- 
ing at considerably less than capacity. 
At the same time there is a fair ag- 
gregate of business, and the market 
shows sufficient firmness to indicate 
that tanners do not propose to name 
prices on leather now coming thru the 
works which would not show a profit. 


Still Looking for Bargains 


The very low price which we hear 
mentioned on certain kinds of side 
leather and lower grade calf consists 
of stocks which have to be moved in 
process of liquidation where the banks 
are in control. Some shoe manufac- 
turers who profited by the bargain 
stocks of leather, which were placed 
before them during the past six 
months, cut their prices of shoes to a 
low point to force business. They 
now appear to be shopping about to 
find some stocks of equally good 
leather at the same prices. While 
there is some such leather in the mar- 
ket, tanners as a whole are not in a 
position to name bargain prices on 
newly made stock. 


Scotch Grain Continues Popular 


The choice selection of calfskin and 
kid are still in request at top prices. 
The calfskin market is quiet, although 
some good orders have been booked 
ahead. There is virtually no change 
in prices in the standard tannages. 
The choice grades of colors in plump 
weights of full grain calf are quoted 
as high as 55 cents a foot, with me- 
dium selections at 45 to 50 cents, and 
lower grades at 30 to 40 cents per 
foot. Suede calf of the top selections 
still brings from 60 to 70 cents. A 
good medium grade of suede brings 
50 cents per foot. The call continues 
active for the best lines of Scotch 
grain calf, both in black and colors. 


Imitation Grains Wanted 


There is also a strong call: for 
imitation grains in side leather. The 
grain side in the popular shades of 
good weight is in demand with prices 
ranging from 24 to 30 cents per foot. 
Slightly snuffed sides in colors are 
also called for, with quotations rang- 
ing from 18 to 22 cents. Medium and 
lower grades run from 18 to 26 cents. 
The makers of heavy unlined footwear 
and heavy shoes for the manufactur- 


ing and agricultural sections are in 
the market for veals, kips and elk 
leather, at prices all the way from 18 
to 28 certs per foot. 


Side Leather More Active 


There have been considerable sales 
of side leather of the lower grades at 
from 12 to 18 cents, with blacks listed 
at 10 to 17 cents, according to the 
finish and quality. The best water- 
proof heavier leather, however, of the 
top selection brings from 26 to 28 
cents per foot. There has not been so 
active a call for colored buck of the 
top grades which are still offered at 
42 to 45 cents and some at 50 cents 
by leading tanners. Good grades of 
buck, however, are bringing from 35 
to 40 cents, with lower selections at 30 
cents and up. The market is showing 
more activity in side leather of late. 


Good Kid Business 


The situation in glazed kid is en- 
couraging, and some tanners have 


been producing at almost full capacity. 
There is less tendency to take only 
the very top grades. The market is 
broadening out and buyers are pur- 
chasing medium and poorer selections, 
also blacks. This is in line with the 
idea of shoe manufacturers to make 
a lower priced shoe to meet with the 
current conditions which call for a 
shoe “at a price.” There have been 
some large operations from foreign 
purchasers during the past week, 
which will doubtless have some effect 
on the domestic market. The fact 
should be considered that the raw goat 
situation is changing with prices ad- 
vancing, while at the same time the 
prices of the finished leather have thus 
far shown no material change for 
months. It is doubtful if they will 
while there is an ample supply of low- 
priced calf and side leathers in the 
market. 
Wide Range in Price 

There yet remains, however, a good 

(Continued on page 133) 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf. suede, top grade .......... $0.32 a $0.35 $1.40 a $1.50 $0.65 a $0.75 
Calf, smooth, colored, top grade. .28a _ .30 140a 1.50 50a  .55 
Calf, smooth, black, top grade... .26a .28 1.30a 1.40 45a .50 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 26a .30 
Side leather, black, top grade... .16a .20 65a .90 24a .28 
White buck, top grade ...:...... 28a .30 90a 1.00 35a  .45 
BOI, ORGY BGS 65.65.5560 8 cdscss 24a .26 65a .70 24a .25 
Kid, colors, best fancy .......... 35a .40 1.40a 1.65 80a 90 
Kid, colors, top grade .......... 33a = .35 1.35a 1.60 70a_ .80 
Kid, black, top grade .......... 28a .30 1.35 a 1.50 60a _ .70 
Kid, medium, COIOTS .......000.0. 20a «24 -70a 1.10 35a .60 
Kid, medium, black ............ 18a .22 60a 1.00 30a =—C«.50 
I ree 06a .12 20a .36 10a_ .20 
Chrome patent sides ........... 25a .30 85a 1.05 35a 45 

Sole Leather. (price per peund) 
ME IG. © Biba iocsicictrensionsice 32a 88 56a .58 34a 
ER OT POT Cee coe <n : .. ee 46a .50 
Bs DO I Si ooo bine niaiacisince 38a .39 92a .95 50a  .55 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use..... os 2a 1.15a 1.25 75a .85 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ 3 40% 52a  .55 23 f' ' 2% 
Heavy Texas steers, for sole 

2 eee eae ae soa 48 we ae ..-a 15% 
Light native cows, for side upper ° 

PCC rr Pr eer ee ee a soot 48% 
Branded cows, for light sole 

EE OE ee re ore wee er ae 10%a_ «11 
No. 1 buffs for heavy upper and 

ND IIE 6 0865.0 )ca a0. 0.0.65-00 s@ 26 45a .50 07% a  .08 
No. 1 Chicago City calfskins for 

fine Calf 1eGGMEP ...iicscccccccs ~@ +E 80a 1.02% dta Ad 
Kips for upper leather ......... -a .16% 65a  .80 13a -.17% 
B. A. hides, for hemlock sole 

EO OAT rere <* 2 42a .46 14%a 15 
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CAny shoe is a better shoe 


: with US. Spring- Step ‘Heels 
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Children Wearing Rubber Heels 


All Indications Point to a New High Record in Canvas 
Footwear Merchandising for Summer, 1922; 
Leather Trimmed Varieties in Good Taste 


clusive monopoly on rubber 

heels, for children’s shoes are 
now being equipped in this direc- 
tion. The repairers are doing this 
work for the most part, and those re- 
pairers who. use common-sense argu- 
ments find little sales resistance. If 
rubber heels are of an advantage to 
the feet of adults, if they save their 
feet from undue shocks, jars and 
jolts—moreover as they make for less 
noise in the school room or the home, 
it would seem a very logical predic- 
tion that ere long rubber heels for 
children’s shoes will be as important 
a feature as they are at the present 
time on those of their parents. 


Bright Outlook for Canvas 


There are plenty of indica- 
tions that next summer’s sales 
of canvas footwear will reach a 
new high mark. The attention 
which manufacturers have been 
giving to producing special 
shoes for special purposes and 
to putting quality into each line 
is showing quick results. Or- 
ders are being received at a 
rate that shows a widespread 
popularity for this class of 
goods. 

The most ambitious efforts in 
this field have been those put 
forth by the United States Rub- 
ber Co. in its production of 
Regent Keds. It is not strictly 
correct to designate the soles 
of the Regents as “rubber,” for 
in reality the soles are of a 
composition in which, though 
rubber is one of the chief con- 
stituents, some of the peculiar 
characteristics of the rubber 
have been so modified as to 
utterly change the nature of 
the soles. 

Foot Discomfort Eliminated 

Especial attention has been given 
to the construction of the bottom of 
the shoe to eliminate all possibility 
of “drawing” of the feet. To this 
end the filling between the sole and 
the inner sole is the same as used 
in regulation leather welt shoes. In 
addition, a leather sock lining and the 
high-grade fiber inner sole used are 
effective as non-conductors of heat. 

The Style Trend 

The style trend, as indicated in the 
orders received to date, shows beyond 
any question a broad demand for the 
leather-trimmed varieties. The black 
trim is easily the favorite, with ma- 
hogany and brown second. White 


6 he: grown-ups have not an ex- 





ranks next, closely followed by the 
new green and pearl gray. 

There are evidences of a growing 
interest in white leather trims. White 
nubuck, used as trims on these shoes, 
comes through the special manufac- 
turing process a nice white. One of 
the beauties of the line of leather- 
trimmed goods for high-grade stores, 
is that two prominent lasts—recede 
and brogue—may be had in A, B, C, 
and D widths, in some of the snappi- 
est styles. 

Among the leather-trimmed styles, 
the demand is especially strong on the 
full leather tip with trim. The leather 
tip strap with trim is also much 
favored. Almost as popular is the 





A popular white canvas model made by United 
States Rubber Co. 


saddle strap and tip. Other good 
numbers are the one strap sandal with 
ball strap, tip and collar, and the 
square throat winged tip oxford. 


RECENT RUBBER QUOTATIONS 


Para—Up-river, Ib........... 22%a 23 
Up-river, ‘coarse........... ss 
PE. MD ccccncccscoss'es 21%a 
rrr 16%a 
Caucho, ball, upper........ 11%a 
Caucho, ball, lower........ 10%a 
IN ork sti e 65 0:0.6:0:6.06.0:0 10%a 

Plantation—First latex, crepe 16i%4a 

Brown crepe, thin, clean..... 154%a 

Brown crepe, rolled.......... > eS 

BTGOHTAG. Biaccscccscccscccs 16 a 

Are 15%a 
SR er oer 14%a 

Smoked ribbed sheets........ 16%a .. 

*Centrals—Corinto .......... . & 

ee ee oo & 2 
SMexican SCTAP......cccee oo £& 


*Guayule, wet.......scccee a 20 
a Cee a 26 
*Balata, block, Trinidad.. a 59 
*Balata, block, Colombian a 32 
*Balata, Panama.........- a 35 
*Balata, sheet... .ccccccccce a 63 
* Nominal. 


SCRAP RUBBER PRICES 
Little or no activity is found in scrap 


rubber. Prices are shaded somewhat to 
force business. 

Beets ORE MOSS. ccc ccccccccs SB «eo 
Arctics, trimmed............. 2%a .. 
Inner tubes, No. 2......ccece oo © 
EROSS, BEORIM, TDs 0.o0.0.00:0:00000 a # 
Inner tubes, NO. 2.ccccccccce “ne «= 
Arctics, untrimmed.......... 1%a .. 
Tires—Automobile .......... a 
Bicycles, pneumatic.......... oo & 


(Continued from page 131) 
supply of kid leather to be cleaned 
up before the climax is reached. The 
prices of kid leather range all 
the way from 10 cents per foot 
or below for the very cheapest 
up to 90 cents for the best. In 
fact, some sales were made the 
past week of some very choice 
kid leather at $1.05 per foot, 
also some at 95 cents. This, 
however, is for a small quantity 
of very choice selections. The 
medium lines of kid which go 
into the bulk of our finest shoes 
is anywhere from 40 to 45 
cents up to 60 cents per foot. 

The demand continues strong 
for patent leather which will 
figure largely in the shoes for 
the coming year, some all-pat- 
ent leather and some patent 
leather in combination with 
other leathers. Prices range 
from 35 to 45 cents per foot for 
patent leather sides, and patent 
colt up to 60 and 65 cents for 
the best selections. 


Sole Leather Unchanged 


The sole leather situation 
shows little change although 
there is a moderate business. 
There are fewer of the long- 
time contracts on sole leather, 
and shoe manufacturers as well as 
sole cutters are purchasing fairly 
close to their needs. 


Selling Wholesale by 
Mail 

Pittsburgh’s newest wholesale shoe 
house, the Finklestein Shoe Company, 
which is making a specialty of in- 
fant’s and children’s shoes, is solicit- 
ing mail orders by advertising in local 
trade journals. The management re- 
ports all the newest novelties in its 
large stock, and says that combina- 
tions will be the big fall line. 
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DOUBLE-WEAR 











THIS IS THE HEEL 


to have on the shoes you sell 
for the pleasing first impres- 
sion created by its trim ap- 
pearance—for the spring it 
puts in the wearer’s step—for 
the extra service it gives be- 
fore showing signs of wear 
for the way it “stays put,” 
maintaining a permanently 
tight joint. 


You can specify DRYDEN 
DOUBLE-WEAR Rubber 
Heels with the utmost confi- 
dence as to appearance and 
service. 








The quality is supreme—and 
they cost no more than ordi- 
nary rubber heels. 





Dryden Rubber Company 


Chicago 
Boston — Detroit — St. Louis 











THERES. DOUBLE WEAR 
IN EVERY PAIR” 
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Four Trips Yearly 


Observations on Shoe Selling by 
C. Edward Born 


Changing conditions in the shoe 
manufacturing and distributing sys- 
tems have caused changes in the ways 
of the men on the road, according to 
C. Edward Born, president of the C. 
& E. Shoe Co. He said recently that 











J. B. INNES 


Iowa salesman for Marion Shoe Co. 
He has traveled Iowa territory for 
twenty-five years and is one of the 
solid men of the State, counting his 
friends by the thousands. He is a 
new Marion man, but a big order taker 








several years ago it was the custom 
for the shoe traveler to go out in 
January and in two months or 10 
weeks sell his trade all the shoes they 
would need for the fall and winter 
season. Another trip was taken July 








The Go-Getters 
They keep things a-hummin’, 
Wherever they go; 

Their business is “drummin’”’, 

To make orders flow; 

Brave knights, with their 
lances— 

A pencil or pen; 

They rout “circumstances”— 

The order-book men! 


No matter how dreary the pros- 
pects may seem, 

Wherever’s a hope-ray, they’re 
glimpsing the gleam; 

They corner the “glimmer,” and 
ere they are through, 

Do they get what they go after? 
Ill say they do! 


Theyre always a-bustle, 
With “ginger” and “pep”; 

It takes lots of hustle, 

To keep up their “rep”; 

They joy when the game’s on, 
And never repine; 

Their job’s to get names on 
The old dotted line! 


They’re “bombing the trenches,” 
in sunshine and rain; 
There’s always “hard drives,” 
and “objectives” to gain; 
Sometimes, they are routed, but 
ere they are through, 
Do they get what they go after? 
I’ll say they do! 
Sometimes, they seem beaten, 
When business is slack, 
But if they’re retreatin’— 
They always come back! 
Brave knights, with their 
lances—Go-getters, true blue; 
They rout “circumstances” — 


PLL TELL YOU THEY DO! 
—James Edward Hungerford. 
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1, filling the requirements for the 
spring and summer. This has changed, 
he said, so that each traveler covers 
practically all of his territory four 
times a year and makes a specialty 
of fill-in orders, in case these are 
needed. Mr. Born said that because 
of the more or less unsettled condi- 
tions the average retail shoe merchant 
is really buying from hand to mouth, 
keeping just a little ahead of the re- 
quirements of his customers. Mr. 
Born added that business is good when 
all conditions are taken into consider- 
ation. 











J. HESS BAKER 
With Dixon Bartlett Co. of Baltimore 
about five years; well known in east- 
_ ern Pennsylvania 








Larry Cross with Pels 


Larry Cross, of the Pels Co., Inc., 
Brockton, was heard from in St. 
Louis recently, after having cleaned 
up- mightly well in all the larger 
cities from Pittsburgh down. There 
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In the tea-room of 
club,or 
on the plush carp 
a lirmousine ,— 
REED creations 
are in Sheie proper 
element. 


After all, isnt this 
the very class of 
customers you — 


wish +o serve? 
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is no more enthusiastic salesman in 
the United States than is Larry and 
with his present line of sport and 
dress shoes for men and women, his 
optimism is unlimited. When he gets 
the interest of a prospective buyer, 
it is a 100-1 shot that an order for 
Pels’ shoes goes through the mails 
that night. Besides specializing in 
shoes, Larry is a specialist in personal 
correspondence—his stationery is em- 
bossed with a seal which puts that 
of the United States Senate in the 
shade. 


New Utz & Dunn Men 


The Utz & Dunn Company an- 
nounces the appointment of two new 
salesmen for Southern territory. W. 
J. Barnhart is now covering Florida, 
Georgia, Mississippi and Alabama for 











T. PAUL TANKERSLEY 


Whe covers Baltimore, Washington, 
Richmond and Norfolk for Dizon 
Bartlett Co. 
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The Buckley Salesforce 


The selling staff of the new Buckley 
Shoe Co., Brockton, includes Thomas 
Hammill in Pennsylvania, W. A. 
Noyes in New York, George H. Mon- 
geau in New England, J. J. Santry in 
Ohio, J. A. Lawrence in the South and 
Fred Kilgour in the West. 


Shinnick with Logan 


Ex-Councilman William T. Shin- 
nick of Brockton, who served as a 
lieutenant in the artillery overseas 
with the A. E. F., recently resigned 
his position in the Internal Revenue 
department of the Treasury Depart- 
ment in Boston and is now represent- 
ative of the Logan Co., box toe manu- 
facturers, Brockton. He will sell in 
southeastern New England. 

He has been specializing in audit- 
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Taplin with M. A. Packard 


W. R. Taplin, who is selling shoes 
this season for the M. A. Packard Co., 
covering New England and a part of 
New York State, was formerly on the 
selling staff of the Commonwealth 
Shoe Co. of Whitman. 


Whalen Is Popular 


Ex-Alderman John J. Whalen, one 
of the best known of Brockton men, 
has become the choice of the Pennsyl- 
vania Shoe Travelers’ Association for 
vice-president of the National Shoe 
Travelers’ Association. This is not an 
undeserved honor for “Jake” to those 
who best know him and in view of the 
fact that he was the founder of the 
Pennsylvania association, and has 
served it for the past five years as 
president and in various other ca- 














WILLIAM H. NORRIS 


Who covers western Maryland and 
Baltimore for Dizon Bartlett Co. 








NORMAN C. BOBBITT 


Who covers the Washington District of 
Columbia for Dixon Bartlett Co. 











this house, and reports that business 
is good in the South since the rise 
in the price of cotton. H. S. Diehl, 
is covering North and South Carolina, 
and Virginia. 


Emery with Hannahson’s 


The. Hannahson’s Shoe Co. of 
Haverhill, Mass., has put on a new 
live-wire to cover Boston and vicinity 
this season in the person of W. D. 
Emery. Mr. Emery is one of the 
younger set and with his “pep” and 
push is sure to make a killing from 
the start. He has had long experience 


with similar lines and with his ac- 
quaintance in the territory, there is 
no doubt of bigger business for 
Hannahson’s. 





ing income tax claims for refunds. 
Mr. Shinnick, who is a graduate of 


- the Boston University Law School, in- 


tends to follow this line of work com- 
mencing January 1 and will be asso- 
ciated with Callahan, Dunphy & 
Egan, Brockton law firm. 


Donovan Sells Logan Box 
Toes 

John J. Donovan lasting room fore- 
man for the W. L. Douglas Shoe Co. 
for four years and prominent in the 
W. L. Douglas Co. Employes’ Relief 
Association, has taken a position as 
traveling salesman for the Logan Box 
Toe Co., recently established in Brock- 
ton. He is now on the road. Mr. 
Donovan is also well known in labor 
circles, having been active in the 
Lasters’ Union in former years. 





pacities, it shows the place he holds 
among the men who are its members. 
“Jake” has already served in high 
positions at recent conventions of the 
N. S. T. A. and his name will go be- 
fore the association at: its convention 
in January, as one well and favorably 
known. 


Johnston & Murphy Men 


The following shoe travelers sell 
Johnston & Murphy shoes. They are 
now in their territories. The line-up 


is: George D. Gleason, Middle West 
and Eastern States; George J. Thorn, 
Pacific Coast; H. Peyton Baughan, 
South; Stanley P. Marshall, Middle 
West and New England; Neill P. 
Overman, 
States. 


New York and Eastern 
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"ON THE CARPET" 
PRESIDENT SPEAKING 
(addressing department buyer) 


**YOUNG MAN!!! Have you looked over this 
lineJof,WOMEN'S SHOES, made by PLANT BROS. & CO. 
of MANCHESTER, NEW HAMPSHIRE, that we hear 
talked about so much? 


"I UNDERSTAND they are giving, in their 
NEW SPRING LINE, some of the BEST VALUES in 
the UNITED STATES, in WOMEN'S GOODYEAR WELT, 
and|FLEXIBLE McKAY SHOES, and at POPULAR PRICES." 


"YES -- and I am told, that they have a line 
of WHITEJSHOES, a WHIRLWIND at the prices, in 
EVE\CLOTH, CANVAS and NUBUCK"------ 


"LOOK 'EM OVER, YOUNG MAN -- LOOK 'EM OVER." 


Editor's note: We believe it. 


 e««~ 





MANCHESTER, N. H. 


~~ & 4 ee OS = 
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Emerich with Red Wing 


C. P. Emerich reports a very nice 
business from a six weeks’ trip which 
he has just finished in Oklahoma and 
Kansas for the Red Wing Shoe Com- 
pany. The chief trouble which I 
found, writes Mr. Emerich, is that the 
retail shoe merchants’ stocks of shoes 
are very low, owing to their not anti- 
cipating their wants last spring for 
this fall. The merchants want certain 
shoes now, but cannot get them. I 
found that a great many of the mer- 
chants were following the same de- 
ferred buying policy for spring, and 
all I can say is that they will be 
caught in the same fix. I have been 





Cc. P. EMERICH 
With Red Wing Shoe Co. 


in the shoe game a long time and I 
have found that the merchants who 
go ahead and buy their merchandise 
in time so that it is in their stores 
when the season commences, are the 
ones who progress. 

Kansas and Oklahoma have Red 
Wing shoes in every good town and I 
attribute this fact to the high class 
shoes at a popular price which Red 
Wing turns out. I will finish this 
season with a nice volume of business. 


Johansen Bros. Salesmen 


The Johansen Bros. Shoe Co.’s sales- 
men and territories covered are as 
follows: Paul G. Bates, Minnesota and 
Wisconsin; J. E. Bruder, Texas; E. 
K. Buck, Kansas and Nebraska; J. A. 
L. Ghio, Alabama, Georgia, Florida; 
W. Morris Johnson, Southern Mis- 
souri, Southern Illinois, Kentucky and 
Tennessee; W. T. Johnson, Central 
and Northern Missouri and Iowa; T. 
P. Kelly, Montana, Idaho, Utah and 
Wyoming; Gus. Langenecker, Central 
and Northern Illinois; T. P. Marx, 
City of St. Louis; Al. H. McGinness, 
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Oklahoma and Arkansas; H. P. Simp- 
son, North and South Carolina; Chas. 
I. Slipher, Indiana and Michigan; H. 
W. Spriggs, Ohio; John L. Sullivan, 
Louisiana and Mississippi; J. M. Hin- 
ton, Colorado, New Mexico, Washing- 
ton, Oregon and portions of Califor- 
nia; H. M. Langhorne, City of San 
Francisco; R. W. Rankin, California; 
D. G. Hoyt, Washington and Oregon. 


L. B. Evans’ Salesforce 


The following salesmen are now in 
the territories written opposite their 
names. They are all rolling up orders 
for L. B. Evans’ Son Co.: 

Chas. H. Smith, Pacific Coast; A. 
A. Chapman, Denver and El Paso; 
Frank D. Brown, Chicago and Middle 
West; Geo. W. Rickards, Ohio, Penn. 
and New York State; Harry M. 
Rogers, New York City and New Jer- 
sey; Harry H. Ripley, Boston, Phila- 
delphia and the South; M. C. Weaver, 
Texas and Oklahoma; M. M. Pettee, 
Middle West. 


McLeod Travels by Auto 


J. Edward McLeod, formerly of 
Campello, Mass., where he was a well- 
known newspaperman and later of the 
selling staff of the Charles A. Eaton 
Co., and for some years now repre- 
senting the J. P. Smith Shoe Co. of 
Chicago, is covering his territory this 
season through the Middle West 
states by automobile. He left his 
home in Columbus recently on his fall 
trip. He will travel by auto until the 
cold weather arrives. 


Beacon Falls Salesmanagers 


The sales managers of the various 
districts for the Beacon Falls Rubber 
Shoe Co. held a recent conference at 
the factory. Those who attended 
were: W. O. Bridges (New Eng- 
land), of Boston; D. E. Grey (West- 
ern), of Chicago; E. C. Beard, New 
York; R. F. Keller, of Minneapolis; 
S. R. Bush, of Kansas City, and C. E. 
Little, general sales manager. 


Hazelton with Strout, 
Stritter & Co. 


Strout, Stritter & Co., Lynn, Mass., 
is represented by A. A. Hazelton 
whose office and salesroom are at 
Room 304, 183 Essex Street, Boston. 


Clapp & Tapley Men 


The following is a list of Clapp & 
Tapley Co.’s salesmen and territories 
covered: Charles W. Stiles, Pennsyl- 
vania, Cumberland, Md., part of 
Massachusetts; George Lane, Indiana, 
Tennessee, Kentucky; J. O. Edwards, 
northern part of Michigan, Wisconsin, 
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Minnesota, North Dakota, South Da- 
kota; Clarence E. Chapman, Maine, 
New Hampshire, Vermont, part. of 
Massachusetts, part of New York, 
Iowa, Illinois, southern part of Michi- 
gan; R. E. Patterson, Oklahoma, 
Texas, Louisiana, Arkansas; Charles 
J. Tyler, Montana, Wyoming, Colo- 
rado, Utah, Nevada, Idaho, Washing- 
ton, Oregon, California; George Arm- 
strong, Ohio, part of New York, New- 
port, Ky., Wheeling, W. Va., Fort 
Wayne, Ind.; Charles H. Swan, Con- 
necticut, part of Massachusetts, part 
of New York, part of Allegheny, Pa., 


Clement Has Word to Say 


R. L. Clement covers Michigan, Ohio 
and Indiana for Nunn, Bush & Wel- 
don Shoe Co. Retail shoe merchants 
are feeling much better than last sea- 
son. They report that their men’s 
business is getting better, and this has 
been caused by the new styles in 
men’s shoes. You know the men like 
to “doll up” as well as do the women. 
Then why not give them just as much 
style in footwear as is given to the 
women? 

A, traveler finds a good place to eat, 
a place where he gets appetizing food 
and splendid service; he tells his 
friends and the first thing you know 
that place has a very fine business— 
always plenty of customers. The shoe 





R. L. CLEMENT 
With Nunn, Bush & Weldon Shoe Co. 


business works out the same way. 
Find a store which is alive and up to 
the minute, which handles good shoes, 
and you will find that store doing a 
nice business. Find a store waiting 
for business to come to it—a store 
which does not wish to make an effort 
to get business, and you have stumbled 
across a “pure and right dead one.” 
The same thing applies to the manu- 
facturers—we have live ones and we 
have dead ones. Some are trying to 
make good shoes and succeed, because 
they really try—others are trying to 
make poor shoes and they do. But 
“the proof of the puddin’ is the eatin; 
of it,” and he who has a keen taste 
knows values. 
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STOCK No. 320 STOCK No. 220 


























Tyas Mgt 


Tried the “Just Wright” Service Lately? 


If you haven't, you'd better connect with the two real he-man’s 
shoes shown above. No. 220 is made of Tan Scotch Grain. 
Wide extension edge. Wingfoot Rubber Heel on the brogue last. 
No. 320 is made of Black Norwegian Calf Leather. Collar plug 
pattern. Also has a wide extension sole and Wingfoot Heel. 
You can order both shoes in AA to D widths and in a range 


of sizes 5 to I]. 


BOTH STYLES IN STOCK READY FOR IMMEDIATE 
DELIVERY. PRICE ON EITHER STYLE $6.65. 








E. T. WRIGHT & CO,, Inc. 


ROCKLAND, MASS. 
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Alden, Walker Wilde Men 


R. A. Taylor, Texas; H. Thall, New 
York City, New Jersey except New- 
ark; J. W. Ware, Tennessee, Ken- 
tucky, Bristol, Va., Mississippi, Ala- 
bama; F. W. Wheaton, New Jersey— 
Newark, Pennsylvania, Washington, 
D. C., Maryland, Virginia; C. B. 
Adams, Oklahoma, Arkansas, Louis- 
iana; A. E. Berry, Arizona, New 
Mexico, Colorado, Iowa, Kansas—At- 
chison, Calif—El Centro, Brawley, 
Santa Rosa; H. G. Holloway, Illinois, 
Indiana—Gary, Indiana Harbor; H. E. 
Hutchinson, Washington, California, 
Oregon, Montana, Colorado — Denver, 
Pueblo, Utah, Idaho; E. C. Johnson, 
Ohio, Michigan—Detroit, Flint, Jack- 
son, Ann Arbor, Bay City, Indiana; 
F. W. McKeen, Georgia, Florida, 
North Carolina, South Carolina, Vir- 
ginia—Roanoke, Hampton, Manassas, 
Front Royal, Berryville, Leesburg, 
Maryland—Easton; West Virginia— 
Parkersburg, Welch; A. J. Nyman, 
Michigan, North Dakota, South Da- 
kota, Minnesota, Wisconsin; C. E. 
Sawyer, New England, New York 
State except New York City; J. G. 
Scales, Kansas, Oklahoma, Missouri, 
Nebraska. 


Werwued Boot & Shoe Men 


A list of salesmen of the Heywood 
Boot and Shoe Co. and territories fol- 
lows: W. K. Stebbins, New York City, 
Brooklyn, New Jersey; J. E. Clark, 
New York City, Brooklyn, New Jer- 
sey (Office, 127 Duane Street, New 
York); C. S. Hoar, New England, New 
York State and Michigan; W. W. 
Shedden, Pennsylvania and Ohio; F. 
R. Sanford, Middle and Southwest; W. 
O. Holloway, Middle West, Coast and 
Honolulu; L. S. Gwyn, South. 


Joseph M. Herman Sales- 
force 


A list of the shoe travelers of Jo- 
seph M. Herman Shoe Co. and terri- 
tories are as follows: C. B. Rodney, 
sales manager, principal cities of New 
York, Delaware, Maryland, Kentucky, 
Illinois, Ohio, Michigan, Pennsylvania, 
Virginia, Indiana and District of Co- 
lumbia; C. S. Hastings, New York 
State and New Jersey; R. W. Lamb- 
den, Maryland, Virginia, West Vir- 
ginia and Delaware; A. C. Benners, 
Alabama, Louisiana, Arkansas, Mis- 
sissippi and Tennessee; C. V. Rodney, 
Michigan and Indiana; H. A. Carle, 
New England States; H. T. Leeman, 
Missouri, Texas, Oklahoma and Kan- 
sas; W. L. Rodney, Nevada, Utah, 
Colorado, Wyoming, North Dakota, 
Minnesota, Washington, Idaho, Mon- 
tana, Oregon; P. J. McNally, Iowa, 
Nebraska and South Dakota; E. J. 
Sibbald, California, Arizona and New 
Mexico; H. R. Abbott, in and about 
New York City; W. C. Thomas, 
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Gainesville, Fla.; George B. Wright, 
Illinois and Wisconsin; J. A. Riddling, 
Oklahoma and Texas; Capt. G. C. Bos- 
son, Jr., jobbing accounts in larger 
cities. 


The A. E. Nettleton Co. line-up of 
salesmen and territories covered fol- 
lows: H. W. Barie, Indiana, Manitoba, 
Michigan, Minnesota, New Jersey, New 
York, Vermont, Wisconsin; H. S. Bos- 
worth, Arkansas, Illinois, Missouri, 
New Mexico, Oklahoma, Texas; Hal- 
sey Elwell, Connecticut, Maine, Mas- 
sachusetts, New Brunswick, New 
Hampshire, Rhode Island, Nova Sco- 
tia, Vermont; H. H. Fairfield, Iowa, 
Michigan, Minnesota, Nebraska, 
North Dakota, South Dakota, Wis- 
consin, Alberta, British Columbia, 
Manitoba, Saskatchewan; H. S. Gar- 
field, Alaska, Delaware, District of 
Columbia, Kentucky, Maryland, New 
Jersey, New York, Ohio, Ontario, 
Pennsylvania, Quebec, West Virginia 
and Yukon; T. E. C. Johnson, Ala- 
bama, Arkansas, Florida, Illinois, 
Louisiana, Mississippi, Missouri, Okla- 
homa, Tennessee and Texas; H. R. 
King, Illinois, Indiana, Ohio, Iowa, 
Kansas, Missouri, Oklahoma, Ne- 
braska; R. J. Millett, Indiana, New 
Jersey, New York, Ohio, Pennsyl- 
vania; Spence McGavock, Florida, 
Georgia, Kentucky, North Carolina, 
South Carolina, Tennessee, Virginia 
and West Virginia; C. R. McWilliams, 
Arizona, British Columbia, California, 
Colorado, Idaho, Montana, Nevada, 
New Mexico, Oregon, Texas, Utah, 
Washington, Wyoming; G. R. Rogers, 
Alabama, Florida, Georgia, Kentucky, 
Louisiana, Mississippi, Tennessee; 
G. C. Rosenberger, California, Colo- 
rado, Idaho, Oregon, Washington, 
Wyoming. 


Lund-Mauldin Co. Men 


The Lund-Mauldin Co.’s men are 
now covering the following territory: 
E. L. Bass, North Mississippi and 
Arkansas; W. R. Bloomquist, North 
and South Dakota; J. E. Boyd, Texas; 
A. M. Breen, Missouri; W. H. Brock- 
way, Wisconsin and Minnesota; 
Frank Brooks, Arizona, New Mexico 
and Southwest Colorado; George 
Chapman, Kansas; W. W. Curtis, 
South Carolina; C. F. Denman, Ken. 
tucky and Tennessee; M. F. Goodloe, 
Pennsylvania; P. W. Hardman, West 
Virginia; R. C. Herbert, Oklahoma; 
G. W. Hewitt, Illinois; W. H. Holland, 
Indiana and Michigan; B. W. Lipsey, 
Louisiana and South Mississippi; J. 
A. Lord, Jr., Alabama, Louisiana and 
Florida; W. O. McDonald, Georgia; 
F. C. McGriff, California, Nevada and 
Utah; Ralph Siewers, North Caro- 
lina; W. W. Skinner, Ohio; N. W. 
Violette, Montana, Washington, Idaho, 
Wyoming and Oregon; K. C. Wert, 
Iowa and Nebraska; P. J. Hennessy, 
West Texas. 
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Do You Know 
What Goes 
Into the Shoes 
You Buy? 


Do you buy a line of 
shoes merely because it 
“looks good”? 


Or do you buy it because 
you think it will wear 
well? 


Good Looks may sell the 
average man once, but 
good wear will make him 
a permanent customer. 


In these days of keen 
competition Good Bot- 
toms count most. 


The sale of a shoe gets 
the first test and must 
endure grinding wear to 
the end. 


at. 


Insist on having good 
sole leather in your 
Spring orders. 


Ask your manufacturers 
for 


Stock Cak” 
Trade Mark Reg. U. 8. Pat. Of. 

For durability and fin- 

ish there is none better. 


Write to any of our sales 
offices. We will cooper- 
ate with you in this. 


The AMERICAN 
OAK LEATHER 
COMPANY 
Cincinnati 
Chicago St.Louis Boston 
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Lacing Hooks for Children’s Shoes 


ETAILERS are already noting the 
demand for lacing hooks on boys’ 
and girls’ footwear. 


Just about as natural and necessary as 
the lace itself, they are quick and easy in 
everyday use and most convenient for 
mother or child. 

















OU know how easy it is to sell foot- 

wear that meets the particular re- 
quirements of critical women shoppers 
for their children’s needs. 


Shoe hooks on your footwear make sales 
doubly easy as they appeal to the prac- 
tical mind of the mother and permit the 
child to “lace ’em up himself”! 


ANUFACTURERS can read- on your next order and you will 

ily supply your children’s be certain of meeting the popular 
‘footwear with the handy shoe demand. Insist on having what 
hook. Merely specify shoe hooks you want! 


Lacing Hooks for Men’s, Women’s and Children’s Shoes 


UN 
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Emerson Salesmen 


A list of the Emerson Shoe Co., 
salesmen and their territories follows: 
A. L. Carlisle, Michigan and Indiana; 
R. A. Gillilan, Kansas and Missouri; 
D. J. Gillespie, Illinois except Chicago 
and Cook County; L. O. Hoag, New 
York City, New Jersey, some of 
Pennsylvania; L. A. Hunt, New York 
State except Hoag’s territory; H. T. 
Ingham, Second in Ohio; C. F. Kalish, 
Arizona, New Mexico, Wyoming, Mon- 
tana, Colorado, Idaho, California, 
Nevada, Oregon, North Dakota, South 
Dakota; T. J. Kennard, California, 
Washington, Oregon; Fred Langhoff, 
Chicago Stock Department; S. L. Led- 
man, Mississippi, Louisiana; W. S. 
Lyon, North Carolina, South Caro- 
lina; M. A. Matheson, Virginia, West 
Virginia, Delaware, Maryland; S. R. 
Newton, Kentucky and Tennessee; G. 
V. Packard, Wisconsin and Minne- 
sota; G. A. Philbrick, Ohio; S. H. 
Pinkham, Second in New England; R. 
M. Richart, Texas; Frank Supple, 


Second in Pennsylvania; Gilbert 
Supple, Chicago City and Cook 
County; A. S. Thompson, Florida, 


Georgia, Alabama; J. T. Winsor, 
Pennsylvania; L. E. Webster, New 
England; G. B. Williams, Second in 
New York; J. W. Ross, Oklahoma and 
Arkansas; C. W. Robinson, Iowa and 
Nebraska. 


The Lindner Line-Up 


The Lindner Shoe Co. salesforce 
are now covering the territories set 
opposite their names: D. B. Howard, 
Pacific Coast; L. J. Faller, Virginia, 
North Carolina, Washington, D. C.; 
J. H. Keefer, West Virginia, Ken- 
tucky, Tennessee; C. S. Watson, 
Florida, Georgia, Alabama, South 
Carolina, Louisiana; W. W. Watson, 
Florida, Georgia, Alabama South 
Carolina Louisiana; R. S. Park, New 
York State, Western Vermont; J. P. 
Murphy, New York City, N. Y., New- 
ark, N. J.; H. W. Drake, Kansas, Neb- 
raska, ete.; D. J. Tobin Michigan, 
Ohio, Indiana, Boston, and New Eng- 
land; W. F. Schoell, Philadelphia, Pa., 
Delaware, New Jersey; E. E. 
Kennedy, Texas, Oklahoma, Arkan- 
sas; James Fenner, Illinois, North 
Dakota, South Dakota, Minnesota. 


Herrick, Foote & Laurin 
Men 


The Herrick, Foote & Laurin Co., 
Inc., line-up of salesmen and _terri- 
tories follows: Edward L. Laurin of 
the firm, at Haverhill; Hiram B. 
Meyers, 1385 Lincoln Street, Boston; 
E. J. McLaughlin, 1011 Security 


Building, 189 West Madison Street, 
Chicago; W. W. Curtis, in the South 
Atlantic states; L. E. Coker in the 
Central Southern states. 
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Kuhn, Pavord & Wilks Men 


The Kuhn, Pavord & Wilks line-up 
of men and territories follows: A. 
H. Sirine, New York and Northern 
New Jersey; Wm. S. Kulp, New Jer- 
sey and Eastern Pennsylvania; C. 
Foster, Western Pennsylvania and 
Ohio; E. H. DeNune, Middle West; 
H. C. Marxmiller, Pacific Coast 
States; R. K. Bennett, Pacific Coast 
States; L. L. Owens, Southern States; 
L. Marx, Southern States; I. Sachs, 
Maryland, Delaware, West Virginia, 
and Washington, D. C.; H. Weinstein, 
New England States. 


Hoerr-Adam Men 


A list of Hoerr-Adam Shoe Co.’s 
salesforce and territories follows: C. 
A. Bowman, 134 Ninth Street, Pitts- 
burgh, Pa.; J. Goldstein, 1398 East 
Ninety-fifth Street, Cleveland, Ohio; 
H. W. Hackbarth, Wausau, Wis.; T. 
Hallock, P. O. Box 663, Fargo, N. D.; 
D. P. Kinsella, 1603 Olive Street, St. 
Louis, Mo.; M. Lewis, 416 Eleventh 
Avenue, San Francisco, Cal.; F. D. 
Patterson, 354 Batavia Avenue, To- 
ledo, Ohio; C. N. Pratt, 1122 East 
Seventh Street, Pueblo, Col.; G. W. 
Reynolds, 950 East Davis Street, 
Portland, Ore.; W. H. Staley, 1380 
West Cerro Gordo Street, Decatur, 
Ill.; K. Messer, 207 Bowles Building, 
Detroit, Mich.; R. H. Patrick, P. O. 
Box 151, Winnsboro, Tex.; J. A. Rid- 
ling, 212 East Seventeenth Street, 
Ada, Okla. 


Jaques & Clement Men 


The roster of Jaques & Clement 
salesforce and territories covered fol- 
lows: William F. Barber, New Eng- 
land; A. H. Elliott, Southern terri- 
tory; A. L. Chisler, State of Pennsyl- 
vania; J. E. Jenks, Denver, West; J. 
M. Boze, State of Louisiana; Leonard 
C. Esser with general offices in Bom- 
bay, India. 


Bostonian Sales Force 


Salesmen representing the Common- 
wealth Shoe & Leather Co., and terri- 
tories are: Donald Brien, Pennsy]l- 
vania and West Virginia; W. C. 
Brien, same territory; Irving M. Butt, 
New York City; G. W. Butterworth, 
Pacific Coast; A. A. Chapman, Rocky 
Mountain States; J. B. Clark, Arkan- 
sas and Missouri; C. M. Darrah, 
Northern Ohio; W. E. Davidson, Ala- 
bama, Florida and Georgia; W. H. 
Davis, North Carolina, South Caro- 
lina and Northern Georgia; L. F. 
Eastman, Illinois; W. F. Elliott, Kan- 
sas and Oklahoma; Fred Faulkner, 
Kentucky and West Virginia; Geo. 
Faulkner, Alabama, Mississippi, Ken- 
tucky and Tennessee; C. J. Monson, 
Nebraska and Iowa; John Ford, 
Northern New England and New 
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York; Gilbert H. Lyte, Michigan and 
Wisconsin; W. D. Wilson, Louisiana 
and Mississippi; Charles Jordan, Ohio, 
Pennsylvania and West Virginia; 
Alfred Leren, Minnesota, Iowa, North 
and South Dakota; Phil Murkland, 
Indiana; J. E. O’Brien, Larger Cities 
of the South; John Roedder, New 
York, Illinois, Missouri, Nebraska, 
Iowa; Frank Rowbotham, Southern 
New England; Simon Ruwitch, IIli- 
nois, Michigan, Wisconsin, Minnesota, 
Iowa; C. J. Sabine, Michigan and 
Ohio; J. M. Smashey, New Jersey, 
Pennsylvania, Delaware, Virginia and 
Maryland; J. C. Trainer, Pennsyl- 
vania and New York; R. G. Whelden, 
Connecticut, New York and New Jer- 
sey; A. Wolforth, Maryland, North 
Carolina and Virginia; J. C. Wilkins, 
New Mexico and Texas. 


N. D. Dodge Salesmen 


A list.of Nathan D. Dodge Shoe Co. 
salesmen and territories follows: Ray- 
mond A. Gillett, Manager Boston 
Stock Depot at 179 Lincoln Street, 
416 Albany Building, Boston, Mass. 
Territory as follows: Maine, New 
Hampshire, Vermont, Massachusetts, 
Rhode Island and Connecticut. Harry 
N. Wheeler, Manager Montgomery 
Stock Depot at 105 Bibb Street, Cot- 
ton Exchange Building, Montgomery, 
Alabama. Territory as follows: Ala- 
bama, Arizona, Arkansas, Louisiana, 
Mississippi, Texas, Georgia, South 
Carolina, North Carolina, Florida and 
Tennessee. A. H. Hopkins, Manager, 
310 Lees Building, 19 South Wells 
Street, Chicago, Ill. Nathan D. Dodge 
Stock Depot. Territory as follows: 
Illinois, Indiana, Kentucky, Michigan, 
Ohio and Wisconsin; W. M. Anderson, 
Manager, New York Stock Depot at 
110 Duane Street, New York, N. Y. 
Territory as follows: New York and 
New Jersey. Solly Schweitzer, Man- 
ager, Nathan D. Dodge Stock Depot 
at 770 Mission Street, Keil Building, 
San Francisco, Cal. Territory as fol- 
lows: California, Idaho, Montana, 
Nevada, Oregon, South Dakota and 
Washington. H. W. Drake, Manager, 
Nathan D. Dodge, Stock Depot, 215 
Sheidley Building, Ninth and Main 
Streets, Kansas City, Mo. Territory 
as follows: Missouri, Iowa, Kansas, 
Minnesota, Nebraska, Oklahoma, 
North Dakota and South Dakota. 
Joseph Shaw, Salesman for the fol- 
lowing territory: Pennsylvania, New 
Jersey, Virginia, West Virginia, Dela- 
ware, Maryland, office at 600 Denckla 
Building, Philadelphia, Pa. William 
M. Hord, Salesman for the following 
territory, Colorado, Wyoming, New 
Mexico, Arizona, Utah, office at 512 
Jacobson Building, Denver, Col. Bert 
Grosskurth, Salesman for Canada, 
office at 163 Yonge Street, Toronto, 
Canada. Mr. Tristana, Salesman for 
Havana, Cuba, P.O. Box 201. Mr. 
Fuhrman, Salesman for Mexico, ad- 
dress 1876 Apdo, Mexico, D. F. 
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White Shoe Fabrics for the Spring 


I 























la The three popular qualities to meet the requirements of the most exacting people: = 
a = 
a # The improved white corkscrew cloth = 
= Q , made to sell at a price and used by = 
= the manufacturers of the high grades = 
= of white shoes. = 
: A hd g A special white combed yarn = 
= GAC A Duck commonly known as Sea = 
- Island, and used in the bettér = 
= grade, shoes. = 
= = 
= The above white cloths “3 Whi ape called em = 
= are made and finished i G CO n ile Cloth and used extensively = 

especially for and sold e by the manufacturers of the = 

onstnoieaty Sy medium grades of shoes. S 
E E 
= Ln } { Milwaukee Office: = 
2 a — : JULIUS KALL AN 6 @) A. R. MUELLER CO. = 
a}; ~~ >vcamore wereet _ 63 South Street Boston, Mass. 258 Fourth Street = 
= WRITE FOR SAMPLES AND PRICES TO OUR NEAREST OFFICE E 
aM 000 
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YES—IN STOCK—NOW 


These numbers are unbranded, but will 
be stamped PACKARD if you carry 
the Packard Shoe. 


























THE THE 
BRAEBURN POCONO 
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No.1 
WOMEN’S 
Black Norwegian 
Saddle Brogue Oxford 
White Fibre Doubler 


A, B, C, D, 38% to 7 


603 


Black Norwegian 
Brogue Oxford 


617 604 
Imported Tan . 
Scotch Grain a ot 

Brogue Oxford gs 


A, B, 7-11; C, D, 6-11 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


No. 2 


Same in 
Tan Norwegian 





SSS SS SSSS SSNS SSNS SLRS RASASSSSSSSSSSS 





YRKKNN 











ome le bet A ww CU MlC lC er lCU rh 


oo, 














November 12, 1921 


The Sachs Salesforce 


The Roster of the Sachs Shoe Mfg. 
Co. salesmen and territories is: Ben 
D. Sachs, Cincinnati office, 802 Syca- 
more Street; Morris Sichel, Colorado, 
Utah, California, Oregon and Wash- 
ington; Messrs. Goodman & Wolpe, 
Chicago office, 200 Lees Building, 19 
S. Wells Street, include the territory 
of Wisconsin, Minnesota and North 
Illinois; Louis Jacobs, New York 
office, 127 Duane Street, includes the 
territory of New York, Eastern 
Pennsylvania, Maryland, Washington, 


D. C., and Virginia; Messrs. Nobel, - 


586 Arcade Building, Eighth and 
Olive Street, St. Louis, Missouri, in- 
clude the territory of Missouri and 
Southern Illinois; David B. Sachs, 
West Virginia and Western Pennsyl- 
vania; Frank Albers, Ohio; C. A. 
More, Kansas, Oklahoma and Texas; 
J. B. Meek, Michigan, Iowa and 
Northern Indiana; Joe Oppenheimer, 
Tennessee, Kentucky and Southern 
Indiana; Elbert Wyler, California. 


L. D. Stickles Men 


The L. D. Stickles Shoe Co.’s sales- 
force lines up as follows: Geo. B. 
Stickles, Washington, Idaho, Oregon, 
Utah; T. O. Kyle, Oklahoma, Texas 
(in portions) ; A. J. Goehner, Califor- 
nia; Elmer J. Carter, Montana, Wyo- 
ming; B. F. Quarles, Jr., Alabama, 
Tennessee, Louisiana; Fred Wendt, 
Chicago, Illinois; F. E. Willis, In- 
diana, Illinois (except Chicago) ; 
Richard Craney, Ohio, West Virginia, 
Kentucky, (Detroit, Mich.); P. J. 
Kern, Wisconsin, Michigan; Charles 
Olson, Minnesota, South Dakota; D. 
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Clinton See, Pennsylvania, New York, 
(except New York City); F. F. 
Hanes, Nebraska, Colorado, (Kansas 
City and St. Joseph, Mo.), Kansas; 
Thos. Starkey, Iowa. The latest addi- 
tion to the Stickles force is Thos. 
Starkey of Forest Lake, Minnesota, 
who travels Iowa and Northern 
Missouri. Mr. Starkey is an experi- 
enced salesman, having formerly re- 
presented Rooney & Berger Co. The 
States of Iowa and Northern Missouri 
are new territory for the L. D. 
Stickles’ line and it is a pleasure for 
them to present the line to Iowa and 
Missouri buyers through Mr. Starkey. 


The Hagerstown Line-Up 


The names and principal territories 
of Hagerstown Shoe & Legging Co., 
Inc., follow: H. P. Burgess, South 
Carolina, Georgia, Florida; H. B. 
Wharton, Tennessee, Virginia, North 
Carolina; J. W. Wharton, Tennessee, 
West Virginia, Kentucky; Byron 
Sparks, Arkansas, Oklahoma; W. D. 
Holmes, Alabama, Mississippi; A. G. 
Gafford, East Texas, Louisiana; F. A. 
Lyon, Minnesota, North Dakota, 
South Dakota, part of Montana; John 
J. Schiller, Chicago and Suburbs; L. 
E. Phillips, Michigan, Indiana; C. O. 
Harker, Western Pennsylvania; P. J. 
Miller, New York State, Central 
Pennsylvania; John H. Dreyer, Dela- 
ware, Maryland and District of Co- 
lumbia; Elmer L. Rapp, Northern 
New Jersey and Staten Island. J. E. 
Phelan, New England; Ed. R. Patter- 
son, Kentucky and Ohio; C. N. Cahill, 
Western Pennsylvania; Jas. S. Dun- 
bar, Georgia; Chas. G. Dunbar, North 
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and South Carolina; R. B. Dunbar, 
Mississippi, Alabama and Tennessee; 
E. A. Gassin, Indiana and Chicago, 
Ill.; Ernest Hertzog, Texas, Louisiana 
and Oklahoma; C. H. Banks, Phila- 
delphia and New Jersey; W. H. 
Pardee, Wisconsin and Minnesota; C. 
E. Robson, Michigan; C. O. Shaar, 
Maryland, Virginia, West Virginia; 
S. Weidenmyer, Jr., Eastern Pennsyl- 
vania; F. C. Cavell, Iowa, Nebraska, 
Kansas, North and South Dakota; W. 
J. McClintock, Illinois; R. M. Starry, 
New York State; J. A. Scales, Cali- 
fornia, New Mexico, Arizona and 
Colorado; A. J. Peiffer, Washington, 
Wyoming and Utah; E. K. Needy, 
Missouri, Kansas, East Nebraska; K. 
B. Newcomer, Iowa, Illinois; J. W. 
Shank, Ohio; S. R. Franklin, South- 
ern New Jersey, Eastern Pennsyl- 
vania; Jas. D. Duckett, Colorado, 
Wyoming, Western Nebraska; Chas. 
P. Ward, Wisconsin, Northern Mich- 
igan; G. H. Weaver, Wisconsin; H. N. 
Greene, South California, Arizona, 
New Mexico; L. R. Fairchild, North 
California, Oregon, Washington; E. 
Gallagher, New York City, Long Is- 
land. 


Shaft-Pierce Men 


Shaft-Pierce Shoe Co. salesmen and 
territories for this season are as fol- 
lows: B. H. Holder, Southern terri- 
tory; W. D. Holder, Oklahoma and 
North Texas; S. H. Coddon, West 
coast and mountain states; E. N. Cod- 
don, Central states; O. O. Hagen, 
North Central and West Central; 
Clarence Arnold, East Central and 
eastern states. 

















(Continued from page 74) 


The European problem is our problem; we can’t 
get away from it. It can and must be solved by 
our aid and sympathy, and by securing such meas- 
ures and compelling such policies as will prevent 
a repetition of the waste and wickedness of the war, 
and by insisting upon some assurance of permanent 
peace among the nations of civilization. Our Gov- 
ernment will not lend any more public money to 
European nations; I think I am safe in saying that; 
its political life wouldn’t be worth a Russian ruble 
if it did. The politician won’t solve the problem. 


Transfusion of American Blood 


Anemic Europe needs a transfusion of American 
blood; Europe is sick and America is the only 
doctor and pharmacist in sight. 

I am still an optimist, but I season my optimism 
with prudence and common sense. We have our own 
problems to solve, our own future to secure. The 
place and influence in finance and trade the for- 
tunes of war have brought us we may hold by 
exercising wisdom and patience. By the exercise 








of sane leadership and enlightened self-interest, by 
recognizing our duty to a shattered world, and by 
a firm insistence on measures and policies calculated 
to make for the peace and security of civilization 
we can justify our leadership, compel its acknowl- 
edgment, and reap its legitimate fruits. 

All good Americans believe that ours is the land 
of opportunity and wealth, of peace, security and 
ordered political freedom; but we must remember 
that these blessings carry with them duties and 
responsibilities, that must never be forgotten or 
ignored, duties to America at home and responsi- 
bilities to humanity everywhere. In safeguarding 
our interests, in holding what is righteously ours 
let us avoid the ways of commercial greed and finan- 
cial insolence, for in them are bred the germs of 
all wars and international asperities. The lesson 
of the European war and its bitter fruits will have 
been lost if we do not look from the conditions and 
results to the causes. Poverty and hardship, suffer- 
ing and sacrifice have tried the souls of men and 
nations in all ages; but the supreme test of the 
texture and character of a people is found in the 
days of its power and prosperity. 
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Ready to Ship 


KERALA LALNEALN ARES 


= 

3 Floor Stock Is 

} = No. 617—Black satin ‘“Adel- e e N 69—Black satin “Fatima” 
Sy phia” turn. Kid quarter Limited, SO a Kid quarter lining. 
1 Steel beaded. Junior Louis 


lining. Steel beaded. Fu 
Louis heel. Widths AA-D. heel. Widths AA-D. Price 


a Order at Once’ *” 





Sold only in 18 
or 36 Pair to a 
width 


rrr 


rong 
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BUI ryrar 








3% off 10 days 











No. 801—Pat. 2 strap, 16/8 No. 800—Pat. 3 strap with 

Louis Cuban heel. Heavy center nickel buckles. 12/8 

turn sole. 2 nickel buckles. military wood heel. Widths 
AA-D. -Price $6.25 


Widths AA-D. Price $6.25 
R i 
MARCO SHOE COMPANY = ™*,g22,yasinoros sree 
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GRIFFIN 


TRACE ere) mann 
cea) 


SUEDE POWDER 


CLEANS & RECOLORS 


> ~ 


SUEDE AND NAPPY LEATHER FOOTWEAR 
PUT UP im ace COLORS 

» GRIFFIN MEG. CO..Inc 

$3 munner 57 vem vous 











Griffin Suede Liquid 





Griffin Quick Cleaning 






Dressing 
This dressing, which is suplied in Fluid 
white, black, pearl gray, is used ‘ s 
for cleaning and restoring suede The proper article for cleaning Griffin Lotion Cream = 
shoes to their original color. It Satin Footwear. Non-inflammable, In white, black, light tan, Havana = 


brown, dark brown, light gray= 


will not rub off or _ penetrate 
and dark gray. Cleans, softens= 


through the leather, leaves no stainless, dries quickly and is 








odor and positively does not lay effective. Removes spots from ; ., 
the nap. Put up in 3% oz. spats. Gross, $22.50; i $2.00 and polishes all kid leather. Con- = 
Griffi Suede Powde bottles with Tampico brush. iia Pa POS ae palin tains no injurious acids. It We 
srillin Suede rowder Gisenn $22.00 to the leather what cold cream is = 
In the pad bottom tin. Cleans =e to the skin. 3 oz. size, $21.00= 
and restores color and surface ine 9 “""*** "777A rrr > gross; $20.00 dozen. z 
= stantly. The pad is absolutely = 
= effective. In white, chamois, We particularly recommend white = 
= fawn, field mouse, gray fawn, FOUR LEADERS IN A LINE OF SHOE or black rare tee eream for black = 


champagne, ivory, light, medium, x T = 
dark and gray castor, light olive, DRESSINGS THAT HAS NO PEER patent leather shoes. = 
seal and nigger brown, light, 7 
medium and dark gray, black. = 
$20.20 Gross; $1.85 Doz. e +s 
920.20 Gross; $1.55 Dos There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Ine. 


67-69 MURRAY STREET NEW YORK, U. S. A. = 
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READY TO SHIP NOW! 


Business Getters for the Holidays 


No. 770. Price $4.50 ae 
Patent Three Buckle Strap, Imitation Tip, Patent Two Buckle Strap Peggy, Imitation 


: Tip, White Stitching, White Fair Stitch, 
eects tee Fy ae ee Goodyear Welt, Broadway Last, 13/8 Heel 
A 


No. 439 Same in Black Kid - = $450 
. 0. q rice $4. 
No. 330. Price $4.75 Patent Three Buckle Strap, Imitation Turn 
Patent Three Strap Dull Kid Collar and Covered Full Louis Heel, Derby Last 
Strap Imitation Turn, Covered Full AA to D - 
Louis Heel, Euclid Last 
AA to D No. 486. mes “ss — 
F P ‘ Patent Jazz Oxford, Plain Toe, Goodyear 
No. 331 Same,in Black Kid Welt, 7/8 Heel Sport Last 
A 


to D 


No. 782. Price $4.50 


Nu. 743. Price $3.75 No. 784. Price $4.35 
Black Scotch Oxford, Tip, Goodyear Welt Cocoa Calf Blucher Oxford, Tip, White Fair 
White Fair Stitch, 7/8 Rubber Heel, Stitching, Goodyear Welt, Princess Last, 


Sport Last 
ine at ey Heel 





No. 353. Price $3.75 


Cocoa Calf Oxford, White Fair Stitch, Imit. 
Welt, 11/8 Rubber Heel, Princess Last 


A to’ D 


THOMSON-CROOKER SUOE CO. 


18 STATION ST. BOSTON.20, MASS. 
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PRODUCTS 


Patent Sides 
White Buck Sides 
Cherry, Brown and Black Boarded Sides 
Color 18B Smooth Sides 
Chocolate and Chestnut Elk 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 


Write for samples. 























Ea, 
“De Lipp Style” Is De Luxe Style 


The charm of footwear depends upon its designs—and “De Lipp Styles” 
can always be depended upon as reflecting the highest standards. 








Our Latest Creation, with the 
Vogue of Style, for FALL & 
WINTER FOOTWEAR. 


“THE JEANNE” 
A NEW LAST 
A NEW PATTERN 





To your discriminating trade, this example of fine Brooklyn shoemaking will always appeal. We 
have made our reputation. Let us make yours greater. Write or call to see us. 


_ DEGEN LIPP, Ine. 


Factory: 
607 Marbridge Building 133-143 Floyd Street, Brooklyn, N. Y. 
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NOVELTIES 


FOR AT ONCE DELIVERY 





FOR AT ONCE DELIVERY 











THE BEST BET FOR 
A QUICK TURNOVER 














No. 133—Black Patent Leather Sally Pump with Junior 
Louis Heel. A 48; A, 38; B, 2%-8; O, 
Price $6. 25 


FOR AT ONCE{DELIVERY 





No. 135—Black Patent Leather Shirley Three Strap, 
1, AA, 4-8; A, 8-8; 


ee. 


Brass Center Buckles, Cuban H B, 
2%-8; C, 2-8 Price $6.25 
No. 137—Gun Metal Calf Shirley Three Posy Center 
Brass Buckles, —s Heel, AA, 4 to 8; 3 to B, 
2% to 8; C, 2 to Dales $6. 00 


me 1st Delivery. 









BUILDER 





EVERY SHOE 
A BUSINESS 


FOR AT ONCE DELIVERY 











No. 130—Black Satin C—Sone Straps like above. 


Price, 
$5.25 


No. 129—Black Kid C. 8. One Strap, poeieentes he 
and Quarter, Junior Louis Heel, No. 90 Last. 4-8; 
A, 8-8; B, 38; O, 2-8, 


tmmediate Delivery Price $5.50 


FOR AT ONCE DELIVERY 





No. 131—Black Patent Leather Three Strap with Black 
Suede Saddle, — Louis Heel, Diamond Perforation on 
Vamp. 4-8; A, 8-8; B, 214-8; C, 2-8..Price $6.00 
No. 132—Black yan Three Strap with Black Patent 
Leather Saddle, Diamond Perforation on Vamp, Junior 
Louis Heel, Sizes as above Price $7.00 








No, 136—Silver Cloth ‘‘Vincent’’ 
Heel, Widths AA, 4-8; A, 3-8; 


Deliveries December 1st. 


One Strap, 16/8 Louis 
2%-8; C 


These styles are the most in demand. Each one 
will be found a producer of profitable trade for 
you. To omit any one of these models from 
your stock would be a mistake. We suggest 
an assorted order today. The very best mate- 
rials and workmanship are clearly revealed in 
these values. Buy what the other fellow ones 
have. Order early—now. 


HOPKINS and ELLIS 


Haverhill, Massachusetts 
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| The Merry Walker Shoe 


“LIFTS THE ARCHES” 


Constructed __ differently 
from any other flexible 
shank shoe on the market— 


stabbed inside shank and 
upper whipped in by hand 


to insole. 
Will retain its “‘lifting up” 


feature as long as it is fit 
to wear. 


We have a few white canvas, black patent 


leather trimmed one straps, welt, at an inter- 
esting price. 


Let us send you samples. 








VOGEL MILLER SHOE CoO., 


IN STOCK NOW 


AAA to D—2)4 to 8. 
BLACK KID OXFORD 
NOVILLA BROWN OXFORD 


Price $6.50 


Terms 3% 10 Days. 30 Days Net. 


119 FOURTH AVENUE 
BROOKLYN, N. Y. 
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—— 


| The Only 
Girl Scout 
Shoe on the 
Market 


Both Low and High 
Black and Tan 





ba 





We.are the only authorized makers 
of Girl Scout Shoes carrying the 
Girl Scout Trade Mark, copy- 
righted and protected. One last 
only. 


“The “Preston 
“Brockton, Wass. 











Here it is— 
The wonder last 
of its kind. 




















Who is next? Agencies now being 
closed. One agent only allowed in a 
section—Agencies rapidly filling up. 
Would you like to handle it in your 
town? If so, write today. 


“13. Keith Shoe Co. 


1. “Ys, 2949 “Broadway, “Room 415 
“Boston, 207 Essex Slreel 


BQOOQOOOOOOOOOCOOCOOOCOOOOOOOOOOOOOGOOGOOOBOOeS 
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sa 000n v0 woneer STYLE 496 


CUSTER, IN STOCK 


Black glazed kid welts 
Chippendale brown kid welts 


AA, 44 to 844 
A 4 





Ae ~ 
“KS Feet WEA 


to 9 
314 to 9 
34 to 9 
4 to 8 





Large sizes, 814 and 9, 25c extra 


Terms: 4%-10, 2%-20, net 30 f. o. b. Cincinnati. 


A New and Greater Shoe 


There has been a growing demand on the part of women for a 
shoe which would give some general support to the arch. But 
the demand has been not for the unsightly, heavy arch-support 
footwear which many factories have been turning out, but for 
a shoe which, while embodying the comfort feature, would still 
retain that beauty of line and smartness of style so dear to 
every woman. 











The Master “Futkorset” is just such a shoe. It is the latest 
and the crowning creation of Val Duttenhofer, the Master 
Shoemaker of the West. It represents the work of years; it 
stands as a perfect achievement. 











Complete arch support is assured by a rigid steel shank of 
exclusive design. The shoe is made only on special lasts, with 
measurements which enable the shoe to hug the instep as 
snugly as a corset hugs the waist. It provides instant relief 
from arch discomfort, helps weak feet become normal and 
prevents fallen arches. 


But with this super-comfort, the “Futkorset” is beautiful. It 
eh eneateinn, Centon is made along the light, trim lines of today s mode; the various 
styles are the leading models in fashionable footwear. 




















As a leader to attract more customers, as a shoe to satisfy the 
discriminating taste of your more particular patrons, as an 
article that will fulfill your utmost promises and give service 
far in excess of its price—the Master “Futkorset” is without 
an equal. Order a trial dozen today. 


aos REGUS D4» 


‘ga THE DUTTENHOFER-STEVENS CO. 


MAKERS OF 
ay WOMEN’S HIGH GRADE FOOTWEAR ; 
SS ‘ ‘ ae ‘% 
a5 CINCINNATI “Aste 
CINCINNAS* CINCINN 











Buyers’ Easy Reference Directory 





OUT WITH THE OLD: 
IN WITH THE NEW 


Just as styles change so do methods of display. 

New Snappy fixtures produce results 

The Success Display Rack embodies Just those things 
you are looking for. 

In addition to its handsome fini$h in mission, green 
oak and mahogany stains, or white French grey and 
old ivory enamels, it carries with it a_ definite 
purpose; as it sells more shoes, saves your time and 
seventy-five per cent of your space, eliminates shop 
wear and increases your profi:s. 

Quality service and satisfaction guaranteed. 

$7.75 cash with order. Crated weight 26 pounds. 


9.00 per dozen. Crated weight for freight 320 pounds, 

Pay for themselves in a jiffy. 

. SUCCESS SEED | oes COMPANY, 
ne. 

Spokane, Washington Dept. B. 





Patent Applied For 








“Automat” Shoe Forms 
Now $1.60 Pair 


Our greatly increased man- 
ufacturing capacity enabl- 
ing us to produce “Auto- 
mat’ forms inelarge quan- 
tities — eliminating the 
jobber—a_ reduction in 
labor cost—and figuring 
our forms at a very close 
margin of profit, has made 
this low price possible. 
Terms 5% 10 days. 


U. S. Specialty Mfg. Co. 


West Somerville, Mass. 






















} 


Retails, $2, $3.50 





APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
ventiations children’s shoes 
PATENTED complete by sending 
your order oday 
Phone Brockton 2138 
for immediate action. 


BURKLEY 
SHOE CoO. 
1156 No. Main St. 
Brockton, Mass. 











Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 











Write for my SEA- 
SONABLE CATA- 
LOGUE No. 32 with 
illustrations in colors 
of Everlasting Decora- 
tive Flowers, Plants, 
etc., mailed FREE 
FOR THE ASKING. 


Frank Netschert 
No. 32861—Holly Wreath, ~ 

tural prepared, everlasting; 61 Barclay St. New York 
inches diameter, with red ng 

each $1.00, per dozen $10.00 














Kid Ballets— seched ° 
Childs 8%-11..$1.25 ‘Ooked. ee aerrs 1.20 
Misses’ 11%-2.. 1.30 TRB cccceccces 1.20 
Girls’ 2%-7.... 1.35 Dark Brown ... 1.20 


KID BALLETS—CAB BOUDOIRS 
SELLERS—IN STOCK 


ORDERS SHIPPED 
DAY RECEIVED 














Our black boudoir 
with rubber heels 
is a value which Cab Bondoirs— 

should not be over- Black, Rubber Hedi» 


Terms 2% 10 days, Net 30 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS, 











Wood Sole 
Boots and Shoes 


Full Oil Grain Leath- 
er, Waterproof Sole 
Leather Counters. 
High-cut Buckle 

Shoes ...... $2.25 
High-cut Boots. 4.25 
Riemer’s Steel 

Rims for Sole 

and Heel ... .50 


A. H. RIEMER SHOE CO. 


MILWAUKEE, WIS., U. S. A. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not Aw English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 


Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 


gg the Editor, The Export Recorder, 207 South 
t., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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FIVE TRADE GETTERS 


Order a case of each style and see how fast they sell 
out. You will find these shoes the best value on the 
market, and a ready seller that will bring you many 
repeat sales. We carry a large stock on hand and 
can supply your needs at once. 


IN STOCK 


IMMEDIATE DELIVERY 













“Long” Profit Builders 


Stimulate your Fall Business with these specially priced numbers. 





Style No. 212—Men’s Black Surpass 
Kid Blucher Welt, Rubber Heel, 
Heavy Single Sole, D & E 6-11 $3.25 


Style No. 112—Men’s Brown Surpass 
Kid Blucher Welt, Rubber Heel, Heavy 
Single Sole, D & E 6-I11...... $3.50 


Style No. 102—Men’s Mahogany Veal 


45 South Wells St., Chicago, Ill. 


Blucher Welt, Heavy Single Sole, Rub- 
ber Heel, D& E6-I11......... $3.00 


Style No. 200—Men’s Fine Gun Metal 
Welt Blucher, D & E 6-10..... $2.65 
Heavy Single Sole, 


Same with Rubber Heels. . .. .. $2.75 
Men’s Gun Metal Bal D & E wide 
er ee peri $2.25 


LONG SHOE COMPANY 


129 Duane St., New York, N. Y. 


2333 Washington St., Boston, Mass. 


CUMMINGS SHOE COMPAN Y 


436 Fourth Ave., Pittsburgh, Pa. 
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The Grover Foot-Arch Shoe In Stock 


Three styles built with arch-supporting construc- 
tion on one of our best fitting models ready for 
immediate delivery. 


Style No. 9695 Style No. 4157 
Paris Kid Polish on No. 185 Similar boot in Brown Kid. 
Last, Medium Toe, Kid Tip, AA to D—IN STOCK 
Welt Sole, 1% Inch Heel, 8 . 
inch ‘Top. Price $9.00 

AA to D—IN STOCK 


Price $8.50 Style No. 4475 


Paris Kid Oxford of similar 
type. 
AA to D—IN STOCK 


Price $6.75 











J. J. Grover’s Sons Company 
LYNN, MASS. 


Soft Shoes for Tender Feet 
New York 


Boston 
47 West 34th Street 


80 Boylston St., Little Bldg. 
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Pullman Slippers, by Whitt- 

redge, are considered better 

class by those who have seen 
them. 





~ $ 6214 


Women’s Felt Slipper 
IN STOCK ALL WOOL; Chrome Sole 


601—Orchid Sold in 36 Pair 








In Brown and Black Cabretta 60 Pp 1 
Write for samples and prices 603 Old Rose Case Lots a 
Also made to order in Brown and Black 604—Copenhagen —— oe 
Kid. Blue rw 
605—Green 











We assure you service and prompt re- 
sponse to inquiries. 


C. R. WHITTREDGE & CO. ALTMAN & MINCES 


BURRILL ST. SWAMPSCOTT, MASS. CINCINNATI, OHIO 


~ 
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MEN’S and BOYS’ 
HIGH GRADE SHOES 





ALL GOODYEAR WELT 
~ CONSTRUCTION 
OVERLAND UNIFORM QUALITY 
—_— OF MATERIALS AND 


WORKMANSHIP 


CAS 
pV c) 





LEONARD & BARROWS 


ESTABLISHED 1858 


181 Essex Street, Boston 


FACTORIES, MIDDLEBORO, MASS. 
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They Buy More Shoes 
Than Any Other Class << 


=a 
& 
an 
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The members of American industrial Unions represent a big 


buying power. 
They are loyal to their fellow workers in associated trades. 


These men and women support their convictions when buying 
shoes, for they demand that their footwear bear the authorita- 
tive stamp of the Boot and Shoe Workers’ Union. 


Have you appealed for their trade by displaying the stamp of 


this Union in the shoes you sell? If not, you have barred the 
largest shoe-buying unit in America from adding to your sales. 


enor & SAO 
WORKERS UNION 
union Fram 


| Factory 














Boot and Shoe Workers’ Union 


The Union that has an agreement with manufacturers 


settling all wage differences by ARBITRATION. 





246 SUMMER STREET, BOSTON, MASS. 
COLLIS LOVELY CHAS. L. BAINE 


Gen’l Pres. Gen’l Seec.-Treas, 
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In the building— 


@ Of a great structure the wise builder looks first to 
the firmness of his foundation. 


QIn our business foundation there can be but one 
main element—the type of service we render our 
customers. 


@ To us a sale in your store means more than the 
agreement between us. We to furnish the man and 
the selling plan—and you to provide the compen- 
sation for that man’s services. 


@ To be exact— it is the means whereby we are to 
build our business and to provide the proofs of our 
merchandising knowledge and ability. 


@ We have no service to offer you that is not proved 
by such examples as— 


@ The W. D. Bailey sale in Tampa, Florida, where we 
raised $50,000.00 in thirty days and the David 
Cracowaner campaign in the same city where a 


$28,000.00 business was done. 


q Again in Trenton, N. J., we did a $10,300.00 volume 
on the fifteen thousand dollar stock of the Capitol 
Women’s Shop after we had been told it was im- 


possible. 


@ We have only one standard price to ask you for this 
service—only the biggest and best men in the busi- 
ness bring it to your store. 


@ Your inquiry requesting an explanation of our plans 
and methods incurs no obligation of any kind. 


The : # K. Kelley Sales System 


Minneapolis, Minn. 
U. S. A. 


f 
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FOR STYLE—FOR FIT—FOR WEAR 


FOR THE COLD, DAMP WEATHER 


TWO GOOD LOOKING BOOTS 


WATER PROOF SLIP SOLE 
IN-STOCK 
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=: No. 102—ACE LAST 

a = Black Scotch Grain Bal, Full Double 
= Sole with Rawhide, Nickel Eyelets, 
p Goodyear Wingfoot Rubber Heel; 

—= Code Word “Omar.” 











B 6-11 $4.50 


Cc D 5-11 





18 South Wells St. 
Chicago, Ill. 


Pex | 


ee 7 = ie 


READY TO GO 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 











No. 131—ACE LAST 


Wine Scotch Grain Bal. Full Double 
Sole with Rawhide Midget Eyelets, 
Goodyear Wingfoot Rubber Heel; 


Code Word “Teddy” 


AB 6-11 $4. 50 


CD 5-11 


a ONT LoRaeR 








Manchester 
New Hampshire 


emus 


Sn 
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FOND DU LAC, WIS.,U.S.A. 


Mohawk Ca 


Fashion’s choice is a smooth Black Calf. We cannot 


afford to exaggerate and in making the statement that 
““Rueping’s Mohawk Calf”’ is 


“The Superior Smooth Black Calf” 


we are sure of our ground. 


A rubbery, mellow feel, tight break, fine grain and 
deep black finish demands quality’s recognition and will 
do more to sell shoes than many words. 


Add these convincing points to your sales talk, specify 
““Rueping’s Mohawk Calf’ and tell your trade about it. 


A leather backed by an organization that has pro- 
duced 


“Quality Upper Leathers” 


for over 65 years 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Est. 1854 


- BRANCHES 
Cincinnati Milwaukee . St. Louis 
Chicago San Francisco Montreal 
Northampton, England 
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——————————————eee Uérrect Dodge- TULLE LLUL LULU LLL LL LLU 


FOR ALL OCCASIONS 
In Stock 





X470 X476 X488 


X471 X478 





X477 


No. X477—Code “EMILY.” Black Satin Gertrude, Jet 

Beaded Strap, 17/8 Full Louis Heel, Widths AA to D. 

DUNN  stectcseeek ehadedddadeomsannonceawetaaes $6.00 

At Once Delivery. —— at Chicago and Newbury- 
ort 


No. X470—Code ‘in Dull Calf Margaret, One 

Strap, 12/8 Baby Louis Heel, Widths AA to D. 

OC OC $4.00 
At Once Delivery. Carried at Newburyport only. 


No. X471—Code “NELLIE.” Glazed Kid Margaret, 
One Strap, 12/8 Baby Louis Heel, Widths AA to D 
PUG ..bnc0dees crierenaandacd ener saseasanncd $4.00 
At Once Delivery. Carried at San Francisco, New- 
buryport, Kansas City and Montgomery. 





X484 No. X476—Code “ADELAIDE.” Black Satin Margaret, 
One Strap, 12/8 Baby Louis Heel, Widths AA to _ 
POD 6 6b snd edoeascaansbadigecdsraneceseaceawud $4.5 Ss . 
At Once Delivery. Carried at Newburyport, Sen X494 


rancisco and Boston. 


No. X478—Code “DALE.” Black Satin Margaret, 
One Strap, 14/8 Junior Louis Heel, Widths AA to D. 
WO o6-660590064 64s eRCE RK Oe dee ane soneane $4.59 
At Once Delivery. Carried at Montgomery, Chicago, 
Newburyport, Kansas City and Boston. 


No. X484—Code “FRANCIS.” Dull Calf Isabel, One 

Strap, 17/8 Full Louis Heel, Widths AA to D. 

DUNG ddctedsdccsdsbnusaneceusddenakanaaweneee $4.00 

At Once Delivery. Carried at Newburyport, Chicago, 
San Francisco and Boston. 


No. X418—Code “BESSIE."" Black Satin Mary, Broad 
Strap, Jet Beaded on Vamp and Strap, 13/8 Baby 


Louis Heel, Widths AA to D. Price.......... $5.75 
At Once Delivery. Carried at Newburyport and 
Montgomery. 


No. X456—Code “KATE.” Dull Kid Mary, Jet 
Beaded Strap and Vamp, 14/8 Junior Louis Heel, 
A ,  Ricccancdcanadcannnmes $8.56 
At Once Delivery. Carried at ‘San Francisco, Kansas 
City, Newburyport, Boston and Montgomery. 


No. X535—Code “CHAMPION.” Patent Chrome Bare- X432 
foot Sandal, no openings in Vamp, Perforated, 12/8 
Military Heel, Widths AA to C. Price........ $5.50 

At Once Delivery. Carried at Newburyport only. 


No. X488—Code “PRISCILLA.” Black Ooze Calf Isa- 

bel, One Strap, 12/8 Baby Louis Heel, Widths AA to 

PU 68:46.666566646o RCRD OE eR ED ERE ee $3.60 

At Once Delivery. Carried at New York, Boston, 
San Francisco, Kansas City and Montgomery. 


No. X494—Code “LENA.” .Dull Calf Isabel, Per- 
forated all around, 14/8 Junior Louis Heel, bel > 
10 





At Once Delivery. Carried at Newburyport, Boston 
and Montgomery. 


No. X432—Code “CHARLOTTE.” Black Satin Mar- 
garet, One Strap, Jet Beaded on Vamp and Strap, 12/8 
Baby Louis Heel, Widths AA to D. Price...... $5.50 
At Once Delivery. Carried at Montgomery, Boston, 
Kansas City, San Francisco and Newburyport. 


No. X431—Code “ESTHER.” Black Satin Margaret, 
One Strap, Jet Beaded Vamp and Strap, 17/8 Full 
Louis Heel, Widths AA to D. Price........... $6.00 
At Once Delivery. Carried at Montgomery, Kansas 
City, San Francisco, Chicago and Newburyport. 
X535 X431 


mmm, mE| J, | athan D. Dodge Shoe Co 
Newburyport, Mass. 
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Decidedly Brockton Shoes 


THE SLOGAN WITH A MEANING 


Because our shoes are always a step ahead in typifying that individuality and refinement that has 
come to be associated with a Brockton product. 


Because they offer a sterling style value—a solid quality value—and consequently stand the test 
of service. Stock, store service and reputation insure success only when the merchant buys on 
a basis of real merit; not by hearsay but by careful comparison on style, value and quality and 
its particular ability to serve his customers in the most satisfying and profitable way. 


Our shoes are manufactured on principles which are absolutely necessary for the healthy and suc- 
cessful merchandise condition which your store should enjoy. 





We are large users of Spring Step 
Rubber Heels 





Patent Leather Oxford 


Our New Raglan In Stock 
Soft Toe — Flexible Sole, Smart 


Dancing Oxford at the lowest price 


Made of Gallun’s Tan Norwegian— 


11 iron sole, 15 Extension Edge. A flered 
Dressy, serviceable winter oxford on a 
our newest broad toe last. Widths C and D—6 to 1014 


Price $4.50 Price $4.00 


BROCKTON SHOE MFG. COMPANY, Inc. 


BROCKTON (Campello Station), MASS. 


Boston Office, 117 Lincoln St. Philadelphia Office, 411 Forrest Bldg. 
Chicago Office, 209 Security Bldg. New York Office, 303 Fifth Ave. 
Detroit Office, 213 Bowles Bldg. 


cA 
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Boots That Mean 
More Sales 
In Stock 








SIZES 
BM wccccs 4 8 
Me -tcwdmes 3%%-8 
_ ns 244-8 
Cc -2%-8 
D .2%-8 














Terms: Net 30 Days 


No. ne ey | Black Kid 

= “‘Wide- e’’ Boot, Imitation 
— Tip, 14/8 “wilitary Heel; with 

Rubber Top Lift, Welt. Price, 

ea a ee _ 
«le % Joy, Clark & Nier, In 

Price® .cccccccccccccccces $5.50 oy, ar ler, c. No. B419—All Brown Kid 


a a os ee eat ee “uintiery Heal ‘with 
a nD 
bee llbrvedlier ee. 90.38 Rochester, N. Y. a a 

















A STYLE THAT STARTS SALES 


SHIPMENTS FROM STOCK 


No. 67. Women’s tan Calf lace boot, 9/8 heel. B, 
C, D widths. Price $5.00. 


No. 66. Same style in Gun Metal, 12/8 Heel. Price 


$5.00. 
No. 64. Same style in Black Vici, 13/8 heel. Price 
$5.00. 
No. 0251—Black Vici Oxford. B, C, D No. 0250—Tan Vici Oxford. B, CU, D 
widths. 11/8 Heel. Price $4.25. Widths. 14/8 Heel. Price $4.50. 
No. 0284—Same shoe as No. 0251. Gun No. 0248—Tan Boarded Calf Oxford. No. 
Metal Calf. Price $4.25. 104 P. V. Leather. 11/8 Heel. Price 
No. 0372—Tan Calf Oxford. B, C, D $4.25. 
widths. 11/8 Heel. Price $4.25. No. 0246—Red Tan Boarded Oxford. B, 
No. 0370 as No. 0372 on 14/8 Heel. C, D Widths. 9/8 Heel. Price $4.25 


Our full line of men’s and women’s Goodyear 
W elt Shoes is in the hands of salesmen. 


FEDERATION SHOE CO. 


HAVERHILL, MASS. 


We Are Large Users of Goodyear BOSTON SAMPLE ROOM, 183 ESSEX STREET, ROOM 504. 
Wingfoot Rubber Heels. 
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WE ARE SELLING THE LARGEST WHOLESALE 
SHOE JOBBERS AND DEPARTMENT STORES IN 
THE COUNTRY 


WHY? 
LOOK AT OUR PRICES—THEY TELL THE STORY 





A SPOT CASH PURCHASE 


FROM MARSTON AND BROOKS 
BOYS’ GOODYEAR WELTS 


BALS AND BLUCHERS 


$] .85 






Pair 


Sold in 24 pair 
Case Lots Only. 
Sizes 1 to 5% 
2% to 5% 
No. 1100—Boys' Gun Metal Bluchers, Medium Broad Toe, 
Goodyear Welt, Leather Soles and Heels. 


No. 21—Boys’ Gun Metal Bals, English Toe, Goodyear Welt, 
Leather Soles and Heels. 












BOOTS ARE NOW 
IN DEMAND 

No. 1060— Women's Black Cab 

High Cut Lace Boot, McKay 


Sewed, Military Heels, Sizes 2% 
to 8, 2% to 7, 3 to 7. 


$2.00 


No. 10—Women’s Tan, Mahogany 
Side, High Cut Lace Boot, McKay 
dewed, ee Heels, Sizes 3 to 


$2. 35 


36 Pair Cases 








WOMEN’S FELT 
JULIETS 


$1 -10 


Sizes 3 to 8 
4 to 8—3 to 7 


36 Pair Case Lots 





No. 6000—Women’'s Felt Juliets, Flexible Leather Soles and 
Heels, Colors Black, Grey, Wine, Navy, Brown, Purple, Or- 
chid, Old Rose, Taupe and Sapphire. 


Mention colors wanted. 


ONE STRAP SANDALS 


Rubber Heels 


$1.00 


Sizes 3 to 8, 
4 to 8, 5 to 8, 
3 to 7, 4 to 7. 


Sold in 36 pair 
Case Lots Only 


No. 450—Women’s Black Cab One Strap Comfort Slipper, 
McKay Sewed, Low Rubber Heels. 





Pair 






’ 








INFANTS’ TURN 
BUTTON BOOTS 


Pennsylvania Made 


No. 2011/7. — Infants’ Black Kid 
Turn Button Boots, Pat- 

ent Tip, Outside Spring 8 Cc 
Heels, Sizes 3 to 


No. 2071/,—Same Style, 

Fat Ankle, Sizes 3 oo Cc 
5%. 

No. 2431. — Infants’ 

Patent Button, Mat Top, 

Plain Toe, a Heel, Cc 
Sizes 3 to 


72 ce — Lots 








TERMS NET 30 DAYS 


F. O. B. BOSTON 


FIRST COME—FIRST SERVED 











CANTOR and WOLPERT, Inc. 


WHOLESALE SHOE JOBS AND NOVELTIES 


SALES ROOM 
213 Essex St. 


BOSTON, MASS. 


Office and Warehouse 
653-655 ATLANTIC AVE. 
Opposite South Station 
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Joliet, Ill—I. Schulkin, shoes, etc., re- 
ported petitioned into bankruptcy. 
Lexington, Ky.—Chas. Cohen, (Cohen 
Boot Shop) shoes, reported assigned. 


FAILURES 


Boston—David Furst, shoes, etc., re- 
ported endeavoring to compromise at 
or 


25%. 





Easthampton, Mass.—J. J. O’Brien, shoes, Battle Creek, Mich.—Frank Perkins, 
reported involuntary petition filed. shoes, etc., reported petitioned into 
Reported assigned to David Foley. bankruptcy. 


Liabilities scheduled at $6,500; assets Calais, Me—L. B. Gould Shoe Co. (also 
__., uncertain. at Fort Fairfield and Houlton, Me.) 
Salisbury, Mass.—Congdon Shoe Corp., wholesale and retail shoes, reported 

shoe manufacturers, reported  in- made assignment to Lewis Rosenberg. 

voluntary petition in bankruptcy filed. Inventory is now being taken. 
Brockton, Mass.—S. Lipsit Shoe Co., re- Minneapolis, Minn.—San Fisher, 

perees ene petition filed. 7 ete reported assigned 

aims 750. . “"s ay 

; ¢ i = St. Louis, Mo.—B. & B. Shoe Co., whole- 
Merrimac, Mass.—Edwin E. McKeen, top- ° tit? ; 

lifts, reported petitioned into bank- ae reported petitioned into 


Malden, Mass.—Howlett Shoe Co., Inc., Peekskill, N. Y.—Simon Rodofsky, shoes, 


reported an involunta etition in ete., reported filed voluntary peti- 
bankrenaer, filed by Ms creditors tion schedulipg liabilities $1,330; and 

with claims aggregating $1,613.59. _ no_assets. 
Wilmington, Del.—Frank Gold, leather New_ York _ City—Elk Shoe Co., shoes, 
and findings, reported petitioned into Jacob Victor and Louis Zalon, trad- 
Liabilities $4,860; assets ing under above style, reported filed 
voluntary petition, scheduling liabili- 


shoes, 





bankruptcy. 


$3,540.50. - BS 
Live Oak, Fla.—Paul Kramer & Co., ties $12,297; assets of $3,125 
shoes, etc., reported asking creditors Isadore Cohen, wholesale shoes, re- 


ported notified creditors he will be 


to accept a 25 per cent settlement. : 
unable to meet all obligations in 


Estimated value of stock $2,500, in- 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


~~ as & Tt & 





Insure perfect shelf service for 
any line of merchandise. _ 
tf eg handho! Id: 
convenient fu olds 
both si 


_— — free rap or re- 


= >) mea 





small space. Make top shelves 

safely available for stock purposes One 

style—neat of design—nicely finshed— 
r in Tt 1 











debtedness about $17,000. full. 


Social Circle, Ga.—T. W. 
etc., reported petitioned Ine., shoes, 
into bankruptcy. 


Brooklyn, N. Y.—Philip Hurwitz & Co., 
reported financially in- 
volved, with assets around $6,300 in 
stock, and liabilities of $7,500. 


& Ww. P. Sig- 





Liabilities $9,255; 


























WANTED 
Real Shoe Salesmen 





We are organizing one of the strongest sales forces in the country and a few 


openings are ready for big-time shoe-sellers who can qualify. 


rg engage 1} 


Ours is an established business making a line of nationally-known footwear. 
The openings in the selling staff come from our plans of expansion which 


call for an active sales campaign in the coming months. 


—— ee 


Exceptional opportunities, profits and permanent connection will be found 


in the positions we are now filling. 


It is an exceptional opportunity and is 


only for exceptional men—men who have made and can make big money. 
A wide selection of territory is offered. Write us fully of your experience and 


qualifications. 


EXCEPTIONAL, c/o Boot and Shoe Recorder 
207 South Street 














Your application or inquiry will be treated in confidence. 


Boston, Mass. 
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November 12, 1921 


‘The Best Prize of 
Business 


“I think I may say,” said a mer- 
chant, now retired for several years, 
“that the best prize of my business 
career is the friendship of the men to 
whom I sold goods. I still enjoy the 
esteem of many of my old customers, 
and it helps ‘to keep me young and 
cheerful.” 
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MISCELLANEOUS 














SHOE STORE 
CHAIRS 
SETTEES 








WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 





Milbradt Rolling 
Step Ladders 


are made in a great many 


t- 
alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 


MISCELLANEOUS 























WANTED TO PURCHASE 








Ideal Line Rolling Step 
Ladders 


Fifteen styles. Satis- 
factian guaran’ 
Lasts a  Life-time. 
Write for catalogue. 
Daynite 
Furniture Mfg. Co. 
213 Chouteau Trust 
Bidg., St. Louis, Mo. 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
1 will pay value for your entire or surplus 
stock of shoes. 

Leases having a_ short Log to run taken 
over. Established 25 yea 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 

















ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and = also make liberal 
cash advances if necessa 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 








CASH PAID 


for shoe stores or surplus stocks of shoes or for 
other merchandise. Leases taken over. We will 
send a representative to investigate and make offer 
upon request. 


Kalter Cerf. Sinoreea> Co., Inc. 


591 Broadwa New York City 
Phone Spring 5160- Si81- 5162 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N, Y. 
Phone Williamsburg 3410 





STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 

Send for cata- 
log giving full 
description 
and prices. 


COMPANY 
67 Randolph St. 
Chicago, II. 

















The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 


American 


Price No. 3 
$1.50 Each 


“Varnum”’ Sise Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
&@ long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Bupply You 


Frank W. Whitcher Co. 


Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 







nciaaaannae 
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| Bicycle 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 





No. 141 


wre, or THE CHICAGO 
cua’ frce WIRE CHAIR. CO. 


621 N. La Salle Street 
Chicago, Ill. 





















Beautiful Glass Fixtures 






Our celebrated line 
sh in 


own 
4 As Catalog G. F. 
Large line of 


ORK ROO) 
65-67 B. 12th St., bet. Broadway & 4th Ave. 











WANTED TO PURCHASE 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








WILL 
BUY \ Entire Stocks 











The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway 
New York City, N. YY. 


Slow Sellers FOR 
Surplus Stocks } CASH 
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“Recorder” 
page per issue: 
Space 7 times 13 times 


1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 


1 time 





rates for space less than one-eighth 
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26 times 52 times 





$3.00 $2.50 
6.00 5.00 ment for address. 
9.00 7.50 

12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 


insertion. 
cents. 
per word for each insertion. 


Minimum amount accepted, 
For other ‘‘Want”’ advertisements, seven cents 
Minimum amount accepted, 


seventy-five 


$1.25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 


When advertisers desire replies for- 


warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


November 12, 1921] 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


























SALESMEN WANTED 








SFVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-076, care Boot 
& Shoe Recorder, 207 South St., 





Boston, Mass. 











ANTED—Salesman to handle on com- 
mission, first class line of mer- 
cerized shoe laces, state territory covered. 
Address C-858, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED—Women’s shoe salesmen with 

established trade in the following 
States: Ohio, Indiana, Michigan, Arkansas 
and Oklahoma. Will consider only men 
who have successful recérds in_ these 
States. Our product is a complete line of 
Women’s Welts and McKays, with good 
in stock service. Address C-876, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED—Salesmen by factory making 
strong line Men’s Dress Welts. 
Prices $3.25 to $4.85. To cover the 
Southern States. Strictly commission. 
Address C-885, care Boot Shoe Re- 
corder, 207 South St., Boston, Mass. 


XPERIENCED side line salesman to 
sell a well advertised line of Hard 
Vulcanized Fibre Shoe Horns at a low 
price. Commission basis. Address C-882, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 














SALESMAN WANTED for Short Line of 

Up-to-Date, Women’s Turns, to De- 
partment, Large Retail and Chain Stores. 
State references. Address C-908, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Side Line Salesmen, 5% com- 
mission, to sell our strong line of 
Timbro Comfort House Shoes and Timbro 
Standardized Flexible Welt Shoes. Ter- 
ritories now open: Pacific Coast States, 
North and South Dakota, Minnesota, Iowa, 
Wisconsin, Michigan, Nebraska, Kansas 
and Missouri. Address C-895, care Boot 
£ Shoe Recorder, 207 South St., Boston, 
ass. 


ANTED, SALESMAN for New England 
States, one who travels by machine 
preferred. Men’s and Women’s Welts. 
Address C-903, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


HOLESALE CONCERN has State of 
New Jersey with established trade 
open for a successful salesman. Address 
K-525, care Boot & Shoe Recorder, 127 
Duane St.. New York. 











ELL known brand of Children’s 

Turns and McKays with com- 
plete Sales Instock Dept. in New 
York City. wants real Salesmen 
with established trade in South and 
West. Good Commission basis. 
State territory covered, line that 
you are selling or have: sold and 
full particulars in application. Ad- 
dress C-904, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 














Send all replies to Boot & Shoe Recorder, 207 South St., 





SALESMEN WANTED 





SALESMEN WANTED 








SALESMEN FOR EASTERN 
TERRITORY 


We want a successful salesman 
with a good record and established 
trade for New York City; another 
for New York State; also one sales- 
man with established trade in 
Philadelphia and surrounding ter- 
ritory, to sell Pied Piper shoes for 
Children, also if desired Dr. Som- 
mer’s Shoes for Men and Women. 
Factory No. 2 is now in_ full 
operation. We have a complete in 
stock department and give liberal 
selling cooperation. 


MARATHON SHOE CO., 
Wausau, Wisconsin 








S IDE LINE SALESMAN 

WANTED for High Grade line 
of Misses’, Children’s and Infants’ 
stitch-down for Tennessee, Ken- 
tucky, Mississippi, Alabama, 
Georgia, Florida, Vermont, New 
Hampshire, Connecticut, Rhode 
Island, Delaware and Maryland, 
oo’ commissions pald. Address 

C-868, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 














SIDE LINE SALESMEN—Several good 
territories open. Will consider Live 
Wires with successful record. Write us 
what state you cover thoroughly and we 
will advise our proposition by _ return 
mail. WOBST SHOE COMPANY, Mil- 
waukee, Wis. 








SALESMEN WANTED—During the next 

six weeks we will consider applica- 
tions from salesmen devoting their en- 
tire efforts to the sale of Children’s Shoes. 
We manufacture for the retail trade ex- 
clusively, a complete line of First Step 
Turns, sizes 1 to 5 and Spring Heel Turns, 
wheeled edges, sizes 4 to 8 and 8% to 11, 
at popular prices. Line is extensively 
advertised in leading trade papers. We 
pay the highest rate of commission and 
every number shown is carried IN 
STOCK. We have a real proposition for 
real salesmen having established shoe 
accounts. State territory desired. Ref- 
erences required. IMPERIAL CHIL- 
DREN’S SHOE CORPORATION, 
Rochester, N. Y. 





IVE WIRE SALESMEN for all leather 
line Infants’ and Children’s Square 
edge Turns, sizes 1-11. Stock proposition 
with one day service. 6% commission 
paid weekly. All territories. References 
in first letter. Address C-896, care Boot 
& Shoe Recorder, 207 South St., Boston, 
Mass. 





COMPANY manufacturing overgaiters 

and spats, which takes pride in the 
fine quality and workmanship of its 
merchandise, desires to secure the 
services of several live shoe salesmen, 
traveling western territory, who are look- 
ing for a quick selling line of this kind 
to carry in conjunction with their regular 
lines. We make a complete line of staple 
merchandise, and are constantly produc- 
ing original novelties which are liberal 
profit producers. Please give full partic- 
ulars and references in addressing C-901, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ae WANTED by manufacturer 
a very large attractive line of 
Bathing Shoes and Slippers. Exceptional 
opportunity for the right party. Must 
have established trade. Commission basis. 
Address C-902, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





ANTED—Live wide-awake salesmen 
to sell a dependable line of medium 
price Children’s and Growing Girls’ Good- 
year Welt Footwear, as a side line. 7% 
commission, for the following territories: 
Towa. Nebraska and Colorado. OZARK 
SHOE MFG. CO., Webb City, Missouri. 





WANTED—Good experienced shoe sales- 
men who have faith in own ability 
to handle line of high grade work shoes 
and hunting boots to retail trade on seven 
per cent commission basis in following 
territories: Virginia and West Virginia, 
North Carolina, Georgia and _ Florida, 
Texas, Oklahoma, Kansas and Nebraska, 
Ohio, and Indiana. Commission payable 
first of month after shipments. Only 
live shoe salesmen with extablisned be 
ness will be considered. Address C-873 
189 West Madison St., Chicago, Ill, 





W ANTED—Salesmen for various States 
in the Middle West, by well known 
manufacturers of Children’s Welts and 
Stitchdowns, to call on retail and de- 
partment store trade, on commission 
basis. Only those who have _ sufficient 
confidence to finance themselves need 
apply. Give all particulars in first letter. 
Address C-880, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





ANTED—Salesmen covering Southern 
and Middle Western States, selling 
retail trade, to carry side line of medium 
grade, good-wearing stitchdowns, Bare- 
foot Sandals, Play Oxfords. etc., for next 
spring delivery. Line comprises every- 
thing in stitchdowns including the_ best 
Men’s Kid Romeo on the market. Made 
in modern up-state New York factory. 
Will pay 6% straight commission. State 
experience, territory covered and give 
references. Confidential. Write fully to 
C-888, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


ESIDENT SALESMEN WANTED to 

handle better class overgaiters as @ 
side line. All territories. GEM NOVEL- 
TY CO., Ozone Park, N. Y. 











HOE SALESMEN of _ proven 
ability to sell nationally adver- 
tised line of Felt Shoes and Leather 
Comfort Slippers to dealers in 
North Central States. Liberal 
commission including credit on all! 


re-orders. a e age, experience, 
references. Replies confidential. 
WOBST SHOE COMPANY, Mil- 


waukee, Wis. 








a 
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BOOT 





AND 


is the great problem of the retail shoe merchants. 
is to help solve it: for this is the basic 
industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00. 
. No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right’’; sold for the 
right purpose, to the right wearer, in the right fitting, for the right price, at the right profit. This 

The chief purpose of “The Boot and Shoe Recorder” 
problem upon which depends the progress of the entire allied 


Canadian, $6.00. 


Root Newspaper Ass’n. Member of Audit Bureau of Circulations. 
Entered at the Post Office, New York, N.Y., as second 


Foreign, $10.00 


class matter. 




















LINE WANTED 


HELP WANTED 














SHOE LINES WANTED 
High class chain ladies’ outer ap- 
parel stores would lease desirable 
spaces on ground floorsfor shoe de- 
partments to reponsible corporation 
on percentage of _ sales_ basis. 
Toledo, Youngstown, etc., available. 
Write W. B. SIMMONS, = 1331 
Euclid Ave., Cleveland, Ohio. 














LINE WANTED FOR SOUTHERN TER- 
RITORY—A young man at present 
with good shoe store is desirous of secur- 
ing a line of shoe for Southern territory. 
Has had one year’s experience on the 
road and is in position to give enthusiastic 
and energetic co-operation to any man- 
ufacturer looking for’ such. Address 
C-898, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





WANTED Good line of shoes to sell 
for Western Pennsylvania and West 
Virginia. Best references. Address C-894, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





XPERIENCED Shoe Salesman who 
knows the best trade in New England 
States, is open for a line from _ factory. 
Address C-899, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





EXPERIENCED Shoe Man _ wishes 
medium priced Ladies’ novelty line 
for Middle West. Now in New York. 
Address K-524, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 








POSITION WANTED 


WANTED—BOOKKEEPER 


Man capable of taking full charge 
of accounts in office of Shoe Man- 
ufacturing Company. Must have 
had experience in shoe business. 
Make application as complete as 
possible, stating where worked, 
reason for changing, salary ex- 
pected, etc. All replies will be 
treated confidentially. Address 
C-905, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 

















FOR SALE 


MODERN SHOE STORE—Large Illinois 
town near Chicago. Stock about 
$8,000 All new. Real money maker for 
live wire. Act quick. Address C-907, 
care Boot & Shoe Recorder, 189 W. Madi- 
son Street, Chicago, Ill. 


ADM:iNISTRATOR’S SALE—Active braid 
factory. Small overhead, good busi- 
ress, running at a profit now. Must be 
sold to close estate. Address C-906, care 
Boct & Shoe Recorder, 207 South &t., 
Boston, Mass. 


MISCELLANEOUS 


XPERT Aluminum Heel Caster wants 
to .get in touch with party inter- 
ested in it. Write particulars. Address 
C-900, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


RETAIL STORE ACCOUNTING. Books 
opened, written up, closed. State- 
ments rendered. Income Tax Returns. 
Nominal fee. Only for New York City 

and Vicinity. Address K-523, care Boot 
$ _ Recorder, 127 Duane St., New 
ork. 


























(CHIROPODIST and FOOT SPECIALIST 
desires connection with Shoe Store. 
Address CHIROPODIST, 916 W. Washing- 
ton St., So. Bend, Ind. 





EXPERIENCED Manager and Buyer of 
shoes desires connection with large 
retail store or manufacturing. With 
present employers fifteen years as man- 
ager shoe department. Wishes to change 
at once. Address C-893, care 

os Recorder, 207 South St., Boston, 
ass. 





WANTED to change position by married 

man 33 years of age, good appear- 
ance, has had 18 years’ experience as 
manager, floor manager and buyer with 
large shoe retail: houses, but wants to 
change to road work territory in any 
section and as long as line is reliable he 
will take on any thing. Address C-897, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





§ HOE SALESMAN, twenty-five years of 

_ age, married, wishes retail position, 
with future. Over five years’ experience 
in selling high grade shoes. Can furnish 
best of references. Address K-522, care 
Boot & Shoe Recorder, 127 Duane St., 
New York. 





“FISHER” 


Trade Mark 
Reg. U. 8, 
Pat. Off. 


HEEL and 
COUNTER 
SUPPORT 





thout A Help to 
™ =e Weak Ankles 
Prevents the Counters of Boots 
and Shoes from Running Over. 


Easily applied. No Repair De- 
partment should be without them. 


The New Improved 
“E,W.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two ee sizes — 
maging the oes. nge 
sizes: Misses’ 13 to men’s 12. 
Shoes can be stretched either 
across the base end or of tip to 
= greater height or width to 
$2.00 each, 


F. W. WHITCHER CO. 


Boston 
and 
Chicago 








Send all replies to Boot & Shoe Recorder, 207 South St., 











Boston, unless otherwise noted in advertisement 


PUBLISHED WEEKLY IN THE INTEREST 
OF THD RETAIL SHOE MERCHANT BY THE 
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SUBSCRIPTION—The subscription price of the 
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advance, which includes postage in the 
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BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
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BROCKTON OFFICB: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 
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North ‘& Juda Mfg. Co., New Britain 115 
Shelton Tack Co., The, Shelton, Conn...... 126 
Tubular Rivet & Stud Co., Boston........ 142 
United Last Co., Boston................ 20-21 
United Shoe Machinery Corp., Boston, 
108, 116, 170 
Whittemore Bros. Corp., Cambridge, Mass.112 
Wiechman Pattern Co., Cincinnati.....:.. 126 


LEATHER AND OTHER MATERIALS 


American Oak Leather Co., Cincinnati, O..141 
Barnet Leather Co., Boston.............. 12 


Beggs & Cobb Co., Inc., Boston........... 126 
Berger, Max H., Brockton, Mass.......... 126 
Chamberlain, B. F., Boston.............- 126 
Creese & Cook Co., Boston......... 126, 106-D 
Dryden Rubber Co., Chicago, Ill.......... 134 
Einstein, J., Inc., New York City........ 32 
Foerderer, Robt. H., Co., Boston..... 110-111 
Goodyear Tire & Rubber Co., Akron, O..000 
Green & Hickey Leather Co., Boston...... § 
Hollbrook, W. H., Co., Boston........... 35 
Hunt-Rankin Leather Tis MeSteR. . 2.000 152 
Semes Can FF. Ti, Besteth......cccccccccess 126 
Kallman, Julius, ‘Co., MOIR. ive dciscies 40, 144 
Kepner, C. D., Leather Co., Boston........ 148 
Keystone Leather Co., Phila., Pa.....2d Cover 
Larkide Company, The, Boston..........- 


Lawrence, A. C., Leather Ce., Boston... .132 
me. Fred, Leather Co., Fond du Lac, - 


Scherer, Oscar, & Bro., Inc., New York City 8 


MISCELLANEOUS 
Atlantic Printing Co., Boston...........- 127 
Blacher, Chas., New York City.........-- 165 


Boot & Shoe Workers’ Union, Boston... .156 
Brooklyn Purchasing Syndicate -16 
Calderwood & Preg, Inc., Boston 





Cantor & Wolpert, Inc., Boston.........-- 165 
D’Avesne Translation Bureau, Boston... .152 
Hooper Printing Co., Boston..........++-+ 127 


Kalter Cerf. Merc. Co., Max, New York. .165 
Kelly, T. K., Sales System, Inc., Minneap- 

“ See Serer 157 
New York Export Purchasing Conperation, 


oe ra rea 65 
Root Co.. F. S., Boston..............++++ 127 
Tolman Print. Brockton, errr 127 
University Electrotype Foundry.........-- 127 
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Alt Corn Sufferers 


at least once a year 


:| Dass through the Shoe Stores 


Som | 


we 
rN 


ate 


— $16,500,000 worth of corn remedies are 
i sold annually in the U. S. and every 
“129 cent of it to the Shoe Man’s customers. 


“128 Is he overlooking a big bet? 





“14 Dr. Scholl’s Zino-pads for Corns, Cal- 








“os louses and Bunions fit right in with 
“AB Shoe Fitting because they are healing 
hes and not corrosive—because they over- Send in the coupon now for our splen- 
pra come friction and pressure. did new proposition, which includes 
- , ; one of the most elaborate window and 
c A timely suggestion by the salesman, 


counter displays ever offered in con- 


"100 to put one of Dr. Scholl’s Zino-pads nection with the sale of a corn remedy. 


over a corn, blister or other tender 
— spots, has saved many a sale of shoes. The Gold Medal 


a Window Trim Contest 
7 The Scholl Mfg. Co., 213 W. Schiller St. ; 
"19 | This Ad went to press too early to get the returns on the 


CHICAGO, ILL. Demonstration Week Contest but full details will be given 
339 Broadway, N. Y. 112 Adelaide St., E., Toronto, Canada in the next issue of this publication. 
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Advertised 
Nationally, 
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| Crawford Arch-Supporting Shanks 
Help Sales Along 


















LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 



































The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner ee 
and outer soles and locked to the insole. It Auburn, Me. 
preserves the shape of the shoe and gives sup- oe escet 
port to the arches and ease to the foot. It yes 
cannot abrade the skin. Haverhill 
Johnson City 
HE finished, fashioned and fitted shoe is a 
intended for the foot only. Any appli- el t 
ances crowded into the shoe will cramp the New Orleans 
foot, injure the arch, and destroy the shoe. byt 7 
. c 
Many people in your city have been dissatis- ane” 
fied with arch-supporting appliances. They Rochester, N. Y. 
will appreciate a line of shoes built with Craw- = aaa 
. Louis, Mo. 





ford Arch-supporting Shanks. It will pay 
you to carry a stock. 







Write us today for particulars. 


United Shoe Machinery | 
Corporation - Boston 











| 
‘im 
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‘The Leather | 
for Fine Shoes 





—and all you have to do is to ask for it! 


In the kid shoes that you sell,- you 
want a fine grain, quality kid, thor- 
oughly colored in any of the prevail- 
ing style-colors—you want VODE 
KID. To get it, all you have to do 
is to ask for it. 


Specify VODE KID 

















THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 
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STYLE 486 







> 
BARNET’S RUSSIA CALF OXFORD a 
GOODYEAR WELT—8/8 HEEL 5 

Solid Leather Construction Throughout A 
WIDTHS A to D PRICE $4.85 - = 


In-Stock—Immediate Shipment Guaranteed 


‘Follow the Creighton Line”’ 


A. M. CREIGHTON LYNN, MASS. 


K 
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Stock No. 204 








Stock No. 203 Boys’ Mahog. Bal. Semi-English Last 
Boys’ Mahog. Bluch. Modified. Last Goodyear Welt 
Goodyear Welt * Blind eyelets—Padded Tongue—Wing Foot 
Padded Tongue—Fast Color Hooks and Eyelets Rubber Heel 
Jumbo Oak Bend Secle Jumbo Oak Bend Sole 
Sizes | to 6—Carried in stock, D and E widths Sizes | to 6—Carried in stock, C and D widths 


These Shoes are unexcelled for wear and style 


Are they right for “Sunday best’’? 


Well, just send for a sample of No. 
—, and you won’t need a second 
glance to convince you that boy and 
parents alike will take pride in the 
appearance of this RED WING 
“BOY” SHOE. 


Then consider it from the other im- 
portant angle—SERVICE. Size 
up that sturdy bottom—that bump- 
resisting tip—the strong sole 
leather counter—that close, rein- 
forced stitching. No mistaking its 














wearability ! A SHOE WITH A 
Notice, too, that the last is right BOTTOM that WEARS 
for lasting comfort. 








Manufacturers 


Red Wing 
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Consider Your Eyesight 


HAT Proressor H. L. HoLttincwortu says in his Applied Psychol- 

ogy about glazed paper: ‘‘One of the most common and persistent 
causes of glare both with natural and artificial illumination is the use of 
highly glazed paper... . The image of light source is regularly reflected 
by black letters and the white background with practically equal facility — 
there is a decrease in contrast between the printed matter and the back- 
ground, causing difficulty in reading and also a distracting and harmful 
effect... for these reasons glazed surfaces have been condemned by light 


specialists.’ 
DEJONGE ART MAT 


A Distinctive Coated Paper 


is free from glare, and prints halftones and type beautifully. It is ap- 
proved by light specialists. A well-known printer writes: ‘‘47rt Mat is 
unique. Halftone printing on Art Mat can carry more ink than a high-sur- 
face paper —the printing is stronger, more interesting and more striking.”’ 
If these are the qualities you desire in your work, send for samples to- 
day—not only for the sake of your eyesight, but for the artistic appear- 
ance which the use of Art Mat ensures. 


[9UIS DEJONGE & CO. 


69-73 Duane St. Aogpe2) New York City 
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PATENT 






IN STOCK 
Ato D 


MARION LEADS THE STYLE PARADE 


The Coming Style! 
Correct for dress occasions this Winter. A “sure fire” style 


for street wear in the Spring. 
Patent leather. Our Newport last. 11 iron edge. Leather 


heel. 
Ask us to mail you our New Folder—just out. It shows the 


12 Latest Winter Styles in Stock. 


MARION SHOE CO. 
MARION, IND. 





UCAS Cea 








} 
} 


ners eterno 





ee = ae 























LSA TSA, 





Ik 


= CHAD 
mH AN ANI UNAM UAQUSU CUTS HA EN a eT UPPED PRLS TUENRDOUPD RE USDC OPIATE TED TT TNT oY thd 


WESTERN QUALITY EASTERN STYLE 








AANA NOS ST SAM TMT TT 


ETT RES 


























eee 





7 





DEERE EDEL IACI IE DEA ECR 


4 


IEE 








PRERESEEES 





BOOT AND SHOE RECORDER 


JAYESCO 


(Pr nounced Jay-es-co) 


FS. 


The Leather That Speaks for Itself 


The quality that JAYESCO puts into a 
shoe is easily recognizable. 


No customer can fail to note the silky 
texture and mellow “feel” of this fine calf- 


skin. 


And the color—a deep rich cherry shade, 
boarded, flat grain—has a character all its 
own, which is very apparent in the shoe. 


It is no wonder that old and new customers 
are enthusiastic over JAY ESCO. 


Have you sampled it? 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS .. . “TENRAB” 





“Maintains a Standard Reputation™ 
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No. 79—The Goodwin 


Made of Black Cabretta, with Pom Pom, 
Quilted Sock Lining, Drill Quarter Lining. 


Sizes, 3-7, 3-8, 4-8 D Widths. In Black. Case 
- lots only. 
Price $1.10 


Stylish, well-made leather bou- 
doirs are salable in any season 
during the year. It is a good 
plan to always have half a dozen 





styles to show your customers. 
y y No. 89 
The Goodwin Intermediate 
We offer a large assortment from Made of Black Cabretta; All Leather Lined, 
" with Rubber Heel. Same Sizes as No. 79; D 
which you may’ select,—styles Widths. , 


Price $1.25 





with pompoms, leather or rubber 
heels, cut from choice skins. 


Write for catalog containing en- 
tire line. 


No. 99—The Goodwin Special 


R I G H = AW AY Made of Highest Grade Leather, Special Pom 


Pom—Leather Lined. 
Black $1.35 
Red and Tan, $1.45 











E. J. GOODWIN CO. 


HAVERHILL MASS. 


St. Louis Representative: O. J. Lewis Mercantile Agency, 
1009 Washington Ave., St.-Louis, Mo. 
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OUR customers want a satisfac- 

tory shoe lace. “‘Cordo-Hyde” 
outwears by months ordinary laces; 
stays tied and never looks shabby. 
You will find the majority of 
manufacturers willing to put 
‘‘Cordo-Hyde” laces in the shoes 


you order if you ask for them. 


LACE DIVISION 
O. A. MILLER TREEING MACHINE CO. 


BROCKTON MASSACHUSETTS 
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SHVES 

























An excellent ,widely-advertised line of 
TURNSend WELTS 














An In-Stoek Service 


—Remarkable— 


We do much more than carry the average staple stock 
shoes. 





; 

; 

H 

i 

5; 

4 The Posner policy of at all times featuring the newest, 
most desired styles—right in stock for shipment—is a 
modern method that has met with gratifying success. 
At the present moment our Spring line, with its great 

| number of high style novelties—including sport models 
brought down to children’s sizes and other unusual offer- 
ings—is ready for your inspection. 

: Our salesmen are on the road showing these latest exam- 

f ples and also acquainting the trade with the Posner “200 

4 Styles-in-stock” Idea. 


We want you to know all about our stock service feature. 
Write us for information. 


We will exhibit at Chicago in 
January in the Brooklyn Group 





DRA POSNER SHOES Ine 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY-ROEBLING & HOPE STS,BROOKLYN 
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BOSTON ST.LOUIS CINCINNATI 
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Being thoroughly proofed against the action 
of moisture, they can be easily cleaned when 
soiled or mud-stained. 


Entirely resistant to the action of ordinary 
shoe cleaning compound, they do not turn 
yellow, but remain white, soft and clean. Be- 
cause of these same water-repelling qualities, 


BEECHTEX and BRIGHTEX will not 
shrink. 


Send for our book of swatches, and learn more 
about these splendid shoe cloths. 


Not proof against cleaners containing bleach- 
ing powders or oxalic acid. 


MADE WITH CARE— 
PREPARED FOR LONG WEAR 


J. EINSTEIN, Inc. 


7-11 SPRUCE STREET 
NEW YORK CITY 





November 19, 1921 


BEECHTEX and 
BRIGHTEX 


Stay new a 
remarkably 
long time 


MILWAUKEE MONTREAL BUENOS AIRES 
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Foot-Fitter No. 








Stock No. 2 
“Dick” Blu 
in Stock 

$4.85 Per Pair 


Sizes 5-12 
Widths AA-E 


“Foot-Fitter” No. 2, the most comfortable shoe in the world, fits 


95% of all men’s feet, because it is combination in both last and 


pattern. It has all the features of shoes priced $2.00 to $3.00 higher, and it is 
made of solid leather throughout. There is no other shoe in the world which 
has a sole leather box and full length vamp, calfskin eyelet stays, calfskin top facing; 10 iron 


oak outsole; 7 iron oak shoulder channel insole, calfskin vamp reinforcement, extra long rub- 
ber heel, sole leather counter, calfskin inside counter pocket and calfskin heel pads. 
We make this statement without fear of contradiction. 


$50.00 given to the person finding paper or fibre substitutes in “Foot-Fitters.” 
j Solid leather all through. 


(See our exhibit, Booth No. 221-222, N. S. R. A. Con- 
vention and Exposition, January 9-10-11-12, 1922.) 


Edmonds 
Shee Company 


Milwaukee Wisconsin 








PIO ea TITIAN S 
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AS USED BY ana ae 


_. The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 








} 
G & HSPECIALTY LEATHERS 
Strowshury Greta Calf, Nat. Color....No. 89 
w TE bcccecnnd No. 88 
* Mahog. ......No. 66 
* Dk. Mahog. ...No. 126 
“  Scotch-Tan ...No. 139 
= . sa - . No. 116 
° ” ba “ Black ..No. 90 
“ oe “ “a “« > .No. 16 
Steowsbucy Shandinevien Grate Colt Areecarkod Black 
...-Brown 
Green & Stishey Reten Scotch, Tan...... No. 30 
ni = Black ..No. 90 








BEWARE OF IMITATIONS———— 





Interest in Shrewsbury Scotch Grain leather is 
not confined to the United States. Markets be- 
yond the borders of this country are consumers. 
The special merits of this leather are clearly 
discernible to discriminating buyers every- 
where. Aside from the general excellence of 
Shrewsbury leather, Sctoch grain or boarded, 
is the reputation which this leather has to aug- 


ment the selling value of shoes made of it. 


MADE BY 


TETRAULT SHOE MFG. CO., Ltd. 
MONTREAL 





MR. MERCHANT. 


Are you taking advantage of the “G&H 
Tag Plan” of identifying Shrewsbury 
Grain Calf Shoes? Write us for details. 






















. ESTABLISHED 1782 INCORPORATED 1900 









SINAN NNN EMT 


| GREEN & HICKEY LEATHER CO 
(3 COLUMBIA STREET BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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No. 851—Glazed Kid, Seamless Lace, 
Combination Bunion Last, 8/8 Rubber 


Sole. In Stock, D, PB and EB, 
Price $3.40. 


No. 612—Glazed Kid, 6 inch, Whole 
Quarter Polish, 8/8 Rubber Heel. Genuine 
Leather Cushion Inner Sole. In Stock, 
D and B, 3/9. Price $3.25. 








Heel, Genuine Leather Cushion —— 








His wife eats fat, Jack Sprat eats lean, 
And thus they lick the platter clean. 
But after all, each one agrees 

There’s nothing better than Comforteze. 





SALABILITY — 


OUR volume of winter 

sales and rate of turn-over 
can be increased greatly by 
stocking the numbers shown 
here. 


Each is made from selected kid 
leathers, equipped with flexible 
soles, and the Merrill, Porter 
Genuine Leather Cushion In- 
ner Sole. 


Write for our In Stock catalog listing 
twenty styles. 


MERRILL, PORTER & CO. 
113 Munroe Street, Lynn, Mass. 





No. 562—Glazed Kid, 3/4 Foxed Pol- 
ish, Steel Arch, 14/8 Military Heel, 
Genuine Cushion Leather Inner Sole. 
Boi, Gta tt dat Sa OE 
0' yles in Stock, O, an , 8/9. 
Price $3.85. ‘ 





No. 761—Glazed Kid, Oircular 

Polish, Perforated Stock Tip, 6/8 a 
Heel, Genuine Leather Cushion Inner 
Sole. In Stock, D and B, 8/9. Price. 
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EKGAL 


Shoes 


HE BROGUES ILLUS- 

trated on these two pages are 
examples of how Regal In-Stock 
service is assisting Regal Agents 
to meet the demand for stylish, 
well-built shoes at reasonable 
prices. 


OUR order for these styles 

marked “As advertised on 
Nov. 19th” will be filled ammedi- 
ately. Also ask about the Regal 
exclusive Agency Plan. 


The Regal 
CREST 
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A breezy Regal ace bal, made 


of black Norwegian 


widths. 
Stock No. 1271 


grain leather. 


Stock No. 4671 


grain 


leather ; fully perforated, with 
pinked tip; invisible eyelets; 
14 square sole and 7/8 flange 
rubber heel. A, B, C and D 


In Tan. ...Same as above, ex- 
cept of tan Norwegian 
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INCREASING 
YOUR 
TURNOVER 


HE principle of turnover is a 

matter of your doing the larg- 
est possible volume of business on 
a safe minimum of capital invested 
in stock. It depends in a large 
measure-on your own merchandis- 
ing skill. Knowing what is in 
your stock. What the sales possi- 
bilities are. Keeping continually 
“hammering” for new business. 
Buying carefully, systematically 
and intelligently. 


A Turnover of Five 
Times a Year 


HE real secret of increased 

turnover lies in style shoes. 
Style shoes make it possible for 
shoe merchants to turn their stock 
five times a year. 


BOOT AND SHOE RECORDER 








The Regal 
ROB ROY 
In Black....As pictured. A 
nobby, brogue oxford on a 
new Regal last. Manufac- 
tured from the popular Nor- 
wegian grain leather. In- 
visible eyelets, 14 single 
sole, Spring-step rubber 
heel. 


Stock No. 1270 


In Tan. ...the Rob Roy comes 
with brass eyelets. A good 
example of the broad-toe, 
comfortable brogue oxford 
so much in demand today. 


" Stock No. 4670 


HE Regal In-Stock Depart- 

ment is specializing in produc- 
ing the latest style creations pre- 
vious to their height of popu- 
larity, in both men’s and women’s 
shoes. Regal Dealers are, there- 
fore, featuring the newest patterns 
at the very start of the buying sea- 
son. There is an almost instant 
turnover on these new styles which, 
at the same time, speeds up sales 
on staple lines. 


Your Profits 


EGAL In-Stock service can. do 

for your business what it is 
accomplishing for others. Increase 
your turnover the Regal way and 
your profits are practically as- 
sured. 


















Regal Shoe Company, 268 Summer Street, Boston, Mass. 
NEW YORK SALESROOM, 1369 Broadway (at 37th Street) 











LEATHER TRADES BLDG., ST. LOUIS, MO. 
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F acts about TONY RED CALF 


No. 8 


HAT TONY RED 

Calf will remain the pre- 
ferred colored calf leather for 
-next Spring and Summer ts 
well assured. 


We base this statement not 
only from the advance orders 
we have already booked, but 
also on reports from all parts of 
the country — from merchants 
as well as manufacturers. 


The great underlying reason is: 


TONY RED CALF pleases 
the great majority of shoe 
wearers. 


We make TONY BROWN and TONY BLACK, too. 
Have you sampled? 

















“Forever and Ever and 
Ever—if you continue to 


make it g 


HAT was the answer 

which a very broadly- 
known buyer of leather 
gave to our question:— 
“How much longer do you 
think the demand will con- 
tinue for TONY ?” 


And this is the 13th con- 
secutive season in which 
the demand for Creese & 
Cook’s TONY RED 
CALF has placed it at 
the head of all colored calf 
leathers. 








Creese and Cook Company 


Creators of New Calf Leathers 


SALESROOMS 
95 SOUTH STREET, BOSTON 


P. A. HENRY & CO. 


706 BROADWAY, CINCINNATI, O. 





TANNERIES 
DAVENPORT, MASS. 


WOLFENSTEIN & SHANAHAN 


39 SPRUCE STREET 
NEW YORK 
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1,500,000 PAIRS MADE 
Not One Pair Returned for Ripping 











THE REASON WHY: 


They are Made by the 


Ramsey Patented Double Stitched Process 
—The Only Correct Method of Making Stitchdowns 


x 





BAL ane 
8%-11 11%-2 
5eS0— Cee oe “ft Chomme Bet WR ccdaesaadee’ ey: 35 ew 4 v1.38 
—Black Chrome Bal.........-+.-. d el ° 
UT 7 5410—Full Grain Tan Lotus Bal. 1.60 1.85 2.15 
B ON — 5412—Full Grain Cherry Bik Bal. 1.60 1.85 2.15 
8%-11 11 42 5413—Full Grain Smoked Elk Bal..... 1.60 1.85 2.15 
Seco —Caer rry Chro ame Bu aioe mt 5 $1.55 $1.75 5414—Full Grain Cherry Lotus Bal.... 1.60 1.85 2.15 
601—Black Chrome Butt 1.35 1.55 1.75 5416—Full Grain Cherry and Smoked 
5614—Fal Grain "Cher rry Letes “Button, 1.60 1.85 2.15 Combination Bal .........-.. 1.60 1.85 2.15 


RAMSEY’S PATENTED PLAY SHOES | 


THEY CANNOT RIP 


“IT’S IN THE MAKING” 


DOUBLE GOODYEAR “3 WELT 


967 ATLANTIC AVE. E. J. RAMSEY -— BROOKLYN, N. Y. 
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Tony Red Calf 
No. 889 


Black Calf No. 888 
227 Last; 11/8 Heel; A to 
D; 3 to 8; Goodyear 


Rubber Heels 











The Fastest Selling Shoes in America 


FRE eR thi 
NEW YORK iy Ne BO BROCKTON ae 








Women’s Styles 
in Stock 
These are selling consistently 


for 9000 merchants who are 
stimulating sales. 


5:60 


Tony Red Calf 
No. 893 
Black Calf No. 1020 
226 Last; 13/8 Heel; A to 
D; 3 to 8; Goodyear 
Rubber Heels 
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No. 900 
Tan Scotch Grain 

230 Last; 9/8 Heel; A to D; 

3 to 8; Stitched Heel Seat; 

Heavy Perforations 







196 CHURCH ST., N. Y. 
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Men’s Styles 
in Stock 


Values that make the buying 
of cheaper shoes a ridiculous 
ec “nomy. 


4:50 


No. 536 
Mahog. Veal 
Admiral Last; B, C, D; 
6 to 10; Rubber Heels 


5:00 


Tony Red Veal Calf 


Frenchy Last; C and D; 
6 to 10; Rubber Heels 


5:70 


Tony Red Calf 
No. 448 
Black No. 453 
Diplomat Last; B to D; 
6 to 10; Goodyear Heels 


Over 100 Men’s and ne — in Stock 
196 CHURCH ST., _ 
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NEW SPORT MODELS 


IN WHITE BUCK AND PATENT LEATHER 
VAUGHAN’S IVORY SOLES AND HEELS 

















5500 PAIRS DAILY 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 196 ESSEX STREET 


WOMEN’S GOODYEAR WELT 

AND 
MCKAY SEWED SHOES 
TWO FACTORIES—CAPACITY 
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The Original 








| Webster’s Dictionary 

| defines ORIGINAL as 

| that of which 

) anything else 

) is a COPY or 
REPRODUCTION. 





HAVANA 
BROWN 











NEW CASTLE KID . 


The New Castle Leather Company first 
produced Havana Brown Kid. It is an 
exclusive production of the New Castle 
Leather Company. It is the original, 
genuine Havana Brown Kid. 


New Castle Havana Brown Kid has 
~ never been successfully imitated. The 
tensile strength, the pliability, the mel- 
low feel, and the absolute uniformity of 
color are peculiar properties of the 
genuine. 


Ne 


Judge it by its users. 








BOSTON 





ST. LOUIS 


New Castie Leatuer Company, Inc. 


NEW YORK 


CHICAGO PHILADELPHIA MONTREAL 
and the principal Leather and 
Shoe Centers Everywhere 
FACTORY: WILMINGTON, DEL. 
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LOOK FOR 


RAMBLER RED 


No. 12 


IN THE SPRING SAMPLE LINES 





You'll Like This 


New Color of 


GALLUN’S 


It’s a pure red, deep and dark in shade, of wonderful richness and 


lustre. 
Rambler Red will be found in those two famous leathers—Aztee and 


Viking Calf—and for this particular color the leathers are smooth 


finished. 


Look for this color—then specify it on your orders for Spring de- 


livery. 


A. F. GALLUN & SONS CO., Milwaukee, Wisconsin 


H. A. ELY, Manager 11 EAST ST., BOSTON, MASS. 
A. F. GALLUN & SONS, Ine. 
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Four of Our Many 
Leaders 











C-587—Ritz Last. Patent Colt Plug 
Dancing Oxford. Flexible Inner and Outer 
Sole. 





C-640—Haig Last. Patent Scotch Grain. 
Fox Lace Oxford. Pinked and Perforated. 
Soft Toe. Goodyear Wingfoot Rubber Heel. 








C-650—Custom Last. Spartan 59 Calf. C-604—Strutter Last. Tony Red Yale Bal. 
Orange Fitting. Goodyear Wingfoot Rubber 


Columbia Lace Oxford. Wing Tip and Per- 
forated. Goodyear Wingfoot Rubber Heel. Heel. 


The individuality, style, quality, quick deliv- 
ery, plus Brockton-Made Workmanship on 
our shoes, made to.your order, offset the 
stock proposition. 

LET US PROVE IT 


Old Colony Shoe Company 


84 EAST RAILROAD AVE. BROCKTON, MASS. 
Boston Office, 183 Essex Street 
New York Office, 422 Marbridge Bldg. 
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BARNET LEATHER CO.. Inc. 
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Our Leading Specialties for 
Spring Season of 1922 


VAN DYKE CALE | tieapprores srown stat 

VAN RUBA CALEB >aiet ret wits fat rin 

VINETTE CALF “i ##* ss sh stn 
VIX CALF ne ae eee 
BLACK VINETTE CALF _ Wty gc 
VEGA CALF pe te toe 
OKAY CALF we ee meee 
CHIC CALE Handsome Black Suede with ve 
SKOTCH GRAIN _ i Potent, Back and Cotors 

NEWMADE PATENT LEATHER 


(Small Kip Sides) 


See our exhibit, Booth No. 217, N. S. R. A. Con- 
vention and Exposition, January 9-10-I1-12, 1922. 


OST of the leading shoe 
manufacturers are showing 
the above lines in their samples 
of men's and women's fine shoes. 





Headquarters 


81 Fulton Street, New York, N. Y. 
Tanneries: Little Falls, N. Y. 
N. E. Selling Agent 


BARNET LEATHER CO., INC., OF MASS, 
98-100 South St., Boston, Mass. 






~~ 
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S Now In Stock : Ready | be > Ship 



































Smooth Vici Kid 
Heavy Edge Sole 
Kid Sock Lining 
5544 Tipped Lace Leather Facings 5580 High Cut 714 inch 
5543 Plain Toe Lace $3.00 : Pattern, 114 £715 inch $3 39 35 
Sizes 3 to 9 paw Rubber Heel. 
5546 Tipped Oxford 
5545 Plain Toe Oxford $260 Terms 2%—10 Days 5581 Oxford, same. $3 00 


Single Pair—Dozens or Cases—Shipped Day Order Is Received 
THE NATIONAL ALWAYS SETS THE PRICE 















ME N are registering 
their unmistakable 
demand for good shoes, 
priced at $5-$9. 
The better value you provide at 
these prices, the more firmly will 
you cement their patronage. 


Sell them Weber Union Made 
Shoes and watch how they come 
for more. 





Style Number 846 
Brown Scotch Grain Foxed Oxford, Sport Last 
Full Wing Tip, Fibre Middle Sole, Stitched 
around Heel, Goodyear Wingfoot Rubber Heel. 


























New York Office, H. Harris, WwW E B 3B R B RO S S H 6) E 


1328 Broadway Marbridge Bldg. N ‘@) R | H A DA MIS ‘ N | TAN S S 
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Made in Milwaukee Sold all over the World 


COLORED PEVEE KID > 


The exceptional uniformity of the 
raw material used in tanning COL- 
ORED PEVEE KID results in a most 


uniform product. 





Produced in a beautiful brown shade 
with a full, rich color. The smooth 
tight grain and its extra good feel 
makes COLORED PEVEE KID a 
very desirable leather to have in 
your men’s and women’s fine qual- 





ity footwear. 








Demanding Pfister & Vogel leathers 
to be used in the manufacture of 
your shoes, gives an assurance of 
identified quality. 


PFISTER & VOGEL LEATHER CO. 
Milwaukee, Wis. Established 1847 
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“The. Only Gul Sout Show 
On the. Warkel 


YWe are The Only Ctuthorized Wakere of Girl 
Seoul Shore Carrying The Girl Scout Trade Mark, 
Copyrighted anz “Protected. One Last Only, and 
ck io— 


“The Wonder Last Of Ste Kind 


Slhilee, Both Low and. digh, “lack and “Tan Leather. 
One Cigent Only Gllowed In a Section—Cagencics 
“Rapidly Gilling Up. Vould “You Like, To Gn= 
joy “The Crdvantagee of Ste Sale In Your “Toun ? 
a So, Write Uo Mow. 


Ue Yo, 299 “Broadway, “Room 415° 


“Brocklon, Mase. “Beaton, 207 Esser Streat 

















30 BOOT AND SHOE RECORDER November 19, 192: 









DESIGNERS 


aes errr a a * 
a — Eo ao | 


Foon GEARED FOR SALES (Saige 
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“ 



















Uh ae \ Re-orders, after all, to any of us indicate satisfaction. Lg ss. 
The Barometer is sales. SOLERS: 


/ 
\ 


SATIS FACTION \ 
J Levor Grain Kid—The whitest white—shows a strong \ 


growth in sales over the past decade. Millions of feet 




















/ he , have gone into shoes / See 
oe The Whitest White Fasc 
LEVOR GRAIN KID — 


Satis fies g\ 


= | ee ; 


G. LEVOR & CO., Inc. ee 
* 





Tanners of Cabrettas a 
Gloversville, N. Y. ( sail . 























Salesrooms: Export Dept. 
bs a» \ Boston Hide and Leather Bldg. li ee 
St. Louis 100 Gold St. 
APPEA 4 Milwaukee New York, N. Y. 7 


a , 
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Three Strap, 
Avenue 
17/8 Heel 


88 Last 
Turn 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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DOWN TO BRASS TACKS 


Buildirig Business Through Restoration of Confidence 
Making a Profit Through the Elimination of Waste 


ELEVENTH ANNUAL 


CONVENTION and EXPOSITION 


OF THE 


National Shoe Retailers’ Association 


TO BE HELD IN THE 


School of Business Building 


par tear year problems which the merchant is facing will be 
analyzed and dissected. The best brains of the country have 
been called in to find the solution—men selected because they have 
succeeded in solving some of the present day business problems—— 
men who have a way of getting “down to brass tacks” and expressing 
themselves in familiar language. 


ANOTHER FEATURE 


Selected because of its recent demonstrations 


Harvard Bureau of Business Research 


D EAN MELVIN T. COPELAND with eleven highly trained busi- 
ness engineers will assist the individual merchants to find ways 
and means of increasing his rate of turn-over, point the way to better 
bookkeeping, cost accounting, cost records, and various matters of 
better business conduct—all without charge to the merchant. 


Every merchant should bring with him his trial balance, finan- 
cial statement and copies of his record forms. 


CHICAGO 


JANUARY 9-10-11-12, 1922 


Convention Headquarters Will Supply Details and Take Care of Your Hotel Reservation 
Address 417 South Dearborn Street, Chicago 

















nahsons 


. Stock~/n Style 
cA Mies Special 


Jefecting e Styles 
Whe SCASON WR® 


ANNAHSON'S Satin Novelties 
find ready acceptance where- 
ever shown. ‘Their up-to-date-ness 
and wide spread popularity is best 
attested by their bein, represented 
in the stocks of keen, quick-to-see- 
value merchants all over the country. 
Hannahson’s produé¢ts are moderate 
priced and can always be featured 
profitably. 
Here is a new Hannahson creation 
in white satin - B-800 - a One Strap 
with pearl buttons, Spanish Junior 


Heel. B,C and D widths, 2” to 8. 
In Stock for Immediate Delivery. 


Price, $3.50 


See Our Exhibit, Booth No. 79, N. S. R. A. Convention and Exposition, Chicago, January 9-10-11-12, 1922 





G* ELOW are shown a few models from our In-Stock 
Department. cMerchants ordering, through this serv- 
ice need not speculate as to timeliness of’ styles, as 

every pattern—every last—is according, to fashion’s dictates. 

And Hannahson’s quality and value are famous. 


Every Style In Stock for Immediate Delivery. 


V 
E 
R 
b i 


B-335. yeaa BROWN Satin 1 Strap, Baby LXV Hee! 
B-1110. | ae Satin 1 Strap, Rhinestone Buttons, 16-8 ed B to D,2% to8 Special, $3 35 
LXV Hee $3. B340. As dum except with 16-8 Half LXV Heel, $3.35 
B-1145. a above except with Baby LXV Heel. A to | 
2% to8. $3.25 


B-700. Black Satin 1 Strap, Black Silk Finished Buttons, Beaded B810. Black Satin Grecian Strap, 14-8 Modi%ed Spanish 
Vamp Ornament, 16-8 Half LXV Heel $3.35 Heel, $3.35 
B705. As above except with Baby LXV Heel. A to D, B815. As above except with 12-8 Cuban Heel. A to D, 
2% to8 $3.35 2% to8 $3.35 














” 10 DAYS 
B850. Black Satin 2 Strap, 14-8 Junior Heel, Black on oe TERMS, 2/ B-830. Black Satin 3 Strap, Black = Finished Buttons, 144 
Modified Spanish Heel. B to D, 24% $3.50 


ished Buttons, B to D, 2% to8 
B710. ‘Black Satin 2 Strap. 16- . Half LXV Heel, Black ‘sil Minimum Orders B-720. As above except with 16- : nat LXV Heel. A = 
2% to8 $3.50 


Finished Buttons, A to D, 2% to 8 One Dozen Pairs 


IN ANNAHSON IN 
STYLE SHOE CO. STOCK 


HAVERHILL, MASSACHUSETTS 
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MEN’S and BOYS’ 
HIGH GRADE SHOES 





ALL GOODYEAR WELT 
- CONSTRUCTION 
OVERLAND UNIFORM QUALITY 
ne OF MATERIALS AND 


WORKMANSHIP 


Si 





LEONARD & BARROWS 


ESTABLISHED 1858 


181 Essex Street, Boston 


- FACTORIES, MIDDLEBORO, MASS. 











36 | BOOT AND SHOE RECORDER November 19, 1921 


FACE THE FACTS 










New business methods are required 
to meet new business conditions 






Old methods invite failure 


This merchant is trying to meet present-day condi- 
tions with an out-of-date store system. 











@ He can’t get the records he needs. 


@ He guesses about the amount of outstanding 
accounts. 


@ His customers get slow service. 
@ He gives no receipt to his customers. 


© There is no incentive for his clerks to do better 
work. 


© He hasn’t been able to reduce expenses. 







He complains about conditions. 
He is discouraged. He fears failure. 
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FACE THE FACTS 


New model National Cash Registers 
help merchants meet new conditions 


New methods insure success 


This merchant has installed a new model National 
Cash Register especially designed to help merchants 
meet new conditions. 


@ It gives facts necessary for managing his business. 
@ It provides an easy way to keep tax records. 

@ It gives quick, accurate service to customers. 

@ It prints a receipt for each customer. 

© It helps clerks sell more goods. 

© It reduces overhead. 


He has made conditions in his store right. 
He is meeting present-day conditions successfully. 


A National Cash Register is 
the only machine that issues a 
receipt, indicates, adds, prints, 
classifies, and distributes rec- 
ords at the time of the sale, 
all in one operation. No figure 
work. Nodelays. No mistakes. 
Just read the totals. 
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Lacing Hooks for Children’s Shoes 





ETAILERS are already noting the 
demand for lacing hooks on boys’ 
and girls’ footwear. 







Just about as natural and necessary as 
the lace itself, they are quick and easy in 
everyday use and most convenient for 
mother or child. 










fl 






OU know how easy it is to sell foot- 
wear that meets the particular re- 
quirements of critical women shoppers 
for their children’s needs. 








Shoe hooks on your footwear make sales 
doubly easy as they appeal to the prac- 
tical mind of the mother and permit the 
child to “lace ’em up himself”! 














ANUFACTURERS can read- on your next order and you will 

‘ ily supply your children’s be certain of meeting the popular 
footwear with the handy shoe demand. Insist on having what 
hook. Merely specify shoe hooks you want! 







Lacing Hooks for Men’s, Women’s and Children’s Shoes 
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VEERWANS 
JS 

(05) 

STANDARD 

a 

? 

Herman’s 


Garrison 


Shoe 


For General Wear 
and College Military 
Service 


Ss 
iN; 


No. 68 


Munson Army Last. Soft Toe. 
Re-Tanned Chrome Leather. 
Full Double Sole. Outside 
Counter-pocket. Half-bellows 
Tongue. 


IN STOCK: D, E and EE, 6 


$3.80 


Wy 
\s 
* 
* 
o 


ERE is an Army-style model, solid leather throughout, that is selling 
strongly everywhere—particularly in towns near colleges having 


military departments. 


No. 68 is a “Bear for Wear.” It is one hundred per cent comfortable 


and ideal for every form of outdoor activity. 


Plenty of sizes in stock. Quick shipments are our specialty. 


Style 68 is in stock, in full sizing. — 


JOSEPH M. HERMAN SHOE COMPANY 


MILLIS, MASSACHUSETTS 
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What the Knife Revealed 


This VULCO-UNIT BOX TOE, water-proof and 
perspiration- proof, has stood up to the end. 
The length of its life has been measured only 
by the weakness of the other parts of the shoe. 


Specify the genuine 


Vulco-Unit 


Box Toe 


APPARATUS, AND TS PATENTED 








The genuine “Vuico-Unir” Box Tor is made and sold only by the 


BECKWITH MANUFACTURING 'COMPANY 
111 SUMMER STREET, BOSTON, MASS. 
CHICAGO, G. W. Erssr & Oo. ST. LOUIS, Oscaz F.. Wriaut Co. CINCINNATI, Guo, A. SPRincMmme Co. JT 
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LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD 


J 








oe | 
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THE KENT 


Patent Leather, 
3 Strap, Center 
Buckle, 12-8 
Spanish Louis 
eel, 12-8 Mili- 
tary ‘Cuban bey 
Heel or 16 
Full Louis Heel. 
A, 3% to 7; B, 
5 te 7: C$ & 
8; D, 2% to 8. 
Price $6.00. 


Black Ooze 
luarter, Patent 
amp, 3 Strap, 

Center Buckle, 

12-8 Spanish 

Louis eel or 

16-8 Full Louis 

. B, 3 to 7; 

C, 3 to 8; D, . to 


THE BUNNIE 
Patent Leather, 
4 Stra Center 
Buck A " =< 


Louis Heel. A, 
3% to 7; B, 3 to 


G . on 
Pisces $6.00. 


Same in Black 
ze, $7.00. 















THE SALLY 
SANDAL 


Patent Leather, 
3 Strap, Center 
Buckle, 12-8 
— Wood 
Heel. ae 7 to 

, re to c. 
a as, Prise 
$6.00. 


in Black 
$7.00. 


“Murray Made Means Merit” 


Our Three Leading 
Sellers In Stock 


FOR IMMEDIATE DELIVERY 


Because of expansion of our 
business we have been obliged 
to move into a larger factory. 
The new Murray place of busi- 
ness is 115 Essex Street. 


Here we are equipped better 


than ever to meet any demand. 


The numbers shown are ready 
for delivery now. Each is 
typical of Murray merit; styles 
are right and prices are right. 
They're waiting for you. Wire 
or write today. 


Terms—5%—10 Days 
Net—30 Days 











eA NANT NNNNNNNNeneeereeemeanag 
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HORACE W. MURRAY CO., INC. 


115 ESSEX STREET 


HAVERHILL, MASS. 

















MUI 
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HARDWARE [f 
PRODUCTS 








cANNOUNCING 
Newly Created Designs In 


Buckles £. Footwear 


Season of 1921~1922 





No. 2416 No. 137114 No. 1141 No. 1413 No. 1416 
Sizes 34-14-54 Inch __ Sizes 34-14-5¢ Inch _Sizes 34-14-54 Inch Sizes 34-14 Inch _Siizes 4-34-14-4 Inch 


FOR LIGHT STRAPS 





No. 1062 No. 2136 No. 2137 
Size 3 Inch 


Sizes 34-14 Inch Size 3g Inch 





Buckles shown above are only a few of the many 
supplied in all desirable finishes and sold by leading job- 


| 
bers everywhere. : 


We shall gladly send free samples upon request. 


Write for Bulletin 132, illustrating our compre- 
hensive assortment of buckles suitable for use on men’s 
am women’s shoes. It’s yours for the asking. 





NEW BRITAIN, CONNECTICUT 


CHICAGO. BRANCH SALES OFFICES NEW YORK 
326 W. Madison St. 127 Duane St. 
FRANCISCO ST. LOUIS 

P 608 Victoria Bldg. 


SAN 
~» Postal Tel. Bldg. 
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ROCHESTER 





SHOES 


MENIHAN 
“ARCH AID” 
SHOES 


Cantal In Stock 













No. B 177 
No. B 192 


Menihan Arch-Aid Shoes provide supreme foot comfort for weary, sensitive feet, without sac- 
rificing style. 

Scientifically constructed to give the proper support to weak or fallen arches. Endorsed by 
physicians, also nurses and women who do much walking and standing. 


Terms: Net 30 Days. Send for Catalog 





No. B 367 













No. B 177—Black Glace Kid, Round Toe, Good- 

year Welt, Crawford Shank, 12/8 Heel with 

re oe Top Lift. AA, 5-9; A, 4%-9; B, 4-9; C, 
; D, 4-9. 


4-9 
$5.75 


No. B 192—Same in Havana Brown Kid. .$6.50 
No. B_ 367—Black Glace Kid, Goodyear Welt, 
Full Toe, Long Counter, Riveted Crawford 
Shank, 10/8 Orthopedic Heel with Rubber Top. 
AA, 5-10; A to EE, 4-10. 

$7.00 
No. B 377—Black Glace Kid, Round Toe, Good- 
year Welt, Long Counter, Riveted Crawford 
Shank, 12/8 Orthopedic Heel with Rubber To 
Lift. AAA and AA, 5-10; A and B, 3%-10; 
C, D and E, 3-10; EE, 4-10. 


$7.00 


No. B 391—Black Glace Kid, Goodyear Welt, 
Combination Last, Long Counter, Riveted Craw- 
ford Shank, 14/8 Military Heel. AAA, 5-10; 
AA,, 4%-10; A, 4%-10; B, 4%-10; C and D, 
3%-10; E, 4- 

No. B 377 $7.00 No. B 391 


A LOST OPPORTUNITY 


if your name is not on our mailing list. Menihan In Stock Service keeps you in touch with 
30 to 40 styles in the season’s best numbers. This can be done in no better way than by 
direct mailing. If you are not receiving our catalogs and booklets mailed from time to time, 
it will more than pay you to fill out and mail the coupon below. Do it today and open the 
way to bigger and more profitable business. 

We also furnish MENIHAN AD SERVICE Advertising Book, Cut Service, Price Cards, Win- 
dow Cards, etc. 






























Write name and address on margin below and tear off on this line 


THE MENIHAN COMPANY 


Shoemakers for Women 


ROCHESTER, N. Y., U.S. A. 


Gentlemen: Please send In-Stock Circulars, etc., to the undersigned: 





SHRHKEHE CASE OCA FER SAE HCBS OBESE SOE 4666 = —=—=—6—6O” 6246 4 6 6-6 & 6 6 6 4” 6 6'4' 6662s 46 48 
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(BAC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION . - 
J. K. KRIEG COMPANY, NEW YORK 


UNITED SHOE REPAIRING MACHINE CO. -~ - 








afelvets! -felucto! -felueto ! 


P-TO-THE-MINUTE MANUFACTURERS ARE USING THE WELL-. 
KNOWN “BEA VERTON” SHOE VELVETS—Made especially for the 


shoe trade. This is the same quality which was in so great a demand a few 


years ago. 


MEAVERTON 
= SHoe VELverts 


from $1.00 to $2.60 per yard. Backed. 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 


Gacmti ~— JULIUS KALLMAN CO. ,™irpites,O%er, 


Office 
529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 


Address our nearest office for samples and prices 








LUAU 


WATT 
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GRIFFIN SHOES 


BACKED BY 20 YEARS’ SUCCESS 


BUILT TO BEAT THE BOY’S WEAR 


ANNOUNCING 


OUR NEW McKAY LINE 


OF 


MAHOGANY and GUN METAL 
BALS and BLUCHERS 


AT THESE PRICES 





















Boys’ Youths’ 


$2.40 $2.25 


L. Gents’ 


$2.05 


No. 4327—MAHOGANY RUBBER HEELS ON No. 4224—MAHOGANY 
EVERY PAIR No. 2224—GUN METAL 





SPECIFICATIONS 
[oye] 

Solid Leather Innersoles 
Oak Bend Outersoles 
Leather Sock Linings 
Full Chrome Uppers 
Leather Top Facings 














No. 4229—-MAHOGANY No. 4329—MAHOGANY 
No. 2229—GUN METAL 


THESE SHOES ARE IN-STOCK ON THE FLOOR 














Terms: 3% 30 Days; Net 60 


W. H. GRIFFIN CO., Manchester, N. H.. MANUFACTURERS» 
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MAKE TWO SALES GROW WHERE ONE GREW BEFORE 














HERE is no 
better place to 
sell hosiery 

than in a shoe store. 

The man or woman 

who has just bought 

shoes is an ideal “pros- 
pect” for hosiery. 
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Q\ & } Ny | 
C 4 \ ‘Ss y 


Reg. V.5.Pat. Orrice 


9 





“Onyx 








Emery & Beers Company, Inc. 


Sole owners and Wholesale Distributors of “‘ONYX”’ Hosiery 
BROADWAY AT 24th STREET, NEW YORK 


Sole Selling Agents for 









PAUL GUENTHER; INC. 


Manufacturer of Full Fashioned Silk Hosiery 









CHICAGO OFFICE - - - - - - 36 South State Street 
PHILADELPHIA OFFICE - - - - - 1033 Chestnut Street 
BOSTON OFFICE - - - - - - 31 Bedford Street 
BUFFALO OFFICE - - - . Mutual Life Bldg., Pearl Street 
SAN FRANCISCO OFFICE - - - - - - 259 Geary Street 





MAKE TWO SALES GROW WHERE ONE GREW BEFORE 
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tthe Margie 


Shown in Norwegian Calf 

#26, with lace band of same 
leath er. Mode in a welt with 
white stitched heel seat 


carryinga % leather — 

flange a ; CL ] 

attractivein other leathers. 
Can be made on order 


within 4 weeks. 


Price *580 Net 30 days 


\ MOORE-ATAFER’ 


°-AHOE *MFG °CO° 


















Nl 








BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIOGE SLOG,B WAY AT 342°ST. 


JACK E.JESTER MGR. 
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The Harrisburg Shoe Company 


will be well represented at the coming N. S. R. A. Con- 
vention at Chicago in January. 


We will be located in space 332 and will show the full 
Harrisburg line of Women’s Goodyear Welts, American 
Welts, Wilson Sewed Shoes, and Misses’ and Children’s 
Goodyear and American Welts. 


You will find an interesting display of women’s low shoes 
to retail at $3.50, $4.00, $4.50, $5.00, $5.50 and $6.00 and 
women’s high shoes to retail at $4.00 to $7.00. The Misses’ 
and Children’s line retail at $2.50 to $5.00. 





These Harrisburg shoes are striking examples of how good 
a shoe can be made to sell at a popular price. We fully 
expect to do a brisk business with the line at Chicago— 


that’s why we are going there. 


Allow us to repeat the space number—No. 332. We will 
be glad to greet you. 


Che Harrisburg Shoe Mig. Co. 


of Harrisburg, Pu. 
WOMEN'S SHOES MISSES SHOES CWILDREN'S SHOES 
OF VALUE 


November 19, 1°21] 
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Our Guess Was Right 


At a conference early last June one of 
the foremost men in our organization pre- 
dicted a big stock year, and presented his 
reasons in such a convincing manner that 

HONEST ALL : . 
THROUGH it was decided to prepare for one. 


O7O)GS9CZ7OGS6 


FAL 


v,. 
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An entirely new stock line was laid out 

—new lasts, new patterns, new everything. 

No. 1522 Everything not up to the minute was put 

Ambassador Last to one side. When the season opened we 

Price $6.00 were ready for Big Business. with an 
Emerson line that was second to none. 
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It was fortunate that we were, for our 
stock business started off with a rush and 
is increasing every day. 


ae 


Y; 
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Because of our thorough preparation we 
are able to handle it, and handle it quickly. 


TAIDVILaE 


7 
Cc 


Your order sent to our nearest office 
will be filled as soon as it is received. You 
can secure overnight service from almost 
any part of the country. 


Fill out and send the attached coupon 
for your copy of the Emerson In Stock 
Folder. 


Dandy Brown 
Russia Calf Bal 


EMERSON SHOE COMPANY 


Stock Departments 
ROCKLAND, MASS. 


WOOLF ANOS 
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WILL BE EXHIBITED AT THE N.S.R.A. 
STYLE SHOW, CHICAGO, JANUARY 9-12, 1922 


x 
x 
x 
me 
ma 
ma 
x 
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A “WORTH WHILE” STYLE 


Men’s Dress Oxford 


All Patent Leather 
Light Beveled Edge 
Plain Toe 


We Are Strong on Quality in Our Line of Men's Shoes 





REE ERS 


pe 


DOHERTY BROS. 


Factory: Avon, Mass. 


EERIE EIR DSIRE REISS RARER 





PRE 
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WINTER OXFORDS 
of the RIGHT SORT 


IN STOCK NOW—Just When You Need 
Them Most 


These are solid leather construction and 
of the well-established standard of 
workmanship—Goodyear Welt, up-to- 
' Yi the-minute style and lasts—and shoes 

1152 in Tan Calf. & A re aR that will sell, stay sold and bring the 

1172 Gun Metal. am customer back for more. 

1154 Same as No. 

1152, but 11/8 

Rubber Heel. 

$4.75 


PHILADELPHIA 


Patent Enamel 
Black Scotch Grain 
Smooth Black Calf 
Smooth Tan Calf 


Sizes and Widths 
AA 414 to8 
ee, A 4to8 
Pat. Colt and _ Black B 3to 7s - 
French Morocco ° C 214 to Te 
Pat. Colt and Gun Metal 5.25 D 3to 7 


Same as No. 1182, but 
11/8 Heel ; Terms 3% 10 Days 


New Fall Catalogue on Request 


BARKE GIBBON COMPANY 
10th and Diamond Sts. PHILADELPHIA 


DON’T FAIL TO LOOK US UP AT THE CHICAGO CON- 
VENTION — THE PHILADELPHIA GROUP EXHIBIT 
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La France REST 


CURE .-Shoes are 
made in boots or ox- 
fords, as illustrated 
‘herewith. Choice of 
either toe. Finest 
H _ Brown or Black Kid. 











La France “REST CURE” shoes are an established success with most 


E have deen entities of our many agencies. 


them in _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 





For the Assistance of 

Our Customers 
Now in our great new fac- nS 
tory we can make more of helpful 


them. F 
ree 

La France Flexible Welts a - 

are too well known to re- Advertising Service 
quire extended description on Rest Cure Shoes. 
here. In REST CURE You are cordially in- 
Shoes we combine with our — & — — 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 











position most comfortable 
to the wearer. 


‘No shoe we know of em- 


bodies all these important 
features. 

In_ selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


La France Rest Cure Shoes Are Carried in Stock 
Boots and Oxfords—Finest Black or Brown Kid, AA-D 


Williams, Clark & Company 


Women's Welt Shoes Exclusively 
183 Essex St., Boston 
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The Joy 
Meowm round toe and slight wing. 
Gives support where most needed. 


68 Gallun’s No. 4 Mahogany Russia Calf Bal. 
18 Gun Metal Calf Bal. 


“At Once” 


T is unnecessary in this adver- 
I tisement for us to use high- 

sounding phrases regarding 
quality, standards of style and 
workmanship. The trade-mark at 
the top of this advertisement is 
your guarantee. 


We have pleased the most discrim- 
inating dealers. Give us an oppor- 
tunity to show we can please you. 


A completely illustrated Fall and 


Winter Style catalog, with prices 
and full ordering information, is 


ready for your request. 


French, Shriner & Urner 


Boston, Mass. 


63 Melcher Street 
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“C] heir Sale Knows No Seasons” 


The goodness of Easiephit Boudoir 
Slippers gives them the quality you 
will pay most for—resalability. 


Because of this quality merchants 
who buy them from our wholesal- 
ers find, upon marketing them, 
that 


“Their Sale Knows No Seasons” 





IN STOCK FOR 
THE WHOLESALE 
TRADE 


No. 10—Women’s Black Cabretta 
Boudoir, Silk Floss Pom Pom, 
Flexible Turn Sole, Leather 
Heel, Quilted Sock. Also Red 
and Tan. Widths, C and D. 


No. 100—Same in Kid. 
SEND FOR SAMPLES AND 
PRICES 









IN STOCK FOR 
THE WHOLESALE 
TRADE 


No. 20—Women’s Quilted Skin- 
ner’s Satin Boudoir, Flexible 
Turn Sole, Leather Heel, Silk 
Pom Pom, Quilted 
Colors: Black, Grey, 
Lavender, Light Blue, Rose, 
Copenhagen Blue, King Blue 
and Red. Widths, C and D. 


SEND FOR SAMPLES AND 
PRICES 


Get acquainted with the entire Easiephit 
line of Men’s and Boys’ Slippers and 

+ Women’s Comfort Shoes. They are 
salable every day of the year. 


ABBOTT SHOE CO. 


Manufacturers for the Wholesale Trade 


North Reading Massachusetts 
Boston Office 


207 Essex St. 
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“TWINKLE” 


STRAP 


PENDANT 


A NEW “DALCO” CREATION 


A shining illustration of “Dalco” origi- 
nality. Our cut tells the story. The 
glistening spear pendants are loosely at- 
tached to beaded collar, which is easily 
fastened to the strap of the shoe. At 
slight cost, an otherwise plain shoe is con- 
verted into a fascinating slipper, and made 
to sell quickly at profitable prices. 


Many other novelties to be shown in fol- 
lowing “Recorders.” Look for them. 
Better still, order samples now and have 
your ornament line up to the minute. 


Dalrymple-Pulsifer Co. 


MAKERS OF SHOE ORNAMENTS FOR WORLD TRADE 


HAVERHILL, MASS. 
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JohnsonBros. 
lyles Se fovingy 


Three Shoes That Are Selling ! 


Perfect Fitting Lasts and Patterns 
Attractive Yet Practical Styles 
Finest of Fine Shoemaking 


THAT’S WHY THEY’RE BUYING JOHNSON BROS’. SHOES 









Style 428 
Last 118 


A Black Kid Two Strap with a 
13/8 Heel and Imitation Saddle 
Strap and Tip. 












Every salesman is 
on his territory. 


Style 445 Write us if you want 





Style 446 











Last 121 to make connections Last 120 
Russia Calf Oxford, Imitation Ball —only see this line! ; i 
Strap and Tip—on our new last Patent Blucher Oxford Perforated, 
that carries a 7/8 heel. carrying an 11/8 heel. 





JOHNSON BRO s 


SHOE. MF'G ne 
HALLOWELL 


Made /n The Pine ree file ~ 











on 


E 


HN 


I 


I 


] 
I 


NON 


IO 


1 
! 


IOC 


HAA 





ANN 


| 


EM 


6. 












No. 


No. 


No. 


BOOT AND SHOE RECORDER November 19, 1921 


IN STOCK 


FOR IMMEDIATE DELIVERY 


SELECTED FROM OUR LARGE ASSORT- 
MENT OF ATTRACTIVELY PRICED SHOES 















Wos, Plain Oxford Wos. Ball Strap Oxford 


No. 609—N. B. Calf, B. 8. Oxford. 


603—Mahog,. Calf Sotees,, Bat. Tip. 

600—Brown Kid Oxford, Imt. Tip. 

617—Brown Kid Oxford, Perf. Tip. No. 605—Mahog. Calf Ball Strap Oxford. 

Sizes 3/7, 3/8. C and D width. Sizes 3/7, 3/8. C and D width. 
Price $3.00 Price $3.00 


THESE BEST 
SELLERS 
ON THE FLOOR 
NOW 


Order Today 
Up-to-the-Minute Styles 
For Immediate Delivery 


Long Shoe Company 


45 So. Wells St., Chicago, Illinois. 
129 Duane St., New York, N. Y. 
1133 Washington St., Boston, Mass. 


Cummings Shoe 
Company 

436 Fourth Avenue, 

Pittsburgh, Penna. 





Wos. High Boot, 956 Last 
G. G. High Boot. 
wer, oe are Kid Polish, Welt, R. 





G. G. Mahog. Veal Polish, 738 Last, R. H.$2.75 = ri epepiaeats: $3.25 
G. G. N. B. Veal Polish, Perforation on Wos. Mahog. ‘Veal Polish, R. H. Welt, 
Eyelet Row and Vamp, R. H........ 2.75 c » 2 hPti i eiepaitiege) spe: 3. 
G. G. Black Kid Polish i. epee 2.85 Wos, Brown Kid Polish, R. H....... Price 3.75 
Sizes 24/6. C and D width. Sizes 3/7, 3/8, 4/7 and 4/8. C and D width. 
HAMA 
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ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


° ° ° ° °o 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


oO ° o °o o 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 




















This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 








FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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A New and Greater Shoe 


























Val Duttenhofer, President 
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THE DUTTENHOFER-STEVENS CO. 


eee eee EEE YS § yy, 







STYLE 496 
IN STOCK 









Black glazed kid welts................-. $5.75 
Chippendale brown kid welts............ 6.25 
AA, 414 to 84 
A, 4 to9 
B, 344 to 9 
C, 34%to 9 
D, 4 to 8 





Large sizes, 814 and 9, 25c extra 





Terms: 4%-10, 2%-20, net 30 f. o. b. Cincinnati. 
























There has been a growing demand on the part of women for a 
shoe which would give some general support to the arch. But 
the demand has been not for the unsightly, heavy arch-support 
footwear which many factories have been turning out, but for 
a shoe which, while embodying the comfort feature, would still 
retain that beauty of line and smartness of style so dear to 
every woman. 


The Master “Futkorset” is just such a shoe. It is the latest 
and the crowning creation of Val Duttenhofer, the Master 
Shoemaker of the West. It represents the work of years; it 
stands as a perfect achievement. 


Complete arch support is assured by a rigid steel shank of 
exclusive design. The shoe is made only on special lasts, with 
measurements which enable the shoe to hug the instep as 
snugly as a corset hugs the waist. It provides instant relief 
from arch discomfort, helps weak feet become normal and 
prevents fallen arches. 


But with this super-comfort, the “Futkorset” is beautiful. It 
is made along the light, trim lines of today’s mode; the various 
styles are the leading models in fashionable footwear. 


As a leader to attract more customers, as a shoe to satisfy the 
discriminating taste of your more particular patrons, as an 
article that will fulfill your utmost promises and give service 
far in excess of its price—the Master “Futkorset” is without 
an equal. Order a trial dozen today. 





CINCINNE’ 


MAKERS OF 
WOMEN’S HIGH GRADE FOOTWEAR yy. 
=~ > ve Z J 
CINCINNATI a 
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COUNTERACTING THE 
COST OF SHOES 





Mousam counters not only serve to counteract 
the high cost of shoes; they add real value as well. 
In no sense are they a substitute. Never should 
they be considered as a low-priced alternative. 







Mousam counters are standard equipment in 
many of the best shoes made in America. They 
have been accepted as standard because of the way 
they combine uniform high quality with favorable 
price. 













More and more manufacturers are coming to see 
the advantage in using Mousam Counters. They 
favor them because of their flexibility, their style, 
their fit, and their absolute uniformity. 






_Ask your manufacturer about Mousam Counters. 
He will be glad to supply them in your shoes. 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 











ROGERS FIBRE COMPANY 


Philadelphia Cincinnati St. Louis | Milwaukee © 
1024 Filbert St. John C. Rupp Co. Dennott & Prince Fred A. Hollis 








121 BEACH STREET BOSTON, MASS. 
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FREDR 
FOND DU LAC. WIS,U.S.A. 


Mohawk Ca 














Fashion's choice is a smooth Black Calf. We cannot 
afford to exaggerate and in making the statement that 


““Rueping’s Mohawk Calf’’ is 


“The Superior Smooth Black Calf” 


we are sure of our ground. 


A rubbery, mellow feel, tight break, fine grain and — 
deep black finish demands quality’s recognition and will 
do more to sell shoes than many words. 


Add these convincing points to your sales talk, specify 
““Rueping’s Mohawk Calf’’ and tell your trade about it. 


A leather backed by an organization that has pro- 
duced 


“Quality Upper Leathers” 


for over 65 years 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Est. 1854 


BRANCHES 
Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, England 










5 4 
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io. 487—Black Norwegian Om, Square 


Norwegian Ox. Square 
in tip. Fibre doubler. sti tched 


No. 588—4 

wing tip. Ra — wr" Stitched 
heel. A, 7 to 11; B, o IN; C and 
D,5 to ll. The “Br 3. Phas t. .$6.15 









D, 5 to fl. The iB. te’ 





ford. Imitation _— Flex- 
Sizes and Widths: 6% 
D S'to Tl. Price. «85:28 Last. Gallun's 26 Brogue Oxford. 





nt S. Ox 

ible Sole. Rome Last. 
. a 

s. 









to Il; A, B, 6 to 11; 580—Bro 

No. “OY Calf C. Oxford, Imt. Turn. Fen aA. 7 to li; 3 and B, 6 to TF Ca <) 5: 5 to Il. 
Last. Sizes and Widths: AA, 6% to 1; A.B, 6 to If; WN daddys paces cadens <oscdnssecdsansaaas aie $5.00 
& D. 5 e iT. i Ee Pe $5.25 4 Optician Ganteren Qube, Rertidte Sie Oe. 
No. 230—Women’s Dance Oxford. | = Turn. Sizes and Widths: AA, 7 to 11; A, B, 6 to 11; D, 
25 Last. A, oo 8; B, C, D, 2% to 8. Price. .$5.00 a | ae occ cece ccc cceccoes "$6.35 









The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 
BOSTON: 183 Essex St. NEW YORK: 651 Marbridge Bldg. CHICAGO: Room 706, Security Bldg. 
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READY TO SHIP NOW! 


Business Getters for the Holidays 


No. 782. Price $4.50 No. 770. Price $4.50 — 
Patent Three Buckle Strap, Imitation Tip, Patent es yee wg By —— 
Goodyear Welt, Princess Last 11/8 Heel : Tip, White Stitching, ite Fair Sti > , 
AA to D Goodyear Welt, ee Last, 13/8 Hee 
No. 439 Same in Black Kid No. 396 _ ice $4.50 
, ; ji 0. . Price $4.5 
No. 338. Price $4.75 Patent Three Buckle Strap, Imitation Turn 
Patent Three Strap Dull Kid Collar and Covered Full Louis Heel, Derby Last 
Strap Imitation Turn, Covered Full AA to D 
Louis Heel, Euclid Last - 
AA to D No. 486. Price $4.25 —_ 
z , Plain Toe, ‘ 
No. 331 Same in Black Kid Patent oa. Pryor “estes ened 
AA to D 


Nu. 743. Price $3.75 No. 784. Price $4.35 
Black Scotch Oxford, Tip, Goodyear Welt Cocoa Calf Blucher Oxford, Tip, White Fair 
White Fair Stitch, 7/8 Rubber Heel, Stitching, Goodyear Welt, Princess Last, 
Sport Last 11/8 Rubber Heel 
AA to D AA to D 





No. 353. Price $3.75 


Cocoa Calf Oxford, White Fair Stitch, Imit. 
Welt, 11/8 Rubber Heel, Princess Last 
Ato D 


THOMSON-CROOKER SHOE CO. 


18 STATION ST. BOSTON.20, MASS. 
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BATES 
NEW 


“Suburban” 


IN STOCK 
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No. 6106 


Creese & Cooke’s genuine 
Tony Red Calf. Sole 
leather counter. Good- 
year “Wingfoot” rubber 
heel. Widths, A to D. 
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HIS Suburban model, carried in stock, embodies the finest 





‘ lines and makeup for a quiet, semi-English style we have ae 
constructed in many years. og 
a 
oe 
It is a gentleman’s shoe in every particular, and its specifications show the fee 
intrinsic quality put into it. It is an excellent illustration of the Bates pro- ae 
duction of highest value at moderate price. The Suburban is already a strong ee 
favorite with Bates dealers. Sz 
te 2: 
, ‘ ‘ ‘ ae 
For a stunning new high-style shoe with squarish toe, you should te 
see our model 6126, “Le Temps” last, made of genuine Creese & [oF 
Cooke’s Tony Red Calf. ie 
hee $!. 
at) 
A. J. BATES COMPAN i 
~ J. Y ai 
3) 
tA 







WEBSTER, MASSACHUSETTS 
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MEN’S AND WOMEN’S 





S-92 


Ready to Ship 





See our exhibit at the Chicago Style Show 


Women’s Medium Russia Oxford. 


Miss Bon Ton Last. 


AA-D, 2-8. 


Price $5.00 


$-96-98 





January 9-12 


5-94— Women's Medium 
Russia Oxford. 156 
Last. Lace Stay. Imi- 
tation Ball Strap. 9/8 
Heel. Rubber top lift. 


Price $5.00 


S-96—La Hav Brown 
Ox. 240 Last. AA-D, 
2-8. 


Price $5.75 


S-98—La Blk Vici Ox. 
240 Last. AA-D, 2-8. 


Price $5.25 


S-72 
Men's Russia Regular Oxford. 
Park Square Last. 
Brown. A-D, 5-1014. 


Price $5.25 


South Shore Styles 





Medium 





ALDEN-WALKER & WILDE 


NEW YORK OFFICE: 
299 Broadway 


(INCORPORATED) 
EAST WEYMOUTH, MASS. 


CHICAGO OFFICE: 
189 West Madison Street 


We shall exhibit at the Chicago Convention and Style Show, January 9-12 
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A Large Stock and 
A 30 Day Turnover 


—tells a greater story of the popularity of Excelsior 
Shoes for Boys, than anything else we might say to 
you, who want dependable, fast sellers for boys. Shoes 
that will stand up and deliver full value. 


EXCELSIOR GOODYEAR WELT 
BOYS’ SHOES 


are preferred by many of the best retailers in the coun- 
try. And now we want you to try them and test our 
guaranteed 24 hour shipping service. 


FOR BOYS—Styles—FOR GENTS 


Thirty (30) styles carried in stock. Send for our lat- 
est catalogue to-day. 


Style No. S 351 
Boys’ Brown Russia Bal—Goodyear Welt, medium weight; Oak 
Leather Sole. Conservative English Last. 
B, C and D widths carried in stock. 
SOO ©. GG oc scccdssecea Price $3.35 


Style No. S 251 
Gents’ and Youths’ Brown Russia Bal—Goodyear Welt, medium 
weight; Oak Leather Sole. A good gents’ broad toe style. 
B, C, D and E widths carried in stock. 
D te 136k, GROW icc cccces Price $2.75 
S Ob By WE ob 66 te cscancs Price $3.15 


Style No. S 352 
Boys’ Brown Russia Bal—Goodyear Welt; Oak Leather Sole; 
Wingfoot Rubber Heel. A splendid broad toe style. 
B, C and D widths carried in stock 


1 to 6, Mb éacsrtesanced Price $3.45 
Style No. S 367 


Boys’ and Gents’ Brown Boarded Russia Army Blucher, Good- 
year Welt, Garrison type, Munson Army Last, Oak Leather 


Sole. 
B, C and D widths carried in stock. 
© Ge I 5450s Ke been" Price $3.45 
D Ob UR iy GE 6 was cwcen Price 2.85 




































The Excelsior Shoe Company 


Manufacturers of 


Men’s, Boys’, Youths’, Little Gents’ 
FINE SHOES 


Portsmouth, Ohio 
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Shoe 
Bank 





Let the R & H distributing houses be your shoe 
bank—your reserve stock room. 


Let them carry your surplus shoes (you can get 
them whenever you want them, the styles that sell 
are always in stock )—assume part of your risks— 
treat your orders as checks and pay shoes on 


demand. 


It is a perfect system—paying out men’s, women’s 
and children’s shoes with the same dispatch and 
accuracy displayed by the National Reserve Banks 
in handling the Nation’s finances. 


Your business and your profits will increase by 
using your nearest distributing house as your shoe 
banker. | 


Wholesale Distributing Houses 


The Rice & Hutchins Baltimore Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Rice & Hutchins New York Co. 
The Rice & Hutchins Cincinnati Co. The Rice & Hutchins Atlanta Co. 
Joseph I. Meany & Co., Inc., Phila. The Atlas Shoe Co., Boston, Mass. 


The Rice & Hutchins St. Louis Shoe Co. 


RICE & HUTCHINS, Inc. 


HUAI 


liz 


li 











BOSTON, MASS., U. S. A. 


HANA 








—_ 
ho 
ee 


liz 


lit 


LEM 





























N/A i fran {it 

















> = 


A/ BOOT AND SHOE 


RECORDER 


Cthe Creat eal reaps 











SS 


\\ 
\\ 


) 


Atif 


ESSE 
Y/ 

















More Than a Pat on the Back 


W hat the Merchant Needs is Not a Guardian 
But a Guide 


issue of the RECORDER bears its relation- 

ship to the coming merchant year in about 
the same manner as the speech by Secretary 
Hughes laid down a platform for the Disarmament 
Conference. The parallel between the two is not to be 
drawn, except that both are sprinkled with BRASS 
TACKS. 

American men and merchants are great believers in 
symbols—minds can hold a single idea—so we in our 
selection of the keynote for the National Shoe Re- 
tailers’ Convention bring to focus the one theme of 
a merchandising policy for 1922 based on “Down to 
brass tacks.’”’ Leaders in the merchant field join with 
us by expressions and suggestions voiced in this issue. 

Here is how the thing started—consideration of the 
opportunity before the National Shoe Retailers’ Asso- 
ciation lead us to an examination of the convention 
reports of the past eleven national sessions.. There 
has been progress in each, but it has been mostly in 
volume. When it comes to usefulness, naturally as 
merchants grow in strength and service the results in 
conventions have been more and more beneficial BUT 
to fewer men. The real value of the last two or three 
conventions has been to the chosen few—the.vast body 
failed to get all that they might out of conventions. 
Attendance in the sessions given officially over to 
speech-making bore a vesy small relationship to the 
total number of merchants present. There were 
carnival and flutter-buss stunts to divert the mind— 
and the result was the merchant. went away in a 
greater disorder of thoughts on his own business than 
what he had when he came. You get the idea—dis- 
cord destroys, while order organizes the forces for 
merchant progress. 

Progress must come out of the coming convention 
—the hurly-burly must cease—a constructive stand 
must be made to protect the position of the merchant 
and the instrument of that work is the National Shoe 
Retailer’s Association. The merchant needs more 
than a. pat on the back to keep his business true to 


TT ia significant message revealed in this 


the line in 1922. He needs to know what other mer- 
chants are going to do to make a profit. He sees al- 
ready the play of the bigger store to squeeze the game 
with the slash in prices and the tricks of destroying 
styles by splurge advertising of “no profit sales.” He 
wonders whether quality means an upbuilding of busi- 
ness or a buying of high cost merchandise “to have 
and to hold” forever because of price competition. 
He wants no guardian, but a true guide. 

We see opportunity in a new and shining garb of 
optimism gradually dispelling the flock of glooms 
which have cluttered up the final weeks of the year 
1921—-we see ideals revivified just as the symbol of 
the Unknown Soldier spiritualizes the Washington 
Conference. We see the merchant in his store cour- 
ageous for the future and we see all this in a policy 
of getting down to brass tacks. Let the feet of the 
merchant be on the ground and the suggestions offered 
him in the convention not so high in the clouds that 
he cannot use a few for the very practical purpose of 
buying and selling shoes so that he can make a profit. 

As a means of really finding out what the merchant 
thinks the- Editor of the RECORDER has been for the 
past two weeks and will be until the convention “out 
in the field.” His contact is in the main with the 
smaller mérchants, for they actually distribute the 
greatest volume of shoes to the public. They have 
already expressed themselves in no uncertain terms as 
to what they want at Chicago—they want the facts 
as to “prices,” “styles” and “public confidence” and 
if they get these three they will not fail in the buying 
and selling of more shoes in 1922. If they don’t, well, 
the sand will be thrown in the gearings, factories will 
stop, and dull resistance will make sluggish another 
season of business. This is not all—the existence of 
the association will be in jeopardy. 

It is for this reason that the RECORDER sounds the 
Brass Tacks keynote, for our concern is in the con- 
tinuation of the distribution of footwear by the shoe 
merchant—the upholding of the principle that the 
man who owns or shares in a business puts all of his 
brains and efforts into the upbuilding and maintain- 
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ance of that institution, be it of one or one hundred 
man size, The opportunity lies before us and all the 
strength of the RECORDER is behind the merchant of 
shoes in his better service to the public and profit to 
himself. 

By observation in the field, there are many mer- 
chants planning to attend the Chicago convention and 
some of them plan to bring their sales-makers. These 
who do best between now and 
the convention will get the re- 


HM 
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- ing such an excellent-and substantial a vehicle as the 

~ National Shoe Retailers’ convention to start -the year 

1922 so that it can be a better year of merchant projit: 
ARTHUR D. ANDERSON, Editor. 


Congratulations! 

It is of great interest to merchants in all lines to 
note that the Dry Goods Economist to-day attains its 
seventy-fifth birthday. The 
history of that great publica- 


ward of a journey and an 
education at the expense of 
the store. Some merchants 
have expressed the hope that 
manufacturers will bring 
their factory superintendents 
and foremen to the conven- 
tion to explain more in detail 
what factory organizations 
can do. These same mer- 
chants have also said that 
they want to confer as to the 
fit of patterns, the durability 
of materials and the item of 
overhead. Just that final 
topic is a mouthful, and from 
What is spilt by some sort of 
competition among salesmen 
one would. think that the 
“other factory” put a Peer- 
less or.a Buick into the over- 
head of every pair. 

By significant observation 
also be it known that many 
of the merchants who in their 
own home towns are consid- 
ered most intelligent citizens, 
advocate that the future con- 
ventions of the N. S. R. A. 
be held in the early weeks of 
December, because spring 
shoes are salable from 
February on, and if ordered 
in January are not lasted or 
made with the care that an- 
other month at the factory 
might create. So real is the 
call for an earlier convention 
that many a merchant says 
that “my buying of styles 
must be made in December 
notwithstanding the real op- 
portunity of seeing under one 
roof the style ideas of an en- 
tire nation of shoemakers.” 
It is not a call for the freak 
or unusual patterns, but the 
type of shoes that a number 
of merchants have already 





The Great Turning Point 


A I write this message to the readers of the 
BooT AND SHOE RECORDER I am sitting in 
the dining room of the New Willard Hotel at 
Washington. My companion is the publisher 
of one of the great national magazines. A few 
moments ago we were speaking of the confer- 
ence on the Limitation of Armament which is 
now being held in this capital. My friend, in 
looking over this crowded room said: 

“Although we are in Washington I doubt 
very much if 10 per cent of the men in this 
room realize what a momentous event is taking 
place at the present time. One of the greatest 
chapters in the history of the world is now be- 
ing written.” 

Such is the case. I am filled with both en- 
thusiasm and apprehension as I review the 
current situation. With enthusiasm because I 
believe that the outcome of this conference is 
going to mean the great turning point in the 
world’s economic affairs; with apprehension 
lest some political or diplomatic slip may make 
this happy conclusion impossible. 

But there is no doubt in my mind that con- 
structive elements are in the ascendancy, and 
I should be very much surprised if in the very 
near future we do not look back upon these 
days as being fraught with powerful influences 
for good that will cause the great world pen- 
dulum of social and industrial life to swing 
with decision in the right direction. I believe 
that from now on the tide will turn and that 
we can all say with full belief and confidence 
that we are once more on the up-swing towards 
an era of constructive effort and ultimate pros- 
perity. 

Let us all believe this and pass the good 
word from man to man so that we may all do 
our share in re-creating the spirit of confidence 
throughout the world. 


EVERIT B. TERHUNE, 
Publisher Boot and Shoe Recorder. 


(This message was received from Mr. Terhune on 
the opening rm | of the conference while in Wash- 
ington to atte a meeting of the Chamber of Com- 
merce of the United States Foreign Commerce 
Department Committee, of which he is a member.) 
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tion is in large degree the 
story of the trade it serves. 
It has kept step with the 
times, in truth, as an in- 
spirational factor in mer- 
chant betterment it has ever 
been just a practical step 
ahead of the game. 

We feel some pride our- 
selves in the size and im- 
portance of its Seventy-fifth 
Anniversary Number, for it 
totals a folio of over 450 
pages, and illustrates that a 
brother publication is hitting 
a business mark through the 
service it is rendering. What 
the Dry Goods Economist is 
to the dry goods merchant so 
the RECORDER strives to be to 
the retail merchant of shoes. 

Editor Ditchett makes a 
platform for all publications 
in the business field when he 
says, “Our eyes are turned 
to the future, rather than 
resting on the past. That the 
Economist will press forward 
and meet the needs of its sub- 
scribers in the coming years 
we feel assured. For it still 
rests on the secure foundation 
on which it was long ago 
established and on which it 
has been able to rise and to 
spread along with the great 
trade whose prosperity and 
development have made the 
Economist’s growth possible. 
This foundation is SERVICE, 
the sure and lasting. basis for 
any kind of business struc- 
ture.” 


DEATH OF 
ARTHUR H. GALLUN 


Arthur H. Gallun, vice-president of A. F. Gallun & 














ordered and are going to play big—and this is an 
observation by the way that leads to another. There 
is no monopoly of style by the city stores or in any 
geographical center, for the small store window in a 
coal town in Pennsylvania will show as clever an 
assortment of styles as any in New York, Chicago or 
Los Angeles. 

All these things point unmistakably to the fact that 
merchants, large and small, have a common ground to 
meet upon, and consider themselves fortunate in hav- 


Sons Co., Milwaukee, and prominent figure in Amer- 
ican tannery industry, died Wednesday morning, No- 
vember 9, from pneumonia after an illness of ten 
days. He was forty-eight years of age and born in 
Milwaukee. Mr. Gallun entered his father’s employ at 
twenty and gained a thorough schooling in every 
phase of practical leather manufacture, being regarded 
as a foremost authority both on tanning processes 
and management. 
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Interested Spectators Outside the Disarmament Conference 
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Licensing Plan Gaining Headway 


Farmer Organizations Attracting Considerable Congressional 
Support While Retail Merchants Apparently 
Are Inactive 


By WILLIAM L. DALEY 
Washington Correspondent of BooT AND SHOE RECORDER 


ACK of activity on the part of retail organ- 
| izations. would indicate that they are not 
alive to the aggressive drive being con- 
ducted by farmers’ organizations in an effort to 
obtain a licensing system for retail merchants. The 
legislative agents of the organized farmers are rap- 
idly formulating plans and accumulating statistical 
data to support them. Despite this fact, the retail 
merchant apparently continues to adopt an attitude 
of complacency. It is also manifest that the farmer 
is rallying growing strength in Congress, as indicated 
by correspondence to and from Congressional leaders. 
The line of strategy laid down by the farmers in 
their attack on merchants centers about four basic 
economic issues as follows: Excessive overhead, over 
expansion, archaic methods of distribution, and re- 
pressive activities of trade associations. 


Outline of Proposed Plan 


Vernon Campbell, executive secretary of the Cali- 
fornia Co-operative Canneries, and a legislative advisor 
to the various national farm organizations, in an 
interview with the BooT AND SHOE RECORDER, stressed 





the fact that this drive against the retail merchant 
is not a matter of prejudice, but in behalf of the 
essential revision of business processes. He.feels that 
retail merchants are digging their own graves, so to 
speak, and that a licensing system under Federal 
supervision is necessary to save them from themselves. 
In his opinion, this legislation which the farmers are 
proposing need not imply restriction of legitimate 
profits by setting up a system of percentages. 

The essential features of the licensing system 
which the farmers want Congress to enact for the 
benefit of the public would make it obligatory for 
retail merchants to submit periodical reports of 
profit and turn over costs. Unrestricted publicity of 
these reports would be more effectual than restriction 
of profits. 


Trade Commission Attacked 


While the Federal Trade Commission is considered 
to be the natural agency for the expression of such 
publicity, it is lax in its duties and, as a member 
of Congress who is favorable to this proposed legis- 
lation says: 

‘“The Federal Trade Commission is so afraid of 











for 
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the middleman and the retail merchant that it never 
publishes manufacturers’ prices. Everywhere, com- 
binations exist to maintain prices among the middle- 
men and the distributors generally.” 

Mr. Campbell believes that unless the situation is 
changed, legislation must be enacted which would 
make it mandatory upon the Commission to make 
known the findings through some other Federal 
agency. It is the contention of Mr. Campbell that 
restriction of the number of retail stores would not 
be necessary in the proposed legislation as the publi- 
cation of prices and profit data would have the desired 
effect through limiting buying. In his estimation, 
licenses would naturally demand fair price commis- 
sions in various states and their inquiries would set 
the public right on prices. 


Efficient Distribution 


IN 
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the retailer, the benefit of lower production costs. 
We ‘have reached the limit of our endurance and the 
reaction has set in among farmers. I honestly believe 
that our grievance against retailers is justified and 
they reflect the views of city residents as well. The 
time is at hand when merchants must recognize the 
inevitable and meet their customers half way. If 
purchasers are to sustain wage reductions, it is neces- 
sary that: living costs go down. Farmers have taken 
their dose of deflation and it is now high time that 
the retailer swallow his medicine. 

“Reports have been received by our organizations 
recently showing that in Cincinnati and other cities 
producers of milk, for instance, have co-operated and 
are now selling directly to the consumer, thereby elim- 
inating the jobber and 
dealer. It is likewise true 





Needed 


According to this farm 
federation official, more 
efficiency is needed in the 
distributing field in the 
interest of lower prices, 
and not for excess profits. 
He favors certain forms 
of combination among le- 
gitimate dealers in com- 
munities in order to cut 
overhead costs and work 
out basic problems, Farm- 
ers and producers would 
naturally get the benefit month of September. 
of lower distribution 

“There are two ob- 
stacles to normal condi- 
tions which retailers may 


Retail Stocks Increasing in Size 


Survey of the retail trade by the Federal Re- 
serve Board in the twelve Federal Reserve Dis- 
tricts of the country, indicates that retail mer- 
chants are displaying greater confidence in the 
stability of prices, and therefore increasing their 
stocks from the low point reached last spring. 
The board believes that the rate of turnover con- 
tinues approximately the same, and this is true bell. He furnished the 
likewise of outstanding orders. 

It has been found that although stocks on hand 
at department stores are lower than last year, 
they showed considerable increase during the 
Sales in representative 
department stores for September exceeded those 
costs. of August, but fall buying fell off on account of 
the unseasonably warm weather which prevailed 
during the first part of the month. ; 


of potato growers and 
others who are selling di- 
rect to consumers’ organi- 
zatious. 


Distributing Costs 
Must Decline 


“Distributing costs 
must be cut down imme- 
diately,” said Mr. Camp- 


RECORDER with a letter he 
received from a Congres- 
sional leader, one of the 
active figures in the agra- 
rian group, which is now 
dominating national legis- 
lation. It is merely an 
incident of the reaction 
which followed the activ- 
ities of the farmers’ or- 





wipe out without much 
effort, if they so desire,” 
Mr. Campbell said. “First, 
the elimination of excess in overhead and service and 
then ridding the community of the effects of over- 
expansion. Over-expansion means a surplus of fac- 
tors in the retail trade. Some time ago the Federal 
Trade Commission objected to a plan proposed by 
chain stores in which the division of territory was 
the main feature. With four retailers handling prac- 
tically the same products on each of four corners of 
street intersections, there is bound to be over-expan- 
sion and everybody will continue to keep prices up. 

“The stubbornness of retailers,” Mr. Campbell con- 
tinued, “is hindering progress and distribution. They 
remind me of the resistance offered to labor saving 
devices by trade unions in England years ago. There 
is a lot of money lost in distributing and I am not 
placing the entire blame upon the retailer. However, 
I feel it would be better in the interest of the public 
to license retailers and show where the money is 
going. It has been my experience that trade associa- 
tions, particularly wholesalers, have much to do with 
holding up prices. 


Trade Preferences Objected To 


“I know it to be a fact that the boycott methods of 
various retail and wholesale associations are operating 
the archaic system of distribution through force. We 
object to trade preferences. It is almost impossible 
for the independent producer to give the public through 
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ganizations in sounding 
out Congressional senti- 
ment. 

The letter which Mr. Campbell received from one 
of the leaders of the so-called agricultural bloc, reads 
as follows: 

“TI cannot understand why our people and our gov- 
ernment are so oblivious to the real cause of high 
prices at the present time. For instance, they com- 
plain of the prices of shoes, and yet a big manufac- 
turer of standard lines told me the other day that 
he would be perfectly satisfied if he could make five 
cents a pair. The Federal Trade Commission is so 
afraid of the middleman and retail dealer that it 
never publishes manufacturers’ prices. Everywhere 
combinations exist to maintain prices among the 
middlemen and the distributers generally. The nation- 
al government does little about it and the states do 
nothing. In my own state, with the most rigid anti- 
trust law that I know of, absolutely nothing is done. 

“T entirely agree that the decree to which you refer 
ought to be modified. What we need especially is a 
law which in its operations would have the effect 
of giving all persons the right to buy on equal terms. 
The preservation of the present system stands on 
special privileges given to middlemen.” 

This information will acquaint the retail merchant 
with the mental process of the agricultural bloc and 
the strong support which it has developed and is using 
in this campaign. 
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Hosiery department at the All-America Shoe Shop, Lawrence, Mass., is located at the right hand 
Regulation hosiery cartons used to create real 


of entrance; special case in store’s center. 
hosiery atmosphere. 
above floor. 
case, below the display, are stock receptacles. 


Corners of case are rounded, making same very attractive. 
Hosiery shown in both windows of store. Depart- 


The display cases rest on a sanitary base; legs stand six to seven inches 


At the bottom of the 


ment installed and arranged by W. W. Willson, Boston 


Building a Hosiery Department 


A Buying Chart, Based on a $2,000 


Investment Presented. 


99 


Your Step 


mind of the retail shoe merchant who is 
contemplating starting a hosiery depart- 


ment are: 

How large an initial investment shall I make and 

What merchandise shall I buy with this appro- 
priation? 

Anticipating these probable queries, the RECORDER 
hosiery advisor would suggest an expenditure equal 
to from one-twentieth to one-sixtieth of the shoe 
stock, this ratio being determined by the size of the 


7 first questions which may come to the 


city or town, the location of the store and whether 


the shoes sold are those of highest grade or lower 
grades. 


How to Chart Buying 


The buying chart submitted was prepared by C. C. 
Goulston, general manager of the Dr. A. Reed Cush- 
ion Shoe Store, Boston. Mr. Goulston installed hos- 
iery in his store in 1918 and has made a big success, 
his business for this year being away ahead of the 
past three years’ record in dollars and cents and in 
the number of pairs sold. For hosiery sales should 


‘“Watch 


on Fancies 


be watched just as closely and as strict stock records 
kept as those on shoes. 

The prices quoted in this chart are of July 1, but 
to-day’s prices have not varied to any appreciable 
extent, with the exception of those on full-fashioned 
black silk hosiery, which has advanced about 10 per 
cent. If handled properly, the average store should 
get at least a five time yearly turnover on the cost 
of hosiery; or on a $2,000 investment, about $10,000. 


What Is Correct Mark-up? 

A good mark-up on hosiery is between 31 and 35 
per cent, and hosiery should show a larger net profit 
than shoes—or about 10 per cent, after every possi- 
ble selling expense is deducted, such as light, heat, 
salaries, rent, etc. 

Light Wools and Clockings 

The merchandise listed in this chart is an all-the- 
year round proposition, and this type is generally 
recommended. The sizes most in demand are also 
noted. Special merchandise can be added to the 
stock as seasonal propositions—for instance, just 
before the winter starts, the merchant’s stocks of 

(Continued on page 80) 
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Shoe students from 
djl over the country 
will attend these 
centers of knowledge. 
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“This teacher of styles 
wil] show you the 
latest shoes the 

world produces 
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Conventions 


Better not hook 
jack” from school 


facturing, 
Wrarchandisin ‘ 
and business lectures 
and is qualified t 
one of the —s 
shoe merchants o 


tRe co untry 


mm nw, 


R @ MH Drew 


You'll get your 
and yen | get new 


Are You Going After YOUR Degree? 











- hh AwASS SS SANK, 
SS ESSEAVAS 
SN SS SVs 


My JY): 


YS 
Z 











November 19, ,1921 BOOT AND SHOE RECORDER 75 














The carnival type of convention 
is extinct. Every hour spent in 
Chicago is to be dedicated to a 
practical solution of the mer- 
chants’ prodlems. 


The January convention will do 
more to keep tl.e merchants’ feet 
on the arcund and their ideals 
high than any other convention 
on record. 





JAMES P. ORR . 
President of the N. 8. R. A. 


To the Retail Shoe Merchants 
of the United States 


HE January Convention of the National Shoe Retailers’ Association is to be the 
great “brass tacks” event to start off the real business year of 1922. It will do 
more to keep merchants’ feet on the ground and their ideals high than any other 

convention on record. : 


We have a serious purpose in this national gathering of merchants and the convention 
will be practical from one end to the other. The carnival type of conyention is extinct. 
Every hour to be spent in Chicago is dedicated to a practical solution of the merchant’s 
problems. 


Confidence must be inspired between the tanner, manufacturer and merchant, so that 
a unity of service will give to the public a restoration of confidence in the integrity of the 
merchant. ‘he merchant’s service justifies an equitable profit for a very professional 
duty not equalled by any other article of wearing apparel. We must emphasize that a 
merchant earns his fair margin of profit by knowing the how, why and wherefore of 
footwear to fit the complex feet of a nation. 


We hope to sound the keynote at our great national convention that will bring stability 
to industry and a greater degree of service to the ultimate consumer over the fitting stool. 
If you want to get “more shoes sold right” and believe that contact with other merchants 
can be helpful to you, buy your ticket for Chicago early. Bring your retail store salesmen 
and your store records and plan to invest your time and effort in the creation of your own 
selling policy for 1922. I have purposely surveyed the work to-be done by the Harvard 
School of Business Administration in your behalf. I believe that a visit to Chicago for 
consultation with these experts on store management would be worth twice what it will 
cost. 

Truly the future of our industry, as a whole, takes a progressive step in holding such a 
practical convention just at the opportune time when the turn of the year means a turn of 
conditions for the better. JAMES P. ORR. 
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to show merchants means and methods of mer- 


The main object of our convention should be 4, 
S 


chandising ; to explain problems of buying, and 
how to improve store service. Lessons in how 
to restore confidence in our trade are abso- 


lutely necessary.—John Slater, New York City. 


J y) 


Why Go to Chicago? 


(This is a symposium embodying the views of many of the 
leading merchants of the country on the Chicago conven- 
tion of the National Shoe Retailers’ Association, received 
by wire in response to telegrams sent out by the BOOT AND 
SHOE RECORDER.—Editor’s Note.) 


shoe craft the real facts and present con- 

dition of our industry. It will require hard 
work and the wisdom of the best minds in our 
craft to keep it from slumping from a craft of serv- 
ice to the public and profit for that service rendered 
to an undesirable and unprofitable business—C. 
Ludebuehl, Pittsburgh, Pa. 


[Vs Chicago convention should give to the 


Constructive and Instructive 


A convention to be successful must be both con- 
structive and instructive; the constructiveness 
should come in open forum where shoe merchants 
from all portions of this vast country can. discuss 
the style, the service, the profit problems of their 
stores with fellow shoe merchants; the instructive- 
ness should come from speeches delivered ‘by prac- 
tical business men conversant with the financial, 
the labor, external and internal problems of this 
country. It know that the type of program being 
formulated by the program committee of the Na- 
tional convention includes these ideas and every re- 
tail shoe merchant in America should attend as he 
will leave the convention a better merchant. This 
convention means so much to the California shoe 
merchants that they will cross the continent in num- 
bers to attend.—A. Katchinski, San Francisco, Cal. 


Profits Under Present Conditions 

I believe it is timely that the Chicago convention 
of the National Shoe Retailers’ Association should 
be of the greatest ultimate benefit to the larger 
body of smaller retail merchants throughout the 
country. They should be shown how to obtain profits 
under present conditions by restoring confidence and 
giving better services, also they should be shown 
what and how much to buy with safety during the 
present period. This would help our association be- 


cause members see that we are getting back to first 
principles.—W. S. Byck, Atlanta, Ga. 


University Extension Course 


I believe shoe merchants of the country should 
make a stand to-day for honest standard makes and 
not be stampeded in buying the inferior trash that 
the country is being deluged with. Chicago’ con- 
vention should be used chiefly as a university ex- 
tension course for panic stricken shoe men and not 
to degenerate into three ring circus.—Robert H. 
Johnstone, Denver, Col. 


Restoration of Confidence 


I believe the Chicago convention should be first 
and last a practical one for the betterment of retail 
shoe interests throughout the country. Your idea of 
profits-better service, restoration of confidence and 
buy and sell policy, meet with my hearty approval, 
all other interests ‘secondary.—Percy E. Hart, New 
York, N. Y. 


Starter for Better Business » 


I believe the Chicago convention will be the starter 
for better business for 1922 and should be instruc- 
tive to us merchants for better service and help us 
in selecting the right merchandise in order to save 
the large losses sustained in buying the wrong styles 
which will make us better profits. No retail shoe 
merchant should miss seeing the convention.—A. B. 
Caspari, Milwaukee, Wis. 


Attend—Or Lose Money 


Retail shoe merchants’ convention should never 
be other than brass tacks event. I am convinced 
that the committee in charge of the Chicago meeting 
will give us such a “brass tacks” program that any 
seller of shoes who fails to attend loses real. money. 
—Seaton Alexander, Wheeling, W. Va. 


Gross Profits Count Big 


Profits build permanency. The Chicago convention 
should teach the how and why of profits. It'is gross 
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A A convention to be successful should be in- “e 
d- structive and constructive. Constructiveness 
» should come in open forum sessions partici- a 
pated in by merchants from all parts of coun- re 
try. Instruction should come from speeches by 
e men conversant with this country’s problems. t 
\ —A. Katchinski, San Francisco. / Y 
& 


profits that enable us to answer here at annual rol! 
call._W. E. Brelsford, Topeka, Kan. 


Schools of Education 


Expressed opinion and sounded keynote for our 
state convention at meeting in Cleveland last week. 
My views on National convention are the same. 
Shoe men’s conventions should be schools for the 
education of dealers—important topics should be 
improvement of service to customers, better profits, 
adequate turnovers, intelligent buying, etc—John 
J. Baird, President Ohio Valley Retail Shoe Dealers’ 
Association, Columbus, Ohio. 


Business Building the Keynote 


The central predominating thought of the 1922 
National convention committee is to produce a busi- 
ness building convention. This means a conven- 
tion of serious thought and consideration of busi- 
ness conditions as they exist, and the best possible 
means of business conduct under those conditions. 
Buying with the intention of getting an adequate 
profit based on rapid turnover and ultimate service 
to the buying public in order to restore the confi- 
dence of the public in the integrity and uprightness 
of the merchant. All this means business conducted 
on strictly scientific principles. Buying with safety 
and selling with safety. The committee is providing 
some high-class entertainment, but entertainment in 
the generally accepted sense of the term will not be 
the predominating feature of the 1922 convention. 
The central thoyght which dominates business build- 
ing is the main goal of the convention builders.— 
John O’Connor, Chicago, IIl. 


Long, Pointed Brass Tacks 


Brass tacks and long ones so they will stick and 
hold better service and fair profits on merchandise 
will restore confidence. Merchandise of any grade 
sold without fair profit brings failure and failure 
disturbs confidence. Let us save the failures, sell 
good shoes at a fair profit, give good service by edu- 
cated shoe people and confidence will be restored.— 
J. E. Wilson, Detroit, Mich. ‘ 


How to Sell Profitably 


Chicago convention at this time more than ever 
before should be very instructive to all merchants. 


Talks and discussions should be given on how to 
merchandise profitably, how to give proper service 
and how to merchandise closely and with smallest 
stock possible until conditions adjust themselves. 
Every merchant throughout the country should at- 
tend as the visit to Chicago and the surroundings 
themselves will restore confidence as to future pros- 
pects.—Joe J. Sensenbrenner, St. Louis, Mo. 


Restoration of Confidence 
The main object of our convention should be to 
show merchants means and methods of merchandis- 
ing, explain problems of buying, and how to improve 
store service. Lessons of how to restore confidence 
in our trade are absolutely necessary.—John Slater, 
New York, N. Y. 


Will-Mark New Era 

Chicago convention will mark new era in trade 
conventions. Plans are being completed whereby 
smallest dealer will not only profit by visible ex- 
position but'by talks to shoe men confined to the 
practical and technical side of retailing. Shoe men of 
national reputation will talk on big problems to en- 
large the vision of a new era in business. Efforts 
will be. put forth to make the distribution of shoes 
more economical yet profitable, destroying opportun- 
ist merchandising and restoring shoe merchants to 
a service basis as applied to the art of dress and 
style as well as orthopedics. Retail .merchants 
throughout the United States are hungry for this in- 
formation, realizing that to restore the confidence 
and good will of the people something must be done 
besides stimulating interest in electric lights, colors, 
signs, beautiful store fronts: and good locations. 
While these are important, every retail merchant 
must get back to character, knowledge and soul.— 
A. H. Geuting, Philadelphia, Pa. 


The Convention’s Aim 
Certainly hope Chicago convention program will 
be along broad, practical lines covering the perti- 
nent problems of the day. Furthermore, that every 
retail merchant will give the program and the busi- 
ness sessions his serious consideration and thereby 
become to himself and his community a wiser, bet- 
ter and safer business man.—Victor E. Vaile, 
Kokomo, Ind. ge 

(Continued on page 80) 
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The Harvard Bureau of Business Research, at the Chicago convention, will occupy space in the Armory. This 
space will house ten offices, each occupied by a Bureau representative, who will be at the service of retail merchants 


“Getting Down to Brass Tacks’’ 


Building Business Through Restoration 
of Confidence and Making a Profit 
Through the Elimination ‘of 
Waste Are the Key Notes of 
the 1922 Convention 


UILDING business and building it at a 
B profit are the paramount consideration of 

the men who are framing and fashioning 
the forthcoming National Shoe Retailers’ Con- 
vention. — 

Business as a whole and the shoe business in par- 
ticular are rapidly passing into a new era. In the 
words of the Psalmist “Old things are passing away 
and all things are become new.” 

The last few years have seen many changes in the 
relationship between manufacturer and retail mer- 
chant; changes in buying methods, in selling meth- 
ods, in bookkeeping and stock keeping methods, in 
advertising methods, in window display methods, in 
relationship between merchant and salespeople—in 
fact, in every activity which requires the thought 
and attention of the merchant. 


Changes Have Only Just Begun 


While these changes have been many they have 
only just begun and successful merchandising in the 
immediate future is dependent upon a readjustment 
of methods to the new order of things. Business is 


going through a process of “shaking up and rattling 
down.” 

The nineteen twenty-two convention committee, 
the officers and directors of the N. S. R. A. and the 
hundred or more merchants throughout the country 
who are constructing the framework of the biggest 
affair that has been produced, are mindful of these 
conditions. They are alert to the situation. They 
want every merchant who comes to the Chicago con- 
vention to have a good time—a glorious good time. 
They will see to it that he does enjoy himself, but 
above all they want him to go back home a bigger, 
broader man, a better informed, snappier and more 
progressive merchant. 

Every piece of material, every event, whether to 
be used in the displays, the business program, the 
correct costume revue or the entertainment is being 


carefully inspected, measured and weighed as to its 


value in a real business convention. 


Top Liners Carefully Selected 


The business sessions of the convention are being 
planned as a school of instruction. The big, out- 
standing problems which the merchant is facing 
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will be analyzed, dissected and the best thought of 
the country called in to help find the solution. 

The top liners on the program have not been se- 
lected because of ‘their berbosity nor because they 
are known as spellbinding orators, but because of 
their knowledge of business conditions and because 
they have succeeded in solving some of the problems 
with which the merchant is face to face and have 
the gift of expressing themselves in language that 
is familiar. 


Knowing vs. Guessing 


Business conduct is rapidly passing from the stage 
of guessing into the realm of knowing. The mer- 
chant who knows will win and succeed, and he 
who guesses will, in all probability, fail. 

The national association 
is anxious, in fact, is de- 
termined, to have its 
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To get direct information from individual mer- 
chants for the further betterment of teaching meth- 
ods in the graduate school of business administra- 
tion of Harvard University by giving out the result 
of the information which they have already obtained. 
Harvard University is not in the business of sell- 
ing stock records or bookkeeping forms. The records 
they have are made up by highly trained, efficient 
accountants who have come in direct contact with 
retail merchants, operating of all sizes and grades 
of stores. 


Valuable Records on Exhibit 


These records will form a part of the exhibit of 
the Harvard Bureau at the National convention 
and their use will be fully explained. 

The representatives of 
the Harvard Bureau will 
not open up a set of books 





members win, succeed and 
prosper. It is anxious 
that the entire member- 
ship may have adequate 
accounting methods and 
business records that are 
stripped of meaningless 
red tape, but actually tell 
the story and present a 
picture of the status of 
the business. For this 
reason the association has 
arranged to bring twelve 
representatives of the 
Harvard Bureau of Busi- 
ness Research, headed by 
Dean Melvin Copeland, 
assisted by Richard Len- 
nihan, to thresh out with 
merchants ways and 
means of better bookkeep- 
ing, cost accounting, stock 


Restoration of Confidence 


A really profitable business can obtain only 
where the fullest confidence exists between 
buyer and seller. One of the aims of the conven- 
tion builders is to point the way to a closer rela- 
tionship and a better understanding between 
manufacturers and retail merchants and also a 
better understanding between retail merchants 
and the great consuming public. 
breeds suspicion so fast as a lack of facts.” 

When each part of the shoe and leather indus- - 
try knows more about the facts and the problems 
faced by the other part, greater confidence will 
prevail and less suspicion will exist. 
purchasing public knows more about the facts 
and the problems of the merchants there will be 
less hue and cry about unethical and questionable 
practices in retail stores. 


for each individual mer- 
chant, nor will they 
spread any pet theories of 
bookkeeping or stock ac- 
counting. What they ex- 
pect to do is to help the 
merchant to adjust his 
regular forms or install 
new forms which will 
show the actual standing 
of the business at any and 
all times. They expect to 
help the merchant inter- 
pret the results obtained 
from his business as com- 
pared with figures com- 
piled through a term of 
years from representative 
stores throughout’ the 
country. 

The efficiency of the 
Bureau of Research. has 


“Nothing 


When the 





records and various mat- 
ters of better business 
conduct. The Harvard 
Bureau is part of the Graduate School of Business 
Administration of Harvard University. 

In explaining the reason why Harvard University 
is interested in the N. S. R. A. and other business 
organizations, Dean Copeland says: 

“Thousands of young men upon whom will, rest 
the burden of conducting your business and every 
other business in the future go to Harvard every 
year to round out their business education. Unless 
the business men give up the facts and figures of 
their owr. business that the same may be used in 
educating and training these young men there 
shoud be no kick if the colleges and universities of 
the country do not provide adequate and ample train- 
ing.” 

The modern method of teaching is to give the 
student a problem and allow him to work it out. 
That problem may pertain to any one of a hun- 
dred or more different phases of business conduct. 
The only way to ascertain the vital problems in any 
line of business is to get in direct contact with the 
men in that line. 

What Dean Copeland and his ten highly efficient 
business engineers expect to do at the national con- 
vention is to get by giving. 


recently been demon- 
strated by the returns of 
the questionnaire sent out 
a few months ago. Three times as many replies were 
received as had been received on any previous occa- 
sion and these replies were much more complete and 
more easily interpreted. 


Bring Records With You 

If every shoe merchant could spend an hour or two 
in the Harvard Bureau of Research and see the 
method used in receiving, filing and tabulating the, 
reports he would have implicit confidence in the in- 
tegrity of the bureau and would not miss the chance 
of getting the results of all the reports sent in by, 
submitting the report of his individual store. 

The National Convention Committtee has set aside 
a space of 25 x 43 feet in the center of the armory 
which has been divided into ten offices for the use 
of the Harvard School. Each of the ten Harvard 
experts will have a little office to himself whére he 
will be prepared with data, records and other equip- 
ment to go into the problems of each individual mer- 
chant. He will suggest ways and means of reaching 
a solution of these problems. These consultations 
will be confidential and no charge will be made for 
the advice. 

Each merchant should bring with him his trial 

(Continued on paye 87) 
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Building a Hosiery Department 


(Continued from page 72) 





PLAN FOR NEW HOSIERY DEPARTMENT 


Prepared by B. C. Goulston, General Manager of Dr. Reed Cushion Shoe Store, Boston 


(Prices quoted as per July _1, 1921. Subject to market conditions.) 
Women’s Hoss 


Quantity Cost Total 





Description 
Medium weight cotton 
Medium weight cotton, out size 
Medium weight cotton, full-fashioned split so 
Medium weight cotton, out size, full-fashioned split sole 
Light weight me NIM gene ac inane ¢ winiiainielaces 
Full-fashioned. Add seasonable colors................ 


Add seasonable colors. 
Medium weight mercerized lisle 
Full-fashioned 
Medium weight mercerized lisle, full-fashioned, out size 
Medium weight fiber silk 
Seamless 
Thread silk 
Medium weight 
Pure silk 
Full-fashioned 
Full-fashioned 
Full-fashioned 
Full-fashioned 
Full-fashioned 
Medium weight pure silk, full-fashioned 
Ingrain silk, full-fashioned, cotton top. 
Ingrain silk 
Full-fashioned 

silk to th 
silk to 
silk to 
silk to 
silk to 
silk to 
silk to 


_ 
Retail 


Price Description 
$0.45 Medium weight 
Mercerized 
Seamless silk lisle 
Add seasonable colors. 
Medium weight cotton, split sole, full-fashioned 
Medium weight 
Mercerized 
Full-fashioned lisle 
Medium weight 
Fiber silk 
Seamless 
Add seasonable colors. 


mena weight 
Full-fashioned 
Full-fashioned 
Add seasonable colors. 


Medium weight 
Silk ingrain, erull- fashioned 


% 
(Add fancies, sport hose, silk and wool and wool numbers; also Se cenahie colors as 


seasons demand. ) 


c—— Sizes on , oo 
8% 9 - 


Add Fancies, Sport Hose, Wool, and Silk and Wool 
So ae Per err Color 
1 Vy 11 


10% Color Needed Dozen Cost 


% Black doz. 

1, Black doz. 
Wy Black doz. 
% Black doz. 

: % Black doz. 
%, Cordovan doz. 


on e 


Black 
Black 
Black 
Cordovan 
lack 
Black 
White 
Cordovan 
Lavender 
Turquoise 
Rose pink 
Russia calf 
Black 
Black 
Black 
Cordovan 
Russia calf 
Gray 
Dove 
Lavender 
Turquoise 
Porcelain blue 
Rose pink % doz. 


bopobe 


- 
TPNURORA 


Cobo cleans 
ss 


bom Gobo bo 


$1,551.25 


Needed 
11% Quantity Total 
1 2 Black 6 doz. 
1 1 Mahogany 4 .- doz. 
% Navy 2 doz. 


% Black doz. 
1 Black 
yy Mahogany 
% Russia calf 
' Black 
% Cordovan 


% y Navy 


oooo 


> Pom CLOT OT 
Hoc 
> 


bom Dom Co 
oS 


% Black 
Fg White 

% Cordovan 
% hy Navy 


eew~e 
orstoicr 
oooo 
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1 1 ‘Black 
Cordovan * 





wool and the heavy varieties should be charted and 
fill-ins ordered, if necessary, the same rule applies 
to fancies, such as lace effects for gifts and light col- 
ors of silk. But a word of advice is given by Mr. 
Goulston on fancies—summed up in the catch 
phrase of “Watch Your Step.” 

Just at present there is a big demand for light 
weight wools, silks and wools and heavy ribbed; 
also silk clocking in contrasting colors to the wool 
models. 

Choose a Hosiery Advisor 

After due consideration of your stock investment 
and merchandise, the next important consideration 
is who shall qualify as your hosiery buyer and man- 
ager. And for this important position the woman 
comes to the fore, and by all means, select women 
to sell your hosiery. At least that is Mr. Goulston’s 
advice. Many stores have hosiery advisors. These 
advisors may be either men or women. In the case 
of the Dr. A. Reed Cushion Shoe Store, Mr. Goulston 
attributes his success to the fact that he has had 


an expert hosiery man as an advisor. As to the 
remuneration of hosiery saleswomen, a good arrange- 
ment is a salary, plus 1 per cent commission on the 
total business transacted monthly. 








(Continued from page 77) 


I thoroughly agree with the thought expressed in 
the telegram that in addition to the annual conven- 
tions being great expositions of the possibilities of 
the shoe manufacturers of this country which nec- 
essarily will always attract great attention from the 
merchants attending these conventions, also coming 
off the rostrum should be a declaration of principles 
as you outline, and as nearly as it is humanly pos- 
sible to do so, through the educational features 
which should be supplied by the convention manage- 
ment, each merchant attending should be able to 
take back home with him some inspiration for im- 
provement in his own business.—C. E. Williams, St. 


Louis. 
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HERE seems to be a decided disinclination 
on the part of merchants to buy shoes for 
early spring shipment. Various reasons 

are assigned for the postponement of buying. 

Some of the reasons are valid while others when 
analyzed are quite defective. 

There always has been and always will be a de- 
mand for advanced season styles. This is usually 
more apparent in the spring than in the fall. Some- 
body in each community is going to get this business. 

There are three big outstanding questions facing 
each merchant when he considers the placement of 
orders for future delivery. To the merchant who 
does not carefully study conditions as they exist to- 
day and their deflection on the future these ques- 
tions stand out like danger signals at the railroad 
crossing. 

The first question is style. 

The second is price. 

The third expected volume. 


Style. Tendency 


Footwear fashions can well be placed in three 
general divisions, high styles for dress and semi- 
dress, conservative styles for dress and semi-dress 
and strictly evening dress styles. 

The conservative styles that will be worn for early 
spring are pretty well defined. It is generally con- 
ceded that five eyelet lace oxfords with welt soles 
carrying 12/8 to 14/8 military heels with 3 to 314- 
inch vamps on medium round toes are safe buys, in 
black kid, brown kid and medium shades of Russia 
calf. 

Patterns in this type of footwear will not be very 
fancy; conservative perforations on tips, vamps and 
quarters, with an absence of ball straps will mark 
the general line followed by most good manufactur- 
ers. This same type will be good in white fabrics. 

In the boarded leather both black and medium 
shades of tan look good, and in these leathers more 
“dog” can be built into the patterns and still have 
safe styles. A wider range of toes and a wider range 


of heights of heel can be safely bought. 

In the lighter and more airy creations carrying 
the wood heels and turn soles there is a strong ten- 
dency toward Spanish and French types of patterns 





The Early Bird 


in strap effects. These fasten high up over the in- 
step and ankle with a button or buckle a little to one 


’ side, some with the Grecian strap running from the 


vamp line up over the instep and intersecting with 
the ankle strap, the most of them having cut outs 
on the side of the quarter. In this type patents and 
satins will probably prevail. 


Forty to Sixty Per Cent Can Be Safely Placed 


Leaving out of consideration the high novelties, 
but considering conservative street and semi-dress 
styles, comfort styles and white fabrics, from 40 to 
60 per cent of women’s shoes, can be safely bought 
so far as style is concerned. 

The same is practically true in men’s shoes. No 
radical changes will be made in lasts and no extreme 
innovations will appear in patterns in the more con- 
servative styles of men’s shoes. In all probabilities 
no extreme changes will appear even in the more 
novelty classes of men’s footwear. 

In missus and children’s shoes the style element 
presents a lesser problem, and while there will be 
some particularly new patterns shown in misses’ and 
children’s low footwear, 65 to 75 per cent of misses’ 
and children’s and boys’ and youths’ business can 
be placed without taking any undue style risk. 


The Question of Price Changes 


The next big question is that of price. There may 
be some slight price changes here and there. There 
are still some “bargain lots” of leather in the mar- 
ket, but every day these bargain lots are becoming 
scarcer. In few instances are such lots of leather 
large enough to permit a factory to feature them in 
samples for a whole season’s run. 

Leather prices are fairly well stablized, and if the 
attitude of the tanners at their recent meeting in 
Chicago can be taken as a criterion no price changes 
of any great extent will be made for several months 
to come. 

Wage ‘Scales 


Several manufacturing centers are dickering with 
the labor unions for a downward revision of the wage 
scale. So far little progress has been made and in 
all probabilities if any reduction in wage scales is 
made it will not exceed 10 to 12 per cent, which 

(Continued on page 87) 
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He Wore Them 26 Years 


Butcher, Doubtful as to Wearing Qualities, 
Is More Than Satisfied 


By C. P. Clark 


came into William Madden’s custom shoe 
store and asked about having a pair of 
boots made. When shown boots made for other 
persons he remarked, “They’re alright for most folks 
but I have to follow my butcher wagon and that’s 


FM came into win years ago a young man 


the third Madden store, located in Cincinnati, was 
recently run in this publication. The accompanying 
pictures show the window and interior of this store. 
The other two Madden stores are in Newport and 
Covington, Ky. 

The interior is especially worthy of note because of 
the utility of every available inch of space without 











The new Madden store in Cincinnati 


right hard on boots. Reckon you could make me a 
pair that would last?” Mr. Madden satisfied him on 
this point and the boots were ordered. 

Two years ago, exactly 26 years after he bought 
the boots, the same butcher brought them back to Mr. 
Madden to be half-soled. They had been resoled and 
heeled many times but the uppers, 
made of English grain leather, 


Pleasing interior of the Madden store 


an appearance of crowding. The decorations are 
simple but extremely pleasing. 

The photograph of the outside window was taken 
at night and it may be noticed that the tastefully 
decorated interior display case is clearly shown as 
are the shelves and seats beyond. 

Mr. Madden reports that the 


new store is doing a very good 





were still in good condition. 

Realizing that 26 years of con- 
tinuous service was a fairly good 
record, Mr. Madden offered to 
buy the boots for what the 
owner paid for them. Jokingly 
Mr. Madden referred to his 
motto, “Your Money’s Worth or 
Your Money Back,” and offered 
to refund the purchase price on 
that basis. 

“No siree,”’ said the butcher, 
“those are the best boots I ever 
had and I wouldn’t take two new 
pairs for them. Just put some 
new soles and heels on ’em and 
I reckon. I'll wear ’em a few 
more years.” 

However. Mr. Madden finally 
succeeded in borrowing the boots 
long enough for the above pho- 











tograph to be taken: 
An account of the opening of 


As they looked after 26 years of wear 


business. 


Factory Expansion 
Planned 


Hagerstown, Md.—The Hagers- 
town Shoe & Legging Com- 
pany has increased its capitali- 
zation from $300,000 to $500,000 
and has purchased a four-story 
brick building adjoining the 
company’s factory. Officials of 
the company plan to start the 
work of extending the factory 
at once, its completion to be 
shortly after the first of the 
year. : 

Upon its completion. the fac- 
tory will be the largest stitch- 
down factory in -the United 
States, it is said. 























_which is seen in the univer- 
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Official Style Report of the California Shoe 


Retailers’ Association 


A Forecast of Style Tendencies for Spring Selling 
Around February Fifteenth and March First, 
Nineteen Hundred and Twenty-Two 


Retailers’ Association presents the follow- 

ing Style Report for the guidance of shoe 
retailers. With it goes a cautionary note, for there 
is no program that can visualize with precision what 
will be selling during the early spring around Feb- 
ruary 15 and March 1, which style period this report 
attempts to analyze. 


[T: Style Committee of the California Shoe 


Foreign Influences 


Garment fashions originating in Paris and New 
York will wield a powerful in- 


Americanisms 


American fads, which have invaded footwear 
styles, are impulsive and short-lived. The Sally 
sandal, toddle oxfords and moccasins are expressive 
of this tendency which will more than likely con- 
tinue with frequent novel and bizarre outbursts. 


Boots Versus Low Shoes 


In Paris it is said that the boot will be reintroduced 
to prevent a thickening of feminine ankles. Even 
some American manufacturers are showing a few 
high shoes. However, boots 
will not show any strength for 





fluence on footwear styles. 
Present indications reveal 
lower skirt. lines, but not suffi- 
ciently abbreviated to lessen 
the importance of stylish foot- 
wear. In fact, the silhouette 
lines in women’s apparel will 
enhance the element of style. 


Grecian Motifs 


Foreign tendencies will in- 
fluence early spring styles to 


Los Angeles. 


a great extent. The classical geles. 
Grecian influence, extremely 

expressed in exquisite sandal geles. 
designs, is adapted to present - 

garment lines and by early Diego. 
spring may evolve more elab- 


orate motifs. geles. 


Spanish Tendency 
The Spanish _ influence, 


Angeles. 


sality of black with splashes 
of brilliancy, may continue to 
a point of developing a real 
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spring. The percentage estab- 
lished by the committee is: 
Low shoes, 92 per cent; high 
shoes, 8 per cent. 

This percentage makes al- 
lowance for orthopedic foot- 
wear. The proportion of boots 
will hover around this quota, 
varying a little higher or 
lower, according to the size 
of the locality and the climatic 
conditions. Practically all 
boots, dress and _ walking 
styles, will carry welt soles 
and Cuban and military heels. 
Boots with straight heels, 98 
per cent; boots with LXV 
heels, 2 per cent. 


Low Shoes 


The tendency toward longer 
(but not much longer) skirts 
is not expected to hurt the 
sale of low shoes. Stylists 
predict that American women 
with their: shapely limbs will 








Spanish slipper with high 
tongue effect made brilliant by 
large Castillian buckles and carrying a Spanish- 
Louis heel. If such is the case, however, the style 
will be very exclusive, not at all a general style in 
the immediate period considered in this report. 


The French Note 


France lends its ornate decorative art to American 
footwear as also its last designs. The Americanized 
French last with its modulated toe and 314- to 314-in. 
vamp length is expected to dominate. Cutout de- 
signs will have shifted from the vamp to the quarter, 
and may be entirely eliminated by early spring. In 
lasts some detect daintier, narrower toes in turn 
styles; broader toes in welt styles; others think the 
tendency is toward wider toes generally. 


follow the Parisian edict hesi- 

tatingly, if at all, so that a general lengthening of 
skirts will not come suddenly. 

The popularity of straight heels in low shoes of 
all kinds is expected to continue strong. 

In low shoes of all kinds: LXV heel models, 40 
per cent; straight heel models, 60 per cent. 

French heel oxfords will show no revival in early 
spring selling, so the less carried the better. 


Oxfords and Welt Straps 


The concensus of opinion was that welt strap 
effects with straight heels would not make substan- 
tial inroads into the sale of welt oxfords. The fact 
that turn sole strap styles with leather and covered 
straight heels are expected to become popular will 











84 


detract from the welt models and tend to increase 
the percentage of welt oxfords over welt pumps. 


Welt strap effects, straight heels, 32 per cent; welt | 


oxfords with straight heels, 68 per cent. 

Due to the fact that straight heels will be used 
in turn footwear, it is anticipated that most of the 
welt strap effects sold will be along the prevailing 
sportish lines. 

Oxfords, on the other hand, will vary from the 
very plain styles to the broguey effects so popular 


at the present time. 
French Heel Styles 


The innate charm and utility of strap styles with 
high French heels promise continued popularity. 

In low shoes with French-Louis heels the following 
selling percentages: Strap effects, 81 per cent; 
tongue or colonials, 11 per cent; opera pumps, 8 per 
cent. . 

As to patterns, no precise forecast is ventured. 
Strap effects can be multiplied without limit. The 
formula which should be applied to any strap pattern 
is “Beauty Plus Utility Creates Style”; to-wit, beauty 
(Is it pretty?) ; plus utility (Is it practical, comfort- 
able and fitable?). If it fulfills these requirements 
it is stylish, hence salable. 


Straps to Continue 


The range of strap patterns has been pretty well 
developed in past seasons. By spring straps will 
have been sifted down to a point when every detail 
of fitting and beauty will be developed into possibly 
the prettiest strap styles ever shown. The consensus 
of opinion is that the straps will continue through 
the spring season, although some stylists profess to 
see a change coming and are experimenting with a 
combination of strap and colonial motifs. 


Lower Heels 


The present tendency toward lower heels will 
reach a more stable status by early spring, espe- 
cially in turn styles. The proportion of the various 
heels will, of course, vary according to patterns and 
will be regulated by local tendencies. The high 
French heels will prevail for evening wear, while 
there may be a decided vogue of wearing the lower 
heels for street and afternoon occasions. The 
Spanish-Louis heel will be used on extremely stylish 
models having short, straight lines. 


Straight Heels in Turns 


The use of covered straight heels in turn footwear 
will undoubtedly cut into the sale of junior and baby 
French heels. The Spanish-Cuban and other dainty 
straight heels, are adaptable to present pattern ten- 
dencies. The percentage for the various heels in 
turn footwear is: French LXV (14-8) and over, 72 
per cent; low French heel (baby and junior), 10 per 
cent; covered straight heels, 18 per cent. 

Many are of the opinion that covered straight heel 
strap effects will be the dominating style, detracting 
even more from the French heels than the above per- 
centages indicate. 

Color and, hence, material, is the mooted question 
in women’s footwear styles. Everything hinges 
around the mania for black. Will black continue 
until early spring? 

The fact that black will combine successfully with 
nearly any other color makes its style scope unlim- 
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ited. The present strength of black and patent 
leather indicates that it will continue, in all prob- 
ability, into early spring. 

The possibilities of patent leather have not been 
touched so far. By early spring combinational ideas 
will have been developed. Indications are that light 
shades of the gray, biege and fawn oozes will be 
used tastily with patent leather. 

Sound judgment alone will solve the individual 
retailer’s problems. This Style Report is not the 
work of seers. Your judgment may be better. The 
purpose of this report is to create a basis for sound 
judgment. It is food for thought. Applied to your 
own problem it is of value; merely read and tossed 
aside it is valueless; unthinkingly followed it is 
worse than nothing. Think it over! 


Warm Colors in Deauville 


Paris, however, reports a weakening in the rage 
for black. Deauville is now seeing the introduction 
of many new warm colors in feminine gowns, and 
this may cause a shift to color in footwear, notwith- 
standing the fact that black goes well with warm 
colors, such as reddish and brownish hues. 

This report anticipates the continued vitality of 
black into early spring selling around February 15 
and March 1. Undoubtedly, however, buying for the 
late spring and summer season will see a shift into 
colors. 

The percentages of materials and colors: 

Cuban All All Cuban Cuban 
Heel Turn LXV HeelWelt Heel 


Straps Pumps Pumps Oxfords 

Percent Percent Percent Per cent 
Black kid...... eats 20 30 25 
Black satin.... 5 25 bes wee 
POIOME 2.6.006%s 50 30 5 10 
Brown kid...... 5 20 25 
i) |: 5 oe 10 10 
Colored ooze.... 10 5 15 10 
White buck..... 5 secs 15 10 
White canvas... ... Sans 5 5 
White kid...... 25 15 nie 5 
100 100 100 100 


[Editor’s Note.—In order to get the proper per- 
spective the editor has taken the liberty of calcu- 
lating from figures given in this report the relative 
percentages of the four classes of styles considered 
in the above classification. The following percent- 
ages were deduced: Turn strap effects with straight 
heels, 10 per cent; all French heel pumps, 40 per 
cent; all Cuban heel welt pumps, 16 per cent; welt 
oxfords, 34 per cent. He ventures the opinion that 
the sentiment in the committee, in spite of these 
figures, was stronger for turn strap effects with 
straight heels than is indicated by 10 per cent; and 
not so strong for French heel pumps of all kinds, as 
indicated by 40 per cent. Welt oxfords may seem 
high, but not so when the sport and white oxfords 
are considered. The opinion of many is that strap 
effects with straight heels of all kinds is a coming 
style, and show a steady increase in strength— 
M. H. S.] 

A glance at the above schedule shows the con- 
tinued preponderance of black, with a wide diversity 


(Continued on page 86) 
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(Continued from page 84) 
of other materials. In the four general classifica- 
tions black constitutes one-half of the total—white 
kid comes second, followed by browns. 

Black suéde, omitted entirely, may prove stronger 
than anticipated. Black velvet is sponsored by 
many stylists on account of the favor this material 
finds in Paris. In this report it is considered a 
negligible quantity as far as quantity sales are con- 
cerned. A variation of opinion existed on the ques- 
tion of whether turn straight heel strap effects would 
be good in black and brown kid. 

The proportion assigned to white footwear will 
vary according to the climate and customs of the 
locality. The Style Committee met in Los Angeles, 
which is one of the “whitest” cities in the United 
States. 

In the event of a sudden style shift, improbable 
as it seemed to the committee, the quota assigned 
to black and patent leather would shift to the new 
vogue. 

Concluding, a word of caution: Courage plus com- 
mon sense are the requirements for successful buy- 
ing to-day. Courage to buy stylish, even faddish 
footwear; common sense to know how far to go. 
“Laissez faire” is the rule to-day—there is no single 
style or pattern—the sky is the limit. Play the style 
game, but play it safe. Keep your stock turning over 
rapidly, and remember in the days of worry over 
styles that “style is the spice of the retail shoe 
business.” 

JUVENILE STYLE FORECAST 


Juvenile styles march in the rear of adult styles. 
Growing girls’ styles follow closely behind ladies’, 
just as youths’ sizes are influenced by men’s styles. 
In all juvenile footwear it is recommended that style 
be secondary to health qualities. 

Girls’ Styles 

The proportion of high to low shoes for girls is: 
Children and misses, sizes 81% to 2, low 65 per cent; 
high, 35 per cent. Growing girls, sizes 21% to 8, 
low, 70 per cent; high, 30 per cent. 

Button and lace shoes will be as follows: For 
children and misses (81% to 2), lace, 75 per cent; 
button, 25 per cent. 

The percentage of button shoes for growing girls 
will be negligible. In children’s sizes (5 to 8) the but- 
ton shoes will be greater than in larger size ranges. 

Colors are apportioned as follows: High shoes, 
sizes 8144 to 2 (children and misses), white, tan, 
etc., 60; black and patent, 40. Growing girls, sizes 
21% to 8, white, tan, etc., 70; black and patent, 30. 

Low shoes, sizes 814% to 2, children and misses, 
white, tan, etc., 90; black and patent, 10. Growing 
girls, sizes 2% to 8, white tan, etc., 95; black and 
patent, 5. 

Boys’ Styles 

The movement in men’s styles will be reflected to 
a lesser degree in boys’ styles. 

Percentages of high and low shoes: High, 95 
per cent; low, 5 per cent; of all. high and low shoes, 
tan, 75 per cent; black, 25 per cent (including 
patent). 

MEN’S FOOTWEAR STYLES 


Revitalizing men’s shoe styles is the secret of 
increasing business. The time is ripe for such a 
revival and it can be accomplished by united effort! 
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Effect of Clothing Styles 


Clothing styles are such as to focus attention op . 


stylish footwear. Two tendencies are evident: 
Firstly, fuller fitting clothes for business wear; 
secondly, form-fitting lines for dress wear. There 
is also a concerted movement among tailors to re- 
introduce a semi-close-fitting style with flaring, un- 
cuffed, bell-bottom trousers. 

The situation is full of promise. The first ten- 
dency toward freer fitting clothes promises a con- 
tinuation of heavy broguey styles; while the ten- 
dency toward tighter dress garments and bell-bot- 
tomed trousers opens the way for daintier, lighter 
footwear. 

Shoes for Occasions 


Every well-dressed man will have to have shoes 
for the occasion. Broguey effects will clash with 
form-fitting clothing styles and _ bell-bottomed 
trousers. 

If advantage is taken of this situation extra sales 


will result. Advertise light, airy effects, some with. 


plain toes for the informalities as well as the for- 
malities of evenings and afternoons; broguish effects 
for workaday and sport wear. Patent leather ox- 
fords along custom lines can be sold in a limited 
way for street wear. 

In order to make this effective the light-weight 
shoe should be unusually light and plain, reflecting 
elegance; the broguish effects should be heavy, but 
not too ornately perforated and pinked. 


Lasts 


Two types of lasts are in keeping with a revival 
in men’s stylish footwear. 

First, a neat custom English last with medium, 
modulated toes and vamps. 

Second, the current broguish last with rounding 
or squared toe. Toward spring this style may change 
slightly with a little outside swing displaying a 
medium girth, instead of the present straight lines. 
The culmination of this tendency may be in an 
extreme swing-last toe. 

Instead of the ball strap there will be a pre- 
dominance of straight, soft tips as are being shown 
at present. The winged brogue and the aproned 
instep will continue in sportish styles. Extra pairs 
of men’s shoes can be sold by the creation of super- 
sport styles to harmonize with the distinctive heavy 
weave sport clothes. 

In medium-weight shoes of the novelty type, 
stitched effects may supplant some of the heavier 
types. 

High Versus Low Shoes 


The proportion of high and low shoes is dependent 
to a large extent on the locality. The committee 
recommends: Low shoes, 67 per cent; high shoes, 
33 per cent. 

Most of the novelties will be in oxfords, while the 
conventional staples will continue in high shoes. 

In low shoes the percentage of colors was deter- 
mined to be: Tan and brown, 60 per cent; black 
and patent, 25 per cent; white, 15 per cent. 

The proportion of materials in black low shoes 
follows: Calf (including grain leathers), 73 per 
cent; kid (including kangaroo), 14 per cent; patent 
(and enamel leathers), 13 per cent. 

The large percentage of patent leather presumes 
that men’s styles will feel the effect of ladies’ styles, 
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and that the movement for lighter, dressier foot- 
wear will be successful. 

The proportion of white may be large for some 
localities. 

It is recommended that plain toe styles for every- 
day dress wear in patent, black and even kid be 
inaugurated for reviving the masculine trade. 

In high shoes the following percentage was estab- 
lished, but it is added that in some localities black 
may be greater in proportion: Tan, 75 per cent; 
black, 25 per cent. 

In men’s black high shoes the proportion of mate- 
rial was established as: Kid, 85 per cent; calf, 
15 per cent. 

For several seasons the attempt has been made 
to popularize the lighter tan shades. The tendency 
is toward lighter shades in the higher grades, but 
the extreme light tan (No. 3) is still too anemic to 
become very popular. 








(Continued from page 81) 


would not make over 5 to 10 cents a pair difference 
in shoe prices. 

A lower wage scale would probably speed up pro- 
duction and consequently lower overhead costs 
somewhat. But if production should be materially 
increased a demand would be created for leather and 
in all probabilities'this would have the effect of rais- 
ing leather prices sufficiently to overcome any re- 
duction gained through lower prices. 

On the whole there is little to indicate a 
general lowering of prices. At any rate, any saving 
to be gained by holding off buying would not bal- 
ance up with the loss of profit sustained by not hav- 
ing new wanted styles when the bluebirds begin to 
sing. 


Expected Volume 


The third question, expected volume, can be best 
determined by each merchant individually studying 
the conditions which prevail in his own community. 

Generally speaking, retail business for the past 
few weeks has not shown the pep that many mer- 
chants expected, but as a rule, weather has been the 
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In the lower priced class of men’s high and low 
shoes selling for from $5 to $8.50: Medium shade 
(No. 4), 25 per cent; dark shade (No. 26), 75 per cent. 

In the higher grades selling for $9 and over: Me- 
dium shade (No. 4), 75 per cent; dark shade (No. 26), 
25 per cent. 

In this class the light shade (No. 3) will sell to 
only a very limited extent. In England the light 
shades of tan are said to sell quite freely in high- 
grade customs footwear. 

In tan high and low shoes the percentage of ma- 
terials is: Calf (including grain leathers), 92 per 
cent; kid, 8 per cent. 

Heels will continue as at present in both the 
lighter and heavier styles; from % to 1 in. in height; 
stitched and flange effects will continue in the 
heavier type; even rolled edges and soles in some 


localities. 





big factor in the slow up and on the whole condi- 
tions look far brighter for the future than at any 
time within the past several months. 

The South has made millions by the advance in 
cotton prices. The upward trend of copper will put 
millions in circulation in the sections producing this 
metal. Steel mills the country over are running 
and the increase in steel production will add many 
other millions to the purchasing power of the pub- 
lic. Excessive freight rates have prevented much 
shipping that otherwise would have been done. 
Freight rate reductions have been ordered in many 
instances and are sure to come within the next few 
months to an extent that will affect shipping gener- 
ally. This movement of millions of tons of freight 
will mean a greater employment of labor, a larger con- 
sumption of commodities and on the whole can mean 
nothing other than a tremendous increase in the 
buying power of the general public. The merchant 
who does not buy for his early spring needs and de- 
pends on buying all his merchandise after the first of 
the year and getting it in in time for his early spring 
business, is likely to find himself in need of salable 
shoes and will probably pay a premium for his dilatory 
tactics. The early bird gets the worm. 
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balance, his financial statement and copies of the 
records and forms used in his business. 


Making Profits by Eliminating Waste 


The research work of Harvard and other universi- 
ties has proven beyond a reasonable doubt that waste 
is the biggest factor in the downfall of the average 
business that fails. The business which succeeds is 
the business which eliminates waste and knows the 
cost of operation. 


Wasteful buying is a common cause of loss. Buy- 
ing too many sizes or too many styles and having to 
sacrifice on a large percentage of a purchase is sheer 
waste. Through the Harvard Bureau and other 
methods the convention builders expect to be of un- 
told value to the merchant in devising means and 
methods of eliminating this waste. 

Modern methods of merchandising contemplate a 
rapid turnover of stocks on a moderate but adequate 
margin of profit and methods of obtaining these ends 
will occupy a large part of the convention proceed- 
ings. 











Texas Convention—February 13-15 


Fort Worth, Texas—At a meeting of the Fort 
Worth retail shoe merchants, held on the evening 
of November 1 at the Hotel Texas, the dates of the 
‘Texas Shoe Retailers’ Convention were set for Feb- 
ruary 13, 14 and 15, 1922. Will K. Stripling of the 
W. C. Stripling Co., was elected general convention 
chairman, with William Monnig, Jr., of the Monnig 
JIry Goods Co., as vice-chairman. H. L. Goodspeed 


of the Goodspeed Bros. Shoe Store was elected gen- 
eral convention secretary; he was also appointed 
chairman of the Convention Publicity Committee, 
with H. W. Byers of the H. C. Meacham Co., V. N. 
Garrett of the W. C. Stripling Co. and James W. 
Offutt of Newkirk-Offutt Shoe Co. as assistants. Rob- 
ert M. Logan of Washer Bros. was elected chairman 
of the Program Committee, with power to choose 
his own assistants. All of the men mentioned above 
are from Fort Worth. 
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From a 
Hole in 
the Wall 
to 

four large 
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stores. 
From 
$10,000 
sales a year 
to 

$500,000. 


From a 12x12 to Four Shoe Stores 


Built on the Basis of ‘“Give the Public 
What It Wants, When It Wants It” 


standing success in the retail field; the 

story of a concern that has made rapid 
progress in a field already crowded to overflow- 
ing with stores of the same kind and passed many 
that have been in business years before its incep- 
tion. 

Such a success is the Peters’ Brothers Shoe Co. 
of Oakland and San Francisco. And like other suc- 
cesses, their’s is largely due to the fact that they 
have always been go-getters, have been on their 
toes every minute, have taken advantage of every 
break and worked while some of their competitors 
were dozing. 


K; VERY now and then we hear of some out- 


A Go-getter Team 


It was in 1913 that A. G. and Henry J. Peters 
opened a shoe store in Oakland. It was the small- 
est store of its kind in the town. In fact, it was so 
small, measuring only 12 by 12 ft., that it was 
called the “Hole in the Wall.” That year the broth- 
ers with the assistance of one clerk did a business 
of $10,000. 

From the first Peters’ Brothers followed a definite 
policy which was divided into three main principles. 
The first was to find out what the public wants. The 
second to know where to get and the third to tell 
the people that you have it. 

It did not take the brothers long to find out the 
most popular brand of shoe they ere carrying. Once 
they had discovered this they tied up to this manu- 
facturer exclusively for they found that not only 
were his shoes right but he could also offer good 
deliveries and dealer helps. 

Thus they had carried out their first two princi- 
ples of finding what the public wanted and knowing 
where to get it. And they began to tell the people 
that they had what they wanted, advertising con- 
stantly from the first in many unique and effective 
ways. 





As time went on the business grew rapidly until, 
in 1920 the sales totaled a half million dollars. <A 
third brother, Clarence, had been admitted to the 
firm during the interim. The “Hole in the Wall” 
had passed out of existence and in its stead were 
four store of good size, two being located in Oak- 
land and two in San Francisco. The sales force 
had grown, too, from one in 1913 to sixteen regulars 
and sixteen extras for Saturday work in 1920. 

A descriptive of one of Peters’ delivery trucks will 
give you an insight to their up-to-the-minute meth- 
ods. 

The truck is really a large shoe on wheels. In 
fact, it is an enlargement of one of the most popu- 
lar men’s models. .A size 11% B shoe was: used as 
a model and the truck body was made to scale. 
Wherever the shoe measured three-fourths of an 
inch the truck measures 1 foot. 


The Big Shoe Stunt 


This huge shoe is mounted on a Chevrolet 4-90 
chassis and is painted in the popular cordovan color 
which sets it off to advantage against the white 
frame. 

Needless to say, this has been a wonderful adver- 
tisement. Although it is well known in both Oak- 
land and San Francisco, it continues to ellicit re- 
marks such as these every time it goes down the 
street, “That sure is a good ad,” and “never saw 
anything like it.” It really is a traveling bill board 
for it carries Peters’ name and the addresses of the 
stores on both its sides. However, it is more than 
advertisement for it is a highly practical delivery 
truck. It has a heat in the back which comfortably 
accommodates two persons and there is ample room 
left for packages. The whole thing is covered with 
glass so that it is an all-weather truck. Thus, ef- 
fective advertising is combined with all the advan- 
tages of a motor delivery system. 

By keeping their name before the public in this 
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and numerous other ways and by adhering strictly 
to their other two principles, Peters’ Brothers have 
grown more rapidly than many of the other con- 
cerns in the same line who followed a more docile 
course. 

Personal Shoe Fitting Service 


Quoting one of the firm for the causes of its 
growth: ‘We believe that our success is due to the 
handling of the right kind of merchandise and 
standing back of it. The sale is never finished un- 
til the customer is satisfied. We try to give each 
customer our personal attention and we study the 
customers’ wants continually. My brothers and my- 
self wait on as many as we can personally, for this 
helps us a great deal in our buying. We employ 
the most courteous and intelligent sales people that 
we can get. We treat all of our customers as though 
they were our best friends.” 


Code of Store Service 


Peters’ Brothers have a code of principles which 
eac hemployee must follow. As soon as a person 
comes to work for this concern he is given a copy 
of the code and is expected to follow the rules there 
set down. We reproduce a few of them here: 

Should a customer have a number of small 
parcels, even if they have been purchased else- 
where, make one parcel of them. Courtesies 
such as this count a great deal with the trade. 

Be careful to put away all goods in their 
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proper places after showing them. Each sales- 
man must attend to the stock and see that it is 
kept in order. 

Do not misrepresent our’s or any one else’s 
merchandise; neither should you guarantee mer- 
chandise for any definite length of time. 

We have but one price to every one. A col- 
ored man should receive the same attention as 
the richest man in the city. 

Give each customer your whole attention and 
just as considerate attention to the small pur- 
chaser as to the large one. 

Have a smile and an agreeable word for the 
waiting customer. It will let him know that his 
presence is noted and will help keep him pa- 
tient. 

Serve each customer without discrimination. 

_ It is little wonder that Peters’ Brothers have made 
a conspiciuous success. The same success is wait- 
ing any retailer who will constantly adhere to the 
three principles which they have. Lest you may 
have forgotten them we shall repeat them. The first 
is to find out what the public wonts, or in other 
words, to ge the right product; the second, to know 
where to get it, hich means tieing up to the right 
manufacturer, and third to tell the people that you 
have it, which means that you must advertise your 
product and keep advertising it in a way that veople 
will get to know it and identify it with your store. 

These three principles form a triumverate hard 
to beat in the retail business. 














CHICAGO 


Chicago’s General Industrial Condition 


Improves 


An Unusual Demand for Men’s Work 
Shoes of Both Nailed and Goodyear 
Welt Varieties Has Devel- 
oped Within the Past 
Few Weeks 


HROUGHOUT the Chicago dis- 
trict there is a marked im- 
provement in the industrial and 
financial situation. The settlement of 
the railroad strike, or at least the 
postponement of a railroad walkout, 
has encouraged the large trunk line 
railroads to place orders for equip- 
ment that will run into several mil- 
lions of dollars. 

The Burlington alone will soon place 
orders for $15,000,000 worth of new 
cars and other equipment. It is esti- 
mated that the equipment orders 
placed by the railroad will give em- 
ployment to 200,000 men, covering a 
period of a year, and possibly eighteen 
months. 

The steel plants of South Chicago, 
Hammond and Gary are running bet- 
ter than at any time during the year, 
and retail business is showing a con- 
sequent up trend as a result of this 
increased activity. 

A recent report of the free employ- 
ment bureau shows a decided decrease 


in unemployment so that conditions 
generally look much brighter than at 
any other time for several months 
back. 


In the Wholesale District 


Volume of business transacted in 
the wholesale shoe houses of the great 
central market are up to a fair aver- 
age for this time of year. Considera- 
ble interest. has been shown in the 
past few weeks in felt slippers and 
other holiday merchandise. 

In women’s shoes buying has neais 
confined to a great extent to fill in 
orders, although -a number of fair- 
sized orders for early spring delivery 
have been booked by a number. of 
Monroe Street houses. 

Children’s Business Good 

Business in misses’, children’s and 
growing girls’ shoes has been quite 
active in most of the houses specializ- 
ing in this class of merchandise. No 
particular one style or pattern has 
been featured in an exceptionally large 


volume of business, but the demand 
has been spread over the entire 
range. 

Boots have made up the bulk of 
sales and most of the merchandise is 
bought for at once delivery. Some 
particular novelty styles have proven 
exceptionally — in the smaller runs 
of sizes. 

Traveling men _ representing. the 
Eastern factories making misses’ and 
children’s shoes are reporting a very 
satisfactory volume of business being 
booked for early . spring shipment. 
These orders include both boots and 
low cuts. 

Unusual Demand for Work Shoes 

Within the past few weeks there 
has developed an unusual demand for 
men’s work shoes, both nailed and 
Goodyear welt varieties. 

Several Milwaukee factories having 
Chicago offices have notified their rep- 
resentatives that no orders can. be 
shipped previous to Dec: 15. 

Chicago wholesalers are also well 
sold up on the better grades and more 
desirable numbers in men’s work 
shoes. 

Two reasons:are given for this con- 
dition. One is that many men who 
have been unemployed for a number 
of months are returning to work and 
this is creating a demand for’ this 
class of footwear. Merchants looking 
forward a few months expect a larger 
volume of business on work shoes and 
are in better mood to place - orders 
than they have been for a number of 
months back. 
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Another reason assigned for the 


shortage of work shoes is that here- 
tofore factories have gone ahead, 
manufactured and stocked large quan- 
tities of this class of footwear, but 
this year manufacturers have not fol- 
lowed this policy. A year ago such 
vast quantities were returned and so 
many orders were cancelled that the 
manufacturer did not feel safe in 
tying up the tremendous amount of 
capital necessary to carry the stock 
on the floor. 

As a result stocks of work shoes in 
factories and wholesale houses are un- 
usually low and merchants are fortu- 
nate who do not have to wait 60 days 
or more for deliveries on this heavier 
class of merchandise. 


Retail Business Up to Anticipations 

In the loop district merehants are 
not complaining seriously of the vol- 
ume of business transacted. True it 
is, they could do more business, and 
time has been when they did no more 
business, but on the whole the volume 
of business is very satisfactory, con- 
sidering the conditions in industries 
generally. 

In the Sheridan Road-Wilson Ave- 
nue district merchants are really 
gratified with the volume of business 
transacted. Although the weather has 
been fairly warm and sunshine has 
prevailed the merchants in this dis- 
trict are not complaining because they 
have been able to clean their shelves 
of a lot of merchandise that would 
probably have been unsalable had 
winter developed earlier in the season. 

The South Side stores in the Sixty- 
third and Halsted Street district are 
equally optimistic. Merchants as a 
rule bought cautiously, and are mer- 
chandising on a careful, conservative 
basis. 

Bargain Prices in Many Stores 

A number of stores and departments 
are featuring bargain price merchan- 
dise; Grossman’s is featuring a sale 
on women’s shoes at $3.85; the Gloria 
shop at $5.65; the subway store of 
Mandel Bros. at $2.95. Several other 
of the large loop aggregations are 
holding similar sales. Tine merchan- 
dise in these sales for the most part 
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represents cancellations and returns, 
the merchandise in some instances 
having been made a year to eighteen 
months ago. Louis heel oxfords and 
boots are especially featured in the 
Mandel Bros. sales. 


Style Tendencies 


In the lighter types of women’s 
footwear patents and satins vie for 
first honor. The styles in patent cover 
a wide range of patterns, height of 
heel and general appearance. No one 
particular thing seems to predomi- 
nate. Strap effects cover such a wide 
variety of patterns that it’s only a 
matter of taste to the customer or a 
hobby with the salesman. 

In the satins plain effects prevail, 
although beaded patterns from the 
simple ornament at the throat to 
elaborate designs covering almost the 
entire vamp are selling readily. Very 
few colored satins are being shown 
excepting in instances where they are 
used to match or harmonize with some 
particular gown for a particular oc- 
casion. 

In the heavier types, oxfords pre- 
vail over straps. Medium shades of 
Russia still hold the center of attrac- 
tion, although black is a close second. 

With the advent of cooler weather 
spats are beginning to make their ap- 
pearance on the street as are also 
wool hose and wool and silk mixtures. 


Women’s Boots Are Selling 


Many high-class stores pinned their 
faith entirely on low cuts and bought 
nothing in the way of boots. This 
is true also of some of the medium 
grade stores. However, the stores 
who bought boots are selling them. 

While Louis heel boots are being 
forced out at ridiculously low prices, 
boots with 12/8 to 14/8 military heels 
in conservative toes with welt soles 
are selling readily and at prices that 
bear a good, reasonable profit. 

The Walk Over store in the fash- 
ionable Sheridan Road-Wilson Avenue 
district is selling 35 to 40 per cent 
boots in their women’s section. 

Black kids, brown kids and brown 
Russia make up the great big bulk of 
boot sales. 


CINCINNATI 
Demand for Low Grades of Footwear 


Leads 


Cincinnati to Have Another Large 
Shoe Store to Be Known as the 
Daniels Shoe Co. 


URING the past two months 

it has been quite noticeable 
to the manufacturers of this mar- 
ket that the demand for low and 
medium grades of footwear virtually 
has eclipsed the demand for higher 
priced shoes. Thus since the majority 


of the factories of this market produce 
ladies’ shoes of the higher quality, it 
has been a case of only a sufficient 
volume of orders coming in to the 
larger factories to allow a 60 per cent 
of capacity production. However, 
those local factories that have been 
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producing lower grades have not found 
it difficult to get a volume of orders 
large enough to keep them operating 
to practically full capacity. It has 
been quite satisfying to these manu- 
facturers, for they have been fortu- 
nate enough to be able to purchase 
large quantities of leather that have 
been placed on the market during the 
processes of liquidation. However, 
according to the leaders in this center, 
and also according to members of the 
leather trade here, indications show 
that about all of the liquidation 
leather has been consumed, and that 
along with the slight stiffening of the 
leather market in general, ‘there is 
expected somewhat of a shifting in the 
demand from cheap shoes to the bet- 
ter grades. The orders received at 
the larger factories during the past 
two weeks show improvement in this 
direction. And the same has likewise 
been reflected in the speeding up in 
the operations of some of the more im- 
portant plants. 
Holters Does Boot Business 

Frank X. O’Brien of the Holters 
Company is finding that the volume 
of business being done by his house, 
as well as with the retail stores of 
the various parts of the country, is 
depending to an unusually large de- 
gree upon the weather conditions. Mr. 
O’Brien has been watching the 
weather changes in the various parts 
of the country very closely this sea- 
son, and he has based his selling ef- 
forts in many instances for certain 
sections of the country upon tempera- 
ture changes. Boot business in the 
Northwest, where the weather has 
been most severe, has been obviously 
good as compared with other sections 
of the country. Black kid boots have 
led the high shoe business at the 
Holters factory thus far. Mr. O’Brien 
states that he finds a very widespread 
demand for lower priced footwear, 
shoes to retail from $5 to $9. 


Cincinnati to Have Another 
Large Shoe Store 

Developments last week in local real 
estate circles revealed the fact that 
Cincinnati is to have another large 
retail shoe store. It is to be known 
as the Daniels Shoe Company, and it 
will be located at 15 and 17 West 
Fifth Street, directly across the street 
from the Potter Shoe Store. This 
property was formerly occupied by 
the old Manhattan Restaurant, which 
has been out of business for some 
time. The store has been permitted 
to lie vacant pending negotiations for 
purchase rights. The Daniels Shoe 
Company is reported as having taken 
a twenty-seven-year lease on the prop- 
erty, with the right to purchase it for 
$320,000 after five years. The prop- 
erty is a four-story structure, the lot 
being 40 x 100 ft. It is understood 
that the new company is to be headed 
by Abraham E. Cohen of the Dan 
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Cohen Shoe Co., jobbers of this city. 
They expect to spend approximately 
$40,000 in alterations of the store 
space, and they expect to employ 
many of the latest innovations in shoe 
store equipment. 


Shoe Group Meets 


The shoe division of the Cincinnati 
Retail Merchants Association held its 
first meeting under the auspices of the 
new organization on Wednesday, Nov. 
2. H. C. Vollrath, manager of the 
H. & S. Pogue shoe department, was 
selected as chairman of the group, 
Harry McLaughlin of Potters, vice- 
chairman; Charles Voller, manager of 
the shoe departments of Mabley & 
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Carew, was named secretary, and W. 
E. Geisting, manager of the Regal 
Shoe Store, was given the treasurer’s 
job. Aside from the selection of of- 
ficers, the meeting took the form of 
a general discussion on prices on 
various lines of footwear. 


Dining Room a Success 


The regular monthly meeting of the 
Shoe & Leather Club, held at the club 
rooms, Saturday, Nov. 5, brought out 
the fact that the installation of the 
kitchen and dining room has thus far 
proved a success. The club member- 
ship has found it convenient to be able 
to get their noon day luncheons right 
at the club. 


ST. LOUIS 


Marked Betterment in the Retail Business 


Cool Weather Boosts Sales—Decided 
Boot Tendency Anticipated—Men 
Buying More Actively 


HE last days of October and 

the first ones of November 
were of the variety that retailers 
have desired for increased sales. The 
weather element which was predicted 
as the big factor causing the sales to 
slump was found to be true. The re- 
versal of form from the unseasonable 
to the seasonable days has been re- 
sponsible during the past week for the 
shooting of business in an upward 
direction. Practically all stores re- 
ported business better during the past 
week than the previous one. Some 
merchants still are inclined to hang 
more importance on the weather, now 
that the chilly days have arrived with 
the usual frosty mornings. Occa- 
sionally comment is heard that, with 
rain added to the already seasonable 
weather, a great many thin-soled 
wearers would be compelled to “come 
in out of the rain” and get a new pair. 
The stores that are making every 
possible effort to create sales seem 
to have met with success. Two stores in 
the downtown “shoe belt” have stated 
that October was very gratifying, and 
more pairs were sold during the month 
this year than the same period of last 
year. 

One notable feature of the women’s 
end of the business dtring the last ten 
days is the absence of a flurry for any 
particular style or type of shoe. One 
retailer put it very ably when he 
stated that “Anything you mention 
is being bought, with no wild demand 
for any one style.” True, patent is 
the preference in a majority of in- 
stances, but this choice is not of suf- 
ficient volume to acclaim it as the 
“Man o’ War” of shoedom. 

Patent sandals are lying dormant 
for the present. The lightweight type 
of patent stuff hasn’t much appeal 
during November chilly weather. Re- 





tailers are not being frightened, but 
the wise ones are featuring them in 
windows and through their advertising 
columns as being good values at a 
price which has received some reduc- 
tion during the sale. The price range 
in some of the grades will run from 
$8 to $10 values at $6 or $7. 

Patent oxfords are supplanting the 
demand that was formerly held by the 
sandal type. It is the leading choice 
now in the patent field. Strap and 
buckle effects are bought in good num- 
bers. Black and brown suede in ox- 
fords is having considerable call and 
a number of stores are showing 
suedes in strap and cut-out effects. 
Satin in beaded effects is easing up 
in the demand. . 

In brown and black calf and kid, 
with military heels, boots are again 
being sought now that the weather is 
opportune for their appearance. From 


- all observations they are being pur- 


chased to the extent of 15 per cent 
in the day’s business. 


Men’s Business Brisk 


Men are buying more briskly. This 
end of the business has shown an in- 
crease over the past few weeks. Each 
week, in fact, has shown a slight up- 
ward tendency. For the most part the 
sales are, for light weight shoes. 
Boots are the big end of the business 
being at least 85 or 90 per cent of 
the shoes sold during. a day’s busi- 
ness. Majority of the choice is for 
tan in the darker shades. Little pres- 
sure is felt on the black leathers. 
This does not hold true, however, in 
the $12 and $14 stores, where black 
seems to have first choice. The 
grained and boarded leathers are only 
being bought in their normal demand. 
Brogues have not been asked for in 
any unusual flurry. Retailers say that 
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price is a large factor with the men 
in the purchase of a pair of shoes and 
closing the sale is a big effort. 


Huette’s Advertising With 
Painted Display Boards 


Attractively painted display boards 
have made their appearance recently 
in a number of localities. The 
boards emphasize the price of shoes 
at Huette’s two stores, the Olive Street 
store and the Sixth Street store. Five 
and $6 are the two prices featured by 
these stores in all their advertising. 


October Big Month for Ed- 
win Clapp Store 


Manager Pike of the Edwin Clapp 
store announced that the month of 
October was the largest month’s busi- 
ness the store has ever done since its 
opening, just about a year ago. Not 
only was the number of pairs disposed 
of the greatest, but the volume of 
business in dollars and cents far sur- 
passed any month’s receipts. Pike 
stated that black kangaroo, in which 
this store specializes, has been the 
biggest bet during the entire fall sea- 
son. 


Sensenbrenner’s Have Sale of 
Suede Shoes 


Sensenbrenner’s conducted a sale 
of black suede straps, offering 600 
pair in the lot. It was announced that 
a fortunate purchase from a jobber 
who needed cash enabled Sensenbren- 
ner’s to sell them at an unbelievable 
saving to the customer. 

The style was a three-strap pump 
with 1% covered Junior Louis heel. 
Perforations were carried around the 
collar and on the tip. The shoes were 
announced as $7.50 values for $3.25. 
All sizes and widths were available. 


Famous-Barr Hold Army 
Shoe Sale 


No less than one-half page was used 
to announce the army shoe sale at 
Famous-Barr, one of the largest de- 
partment stores in St. Louis. Twenty- 
three hundred pairs of Government 
army marching shoes were offered in 
the lot for $2.85. 

The ad carried a special appeal to 
outdoor workers who would find these 
shoes particularly serviceable. The 
shoes were made on the Munson last, 
blutcher pattern, with half bellows 
tongues and wide French backstraps, 
stitched and riveted. 


Penrose Shoe Company Holds 
“Buster Brown” Reception 
The Penrose Shoe Co. of 3189 

South Grand Avenue held a “Buster 


Brown” reception at the Juniata- The- 
ater. Sixteen hundred kiddies from 
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the surrounding neighborhood crowded 
the theater to have an opportunity to 
see the real live “Buster Brown” and 
“Tige,” who tour the country adver- 
tising “Buster Brown” shoes. “Bus- 
ter” put “Tige” through his paces, 
much to the delight of the youngsters. 
“Prince Buster,” an elaborate movie 
film, was also shown in conjunction 
with the performance. The last- 
shaping features of Buster Brown 
shoes were also explained to the chil- 
dren. Souvenirs were distributed to 
every child present and Ivan Moscow, 
proprietor of the store, together with 
his son, who is associated with his 
father in the business, declared the 
reception to be one of the greatest ad- 
vertising successes held in this section 
of the city in a long time. 


Aldermen Get Bill Closing 
Shoe Repair Shops on 
Sundays 


An ordinance prohibiting the sale 
of shoe repair supplies and other ar- 
ticles pertaining to the shoe repairing 
business on Sundays, was introduced 
at a meeting of the Board of Alder- 
men. The bill states that no person 
or firm shall be permitted to sell on 
the “first day of the week, commonly 
called Sunday,” any shoe repair sup- 
plies or other articles used in the same 
business. There is a penalty clause 
attached to the bill, providing for 
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fines ranging from $20 to $100 for 
violation of the proposed law. 


South’s Financial Condition 
Better, Reserve District 
Report Says 


The sustained advance in cotton 
prices has had an excellent effect upon 
conditions in the South, as manifested 
by better collections and a more gen- 
eral and larger purchasing of com- 
modities than at any time since the 
reaction set in last fall, according to 
the monthly report of the Eighth Fed- 
eral District, released by the chair- 
man of the board, William McC. Mar- 
tin. 

Market conditions of other leading 
agriculture productions of this dis- 
trict have not been as auspicious as 
those surrounding cotton, the report 
says. Sharp declines in wheat, corn 
and oats dropped these grains to low 
levels, which in many instances found 
their producers forced to accept little 
or no profit. The report indicates a 
sustained improvement in general 
business conditions throughout this 
area, leading to the conclusion that 
prices on many important commodities 
have reached a relatively stable basis 
and that the public is more generally 
disposed to supply its needs. 

The low supply of stocks in hands 
of retailers has been conspicuously 
noted, and few long-term orders are 
placed as a general rule. 


MILWAUKEE 


Retail Business Shows Improvement 
Men Are Showing More Interest in “Doggy” 
Footwear—F actories Busier Than Any 
Time Within Past Year 


_ the holidays approach, retail 
shoe trade in Milwaukee is 
assuming larger proportions. In 
the last week or ten days there has 
been a very good call generally, and 
this is confidently expected to develop 
into a relatively big demand imme- 
diately after Dec. 1, when Christmas 
shopping gets into full swing. 


Men’s Business is Better 


One of the most encouraging fea- 
tures of the present situation is the 
better call from men for street and 
dress shoes. The demand for service 
or work shoes is not yet satisfactory, 
but it is improving with the better- 
ment in the industrial situation, which 
is reducing unemployment appreci- 
ably. The bulk of demand is for boots, 
and this is getting to be about evenly 
divided between the plain and style 
types. Oxfords are moving better 
than a year ago, as more men are in- 
clined to wear the “doggy” effects 
than ever before. It has taken a long 
time to make the brogue and brogue 





effects popuiar among Milwaukee men, 
but a good start has now been made. 
Staple oxfords are being pushed into 
the background slowly. 


Oxfords and Pumps Form Bulk 


Very little call for boots is reported 
among women customers. Despite 
the fact that weather conditions have 
become seasonable, sales are mainly 
confined to pumps and _ oxfords. 
Woolen or combination silk-wool hose 
are being purchased in quantities and 
spats likewise have a good call. It is 
getting to be so that it is almost as 
unusual to see a woman clad in boots 
as it is to see a horse-drawn carriage 
on the principal streets of Milwaukee. 


Convention Interest Broad 


Interest in the coming national con- 
vention at Chicago Jan. 9 to 12 is 
growing daily, and it is now safe to 
predict that the Milwaukee delegation 
will probably be the largest of any 
great shoe market, save Chicago it- 
self. The Milwaukee association in- 
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tends to make an impressive showing, 
and the manufacturers, through the 
Shoe Sales Association, are going to 
help in manifesting Milwaukee’s ap- 
preciation of the assistance rendered 
by the industry and trade of the en- 
tire country in having made the 1921 
convention in this city the wonderful 
success it proved to be. 


Industry is Booming 


The boot and shoe industry of Mil- 
waukee, the Quality First market, is 
in better shape to-day than it was a 
year ago, for virtually every factory 
is being operated at capacity and 
one or two plants have been obliged 
to put overtime schedules into effect 
temporarily to relieve the congestion 
of orders. While new business usually 
is specified on a quick shipment basis, 
the amount of orders for future de- 
livery is increasing. In a general way 
orders on the books are of such vol- 
ume that most factories have enough 
to keep busy for from one to two and 
a half months ahead, even if not an- 
other order were accepted from this 
time forward. 


Changes at Marshfield 


A. Bartmann & Son, Marshfield, 
Wis., have purchased the entire stock 
of boots and shoes of the McCain- 
Johnson Co., in the same city, which 
will concentrate on men’s wear. Bart- 
mann’s have installed the better 
grades of stock in their main store 
and have opened a branch under the 
name of “Economy Shoe Store,” in 
another building, where it will offer a 
line of popular-priced goods. Paul F. 
Schroeder has been appointed mana- 
ger of the branch store. 


Changes Corporate Title 


The Ebner-James & Buntrock Shoe 
Mfg. Co., Milwaukee, has recently 
amended its corporate articles to 
change the style to the James Shoe 
Mfg. Co. William G. James is presi- 
dent and general manager. The fac- 
tory and offices are situated at 817-821 
Twenty-eighth Street. 


Feature Liberty Coupons 


In the belief that:a great many peo- 
ple have never clipped the coupons 
from their Liberty bonds purchased 
during the war, retail merchants of 
Janesville, Wis.; recently made a spe- 
cial campaign, advertising their will- 
ingness not only to accept such cou- 
pons as cash, but offering a premium 
of 5 per cent. This action had a bene- 
ficial effect in stimulating confidence 
in government securities that have 
been quoted at such relatively heavy 
discounts from par for many months, 
and it likewise brought into circula- 
tion interest which some people did 
not know was due them. 


Leaves Stevens Point Store 


L. D. Kitowski, for six years 4 
member of the F. Zolandek Co., boot 
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and shoe merchants at Stevens Point, 
Wis., has disposed of his interests and 
retired to take a rest before re-engag- 
ing actively in business. The Zolan- 
dek company will be continued as be- 
fore by F. Zolandek and wife. 


Otto Hensel a “Papa” 


Although it is not entirely a new 
experience, the fact that Otto A. Hen- 
sel, president of the Milwaukee Retail 
Shoe Dealers’ Association, reported 
the arrival of a baby boy at his home 
was the signal for quite a demonstra- 
tion at the November meeting. Presi- 
dent Hensel had some good cigars for 
the boys and when these were gone 
Joseph Bertler, 3323 North Avenue, 
stepped forth and treated on a new 
boy at his home, too. 


Opens New Repair Shop 


A. S. Trotts, for several years en- 
gaged in the custom shoe and repair 
business at Waterloo, Wis., has moved 
his shop to Brandon, Wis. 


Conducts Big Rubber Sale 


Edward Schuster & Co., operating 
three big department stores in Mil- 
waukee, conducted one of the biggest 
sales of rubber footwear in the his- 
tory of the city early in November. 
Twenty thousand pairs of men’s, 
women’s and children’s rubbers were 
offered at one-third to one-half below 
regular prices. It was stated that 
slight imperfections classed the goods 
as “seconds,” but stress was laid on 
their origin, namely, the U. S. Rub- 
ber Co. 


Glove Company Enlarges 


The Stedman Glove Co., Berlin, 
Wis., maker of leather gloves and mit- 
tens, has moved its factory and offices 
into the building recently vacated by 
the W. C. Russell Moccasin Co. of 
Berlin, which has erected a new and 
larger plant on another side. This 
will enable the Stedman company to 
double its output. 


Tannery Production Growing 


The Fred Rueping Leather Co. of 
Fond du Lac, Wis., one of the largest 
of the tannery concerns of the Middle 
West, has recently been able to effect 
an increase in the rate of operations 
to better than 60 per cent by the im- 
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provement in orders. .A year ago the 
Rueping company was_ operating 
about 35 per cent. Since Nov. 1 the 
plant is back on a_ six-day-a-week 
basis. 


Feature Ladies’ Gym Oxford 


The Peterson & Johnson Shoe Co., 
509 Fourth Avenue, Milwaukee, has 
put under way a national campaign 
in behalf of its ladies’ leather-top, 
rubber-soled gymnasium oxford. Con- 
nections are being established in col- 
lege and university towns throughout 
the country, and especially in the 
Middle West and Northwest. 


Donley Increases Capital 


Corporate articles of the Donley 
Shoe Co., manufacturers, Kenosha, 
Wis., have recently been amended to 
provide for an increase in capitaliza- 
tion from $50,000 to $100,000, to ac- 
commodate the steady growth of its 
business. 


Milwaukee Retail Shoe Mer- 
chants’ Association to 
Embark on Educa- 
tional Campaign 


Milwaukee shoe merchants — and 
this means the Milwaukee Retail Shoe 
Association, for it has practically 100 
per cent membership in that city, at 
the November monthly meeting, Nov. 
3, decided on a number of progressive 
steps, in line with the well-known 
forward ‘policy of this organization, 
including the following: 

The winter approaching, and freight 
and package transportation problems 
on shipments to Milwaukee from the 
East coming to the front as Lake 
Michigan freezes over and lake traffic 
is abandoned, investigation is to be 
made of ways and means of prevent- 
ing “stalling” of shipments in the 
Chicago terminals, when it is again 
necessary to ship around that way. 

The public is to be educated along 
the lines of buying a pair of rubbers 
for each pair of shoes, instead of “one 
pair for all,” a tendency toward 
which has been noticed since fall 
weather set in, more than in any 
previous years. The dealers believe 
that this is false economy and mean 
to tell the public so through circulars 
and newspaper advertising. 


CLEVELAND 
Economic Conditions Better 


Retail Business in Cleveland Continues to 
Show Improvement—Prospects 
Are for Good Winter 


HE retail business in this city 

the last week of October con- 
tinued to show a healthy condition. 
Since the middle of July, which was 
pr¢bably the low point in retail sales 
in all lines, there has been a gradual 


but slow improvement in trade. This 
applies to all lines, especially shoes. 
There has not been a spurt in any 
one month or week, and it is true that 
the merchants as a rule did not ex- 
pect anything of the kind. 
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Every one in the trade is now be- 
ginning to realize that the war trade 
was not a normal condition, and that 
it is not fair to base- expectations 
now or in the future on the volume 
of the trade that was done during the 
days of the war. Wages will never 
again be as high as they were in those 
days and prices for all commodities 
have reached a new level many points 
below the peak that was reached in 
the days that shortly followed the 
war, 

Merchants here have figured that 
the volume of trade will again con- 
tinue normal, and they are figuring 
on what may be considered normal. 
The consensus of opinion among those 
who may be considered representative 
is that by taking the average of the 
annual trade for a period of five years 
before the war and by adding 10 per 
cent increase each year since the war 
ended, one will have about what ought 
to be done under normal conditions. 
There are several merchants in the 
downtown section whose annual sales 
this year will be in excess of 10 per 
cent increase over the average for 
the five years preceding the war. 

Employment figures that have been 
adduced through a survey disclose 
that the number of unemployed now 
in the city number 78,000. This is a 
decrease during the month of October 
of 26,000, and that is considered quite 
a record. Charles F. Arndt, super- 
iatendent of the state-city free em- 
ployment bureau, made the report. : 

Such improvements as these in the 
industrial circles of the city cannot 
but help have an influence for good 
on retail business. 

The textile industry, which is one 
of the largest in the city, continues 
to be busy, and as a result merchants 
report that sales of women’s shoes 
are still better than of men’s foot- 
wear. 


The weather has stiffened quite a 
bit. Old Lake Erie has been kicking 
up some heavy waves and boats are 
lying in as a result. All this means 
that the weather has been cold and 
that this has stimulated sales of the 
heavier shoes. 

Boot sales the last week of October 
were better than in any other week of 
the fall. 

Men have been heavy buyers of 
the more comfortable footwear for 
winter, and women have in large 
numbers deserted the oxfords and 
other low models for the boots. 

Our old friend—the Golosh—has 
already made its appearance on the 
streets. The younger girls, mostly 
school ‘girls, are wearing this great 
aid of the low shoe at this time. The 
average merchant, however, is still 
figuring on a good sale of the rubber 
and cloth-over shoe for matrons. 


R. J. Eberly, president of the Cleve- 
land Shoe Travelers’ Club, will at the 
first meeting of his organization pro- 
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p-se that the shoe travelers take the 
lad in organizing a federation of 
travelers in this city. 

It is Mr. Eberly’s proposal that all 
travelers be asked to come into the 
association, regardless of their lines. 
Knights of the Grip have many kin- 
dred interests, notwithstanding they 
may be carrying different lines in their 
sample cases. 

There are many clubs of traveling 
men in the city at present. These 
clubs are limited to especial lines, 
and thus far there has been no at- 
tempt to combine the strength of the 
different small clubs. 

Mr. Eberly believes that the time 
is ripe for such a move. One power- 
ful single association could be built 


up and its voice would sound ten or ~ 


twenty times as strong and resonant 
when it speaks as does the voice of 
one of the several small clubs when 
it desires to put in a word for or 
against a certain project, 

Mr. Eberly does not propose that 
the small clubs shall lose their iden- 
tity. These would continue to exist, 
and they would affiliate with their big 
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association. Each small club could 
bring to the meetings of the larger 
body such problems as are trouble- 
some, and they could get powerful 
support. 

It will be suggested that headquar- 
ters for the club be opened and main- 
tained the year round. 

Ben Weiss and his brother Louis 
are making extensive arrangements 
for the opening of a new shoe store. 
The new establishment is to be 


opened about Nov. 15 at the inter- 


section of Kinsmand Road and E. 
116th Street. This is a prosperous 
neighborhood and men in the industry 
here are congratulating the Weiss 
brothers on their discrimination in 
making a wise selection. The brothers 
are old hands in the retail trade and 
they have two other prosperous stores 
in the eastern part of the city. 

M. Girdy, another proprietor of a 
shoe store, is about to open a new 
store at Union Avenue and E. 118th 
Street. This opening has_ been 
planned for Nov. 15, also. 

Both stores are to be neatly and 
tastefully furnished. 


SEATTLE 


“Going Up”’ Is Seattle Slogan 


A Campaign Has RecentlyBeen Inaugu- 
rated to Reduce the 8-Cent 
Car Fare of Seattle 


ENERAL business conditions 

in the Pacific Northwest con- 
tinue to improve, and this better 
tone is reflected in Seattle perhaps 
more noticeably than in other cities. 
Two important factors in ‘the city’s 
prosperity, the fruit industry and the 


lumber business, are making spectacu- ° 


lar recoveries. Trainloads of fruit 
from the Apple Empire of eastern 
Washington are beginning to flow 
through the port. High transconti- 
nental freight rates have diverted this 
business through Seattle. Lumber pro- 
duction at this time is only 14 per 
cent. below normal, with a heavy in- 
crease in recent weeks in foreign 
orders. Shipments for the first time 
in many Ymonths equal production. 
Local newspapers, carrying on a cam- 
paign for optimism, have proposed the 
slogan, “Going Up,” and the catch 
phrase has been taken up on every 
hand. 


Demand Is for Better Shoes 


According to A. M. Goldstein, man- 
ager of the Bernhard Shoe Co., 502 
Second Avenue, Seattle, the trend of 
the trade recently is toward quality 
shoes. “Last winter and spring the 
average customer wanted a cheap 
shoe,” says Mr. Goldstein. “Last 
summer the request was for a mod- 
erately priced shoe of all leather. This 


fall the trend is toward quality foot- 
wear.” 

Mr. Goldstein’s statement is borne 
out by other Seattle retailers. Ap- 
parently the buying public has learned 
by experience that cheap shoes are in 
the end most expensive. 


Better Business Bureau Active 


The Seattle Better Business Bureau 
recently succeeded in having passed 
by the city council an ordinance cov- 
ering the sale of defective merchan- 
dise. The ordinance requires that de- 
fective or used merchandise must be 
advertised only as “used” or “defec- 
tive,” as the case may be. Penalties 
for falsely advertising the merchan- 
dise are a fine of not more than $100 
or imprisonment for not more than 
thirty days, or both fine and imprison- 
ment. “Existing laws aimed at false 
advertising are supplemented and 
strengthened by the new ordinance,” 
says P. C. Beezley, director of the 
Seattle Better Business Bureau, “and 
the enactment of the law marks a 
sharp forward stride toward the ideal 
of ‘Truth in Advertising.’ ” 


High Carfare Hurting Business 


A campaign which affects all busi- 
ness lines in the city of Seattle is a 
movement undertaken recently to re- 
duce street car fare, which at present 
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is 8 1/3 cents. To forestall a radic:! 
reduction of carfare to 3 cents throug) 
an initiative petition for which sign- 
ers were successfully obtained, ani 
which, if it became a law, would place 
the cost of street railway maintenance 
on the taxpayers, commercial inter- 
ests are urging a 5-cent fare. W. E. 
Turrell of the Turrell Shoe Co. is one 
of the advocates of a gradual reduc- 
tion in fares. “I am thoroughly in 
sympathy with the 5-cent carfare 
movement,” states Clancy M. Lewis, 
director of the Manufacturers’ A’sso- 
ciation of Washington, “because its 
success means more potential pur- 
chasing power will circulate through- 
out the city. Eight-and-one-third-cent 
fare keeps many persons at home, or 
results in an uneven distribution of 
business. Yes, I believe lower car- 
fare releases a big purchasing power.” 


State Wide Exhibit Body Planned 


Formation of a Washington manu- 
facturers’ exhibit corporation which 
would exhibit goods of its member 
firms in the larger cities of the State, 
with the co-operation of the women’s 
clubs to help educate the public to 
the value of consuming home products, 
is projected by the Pacific Northwest 
products committee of the Seattle 
Chamber of Commerce. The tentative 
plan of organization embodies the fol- 
lowing features: Consultation with 
fifty leading manufacturers. Organi- 
zation of a non-profit corporation, to 
be started by funds raised through 
yearly memberships on a basis of an 
assessment of $1 per thousand of the 
member’s commercial rating and 
maintained by weekly assessments, it 
being understood that such members 
would be permitted to participate as 
long as they pay their assessments, 
which would not exceed $20 per week 
for 50 sq. ft. of exhibit space during 


the weeks in which exhibitions are 


given. A fund of $3,000 is proposed 
for forming the corporation and pro- 
vide a working balance to be kept in 
reserve for special advertising, 
emergency calls and new projects. 


To Restrict Temporary Merchants 


The Seattle City Council has before 
it an ordinance planned to further 
restrict the activities of “temporary” 
merchants and regulate “bankruptcy,” 
“assignee’s” or “insolvency” sales or 
sales of merchandise damaged by fire, 
smoke or water. An ordinance in 
force at present defines a temporary 
merchant as one engaged in business 
for ninety days or less, requiring a 
license costing $25 a day and a penal 
bond in the sum of $2,000 as a guaran- 
tee that the business will not be con- 
ducted beyond the time limit fixed. 
The proposed bill would class as tem- 
porary merchants those in business 
for less than six months, with the 
license fee and penal bond required to 
be fixed by the city council. Firms 
advertising “bankruptcy,” or similar 

(Continued on page 123) 
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We illustrate here another of 
JUVENILE SHOE SYSTEM 
styles made over lasts and pat- 
terns that have proven correct for 
comforable fitting under the stress 
of mountain and road hiking. 


Prices 


14-inch boots, any leather $5.75 
12-inch boots, any leather $5.50 


Specifications 


Genuine Goodyear Welts, sole leather 
box toes and counters, 10 iron Flintstone 
Bend Flexible outsoles, solid leather 
Flexible insoles, whole lift leather heels. 
Snug fitting heels will not rub the heels 
or ankles. 


Black or Chocolate Elk Leather 
Smooth or Boarded Mahogany Kips 
English straight last, wide 8/8 heel, 

AAA to D, 2-8 
Round toe straight last, wide 9/8 heel, 
A to D, 2-7 


These shoes are included in our famous 
Rebuilding Proposition at $1.00 per pair. 


Delivery three to four weeks 
Terms, net 30 days. 


THE JUVENILE SHOE CORPORATION 
OF AMERICA 
CARTHAGE, MISSOURI 


7. ¢ sree -- one “ 
CODCOD POHOLCOHSLSHOSAADCHOHHOLOHOGOSOL EH OOONGCSLOOUDEDSFONDADOSECESSODOSSOGOSS SOOO SECOSeCO SSO SOSOS? 


NATIONAL PARK 


(TRADE MARK) 


HIKING BOOT 
éxcellent Retail Ualue 


at from $8 to $10 the Pair 
évery Outdoor Girl Needs a Pair 











MAALLLYOAALYYB 
er -N°ZD 

e0eS0 SOSIe 
@\°Fonp 


00002806009 2898200808080 050080 000800) } 
4 





ADIT 


— <p 


S 








SAY. SAY. SAP. DAG. OS GAP, VAG, VAP, DP, OP, OP, OS OAS OLS GAS SF VAS GAS GAS GAS GAV 
«. CS 9 E> 9 SED “0 E59 Eo Po. WTS o Sn. 





PAY, WAP, SAS Wy, 


Round Toe Straight Last 


Ly 





° 
° 
° 
e 
° 
° 
° 
oO 
° 
° 
° 
°o 
° 
° 
° 
o 
° 


se 








Do 9 NG 
















96 BOOT AND SHOE RECORDER r November 19, 192] 





“NOVELTIES THAT ARE NOVEL IN STYLE AND PRICE” 
Two New Ones from the Davidson In Stock Department. 

Black Satin 

One Strap, $2.35 


. Stock No. 7 Last 73 
Fine quality Black Satin—Twill Lined 
14/8 Junior Louis Covered Heel 












Black Velvet 
One Strap, $2.25 

Stock No. 9 Last 73 
High grade Black Velvet—Twill Lined 


14/8 Junior Louis Covered Heel 


Widths C and D. 
Sizes 21%.-8, $2.35 


Widths Cand D. 
Sizes 2%-8, $2.25 


AOOsnwn Z2= 


= TERMS 1% 10 DAYS, NET 30 DAYS 


DAVIDSON SHOE MANUFACTURING CO. ee a 








Groping in the Dark 


Time was when the purchase of advertising space was a “blind groping in the 
dark." Advertisers had no means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 
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Griffin Suede Liquid 
Dressing 





Griffin Quick Cleaning 


This dressing, which is suplied in Fluid Lo c 

white, black, pearl gray, is used sriffin i ream 
for cleaning and restoring suede The proper article for cleaning Griffi = 

shoes to their original color. It Satin Footwear. Non-inflammable, In white, black, light tan, Havana 


brown, dark brown, light gray 
and dark gray. Cleans, softens 


will not rub off or _ penetrate 


through the leather, leaves no stainless, dries quickly and is 











een 











odor and positively does not lay effective. Removes spots from ae a “ 
t polishes all kid leather. Con 
on oe an, bs allt 5 - spats. Gross, $22.50; doz., $2.00. tains no injurious acids. It is 
Griffin Suede Powder — _—— "ie to the leather what cold cream is 
In the pad bottom tin. Cleans abi A on ee to the skin. 3 oz. size, $21.00 
and restores color i —— > Deiratelehe GHP Se E gross; $20.00 dozen. 
stantly. The d is absolutely 
effective. In Pevhite, chamois, LEADERS IN A LINE OF SHOE We particularly recommend white 
2, ae Se, gy nag FOUR or black lotion cream for black 
cham , ivory, light, medium, : 
dark and gray castor, light olive, DRESSINGS THAT HAS NO PEER patent leather shoes 
seal and nigger brown, light, 
medium and dark gray, black. 
$20.20 Gross; $1.85 Doz. There are no better or better known dressings for all shoes than Griffin. 
GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET NEW YORK, U. S. A. 
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DIAMOND BRAND FAST COLOR EYELETS 


Visible marks of excellence 
in the better grade of shoes 


United Fast Color Eyelet Company 
Boston, Massachusetts 
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A new field of. 























profits for you 


Your customers will gladly purchase 
“Merry Walker’’ Shoes upon presenta- 
tion. Explain to them carefully the “‘arch 
lifting’ feature, which consists of hand 
stabbed inside shank and upper whipped 
in by hand to the insole. 

This feature lasts and performs its 
functions as long as the shoe can 
RT ~ be worn. 


VOGEL MILLER SHOE CO. 


119 Fourth Ave. Brooklyn, N. Y. 











In Stock Now: AAA-to D, 
2% to 8. Black Kid Ox- 
ford. Novilla Brown Ox- 


























The Revolving Economic Case 
Will Double Your Heavy 


Rubber Footwear Business. 


Many of America’s Well Known Shoe Men Will Tell You So— 
Read what W. C. Goodwin of Fitchburg, Mass., Writes:— 


Gentlemen:—Enclosed please find check for Boot 
Rack. We like it very much, and would like to 
have you send us at once two more racks to use 
in our other store. We think that they will pay 
for themselves in extra sales during storm rushes. 
Please ship racks immediately as we can use them 


right away. 
W. C. Goodwin, Fitchburg, Mass. 


The Economic Case has capacity for about ten cases of Men’s Boots, 
Combinations, Perfections, and other heavy goods. Fourteen styles 
sized out and displayed in forty inches of floor space. Revolves 
without friction. Folds compactly for storage. 


Write for Prices 


BATAVIA SPECIALTY COMPANY 


Batavia, N. Y. 
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Black and Tan 
Norwegian Grain Milford Made 
Oxford 
Vesper Last 
Soft Box Toe 
Full Double Sole 


Stitched Heel 
$5.50 


UR salesmen are selling freely this smart and very serviceable 


shoe. 
Just the style the college boy wants, and equally appealing to many 
a man who refuses to grow old. | 


KNOX SHOE Co., MILFORD, MASs. 


Boston Office, 135 Lincoln St. 


Styles We Recommend 
IN STOCK 





Sizes and Widths 


No. B 465—Black Satin Strap 
Pump, 228 Last, Turn, 17/8 Full 
Louis Wood Covered Heel. 
$6.00 2° No. B 479—Patent Leather 
Strap Pump, 222 Last,. Welt, 
14/8 Cuban Heel. 
$4.85 











No. B 467—Black Satin Strap 
Pump, 215 Last Turn, 14/8 Baby Terms: 
Louis Wood Covered Heel. 

$6.00 


Net 30 Days 


C. P. Ford & Co., Rochester, N. Y. 


New York Office; 127 DUANE STREET; E. H. TALBOT and “JACK” GALWAY 
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“Constant Comfort” 


AMERICA’S BEST COMFORT SHOE 


Get your share of the ‘Holiday 
Business with this Quality Line 
of Black Kid Turn Comfort 
Shoes. 


EVERY BEST SELLER 
IS CARRIED 


IN-STOCK 







No. 38—Best Quality Black Kid 8” 
Polish, 13/8 Heel. 


No. 34—Best Quality ae  ? % 


Fox 8” Polish, 13/8 Hee 
No. 31—Same shoe with plain toe. No. 17—Same gg with imitation 
; A, B, C, D. 

Both a L ng ; Both In Stock se 6 D. 

Price $4.75 





No. 11—Black Kid 7” Polish, 9/8 
Cat’s Paw Rubber Heel. 
In Stock C, . & 
Price $4.15 


You'll find “Constant Com- 
fort” quality unsurpassed by 
any line at any time— 


START YOUR ORDER 
MOVING TODAY! 





No. 52—Best Quality Black Kid No. 47—Black Kid Two Strap San- 
Oxford, 13/8 Heel. ; dal. 
Black Kid Quarter and Sock Lining. In Stock B, C, D, E. 
Price $2. 35 


No. 50—Same shoe with plain toe. 
Both In Stock A, B, C, D. 
Price ®3.7% 


Ault-Williamson Shoe Co. 


MANUFACTURERS 
AUBURN - - MAINE 


Los Angeles Office: 109 E. 8th Street. Boston Office: 139 Lincoln Street 
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Meet the National Officers 


President Nichols “In the Ring” 
This Week 


Commencing with this week’s shoe 
traveler news, the ring at the top of 
this page will contain the photos of 
the National Shoe Travelers’ Associa- 
tion’s officers. Not that they really 
need any introduction to our readers, 
but in recognition of the good work 
which these men at the helm are doing 
for the entire shoe industry, it is fit- 
ting that the whole shoe world should 
greet them through the Recorder’s 
Shoe Traveler pages. 

First on the list is George J. 
Nichols, president of the National 
Shoe Travelers’ Association, well 
known to every shoe traveler in the 
United States, not only because of his 
responsible position as head of the 
national body, but because of his 
genial personality, and the fact that 
he is ever alert to the best interests 
of his brother travelers. 


A Busy Man 


He is certainly a busy man. His 
activities as president of the N. S. 
T. A., to say nothing of his duties 
on the road, would keep an ordinary 
man humping all the while. He has 
brought into the association many re- 
forms beneficial to all travelers, and 
has stimulated to action almost indif- 
ferent shoe men who prior to his oc- 
cupancy of the office had not realized 
the advantages of association mem- 
bership. He is shaping up many sug- 
gestions for the national convention, 
which is called for January, 1922, and 
is preparing a report which will be 
replete with much valuable matter. 


T. A. Ds Tribute 


Besides his strenuous duties in be- 
half of the boys on the road, he finds 
time to attend to the requirements 
of his office as president of the Tenico 
Mfg. Co. of Minneapolis, makers of 


spats and leggings, which business 
he has worked up to rank among the 
largest and most progressive in the 
country; his plant is running at full 
capacity at this writing. He travels 
through the principal cities of the 
West and South with the spat line 
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and also with’ a high-grade line of 
women’s Eastern-made shoes. 
“George is ‘some salesman,” says 
T. A. D.. “I*know, because I have 
seen his order book. ‘He is a practi- 
cal example of the saying, ‘When 
you want anything done, go to a busy 


,” 


man. 
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George is now in the ring, at the 
top of the shoe traveler page, as well 
as in the ring of N. S. T. A. boosters. 
May he long continue to boost, for the 
good of the shoe industry! 


Crowley Sells Brockton Line 


Lawrence W. Crowley represents 
the Brockton Shoe Mfg. Co. in New 
England territory. Mr. Crowley was 
formerly connected with Rice & 
Hutchins, Inc., and is familiar with 
New England trade. 


Taylor in Mosquito State 

E. W. Taylor has been engaged by 
the Brockton Shoe Mfg. Co. to repre- 
sent that concern in New Jersey, with 
office at Trenton. Mr. Taylor is now 
calling on the shoe trade with the 
latest styles of men’s and women’s 
footwear made by his concern. 


Heuchan with Plymouth 
Rubber 


Robert M. Heuchan, formerly with 
the Plymouth Rubber Co. of Canton, 
Mass., now represents the Hanover 
Rubber Co. of West Hanover, cov- 
ering the entire West. Mr. Heuchan 
will make his headquarters at the new 
office of the Hanover Rubber Co.’s 
Advertiser Building, St. Louis. Mr. 
Heuchan is well *«nown to the West- 
ern trade, having covered that terri- 
tory for the past sixteen years. He 
will have at his disposal at all times 
over 100,000 pairs of heels, so as to 
take care of the immediate needs of 
the Western trade. 


The Levie Salesforce 


The Levie Shoe Co.’s roster of shoe 
travelers and territories covered fol- 
lows:. Walter L. Philp, the Pacific 
Coast, Montana and Idaho; Joseph D. 
Saxe, the South and large cities in the 
Central West; Theodore G. Seemeyer, 
Detroit and vicinity; George F. Scholl, 
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of oatins 


Although in pronounced vogue the present 
season Satin is more to be regarded as a per- 
manent and practical staple in shoe manufac- 
ture. There is and always will be a demand 
for it particularly from those shops serving the 
most exclusive trade. 











£7 AC BAO SOE MENGE 











It is in these shops that Cedar Cliff Satins are 
so generally preferred. Cedar Cliff quality and 
firmness of texture appeal to the discriminating 
shoe buyer. The rich lustre of these superior 
fabrics makes unfailing appeal’ to women of 
style discernment. 


CEDAR CLIFF SILK COMPANY 
251 Fourth Ave. New York City 
BRANCH OFFICES 
Boston Chicago Cincinnati 


Rochester St. Louis 
Philadelphia 


Cedar Cif Satins 


Pm, 2 eee ea 
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central and southern Ohio; Louis 
Siegel, Cleveland and vicinity; Wil- 
liam S. Winer, Pittsburgh, western 
Pennsylvania and eastern Ohio; 
Harry M. Langel, New York, Brook- 
lyn and northern New Jersey; J. A. 
Marr, Philadelphia, eastern Pennsyl- 
vania and southern New Jersey; Or- 
ville W. Myers, Illinois, Wisconsin 
and Iowa and Minnesota; Ernest A. 
Nuoffer, Chicago and northern Indi- 
ana; Oliver M. Levie, Chicago, and 
Jerome M. Levie, large Eastern cities. 
In addition to the sales activities 
of the above-mentioned travelers, the 
company maintains branch offices at 
the Imperial Hotel, Portland, Ore.; 
at 1129 Shelby Street, Detroit; at 609 
The Arcade, Cleveland, and at 510 
Lyceum Building, Pittsburgh. 


Wright Out to Win 


George O. Wright of the Abbott 
Shoe Co., North Reading, Mass., is 





GEORGE W. KINDSCHI 
Sells the Excelsior Shoe Co.’s line 
in Wisconsin and northern Michigan 


taking an extended trip through the 
Middle West and South. Said Mr. 
Wright: “The Abbott slogan for their 
slippers and comfort shoes is, ‘Their 
sale knows no seasons,’ so I am an- 
ticipating a successful trip.” 


The Union Team 


The following salesmen are in their 
territories hustling for the Union 
Shoe Mfg. Co. of Chillicothe, Ohio: 
J. J. Woods, L. W. Vetter, William M. 
Young, E. R. Prather, L. H. Page, 
George M. D. Posey and Benjamin F. 
Waite. 


Hall with Arthur Williams’ 
Line 
Charles W. Hall, well known to the 


shoe trade of the country, and who for 
fourteen years traveled for Isaac 
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Just a Good Salesman 


A Success Because He Won 
Customers’ Confidence 


This tribute to a traveling 
salesman, and many like him 
there are, was paid by the 
Salem (Mass.) Evening News: 

“Speaking of salesmanship, 
there is traveling about New 
England these days a certain A 
No. 1 salesman, whose career 
has been steady and quiet, per- 
haps, but has been successful 
most everyone will agree. 

“This salesman learned all 
about shoes in a factory and, 
after making one attempt in 
business on his own account, he 
went on the road, selling shoes. 
He went to customers and told 
them about shoes, not glittering 
generalities, but practical de- 
tails, as, for instance, about the 
leather in the vamps, the num- 
ber of stitches in the soles, the 
quality of the linings, and so on. 
Customers soon found out that 
he was talking facts, and they 
began to buy shoes from him, 
and from time to time they in- 
creased their orders, for the 
shoes always proved to be ex- 
actly what he said. In other 
words, he won the confidence of 
his customers, which is doubt- 
less the best asset in salesman- 
ship. 


Knows Shoes Thoroughly 


“In the course of time this 
salesman had control of the 
trade in the territory which he 
covered. Rival firms put all 
kinds of salesmen into his terri- 
tory, young fellows from col- 
lege with snappy sales argu- 
ments, and veterans of the road. 
But they did not even make a 
dent in the sales by the man 
who knew shoes thoroughly, and 
kept the confidence of his cus- 
tomers. A lot of the customers 
would just listen to the argu- 
ments of the rival salesman and 
then send in an order to the 
salesman whom they knew so 
well. If this were simply a story 
of fancy, it would be proper to 
end it up with the remark that 
this salesman, who started in 
the factory became head of the 
firm, and rich and prosperous. 
But the cold facts of the matter 
are that he is perfectly content 
to be a good salesman, that he 
enjoys visiting his old-time cus- 
tomers as well as new ones, that 
he has sold shoes on the road 
longer than the years allotted 
to the average salesman, and 
nobody yet thinks of speaking 
of him as a veteran of the road. 
Years have treated him lightly, 
and he is a lucky man.” 
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Prouty & Co., will now cover the en- 
tire wholesale trade of the United 
States for the Arthur Williams Shoe 
Co. The wholesale trade will be a 
new departure for the activities of 
the Arthur A. Williams Shoe Co., as 
they have in the past confined their 
efforts to the retail trade. Mr. Hall 
is the “missionary” who will enter 
the new field for this house with a 
special standardized line of men’s and 
boys’ Goodyear welts and_ nailed 
shoes. His headquarters are at 15 
High Street, whither he went Nov. 1, 
and where he has been kept very busy 
during the past few weeks meeting 
his old friends, showing samples and 
quoting prices. 


Two salesmen travel out of Ames- 
bury, Mass., to sell the A. J. Ander- 
son, Inc., line of turned boots and 
slippers. One of these men is A. J. 
Anderson, who covers Chicago and 











B. H. REYNOLDS 
Who assists H. L. Ware in selling 
the Excelsior Shoe Co.’s line on the 
Pacific Coast and other sections of 
far West 








New York territories, and Ray Jack- 
son covers the St. Louis territory. 
Between trips, these salesmen can be 
seen at the Boston office of the com- 
pany, 166 Essex Street. 


Pedigo-Weber Men 


The following salesmen are travel- 
ing for the Pedigo-Weber Shoe Co. in 
the territories written opposite their 
names: J. P. Chambers, Missouri, 
Kansas and Oklahoma; M. R. Cham- 
bers, covers the same territory as 
J. P.; M. W. Scherff, Illinois, including 
Chicago; S. G. Pedigo, Michigan, In- 
diana, Kentucky and Tennessee; J. M. 
Nicely, Ohio, Pennsylvania and West 
Virginia; S. C. Hill, Iowa, Wisconsin, 
Minnesota, South Dakota and North 
Dakota; C. W. Smithers, Texas, Ari- 
zona and New Mexico; Glen L. Cad- 
man, California, Oregon and Wash- 
ington; Dennis Kelly, Nebraska Cali- 
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| Y our Opportunity ls Now 


Further price concessions make these seasonable, salable, “‘Just 
Wright” Shoes a great buy. We met the trade demands for 
quality at lower prices months ago, but now we exceed expec- 
tations. Certain advantages coming to us we pass on to dealers. 


Slip your order in the mail today. A hint to the wise is suffi- 


cient. 























Stock No. 135 — Maurice Stock No. 468 — Myopia 
Last. Cherry Calf Bal. Wing- Last. Patent Colt Dancing 
foot Rubber Heel. AA, 7 to , ° Tie. Light, Flexible Sole. 
ll. A,6to ll. B,5% to 11. € F yf AA, 6to ll. A,6to1l. B, 
C,5 to 11. D,5 to 11. Price, WS 54 to ll. C,5to ll. D,5 
$6.85. \ vesee ee SHOE to 1l. Price, $5.75. 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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fornia, Utah, Idaho and Montana; C. 
F. Watson, Arkansas, Mississippi and 
Louisiana, and G. W. Johnson, Ala- 
bama, Georgia and Florida. 


Collins with Collins 


Bernard I. Collins of Haverhill 
shows the C. M. Collins line of turn 
shoes to the jobbing trade, of the East, 
South and Middle West. Between 
trips Mr. Collins has charge of the 
Boston office of this New Hampshire 
firm at Room 201, 207 Essex Street. 


‘Vollman-Lawrence Men 


The Vollman, Lawrence Co., suc- 
cessors to Helming-McKenzie Co., are 
catering to large city business. In 
addition to the trips which George R. 
Vollman, secretary, and Arthur W. 
Lawrence will make, they will be rep- 
resented in the Middle West by H. W. 











W. E. HINESLEY 


Who covers Missouri, northern 
Arkansas and eastern Oklahoma 
for Excelsior Shoe Co. 








E. White and Ray Meyer, who travels 
in the Southwest. 


A. E. Wessel Line-Up 


The sales force of A. E. Wessel & 
Sons of Camden, N. J., is as follows: 
M. B. Wessel, who covers east of 
New York; Meyer Wessel, who travels 
New York to Pittsburgh. These men 
take care of large department stores 
and jobbers. John Tryon sells to re- 
tail merchants east of the Ohio, and 
M. E. Schaeffer sells in the South. 


Meyers Represents Burling- 
ton 


Hiram B. Meyers represents the 
Burlington County Shoe Co. at 139 
Lincoln Street, Boston, where he is 
surrounded with turn shoes and slip- 
pers for the little folks. 
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All by Himself 


Morgan G. Chamberlain is the sole 
representative of Johnson-Wright Co. 
of Lynn, with salesrooms at 717 At- 
lantic Avenue. 


Leonard & Barrows Men 


W. E. James represents Leonard & 
Barrows in the East, and F. J. Wells 
in the West. 


Wolff with Dolge 


The Dolge Slipper Co. of Oxford, 
Mass., is represented by Ed. Wolff, 
whose headquarters are at the Boston 
office of the company, 82 Lincoln 
Street. 


Lee with Peck 


Frederick S. Peck of Worcester, 
Mass., has made arrangements with 
Robert E. Lee of Massachusetts North 
Shore to cover New York, Pennsyl- 
vania, Ohio, Michigan and Wisconsin, 
in their interests. Mr. Lee is a thor- 
ough shoe man. He commenced his 
shoe work in the factory, and after 
a ten years’ training there he took on 
the retail end, buying and managing 
for Eastern shoe stores and shoe de- 
partments. Later he traveled for two 
years for the J. E. Tilt Shoe Co. Mr. 
Lee left on his trip Monday, Nov. 7, 
in high spirits. Before taking the 
train from the South Station he made 
a call at the RECORDER office and had 
the following to say about his new 
affiliation: “The Peck line is an ex- 
ceptionally good one—every shoe a 
high-grader. The price for Peck 
shoes is mighty low, considering qual- 
ity. I would say about 45 per cent 
over peak prices. I do not see how 
any retail shoe merchant can fall 
down on our proposition. Our shoes 
insure good fitting, in which I am a 
firm believer. Now, in regard to heels, 
as an experienced retail shoe man, I 
would issue a word of warning: If 
a woman would descend from a high 
heel to a low, she should do this grad- 
ually. I would say not more than 
¥% in. ata time. A radical drop from 
a 2-in. or over heel to the 1-in. or %- 
in. level is an uncomfortable process, 
to say the least.” 


C. F. Reith and B. B. Scheuer, pres- 
ident and vice-president of the Juve- 
nile Shoe Corporation, are now cover- 
ing the United States on an extended 
sales trip, .carrying with them 
juvenile’s new styles at new prices. 
This concern sells to the wholesale 
trade. 


In the RECORDER of Nov. 5th, in the 
advertisement of the Wein Shoe Co., 
the caption under stock No. 105-W 
should have been No. 100-W and vice 
versa. 
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A. C. Golden’s Success 


A. C. Golden, who recently joined 
the salesforce of Gregory & Read 
Co. “breezed” into the Recorder office 
on his return from a visit to his old 
customers in Maine to report a highly 
successful _ trip. “Goldie’s” face 
radiated enthusiasm as he told of the 
big business he had booked on sport 
shoes and oxfords. “The Gregory & 

’ Read line of sport footwear is the 
greatest in the country,” said A. C. 
“IT am completely sold on my line and 
am not at all surprised that the shoe 
trade of the country is fairly ‘grab- 
bing’ for them. The shoe world cer- 
tainly looks rosy to me.” 











ROBERT E. LEE 


Who covers New York, Pennsyl- 
vania, Ohio, Michigan and Wisconsin 
for Frederick 8. Peck 








Ideal Baby Boosters 


A list of boosters of The Ideal 
Baby Shoe Co and territories covered 
are as follows: Miss Maud E. Mac- 
Cleave, West New England, East 
New York, East Pennsylvania, East 
New Jersey; Mr. J. E. Hayes, East 
New England; Mrs. E. B. Gabel, 
Southern States; Mrs. R. C. Miller, 
West New York, Pennsylvania, Ohio, 
Virginia and West Virginia; Norman 
Simpson, Middle West; Mrs. C. A. 
Wellman, from Denver West; D. H. 
Stevens, Mississippi. 


T. H. Sutherland Dead 


T. H.. Sutherland, who traveled for 
the past seven years for J. P. Smith 
Shoe Co., with territory in Kentucky, 
Mississippi, Alabama and part of 
Georgia, died on September 27 from 
a nervous breakdown which he sus- 
tained about six month ago. Mr. 
Sutherland’s home was at Marion, 
Ohio. 
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Weather Profits 


OVEMBER is here. Winter 
weather is just around the 
corner. Are you ready to satisfy 
the “U. S.” Boot demand that is 
sure to come or will you be “out”? 


A well balanced line of these 
rugged “U. S.” Boots will build 
up a quick turnover and real 
profits. 


United States Rubber Company 





Always speci 
SPRINGSTE 
Rubber Heels 
when o L 
leather shoes- | 


THEY WEAR LONGER | 
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The Orthopedics of Rubber Shoes 


In Canvas Shoes and in Light and Heavy Goods, Rubber Men 
Have Produced Merchandise Increasing in Sales 
and Service Through Foot Comfort 


URING the past several years 
D there has been a very de- 

cided trend in the manufac- 
ture of all kinds of footwear toward 
scientific construction with the object 
of creating merchandise that gives 
comfort. This trend has taken a wide 
variety of names but has the same 
object in view. There has been some 
scientific effort to design rubber and 
canvas footwear from a health stand- 
point and such a conception of foot- 
wear necessarily embraces foot com- 
fort. 

It is a rather significant fact that 
companies which specialize in foot 
form or orthopedic styles of leather 
shoes for men and women, as well as 
children, have enjoyed an exception- 
ally good business even during the 
slump in the shoe business which oc- 
curred some months ago. The same 
may be said of rubber and canvas 
footwear. 


Special Insulating Soles 


One of the main factors in popular- 
izing canvas footwear has been the 
element of comfort found in this type 
of shoe. The common, every - day 
sneaker of some years ago lacked per- 
fection of design and there has been 
a rapid development within the last 
four or five years in the construction 
of this type of footwear, until at the 
present time practically all styles of 
canvas footwear are not only very 
successful, but absolutely comfortable. 
The old complaint that canvas foot- 
wear injured the feet because of the 
rubber in the sole has been practically 
eliminated by reason of special in- 
sulating soles built into these shoes. 
Not only in the nature of the con- 
struction, but also in the ‘esign of the 
lasts has the manufacturer of can- 
vas footwear evolved a type of shoe 
which gives maximum comfort. 


General Utility Shoe 


An example of this is found in the 
very popular shoe called the “Wurk- 
shu” which is made on the regular 
Munson last and also a wider last 
called the “Broad” last. Here we have 
a shoe of exceptional wearing qual- 
ities, which gives complete insulation 
from the rubber sole. It also is a gen- 
eral utility shoe which is widely used 
on the farm and in the factory and 
has also come into general use as a 
comfortable shoe to be used under 
heavy winter rubber footwear. 

Another shoe made in canvas foot- 


wear is the house shoe. This shoe is 
made on a comfort last, with a one- 
strap construction and also has an in- 
sulating insole. The house shoe is 
coming into general use and one of 
the principal reasons for this is the 
element of comfort found in it. 


Of Sturdy Construction 


In athletic sport shoes where stur- 
diness of construction is the primary 
basis of design it has been possible 
also to develop a high degree of com- 
fort. The athlete puts a tremendous 
strain on his feet and the shoes that 
he wears must be designed so as to 
protect the feet in strenuous exer- 
cise. Probably in no type of footwear 
has the element of comfort been unit- 





A comfort shoe for men of a work type 

—brown mail-bag duck upper, pneu- 

matic heel. Made by _ Rubber 
Products Co., Inc. 


ed with hard wear to such an extent 
as is found in this type of shoe. A cut 
section of a shoe of this type will re- 
veal a number of sole layers—each 
layer put into the shoe for a definite 
purpose of producing comfort and 
good wear for the user. 


All Styles and Lasts 


In rubber footwear the element of 
comfort, particularly in rubbers, is 
not such an important problem. How- 
ever, rubbers have been very carefully 
designed to fit all styles and lasts of 
leather shoes perfectly, and to the 
extent that rubbers fit leather shoes 





A comfort proposition in a@ woman’s 

canvas house shoe with pneumatic heel. 

Made by. Hood — Products Co., 
Inc. 


perfectly, to that extent does the 
wearer receive comfort. For example, 
in high heel women’s rubbers one com- 
pany utilizes a rubber heel seat, which 
gives the effect of a rubber heel even 
though the leather shoe has a wood 
heel This results in a better wearing 
rubber and additional comfort to the 
wearer in reducing the shock pro- 
duced in walking. The same company 
has designed a new last to fit over the 
Cantilever shoe and lasts of similar 
type. This new last has already re- 
ceived good distribution and has been 
found to fit a great many leather shoes 
of this type heretofore imperfectly 
fitted by other rubber lasts. 

Neatness of fit of rubber footwear 
not only gives physical comfort to the 
wearer, but also is a source of satis- 
faction in that the wearer has the 
satisfaction of knowing that proper 
fitting rubbers give a neat appear- 
ance to the feet. 


Protection Against Weather 


Even in heavy footwear such as all 
rubber goods, arctics, boots and lum- 
bermen’s, the element of comfort has 
been designed. Boots, for instance, 
have been especially made in differ- 
ent heights, so as to give complete 
protection and comfort to the wearer 
in various industrial uses, as well as 
in rough weather. 





Recent Quotations 


Para—U-river, Ib. ......... 221% @23 
*Up-river, coarse ........ 3 oe 
CUS, GRO ccvecscccccecs 21%@.. 
IglamG, COGPSO .....scccee 9 
*Caucho, ball, upper...... 12 
Caucho, ball, lower....... 3 
CHARGER. 2 nig tb-0d35 60000 ees 10 

Plantation—First latex, i 17% 

Brown crepe, thin, clean. 16 

Brown crepe, rolied........ 13% 

BMMMOP TAG. 1 ic cccccscccsses 16% 

SS ever errrr rere 16 
eS ere re 15% 
Smoked ribbed sheets....... 17% 


*Centrals—Corinto ......... 
TEOTRIGR .cccccccccsccces 
CROGORT BOTA 2... ccccs 
*Guayule, wet ........... 
_—, rrr 
Balata, block, Trinidad. 
oBelate block, Colombian 
*Balata, Panama ........ 
SRRIRIR, BOR .ncccccccs 


Q9999999999999999999 ® 


DWWOID DOH ee 
WUINMOROOrM rR: «+ « 


*Nominal. 
Scrap Rubber 


Awaiting further improvement in 
crude rubber, the market is dull with 
prices nominal. 


Boots and shoes........... 3 
‘Arctica, trimmed 

Inner tubes, No. 2.......... 

Hose, steam, fire........... w% 
poe ge SS ee eee 1 
Arctics, untrimmed ........ 1% 
Tires—Automobile ......... % 
Bicycles, pneumatic ........ 
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“TRAV-ASO” Bench Made FOOTWEAR 


IN STOCK—IMMEDIATE DELIVERY 








Analysis of 
Construction 
Best grades of leather and 
other materials. Genuine 


kid linings. Steel brace 
supports shank. 


Bench Made Turn Soles. 








No. No. 7201—Black Satin Beaded. .$5.75 
No. 7071—Patent 5000660066000 5.85 No. 7301—Black Kid Beaded... 5.75 
No. 7072—Black Satin ........ 5.85 17/8 Full Louis Heel. 

17/8 Full Louis Heel. 
We have other desirable styles in stock or in process of construction. 


Write for samples or Style Booklet 
“Tray-aso” Shoes are exclusively stocked and sold by 


dames Clark Conpany 


SHOES , LEATHER- IP ey eo 
Sel at ATHER-FINDING S 
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IN STOCK 


Stock No. 201 


Boys’ Mahogany Russia Bal, 
Goodyear Welt, Freak Last, 
Oak Outer Sole, Springstep 
Rubber Heel. Widths, C and 
D. Sizes, | to 514. 


Price $3.25 




















Good Shoes Can pewnina Be 
Sold at the Right Price 


When footwear gives customers real satisfaction they voluntarily buy more and 
willingly pay the right price—the price which gives you your right profit. 


The performance of Ensign Welt Shoes for Boys maintains your right selling 
price at all times. 


The ENSIGN SHOE CO., Belfast, Me. 
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Little Fluctuation Is Noted in 
Leather Prices 


Conditions More Nearly Stable and Reasonably Large 
Quantities Are Being Consumed—Sole Leather 


HILE business is reported 

as being somewhat dull, 

too many are inclined to 
overlook the fact that many shoe 
factories are running at nearly full 
capacity and consequently using a 
large amount of leather. The largest 
shoe company is said to be turning out 
10,000 pairs a day greater output than 
during the war. The Maine shoe fac- 
tories are quoted as running at 75 
per cent of capacity. Considering the 
state of orders from the shoe trade 
the South Shore (Mass.) factories 
are doing a good aggregate of busi- 
ness. Reports from factory centers in 
different parts of the country indicate 
that there is a large amount of leather 
being used daily. On the whole busi- 
ness is better than might be judged 
from some of the comments heard on 
the street. 


Prices More Stable 


While it may be true that there 
has been no great change in the past 
few weeks or months, at the same 
time leather business is far more sat- 
isfactory than a-year ago at this time, 
and conditions are on a more stable 
basis. Prices of leather show less 
fluctuation. They have been on an 
even basis with little change of price 
for some weeks. Sole leather, more- 
over, is showing greater firmness, and 
while buying continues on what is 
termed a hand-to-mouth basis, the 
better grades of sole leather of most 
tannages are still sold up especially in 
over-weight sides, backs and bends. 
These weights have been advanced 
from 3 to 5 cents per pound during 
the past six weeks, and there is an 
actyal shortage on heavy 9-11 iron 
sole leather. 


Fair Call for Calf Leather. 


The upper leather market is show- 


ing a considerable improvement in 
most varieties. Some of the best 
judges of conditions have, remarked 
that the gradual improvement in va- 


rious lines of business is being felt ~ 


in the shoe and leather industry, and 
has already reflected in greater activ- 
ity. The call is chiefly, however, for 
staple lines in popular finishes. In the 
upper leather market the call for 
high-grades of calf leather has slack- 
ened a little in keeping with the state 
of business in the shoe factories using 
this class of leather. There is not 


Showing Greater Firmness 


so large a movement of men’s weights 
of calf. The top selections of full 
grain in colors are offered at 50 to 55 
cents per foot by the leading tanners, 
and very good grades are also sold at 
48 to 52 cents. The light and medium 
weights are bringing 45 to 50 cents, 
and the lower selections can be had 
at 35 to 43 cents. 


Buyers Still Shopping 

The tendency to shop for bargain 
lots is still in evidence. It will be 
better for the business as a whole 
when the idea of bargain hunting is 
past. When leather is sold at less 
than it can be produced at, it is likely 
to have an ill effect on the future busi- 
ness. 


Improved Demand for Side Leather 

There is a good call for side leathers 
in all the various makes and finishes, 
also for kips, veals, elk and similar 


leathers at prices which have pre- 
vailed for some weeks now. The 
stronger call developing for side 
leather is in line with the purpose to 
secure a lower priced shoe. The de- 
mand seems to be from the masses for 
a shoe at less money at retail. To ac- 
complish this the same materials can 
hardly be used which go into the high- 
grade street shoes, but the same peo- 
ple who are now looking for the low- 
est priced shoe in the market not long 
ago were eager to pay the highest 
price in history for everything they 
bought. 

There are good selections of side 
leather at 18 to 25 cents, the best 
grades of grain in colors bringing 
anywhere from 26 to 30 cents. Heavy 
waterproof leather is firmly main- 
tained at 25 to 27 cents: for the best 
leather. Lower selections range 
downward according to quality. 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade .......... $0.32 a $0.35 $1.40 a $1.50 $0.65 a $0. = 
Calf, smooth, colored, top ~h 28a .380 * 1.40a 1.50 45a 
Calf, smooth, black, top grade... .26a .28 1.30a 1.40 45a 0 
Side leathers, colors, top grade... ai 22 -75a 1.00 24a 28 
Side leather, black, top grade... .16a .20 65a .90 24a .28 
White buck, top grade ee 28a .30 90a 1.00 35a .40 
a ae” ere 24a .26 65a _ .70 24a .26 
Kid, colors, best fancy ........ 35a .40 1.40a 1.65 80a .90 
Kid, colors, top grade .......... 83a .35 1.35a 1.60 -70a_ .80 
Kid, black, top grade ........ 28a .30 1.35a 1.50 60a  .70 
Kid, medium, colors .......... 20a .24 -70a 1.10 35a .60 
Kid, medium, black .......... 18a  .22 60a 1.00 30a .50 
rrr rere 0a .12 20a .36 rr ae 
Chrome POCONE BIGES: on. 058 6s 25a 30 85a 1.05 25a 45 
Sole Leather (price per pound) 
Hemlock WOOL. ats Bie da os eek Ge 02a 8d 56a .58 Por 
RE ao oie ik Sse praia ese tieee tee ~~ ae a 46a .50 
INO; 2 GME DRONES) 6 occ. ccc cscs ss 38a 39 | 92a 95 55a «58 
No. 1 oak bends, shoe mfrs,’ use. .46a  .47 98a 1.05 . 60a .65 
No. 1 oak bends, finders’ use-.: ...a° .48 1.15a 1.25 70a .80 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ soo 280% 52a .55 oof <d5%5 
Heavy Texas steers, for ‘sole 

ON re ee ce ee ee moe Gr? “Seo 0 oot Gees 
Light native cows, for side upper 

ER ery ooo shih a 1%, J 
Branded ‘cows, for light sole 

SOBEDOE. x5.0.0,0.4.0 0 srrepe oeleolaie 6 650 wee & , ATH ooo 50 js “Gee 
No. 1 buffs for heavy upper and 

Bide AOMINOP Sih. sc sgiasccaes ee Gee 45a .50 07a .08 
No. 1 Chicago City calfskins for 

fine calf ..leather::.....%..... ot cee 80a 1.02% 15a 19 
Kips for upper leather......... oo & 616% 65a .80 13a .18 
B. A. hides, for hemlock sole 

RE 6 geawsremrensuareseurea-oaiee ro ae A2a 46 14% a.15 
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Announcing the appointment of 


WILKINSON & REGER 


301 FLORIST STREET 


PHILADELPHIA, PA. 


as selling agents for “HERCULES” FIBRE and 
“HERCULES” FIBRE COUNTERS for New 


York, Pennsylvania, New Jersey, Delaware 


and the South. 
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75 Per Cent the Spring Goal 


Indications Are That By Early 1922 We Will Have 
Reached That Percentage of Our 


HOUGH business this week 

was somewhat interrupted 

by the holiday, the prevail- 
ing sentiment in business circles 
continues cheerful and the tide of 
activity is still rising, says the weekly 
financial review in the Boston Herald 
of Nov. 12. 

That is not to say that anyone is 
expecting a boom. No one does ex- 
pect it. But regardless of the ob- 
stacles in the way of a resumption of 
industrial and commercial operations 
under a full head of steam, they do 
expect that by next spring the coun- 
try as a whole will be operating at 75 
per cent of its productive capacity, 
and that by the end of next year we 
will be going forward at a normal 
gait. 

Retail Trade More Active 

As far as the current week’s devel- 
opments are concerned, they can prob- 
ably be summed up in no more concise 
fashion than by Bradstreet’s. They 
say: “The week’s outstanding fea- 
tures in trade and industry have been 
a livening up of retail trade, due to 
cold weather and the disposition man- 
ifested by the railroads to come into 
the market for cars, locomotives and 
rails. The bulk of the improvement 
in retail buying has been shown in the 
northern tier of states. The South 
still reflects little of this, and in addi- 
tion feels the depressing influence 
proceeding from a further decline in 
the price of cotton. For this latter 
development, growing belief in larger 
than predicted cotton crop is mainly 
responsible. While the South’s great 
staple has declined, the reverse has 
happened in wheat. After breaking 
through the dollar mark it has fired 
up again. The stock market has con- 
tinued to gain in strength, and bond 
dealers are reported active the coun- 
try over. The lower earning power 
of money is the chief influence in this 
direction.” 


Making Forward Commitments 


One encouraging feature of the sit- 
uation is that on every hand men are 
showing an increased inclination to 
anticipate their needs for commodi- 
ties. The possibility of lower wages 
and lower freight rates on the rail- 
roads still makes them cautious, for 
those are an essential factor in mer- 
chandise costs. But many merchants 


realize that if they are going to do 
business next winter and spring they 
must place orders now, and they are 
cdcing so. 


The relative stability of 





Productive Capacity 


commodity prices likewise encourages 
them. There is no longer the fear 
that prices may continue to fall, and 
that after goods are ordered the mar- 
kes may decline and the buyer be 
landed at figures which will not per- 
mit him to distribute those goods at 
a profit. The stability of prices is in- 
dicated by study of the wholesale 
lists. Dun’s, for instance, shows that 
‘this week 39 commodities advanced in 
price, while only 27 showed declines. 


Steel Orders Expand 


Another encouraging feature of the 
situation is the continued gain in the 
steel industry. It is basic and a good 
barometer of trade in general. In the 
month of October, there was an in- 
crease of no less than 22 per cent in 
pig iron production, and the output is 
still on the upgrade. The gain in out- 
put of finished steel was even larger. 
It increased 37 per cent. Thirty s \ 
manufacturers report a total output 
of steel in October of 1,616,810 tons. 
That is more than double the output 
in July. The United States Steel Cor- 
poration is reported to be operating 
now at 53 per cent capacity, compared 
with 50 per cent a fortnight ago, and 
no more than 20 per cent at the low 
point of last summer. 

The railroads, which have been con- 
spicuously absent from the steel mar- 
ket for some months, have been large 
buyers of rails of late, and are plac- 
ing new orders for cars and locomo- 
tives on a substantial scale. The out- 
look for further railroad purchases is 
favorable. One important observer in 
the steel market says: “The most im- 
portant news in regard to railroad 
buying is the authorization by the 
Burlington road of the purchase of 


7300 freight cars, 127 steel passenger 
cars and 55 locomotives. In addition, 
about 8000 cars are pending. The New 
York Central system is inquiring for 
100,000 tons of rails, and the Norfolk 
& Western for 40,000 tons.” 


Textiles Improving 


In the industries in which New 
England is more directly interested, 
the textiles and leather, news is en- 
couraging. In leather, there is a good 
demand. Inquiry for footwear, esve- 
cially the cheaper grades, is good. 
Some of the largest manufacturers, 
like the Endicott-Johnson, are operat- 
ing on full time, and turning down 
orders. 

In regard to textiles, one of the 
keenest observers says: “Not all 
branches of textile markets reflect the 
same degree of improvement, but gen- 
eral conditions are fairly satisfactory. 
Continuance of a steady distribution 
on old orders is noted in primary 
channels, and mills and _ finishing 
plants, except in the silk division, are 
busy. Hesitation in certain quarters 
of the wool goods industry, with some 
cancellations, is reported, yet the raw 


.material situation is strengthening. 


In cottons, new and higher prices are 
becoming effective in wholesale cir- 
cles, whereas retailers are selling dif- 
ferent lines of merchandise at the low- 
est prices named in years. With a re- 
duced purchasing power, there is con- 
siderable unevenness in demand, and 
retail trade, although stimulated by 
cooler weather, is smaller in volume 
than a year ago in many places. The 
trend in foreign trade, meanwhile, is 
toward increasing imports, pending 
enactment of a new tariff.” 








ATLANTA 


October Breaks Year’s Record 


November Business to Date Holding 
Up Well, With Colder 
Weather on Tap 


ESPITE the fact that there 

was more or less uncertainty 
during nearly all of October because 
of the railroad strike possibility, a 
slight reaction in the price of cotton 
and weather was too warm to be of 
material aid to the fall and winter 
demands of the public, virtually all 
of the larger retail establishments 


in Atlanta reported October business 
the best of the present year. In fact, 
business for the month not only ¢ :- 
ceeded any other month of 1921, but 
was, in a number of cases, in excess 
of October, 1920, in point of mer- 
chandise turnover, though the money 
volume was not so large because_of 
price reductions the past twelve 
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Where to Buy 


Women’s Shoes 











THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
& In Stock Specialists of 


Pes S Women’s Shoes, Party 
Ak Slippers and Novelties. 
cK ©) SS 
BOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid Hand 
Turned errr y Quilted 
Sock. Black 
$1.40, Red - 
Brown $1.5 
2% to 8. Won: 
en’s Fine Black 
Kid — 
Bench Sewed Turns. Sizes 2% to 7. $1.60. = 
Same in Misses’ 11% to 2, $1.50. 5% 10 days. = 
=: SALEM SHOE CO., Salem, New Hampshire = 


Write for Catalogue 




































COLLINS & STAPLES 
Makers of HandTurnedLowCuts 
This — in stock. Blk. Sat. 
= 2% Le — sole booth 


shan. Sizes 
to 0 8. Met vidths acc. .— 4.40, 
less 0 days. 
118 Ut. Row, 
« Haverhill, Mass. 
183 Essex St.,Boston 


Room 306 


BLEECKER STYLES 
dre the last word in footwear 
fer stylish women 
Abmars shore - 








—— 3 Ae mint n.be 5 


sorta 
OUANE 








BOUDOIRS . 

IN STOCK <« 

Fine kid Boudoir 

slippers for imme- 

diate delivery, made of best material obtain- 
able in Black, Red, Pink, Blue and_ Tan. 


Order sizes or case lots. Prices, Black $1.30, 
colors $1.50. Terms 5% 10 days, net 30. 


SILVER SHOE CO., Haverhill, Mass. 




































Ny Special in Medium and+ DN) 
FO IGH GRADE YJ 

SA, Botwor Suppers # 

dll styles made of Dome. 


Imported Pe Brocadevand Metal Clothy. 


per pair and up 


wiest_M GUSTIN © 


BOUDOIRS IN STOCK 





WEW YORK 











Trade Catchers 
Black ..... $1.10 
EE. ccascee 1.20 
TD. ncccece 1.20 


Less 2%—10 days 


BAY STATE SLIPPER COMPANY 
Haverhill, Mass. 
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months have experienced. November 
has started out with a turn to colder 
weather and business to date during 
the present month indicates a bigger 
volume than October, with December 
giving promise of the biggest month 
of the year. 

Wholesaie shoe trade also continues 
unusually brisk, an exceptionally 
large number of orders being received 
requesting shipment by _ express, 
showing that the retail merchants 
throughout the Southeast are finding 
a ready demand for fall and winter 
lines. 





New Hide and Wool Co. 


Capitalized at $20,000, the National 
Hide & Wool Co, was organized and 
incorporated recently at Birmingham, 
Ala., to carry on a general wholesale 
business in hides and wool in the 
Southeastern field. Officers of the 
new firm are Abraham Lipsitz, presi- 
dent; Annie Lipsitz, vice-president; 
Samuel Ginsberg, secretary, treasurer 
and general manager, 


Device Holds Wooden Heels 
in Place 


A new device for permanently hold- 
ing the wooden heels in place on 
women’s shoes has been invented by 
M. D.-Gleason, of Atlanta, and his 
brother, F. J. Gleason, of Rochester, 
N. Y. A patent has been granted 
on the device, which consists of a 
bent wire so arranged on the heel 
and inserted beneath the inner and 
outer soles before the heel is cemented 
and nailed down, as to securely hold 
the wooden heel in place. The in- 
ventors state it will cost about 4 
cents per pair to put the device on 
shoes. 


Business Buildings Damaged 
by Fire 


Three Georgia towns were visited 
by disastrous fires during the early 
part of November. Damage esti- 
mated at $30,000 was caused by a 
blaze that swept the business section 
of Sale City, while six business 
houses were destroyed and damage 
estimated at close to $250,000 caused 
by a fire at Sycamore. Half of the 
business district of Berlin, Ga., in- 
cluding five retail stores, was also 
destroyed by fire, loss amounting to 
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about $50,000. Several small depart- 
ment stores were burned in the three 
fires. 


Planning Big Convention 

Plans are already being made by 
the secretary of the Southeastern Shoe 
Retailers Association, C. V. Hohen- 
stein, of Atlanta, for the annual con- 
vention of that body to be held at 
Jacksonville, Fla., next June. Jack- 
sonville claims it will make this con- 
vention the best in the history of the 
organization, according to a recent 
letter from Ridley R. Wilkinson, of 
Palatka, president of the association. 
Several members of the association 
are also planning to attend the na- 
tional convention at Chicago, Jan. 9 
to 12. 


Foot Comfort Capitalized 


A new foot comfort service depart- 
ment has been inaugurated as a per- 
manent feature in the shoe depart- 
ment of Burdines’ Sons store at Mi- 
ami, Fla., with Dr. Schipper, a well 
known Miami chiropodist, in charge. 


Retail Store to Expand 


Through the lease of a building 
located next door to its present store 
at 124 Whitehall Street, the Watson 
Co. of Atlanta, shoe and clothing 
dealers, plans to double the space its 
store now occupies. This company 
deals largely in salvage and bank- 
rupt stocks and is one of the largest 
retail firms of its kind in the South. 


Making Advertising Work 

An excellent tie-up with the na- 
tional advertising of the Wizard- 
Lightfoot Appliance Co. of St. Louis, 
was arranged recently. in a window 
display at the Atlanta store of the 
Fred S. Stewart Shoe Co., which was 
the subject of a full-page “write-up” 
in the house organ issued for shoe 
dealers by the St. Louis company. Mr. 
Stewart clipped from the Saturday 
Evening Post a half-page advertise- 
ment inserted by the Wizard-Light- 
foot company, printed across this in 
large letters, “End Your Foot Trou- 
bles Now,” and placed it on a con- 
venient frame in the store’s display 
windows. It attracted considerable 
attention and won .extra business for 
the foot relief department conducted 
by the Stewart store. 


TAMPA 


Tourist Invasion Begins Early 


Retail Business Satisfactory, Despite 
Adverse Business and Weather 
Conditions 


ONTINUED warm weather, 
which just gives fresh evi- 
dence of a break which may and 
which may not mean the arrival of 


what corresponds to fall in these 
subtropical latitudes, has conspired 
to retard Tampa shoe business during 
the past two weeks or more. There 
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came, too, on Oct. 25, a _ serious 
tropical storm which did material 
damage estimated at $500,000 to 
$1,000,000 in the city of Tampa and 
tied up all transportation lines with- 
in and without the city for several 
days. Tampa merchants felt the 
effect. 

Practically all of Tampa’s shoe mer- 
chants report a satisfactory business 
for the past two weeks or more, how- 
ever, some in advance of the preceding 
half month. Prospects look brighter 
for the weeks and months to come. 
Despite the depression which has been 
felt, particularly throughout the 
north during the past year, and the 
prediction of many that Florida’s 
winter visitors would decrease as a 
result, 232 tourists registered with 
the tourist bureau of the Tampa 
Board of Trade during October where- 
as only 99 tourists registered during 
the same month a year ago. Tampa 
specializes in tourists and cigars. 


Sensational Sale Held 


The most interesting local trans- 
action in shoe merchandising during 
the past few weeks has been a shoe 
sale conducted by the Boston Shoe 
Co. at 1113 Franklin Street. Max H. 
Blumberg, proprietor, chanced local 


conditions, which were apparently not 


the most favorable for sales, and de- 
clares he is well pleased with the re- 
sults. It is his logic that the shoe 
merchant who refuses to accept his 
losses now, cut his shoe prices to the 
bone and move his stock, profiting by 
the turnover, is going to have to con- 
tinue to “kid himself” some more 
when he takes inventory about the 
first of the year. - When prices are 
cut to the very rock bottom, he says, 
there is no demand for style and 
everything moves, including even 
sizes which are slow movers. 

J. W. Francis, of Minneapolis, con- 
ducted the sale, and the shoes were 
hung on racks in pairs, in reach of 
all customers, price marked in. plain 
figures. Police were stationed at 
each door and the doors were unlocked 
to admit a few customers at a time, 
so great were the crowds. An ex- 
clusive shoe sale is the exception 
with Mr. Francis. He declares,. how- 
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ever, that advertising and rock-bot- 
tom prices will move any stock and 
that, even through the depression, he 
has never seen the combination fail 
to secure satisfactory results. 


Bigger Order for Spring 


Samuel Selz, in charge of the newly 
rearranged shoe department of Wolf 
Brothers, clothier’s and men’s fur- 
nishers, declares that business placed 
by his firm last week for spring ex- 
ceeds the business placed last spring 
by 35 per cent. Factory deliveries 
are better now, he says, than they 
have been for several years, for the 
factories were from 3 to 4 months 
behind with their orders the past 
two years, and more business is being 
done by his firm now, he says, than 
was being done a year ago. He han- 
dles men’s and boys’ shoes exclusive- 
ly, and notices that the dark tans 
still have the call, though he is buy- 
ing lighter shades for spring in strict- 
ly young men’s stuff. 

J. B. Buntin, of Albany, Ga., has 
just been placed in charge of Craco- 
waner’s shoe department, dealing ex- 
clusively in shoes for girls and 
women. The “Toddle” and “Junior 
Louis” are being featured, he says, 
and the black and white combinations 
and mahogany and _ corresponding 
tones, with a touch of tan trimmings 
are taking well. Brogues in brown 
and black for street wear are in 
demand, and_ satins in_ three- 
strap and buckle designs are good. 
He is just getting located in Tampa 
and will bring his family from Plant 
City to Tampa just as soon as a 
home can be found. 


Store in New Home 


R. L. Spear, formerly in charge 
of the Cracowaner shoe department, 
has accepted a position in- the new 
Maas. Brothers’ shoe.. department. 
The Maas Brothers’ department store 
has just moved into its new building 
which, floor space considered, makes 
it one of the two leading department 
stores in.the State, if not the leading 
store. The shoe department, handling 
women’s and children’s shoes ex- 
clusively, is a new department which 
has yet not been completely installed. 


LYNN 


Cooler Weather Braces Business 


Blucher and Sport Oxfords, to Be Worn With, 
Wool or Cotton Hose or Spats, Are Selling 
—Orders for White Shoes Are Booked 


OOLER weather, coming with 

November, stirred up a new 
demand for seasonal shoes, and 
Lynn manufacturers are distributing 
boots, and broguey oxfords, for those 
who wear low cuts. 


Blucher -oxfords, popular winter 


novelties, are quick, easy fitters, be- 
cause they are made over roomy lasts, 
and, also, because they lace smoothly 
over either thick wool hose or thin 
cotton hose. 

At the Watson Shoe Co. plant they 
have a stag blucher oxford. At the 
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Where toBuy 


Women’s Shoes 














WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 














Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 
MAID-RITE FEL'T SLIPPER CO., 


ne. 
45 York St., Brooklyn, N. Y. 














E. A. & M. C. Witherell Co. 


Manufacturers 
Women’s Turn 
Boots and Slippers 
Factorl, 
Haverhill, Mass. 
Boston Office 
ice Bldg. Room 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














Makers of Hand Turn Novelties 

In All Leathers -and Satins and 

On All the Latest Lasts. 

Inquiries Premptly Ar- 
swered, 


Samples on Request. 
Felstiner-O’Connell 
Shoe Co., Inc, 
a Ww St. 
or 
Boston Office, 92 Beach 8t. 

















Phillips-Cram Corp. 
Makers of ; 
Women’s Turn 
Slippers 
276 River St., Haverhill, Masa, 


207 Heons Sioat 
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Shoe Trees 
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“~ 89 Beach St. 
Boston, Mass.| 
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Where to Buy 


Women’s Shoes 











STROHBECK.Inc 


sT. 
NY 
















Howard & Foster Co. 
Men’s and Women’s Welts 


Address ali Communications to the 
factory at 


Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Spectalizing 
in High Grade Novelties 
BOSTON 
215 Easex St. 
Bernard L. Durgin 
Factory 
Haverhill, Mass. 







NBW YORK 
D. F. Mellen 











WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is ‘‘hitting on high.’’ The 
high-quality standard will be better sain- 
tained than ever before. 


TESSIER & BOWDOIN 





172 Washington St., Haverhill, Mass. 


[* Where to Buy 
Shoes at Auction 


HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 
OF 


SHOES AND RUBBERS 





























Every Wednesday and Friday 





Where to Buy 


Shoe Illustration 
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V. K. & A. H. Jones & Thomas shop 
they have winter sport oxfords, com- 
bining black boarded calf and smooth 
finish calf, and Scotch grain with 
smooth finish calf. At the Creighton 
factory they have plenty of boots, es- 
pecially of black kid, welt sewed, with 
13/8 heels. 


Spat Maker Busy 


Oxfords will be worn with spats, 
and the Whittredge factory is making 
many spats of brown, taupe, fawn and 
grey, with two straps at the top, of 
patent or gun metal ‘leather. The 
straps fasten with tiny buckles and 
they may be adjusted to fit smoothly 
around the leg. Also, they are mak- 
ing at the Whittredge factory some 
Pullman slippers of black or tan kid. 

A new demand for health shoes 
having set in, Williams, Clark & Co. 
have put more cutters to work on this 
class of footwear. They carry a good 
sized stock of health shoes in boots 
as well as low cuts. Cotter Shoe Co. 
is another concern that reports a good 
business on health shoes. It makes 
them over a last approved by the Y. 
W. C. A. 


Orders Booked for 1922 


New samples for next Easter time 
show many white shoes. For instance, 
the Watson Shoe Co. shows oxfords 
and pumps of white calf, kid, buck 
and canvas. Many have white edges 
and heels. Combinations of white, 
such as a white buck oxford with a 
white calf tip and apron, are among 
the novelties. Perforations are fewer 
and what there are of them are finer. 

Shoe men, by the way, say that 
they are going to get from tanners 
leather that is a whiter white and bet- 
ter finished as well as better tanned. 
For instance, some new white calf 
leather, used in the sample lines, has 
a bright gloss finish which is quite a 
contrast with a flat, or dead white 
finish. 


May Revive Wood Heels 


Volume business, meaning case or- 
ders, and plenty of them, is expected 
when the spring trade opens, and 
some Lynn manufacturers are cred- 
ited with already having on their 
books a surprisingly large number of 
orders for white shoes, for dress wear, 
and trimmed shoes, for sport wear, to 
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be delivered along in next Februavy 
or March. 

Also, and in connection with next 
year’s business, there is some talk °f 
reviving the fashion of wood heels «/ 
light and graceful shoes. Some say 
that the women’s trade would stand a 
dress up campaign, not like that a‘- 
tempted in the men’s trade, but some- 
thing like it. “Women are not dress 
ing their best when they do not have 


Louis heel shoes on their feet for 


, 


dancing, or like formal occasions.’ 
Such is the judgment of one Lynn 
shoe man. 








STABILITY 


On the desk of Charles E. 
Wilson is a picture of “the shop 
where my grandfather made 
shoes 100 years ago.” James D. 
Mullen has been making shoes 
60 years V. K. & A. H. Jones 
have been making shoes almost 
as long. So have J. J. Grover’s 
Sons. And Bartlett & Somers, 
with their predecessor, A. F. 
Smith Co., also are in the half 
century class. Williams & Clark, 
the Watson Shoe Co, Herrick 
Shoe Co., Hoag & Walden and 
the Welch Shoe Co. have made 
shoes for more than a quarter 
of a century. And there are 
others. All of which shows the 
stability of the Lynn shoe im- 

’ dustry. 











Incidental Lynn Notes 


Rolled edges are on some snappy 
style oxfords for winter wear. 


A white buck jazz oxford, like the 
patent leather jazz oxfords, with soft 
toes and low heels, is a Palm Beach 


novelty made in Lynn. 


A seven per cent increase in pro- 
duction, without any increase in 
equipment or workers, has been se- 
cured by one firm. 


Lynn shoes are made very smooth 
inside these days, so that they will 
slip onto the foot easier in the retail 
store, and also so that they will not 
chafe holes in fine hosiery. 


SYRACUSE 


Officers Elected by S. R. S. D. A. 


Program Outlined for Series of 
Winter Meetings 


SCAR FISHER, manager of 

the Walk Over store in this 
city, was elected president of the 
Syracuse Retail Shoe Dealers’ Asso- 
ciation at the annual meeting held 
Thursday, Nov. 3, at the Chamber of 
Commerce. He succeeds J. M. McEl- 


wee, who refused to consider renomi- 
nation. Thomas Ryan, manager of 
the shoe department in the Witherill 
store, was re-elected secretary. Fred 
Nichols, of the Wieting Shoe Store, 
was chosen treasurer. Thomas Fair- 
bain, of the Hunter-Tuppen Depart- 
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ment Store, was re-elected first vice- 
president, and Henry Klugg, of R. H. 
Long & Co., was chosen second vice- 
president. 

The meeting was attended by near- 
ly every member of the local associa- 
tion. Plans for the winter were made 
at the meeting. It was decided to 
form a bowling club of about 20 mem- 
bers which will take part in the city 
championship contest. A program of 
winter entertainments are also being 
planned. 

The club holds weekly meetings 
every Thursday noon, and once a month 
holds night sessions at which speak- 
ers are to address the members on 
various topics. William Barton, presi- 
dent of the state association, has been 
invited to be the speaker at the next 
meeting. 


Will Feature-Corrective Shoes 


A. B. McCormack, formerly of 
Alexander & McCormack, recently 
manager of the Sterling shoe store in 
this city and first president of the 
Syracuse retailers’ club, has opened 
the A. B. McCormack Boot Shop, Inc., 
at 203 West Fayette Street, formerly 
used by the Alexander-McCormack 
company. The store carries a full 
line of high grade men’s and women’s 
shoes, featuring corrective shoes. B. 
B. Raymond, recently manager of the 
A. F. Lewthe store at Amsterdam, N. 
Y., has become associated with Mr. 
McCormack in the new store. A. O. 
Guy of Buffalo has been temporarily 
assigned to the managership of the 
local Sterling shoe store to succeed 
A. B. McCormack. He expects to be 
here about six weeks. 


Early Closing Disregarded 


Six of the shoe stores in this city 
have decided to open Saturday nights, 
even though the retail merchant’s 
division of the Chamber of Commerce 
has insisted upon carrying out the 
early closing plan which became ef- 
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fective two years ago. The Beacon, 
Travelers, Long’s, Douglas, Lundigan 
and Emerson stores are keeping open. 
Stores in other lines are keeping open 
Saturday nights in some instances, 
and while the crowds on Salina Street 
are much smaller than they were be- 
fore the early closing plan became ef- 
fective, dealers report much business. 
Those opening believe that the early 
closing plan prevents hundreds of 
rural shoppers who come to town Sat- 
urdays from purchasing in this city. 


H. B. Cilley of Detroit has been ap- 
pointed manager of the shoe depart- 
ment of Dey Brothers & Company. 
The store is now clearing out its old 
stock at bargain prices, offering 
women’s shoes at $3.98. 


Retail Trade Improving 


Black, kid, patent leather and satins 
are in the forefront for women buy- 
ers, also brown oxfords with some 
black and gunmetal styles are selling 
well. High brown and black shoes 
with Cuban heels are selling only 
fairly well. Syracuse shoe dealers re- 
port a slight improvement in buying. 

Shoe repairmen all report ever in- 
creasing business. This is considered 
a reaction from industrial depression 
which is still general in this city with 
at least 12.000 unemployed. During 
the war the Syracuse repair shops 
made little profit. 

Woolen hose is the only seller in 
the hosiery line. The demand for silk 
has fallen off to practically nothing. 
Dealers believe that as long as the 
short skirt continues in style, high 
shoes will be comparatively poor sell- 
ers, and the demand for heavy hosiery 
to make up for the shortness of skirts 
will continue. Women are buying ox- 
fords more than anything else. 

Most Syracuse dealers are prepar- 
ing for the holiday trade. Many of 
them are buying novelties, though 
purchases are comparatively small in 
view of conditions. 


NEW YORK 
Retail Trade Decidedly Spotty 


Merchants Disagree as to Volume of 
Business—“Sales” Continue 


HE retail situation here shows 

little change. The continued 
fairly warm weather is believed to 
be holding back much of the consu- 
mer buying, and many of the retail 
merchants are running special sales 
to stimulate trading during the pres- 
ent period. 

The Queen Quality Boot Shop on 
34th Street ran a sale last week, fea- 
turing two prices, $5.85 and $7.85. 
The sale met with good response. 
Some of the exclusive dealers also are 
holding sales or featuring special 
values. Hennings, with their two 


stores on upper Madison Avenue are 
conducting a sale of seasonable shoes 
for women, and I. Miller & Sons are 
featuring specials at $10 a pair. 

The trade is decidedly spotty. Some 
retail merchants assert that sales, 
both in the number of pairs and dol- 
lars and cents are running ahead of 
last year, while others report that 
present sales, figured in money value, 
are below those of a year ago. On 
the whole, however, it appears that 
the pair volume at present is ahead of 
last year, but not sufficiently, in view 
of the lower prices, to return any 
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Whereto Buy 


Men’s Shoes 
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Carried in stock at 11 South Street, 
Boston 
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Is at Your Service 
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Where to Buy 


Boys’ Shoes 
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DANVERS, MASS. 
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large profits. The drive to get out 
shoes “at a price” continues, with 
some merchants declaring that the 
price is the only drawing card at pres- 
ent and others insisting that the large 
volume of cheap shoes, that is, cheap 
in quality as well as in price, will 
work an injury to the trade later on. 


Quality. Is Cheapened 


It is evident that many of the stores 
have lowered their standards of qual- 
ity in an effort to put out shoes at 
what is supposed to be the public’s 
price range. 

Several of the old established Fifth 
Avenue stores are reporting better 
business ‘within the past few weeks, 
which is indicative of a loosening of 
purse strings among the wealthy, who 
for some time have been economizing 
on a strict basis. A concern which 
has a Fifth Avenue store as well as a 
more moderate priced establishment 
is doing a better business in its higher 
priced store than in the moderate 
priced one. 

Little in the way of style evolution 
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is developing in the retail field. The 
three-strap sandals and pumps and 
deeply cut out one-strap sandals are 
still selling well. Plain and brogue 
oxfords are showing some activity 
with the approach of winter, despite 
the temperature drawback at present. 
In the higher grade shops plain ox- 
fords appear to be moving slightly 
better than the brogue type. The plain 
patent leather jazz oxford and the 
moccasin styles appear to be waning 
and have reached some low prices in 
stores that are closing out these 
styles. 

Brocaded evening slippers, especial- 
ly in the one-strap pump style, are 
in good demand in the high class 
stores. Satins in strapped models 
with Louis and Spanish heels are be- 
ing sold for both evening and street 
wear. 

H. Malkin’s Sons of Brooklyn, who 
several months ago opened a New 
York sales and stock department at 
120 West Broadway, report business 
good. They are featuring a long line 
of infants’ turns and McKays. 


PROVIDENCE 


Temperature Drops; Sales Increase 
Unemployment Situation to Be Bettered 
by New Building Projects 
Under Way 


HE retail trade was not par- 

ticularly good during Septem- 
ber. The comparatively warm tem- 
perature, especially during the early 
part of the month, made it difficult for 
merchants to interest customers in 
fall merchandise. October was cooler 
and brought a turn for the better, 
sales improving. Stores are not carry- 
ing heavy stocks of merchandise as a 
rule, although they are increasing 
them now in anticipation of the holi- 
day season only a few weeks off. Re- 
tail prices on shoes vary in the dif- 
ferent grade stores with the popular 
maximum price being $10, although 
several of the high-grade stores are 
having ready purchases on showings 
at $15-$18. 

One factor which will help mate- 
rially in the unemployment situation 
is the tendency of many large corpo- 
rations to undertake expansion pro- 
jects. J. & P. Coats, Ltd., said to be 
the largest thread mill in America, is 
to start shortly on a new building, as 
is the large Providence Braid Com- 
pany and the Tubular Woven Com- 
pany, with several organizations to 
erect new homes. The Outlet Com- 
pany (J. Samuels & Bro.) is now en- 
larging its store in Providence, the 
largest in the state. 


Jobbing House Opens 


A new jobbing house was opened 
recently by S. Podrat at 25 Fountain 


Street. Room 6, with a full line of 
men’s, women’s and children’s shoes. 


New Traveler Store to Open 


Max and Isadore Witt of Boston, 
who conduct the retail chain of Trav- 
eler shoe stores, recently leased the 
old Lapham Building on Westminster 
Street for 23 years. It is said that 
part of the building will be sublet. 
Woolworth’s 5c. and 10c. Store for 
many years occupied the ground floor, 
but moved recently into its new home 
at Westminster at Dorrance streets. 


High Grade Shoes Featured 


F. E. Ballou Company shoe store, 
Weybosset at Eddy Street, is featur- 
ing to its men’s trade two high-grade 
Hanan models. A high cut seven- 
button dress boot at $15.50 is shown 
with an oxford creation in the popu- 
lar Scotch grain effect at $13.85. 
Manager Smith states that business is 
improving with the colder weather. 
The Sullivan Shoe Company at 159 
Westminster Street, is showing to its 
women’s trade a gun-metal and tan 
(new shade) Banister oxford, with 
wing or straight tips at $11-$12. Fred 
S. Fenner, the manager, who is treas- 
urer of the Rhode Island Shoe Retail- 
ers’ Association, believes that early 
winter will be a low-cut season. 
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ROCHESTER 


Public Still Shopping Carefully 


Usually Visit More Than One Store 
Before Making Purchase 


HILE many merchants re- 

port better sales for the 
week ending Nov. 5, there is still a 
tendency on the part of the public to 
do little more than drop around. Ac- 
cording to the buyer of one of the 
large department store shoe depart- 
ments, both men and women who are 
in the market for shoes look through 
several stores before they actually 
purchase. 

The majority of sales to-day are 
made, according to this buyer, to peo- 
ple who have shopped around before 
buying. Many of them come in the 
store, go out to look around, and 
finally come back to buy the shoes 
they first contemplated. 


Rochester Association Meets 
The first meeting of the season of 


the Rochester Retail Shoe Dealers’ 
Association was held on Tuesday, 
Nov. 1, at the Rochester Ad Club 
rooms. An informal discussion of 
conditions in the shoe trade featured 
the meeting and “Doc” Shields, presi- 
dent of the association, announced 
that the rubber question would be 
brought up for discussion. 


Newark to Open New Store 


The store now occupied by the Mor- 
ton Shoe Syndicate at Main and 
Franklin streets will be taken over in 
the near future by the Newark Shoe 
Stores. As soon as the “Retiring 
from Business Sale” now being held 
by the Morton company is completed, 
the store will be turned over to the 
Newark Stores. 


HAVERHILL 


What Will the Best Bet Be? 


Style Uncertainty Retarding Business— 
Volume Expected in December 


UCH speculation is indulged 

in by members of the Haver- 
hill shoe manufacturing trade re- 
garding the attitude of buyers at the 
Chicago convention in January next. 
With comparatively few spring orders 
yet placed local manufacturers ex- 
pect a substantial volume of buying 
to develop in December, culminating 
in a big business during January. 
Manufacturers say that unless mer- 
chants place the bulk of their spring 
orders before or during the Chicago 
show there will be many disappoint- 
ments regarding deliveries. . 

A condition which is keeping back 
spring business, manufacturers re- 
mark, is style uncertainty. That a 
style stimulator will develop between 
now and show time is regarded as cer- 
tain. Local manufacturers have eyes 
and ears wide open to catch the first 
sight and sound of the one best bet 
for 1922. Many changes have been 
rung on strap patterns and no doubt 
others are to come. Strap decorations 
of various kinds are attracting atten- 
tion and will be featured at Chicago. 
Colonial effects will be shown, with 
ornamentations, small and large. 
Plain pumps with vamp ornaments, 
as well as sandals, are regarded as 
having trade possibilities. However, 
the outstanding style, the one on 


which buyers will concentrate, is yet 
to be determined. 


New Machine for Cord 
Turning 


Haverhill manufacturers of wo- 
men’s footwear are interested in a 
new machine for French cord turn- 
ing. This device does the work more 
easily than by hand and equally as 
well. A great demand for this class 
‘of work and a shortage of hand oper- 
ators has brought the new machine 
into prominence. 


Will Move to Lewiston, Me. 


Ellis-Eddy Company, manufactur- 
ing women’s high grade turn foot- 
wear, has leased a factory plant in 
Lewiston, Maine, and is now making 
preparations to remove. About Dec. 
1, production will begin in the new 
plant. It is the intention to manufac- 
ture a slightly lower grade line of 
women’s footwear than has been pro- 
duced in Haverhill. The plant in Lew- 
iston will cover abeut 20,000 square 
feet of floor area, which will enable 
Ellis-Eddy Company to double its 
Haverhill output. This concern has 
been located in Haverhill for about 
eight years, operating plants on Dun- 
can and Washington streets. Labor 
conditions are responsible, it is stated, 
for the change in location. 
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Where toBuy 


Children’s Shoes 





















SOFT SOLES 


A Wonderful Line for che 
Wholesaler In Stock—All 
leather moccasins, 

soles. Prices 
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line of Ladies’ Pump 
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ROCHESTER, N. Y. 
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F. S. ELAM SHOE CO. 
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Where to Buy | 


Standard Shoe Materials 





























Colored 
Chrome 
Sides 


i Boggs & Cobb, Inc., Boston, Maas. i 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 —- St. 


Formerly Welete 5 Stee Supply Co 
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95 South Street, Boston 














The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 2 502t" Sy2* 


Tanneries at Danversport 
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mentally, so you’ll make no mis- 
take in buying nails for use in 
your repair department. 
SHELTON NAILS ARE BEST 
Request your jobber to supply 
you with this dependable line. 
Send for catalogue. Oo 
THE SHELTON TACK CO. Shelton, Conn. ‘© 


MAX H. BERGER 
Manufacturer of CUT Soles 


From the Best Tannaged Leather 
Men’s outer soles and Grained inner soles 
Men's grain counters 
Men’s and women's underlifts 
MAX. H. BERGER 
12 Everett St. Brockton, Mass. 
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New Concern Making Turn 
Shoes 


The Critique Shoe Company is the 
style of a recently established concern 
to make the “Critique” shoe for 
women. A. N. Child, formerly secre- 
tary of the Haverhill Shoe Manufac- 
turers’ Association, is the head of this 
enterprise. Shoes will be carried in 
stock for immediate delivery. 


Wage Cut for Counter 
Workers 

A reduction approximating 12 per 
cent in wages has been accepted by 
employees in shoe counter manufac- 
turing plants in Haverhill. There are 
about 18 of these concerns, employing 
500 hands. The unicn asked for a re- 
newal of present price lists and the 
manufacturers requested a wage cut. 
Of the two propositions made by the 
manufacturers, the same wage and a 
50-hour week, or a 12 per cent reduc- 
tion and a continuation of the 45-hour 
week, the latter proposition was ac- 
cepted by the union. 


Co-dovans and Soft Toes 


T the men’s shoe department 

of A. Shuman’s, Thomas C. 
Clair, manager and buyer, reported 
that business had picked up consider- 
ably during the last few weeks. Mr. 
Clair stated that he felt that 40 per 
cent of the men will wear low shoes 
in the Norwegian grains, and black 
and cherry cordovans. He stated that 
his department was selling more cor- 
dovan shoes than ever, that black 
shoes are very popular this season in 
all kinds of leather, including patent, 
which is “coming back” strongly. 


“Brogue Will Stay” 


“I believe that the brogue will be 
with us for a long, long time—that is, 
the modified brogue,” he said. “There 
is nothing so comfortable as_ the 
brogue, in a box or soft toe, straight 
tips, or the square toe model. I also 
feel that next year will be the great- 
est ever for sport and a sport model 
in a smoked horse with saddle strap, 
with suction rubber soles, will be just 
as good as the past season. A white 
smoked horse with black saddle strap 
is attractive. 

“Yes, prices have dropped consider- 
ably. For instance, a shoe which we 
sold last season at $12 now sells at 
$9.75; a $10 shoe for $8.50. A $16.59 
shoe of last season sells this year <.- 
$14 or $15.” 


Armistice Day Observed 


All shoe and leather stores, both 
wholesale and retail, closed on Friday, 
Nov. 11, to observe Armistice Day. 
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“Bob” Roberts an Optimist 

R. E. Roberts, of Carl E. Schmidt & 
Co., Inc., was a visitor at the RECORDE® 
office recently. He says that no ma 
ever lost money by being a bull on the 
U. S. A. He feels that the pendulum 
of business is swinging in the righi 
direction and that busy times ar 
ahead of those who are not afraid to 
work and who believe in the principles 
of a square deal, 


In New Location 
Thomas, Lake & Whiton, Inc., con- 
verters of shoe goods, shoe fabrics, lin- 
ings and threads, have just moved 


their headquarters to 179 South 
Street, Boston, Mass. In their new 
location Thomas, Lake & Whiton, 


Inc., will secure not only a much 
larger amount of space for office, sales 
and storage purposes, but will also be 
better locateq for the convenience of 
their customers. 


A Twin Trip 

A twin trip is now being made by 
two good “pals,” John B. Brennan and 
Fred Doherty, who are covering the 
same territory, the former for The 
Richards & Brennan Co. and the lat- 
ter for Doherty Bros. Shoe Co. The 
train .left Sunday, October 23, with 
their objective cities “as follows: 
Buffalo, Detroit, Cleveland, Chicago, 
St. Louis, Cincinnati, Pittsburgh. 


Filene Talks on Europe 

President Henry E. Hagen presided 
at the November meeting of the Mas- 
sachusetts Retail Shoe Merchants’ 
Association, held Nov. 9, in the Som- 
erset Hotel. The meeting, at which 
Edward A. Filene, Boston merchant, 
was the feature speaker, was preceded 


‘by a dinner. 


Mr. Filene described things as he 
saw them in his recent tour of Eu- 
rope, which was made as a result of 
his discovery that present day lack of 
retail business can be laid with more 
or less directness to the door of the 
European industrial situation. He 
summed up his observations by saying: 

“Tt has got to come to this. Instead 
of having a great European market 
to trade with we have got tv adavt 
ourselves wholly to a local market in 
the next 10 years. This will mean 
lower prices, lower wages, more labor 
troubles, and with them, of ccurse, 
political troubles. The lack of foreign 
orders is the most threatening aspect 
of the industrial situation to-day. 

“Everywhere bankers and big bus'- 
ness men told me the need of Ameri- 
can goods and asked why we did not 
send them. ‘They said that the im- 
porting of our goods would put them 
well on the road to normalcy quicker 
than anything else. 

“The dominating factor in Europe 
to-day is the French and German re- 
lations, which is based on the fear 
that a country which is strong enough 
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to pay her indemnities is certainly 
strong enough, within a short space 
of time, to make war for revenge, for 
the real power of a nation is in her 
industrial strength, and Germany 
must have industrial strength. to pay 
her debts.” 

Other speakers were Judge Michael 
H. Sullivan, chairman of the Boston 
finance commission, who discussed 
“Optimism,” and C. R. Marble, repre- 
senting the Boston better business bu- 
reau, who described the aims and ac- 
tivities of the bureau as a protector 
for business. 


“World Peace Night” 


The Boston Boot and Shoe Club took 
due cognizance of Armistice Day and 
the international conference on limi- 
itation of armament by observing at 
its monthly dinner, held at the Copley 
Plaza, Nov. 9, “World Peace Night.” 

Judge George W. Anderson of the 
United States Circuit Court of Ap- 
peals was introduced by President 
Oliver M. Fisher as speaker of the 
evening. Judge Anderson gave im- 
pressions of the second annual meet- 
ing of the league of nations in Geneva 
last summer, which he attended. 

A. H. Lockwood, editor of the Shoe 
and Leather Reporter, depicted busi- 
ness conditions in the West from an 
optimistic viewpoint. 


Prize Contest for Shoemen 


The Retail Shoemen’s Institute is 
conducting a contest for the purpose 
of stimulating thought on the subject 
of “Leadership in Shoe Retailing.” 
All sections of the country are con- 
tributing their views and experiences 
in competition for the seven prizes 
being offered. All retail shoemen— 
merchants, buyers, department heads 
and salesmen—are invited to send in 
their views on this: subject. The men 
making up the committee of judges 
are as follows: C. Q. Adams, general 
manager, Bristol Patent Leather Co.; 
Arthur D. Anderson, editor, BooT AND 
SHOE RECORDER; Major Charles T. 
Cahill, United Shoe Machinery 
Corp.; James P. Orr, president, Na- 
tional Shoe Retailers’ Association, and 
James H. Stone, editor, The Shoe Re- 
tailer. 
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Harry M. Howard Dead 


Harry M. Howard, a resident of 
Brookline for a number of years, died 
on Oct. 21 at the age of 63 years. Mr. 
Howard was born at East Bridge- 
water, and when a young man came 
to this city and entered the leather 
business. For the past twenty years 
he had been head of the Eastern 
Leather Company. A widow survives. 


Off for Europe 


Among the passengers sailing from 
New York for Southampton on the 
“Olympic” Nov. 5, were Harry I. 
Thayer of Boston, president of the 
Tanners’ Council, and Fred A. Vogel 
of Milwaukee, a former president of 
the council. They expect to visit 
England, France, Holland, Belgium, 
Switzerland, and if their brief time 
permits also Germany and Scandi- 
navia. They expect to return about 
the middle of December. 


South American Steamship 
Service 


A conference in the interests of the 
new monthly steamship service be- 
tween Boston, Rio de Janeiro, Santos, 
Montevideo, Buenos Aires and other 
East Coast South American ports 
which the International Freighting 
Corporation has recently established, 
was held at the rooms of the New 
England Shoe and Leather Associa- 
tion Nov. 7. The Maritime Associa- 
tion of the Boston Chamber of Com- 
merce, which is actively co-operating 
in the movement, had three represen- 
tatives present. 

The importance of this new service 
to New England importers of hides 
and tanning materials and exporters 
of leather and footwear was empha- 
sized during the conference. Secre- 
tary Thomas F. Anderson of the New 
England Shoe and Leather Associa- 
tion expressed the hope that New 
England exporters and importers will 
hereafter pay more attention to rout- 
ing their merchandise through the 
port of Boston. The first sailing of 
the new service from Buenos Aires to 
Boston will be about Dec. 1, and the 
next about Jan. 1. 


BROCKTON 


New Women’s Shoe Firm Formed 


Crooker and Morse, Inc., to Make High 
Grade Footwear—Plant at Bridge- 
water 


NEW company to manufac- 
ture shoes on the South Shore 
is Crooker & Morse, Inc., with a 
capital of $200,000. The firm is com- 
posed of Solon F. Morse, president, 
formerly superintendent of Whitman 


& Keith Company’s factory at Brock- 
ton, and Harry W. Crooker, treasurer, 
formerly of the Thomson-Crooker 
Shoe Company of Boston. They will 
make women’s high grade shoes for 
the retail trade Stanley B. Hopkins 












| Where toBuy 


Engraving and Printing 

















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for detaile of 
eur Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 


Sales Service and Advertising 
6 Beacon Street Boston, Mass. 














| Where to Buy 


Children’s Shoes 














Ready to Ship 


Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 
CONSOLIDATED 
SHOE CoO. 


Lancaster, Pa. 











IN-STOCK 
Children’s Flexible 
Turns, -—~ 1 1to8s 


an 

Popular Priced Stitch- 
downs, sizes 5 to2 

SAMPLES Sent Prepaid 

Goodger-Milow Shoe Co., Inc. 
ROCHESTER, N. Y. 
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Where to Buy 


Shoe Ornaments 

















SHOE ORNAMENTS 


For Particular People 
Beaded Buckles 
Straps—Rhinestone Ornaments 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 








RHINESTONE SHOE BUTTONS 
IN BIGGEST DEMAND NOW 


Can be attached by machine. 
write for samples. 


NOYES MFG. CO. 


Manufacturers of Buckles and 
Shoe Ornaments in Large a” 
63 Fulton St. New York, N 











* SHOE BUCKLES 


DETACHABLE STRAPS 


utah SHOE BEADING 
Beaoeo METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 


el ee BROOKLYN N.Y 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - 





R. I. 





mney 


Office—148-152 Duane Street 
NEW YORK, N. Y. 


SHOE BUCKLES, STRAPS AND : 
EVERYTHING IN SHOE = 
HAGENS ATSEe. es NCLU DING ; 














PARISIAN BEADING WORKS CO. 
4@&WALNUT STS., PHILADELPHIA 








DO YOU KNOW? 
that you can buy it—or 
sell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 














BOOT:.AND SHOE RECORDER 


will be production manager and assis- 
tant superintendent. 

Both gentlemen are widely known 
in the shoe manufacturing trade. The 
new company will occupy the plant 
formerly operated by W. H. McEIl- 
wain Company at Bridgewater, Mass., 
which was acquired some time ago by 
L. Q. White. The plant is now being 
equipped with machinery and it is ex- 
pected that shoes will be ready for 
the trade about the first of the year. 

“ Mr. Crooker is now on a trip around 

the world with his family. He left 
Boston in October and is now in the 
Orient, and will return home early 
next year. 


To Establish Stores in Italy 


Messrs. Erminio and Antonio Pe- 
losi, members of the Brockton Italian 
colony, will establish shoe stores in 
Naples, Rome, Venice and other cities 
in Italy. They will carry the W. L. 
Douglas Shoe Company’s line. Both 
sailed recently for Naples to make 
arrangements for the new establish- 
ments. 


Factories Closed on Armis- 
tice Day 


In recognition of the proclamation 
of President Harding, declaring Nov. 
11 a holiday, the Brockton shoe manu- 
facturers closed their factories. Some 
closed from Friday until the follow- 
ing Monday, Saturday being a half 
holiday. The action taken, although 
individual on the part of the various 
concerns, was unanimous for suspen- 
sion of all business on Armistice Day. 
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Says Factories Must Reduce 
Wages 


Loring Q. White, heag of L. Q. 
White Shoe Company, shoe manufac- 
turers in the neighboring town of 
Bridgewater, Mass., stated to the 
Massachusetts Board of Conciliation 
and Arbitration that Massachusetts 
will not lead all states in the produc- 





HARRY W. CROOKER 


of the newly incorporated 


Treasurer 
fi Morse 


rm of Crooker & 


tion of footwear unless a material re- 
duction is made in wages. Present 
wages, Mr. White stated, prevent this 
State from meeting competition from 
other centers. The L. Q. White Shoe 
Company recently asked for a 25 per 
cent reduction in their employees’ 
wages. The matter was referred to 
the State board for decision. 


BOSTON 


Low Shoes Are Still Favorites 


First Touch of Winter Brings Only Slight 
Demand for Boots 


OSTON and suburbs had their 
first snowfall on Nov. 8, with 
rain and sleet and a drop in tem- 
perature to the freezing point. As a 
result, the women folks, who had pre- 
viously given no particular thought to 
high shoes, began to come into the 
stores to purchase an occasional pair, 
and with them they bought croquet 
rubbers and footholds. These high 
shoes all carried the regulation walk- 
ing heel. But low shoes are still the 
favorites with the ladies—while the 
men continue to most favor high 
shoes. 
And low heels on women’s shoes are 


everywhere seen—even on styles for 


evening. Where heels are occasion- 
ally high they sell best in more sub- 


stantial models than the Louis X’s. 
The Spanish type of 16/8 is a favorite 
for evening wear. For “hiking” and 
business shoes one of the most popular 
heels is the 8/8. 

The wood block 14/8 heel, covered 
with patent, or plain leathers, is used 
on dressy models for women. One of 
the popular shoes with this heel has 
a waist line strap and a medium toe. 


Kid Shoes for Men 


At Hanan & Son’s, William H. 
Morgan, president of the Boston Re- 
tail Shoe Salesmen’s Association, re- 
ported that kid shoes for men of the 
conservative type have been big sell- 
ers; also that brown oxfords and 
brown strap. semi-dress pumps for 
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women have sold well. Mr. Morgan 
states that the waist line strap shoes 
for women have been a good ,number 
and that blacks are selling much bet- 
ter than in the past, but that they 
have not as yet caught up to browns. 
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An attractive shoe for women at this 
store in black and brown leathers was 


of the heavy brogue type, low heel,. 


round toe, suede collar, imitation 
wing, punched tip, inch. heel, foxing 
on back. 


Western News Letters 


Continued from page 94 


sales, would’ be required to file with 
the city comptroller a sworn state- 
ment giving the name’ of the firm 
from which the goods were purchased 
and the court proceedings in which 
the bankruptcy Gecres ¥ was entered. 


Open Branch in Tacoma, Wash. 
Baxter & Baxter, prominent Seattle 


shoe dealers, have opened a shoe storé. 


in the Fidelity Building, Tacoma, 
Wash., under the management of K. 
®, Park. 


PITTSBURGH 


Unemployment Problem Solved 
Building Contractors and Municipality 
Co-operate to Relieve 

Situation 


HE predicted spurt in shoe 

sales with the advent of the 
fall season came to pass. Coinci- 
dent with the first change in weather 
about two-weeks ago, a sudden quick- 
ening in returns made itself evident in 
almost all the downtown shops and 
in the outlying districts. 

Merchants throughout the city are 
thankful that the depression was so 
well met by building contractors. and 
the city engineering department, both 
of which have contributed largely to 
the recent employment of formerly 
idle men. Only a few months ago 
local statistics showed that about 75,- 
000 workers were out of jobs, and 
business in all branches felt it. The 
shoe industry was one exception, per- 
haps, but as soon as the building and 
construction boom was commenced 
signs were sure that the shoe re- 
ports would begin to look more like 
their former self. -And the coming 
of fall has not belied advance indica- 
tions. There is an air of general 
satisfaction throughout the trade. 


Footwear at $5.90 


Local department stores are vieing 
with one another in offering women’s 
pumps and oxfords at $5.90 to $5.95. 
Oppenheim-Collins, which recently 
featured. a $12 three-strap pump, is 
using the same cut in the ads in the 
dailies at the low sale figure. Boggs 
& Buhl, largest North Side depart- 
ment store, is presenting a selection 
of ball straps, wing tips, with buckles 
or button straps in various colors. 
Campbell’s are including lace and but- 
ton shoes..with the variety of oxfords, 
while Frank & Seder, through Man- 
ager A. M. Bibro, are advertising 
extensively in behalf of their “Red 


Cross” brand as well as others in 
many styles—all at thé low figure. 


Increasing Advertising Space 
The Van Deventer; Shoe Co. has 


joined the ranks of local advertisers, 


depending on the dailies to win for 
them their greatest trade. It has al- 
ways been an occasional contributor to 
the display columns, but recently de- 
cided to make a splurge. Kaufmann’s, 
the largest department store here, 
with one of the largest sections of 
shoes, has leased. huge signboards 
throughout the city, and has insti- 
tuted the custom of featuring’a differ- 
ent article every month. This month 
two shoes are conspicuously painted 
on either end of the .board and an- 
nouncement of the aequisition of a 
new brand, “The O. K.,” is made, with 
an $8 price attached.. This is a com- 
paratively low figure fdr. “The Big 
Store,” which has hitherto played up 


-its French, Shriner & Urner varieties 


at higher rates. 


Sending Booklets to Cus- 
tomers 


Holbrook & Petty, who some years 
ago instituted the plan. of kegping a 
mailing list of confirmed customers of 
their Stetson shop, to whom they send 
premature announcements of any com- 
ing sale, offering them first. chance 
at the reduced articles, have departed 
from the usual custom this fall by 
distributing ‘booklets showing the 
various star grades. A sale. was 
deemed inexpedient at this, time, since 
prices were comparatively low, and 
business was keeping pate’ with the 
firm’s plans. 
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| WheretoBuy 


Ballet Slippers 

















7 326 w.MONROE ST 
- CHICAGO 
W2 SUMNER SMITH 











Ballet Slippers 






; IN, STOCK 
Ni ; Black B: ne ; 
REE wane 
te 
No. Re 11%-2,, $1.65; let 0% - 
_Chipman-Harwood Co. 
564 Atlantic Ave. Boston 








GYMNASIUM SHOES 


Black Kid. ...$1.10 per pair 
BALLET SLIPPERS 


° 


ee | SHOE age. co. 
' delphia, Pa. 





‘ 


Where toBuy 


Miscellaneous 























: TheSilveriteCo., Mfrs., 81 High St., Boston 


“SILVERITE” 
Lamb Wool Soles—Bound and Cord Ed 
Write for our new No. 65 Lamb Wool In- 
sole—“‘A Service Trade Builder.”’ Send for 
our complete catalog of Shoe Findings. 








Manufacturer —Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries.. Write for samples and prices, which 
you will find correct: in every way. 
LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass, | 


















Perfection Pneumatic 
Arch Cushion 


igned to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
. Boston, Mass., U.S. A. 








W.E,ELLIS COMPANY lei 


HAVERHILL ° 
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Quick Turnover Lines In Stock 
Dependable Satins 





61-B—White Satin | Strap Flexible 
McKay, 16/8 Half Louis 
Heel, B to D, 2% to 8....$3.50 
23-B—Same, Black Satin Turn Sole. 3.25 
26-B—Black Satin 2 Strap Turn, 
16/8 Half Louis Heel, A to 
SS arr 3.35 
51-B—Same Style McKay, C and 
Bi MO WO Wi cisscanccncsaus 2.85 
Terms: 2% 10 days, Net 30 
Send for Circular Showing Full Lines 


AXMAN-WEISS SHOE CO. 


40 So. Wells St., Chicago 























Sandals, Button Boots 





Tailor-Made 


Juvenile Shoes 


Factory Stock Service 


H. H. FREELAND 


Manufacturer 
Established 1806 ROCHESTER, N. Y. 





Catalog on request 
A salesman in every State 




















and many other styles comprise 
the line of Community Quality 
Stitchdowns. And they're just 
the kind that please parents who 
want to teach the kiddies how 
to find real style. Of course, 
the other essential— 
long wear—is a big 
Community feature. 


Try out a few Commun- 


This is a humdinger— ity numbers in your 
A Real Waterproof Shoe’ children’s shoe depart- 
for School Wear ment. 


—but you should see the 
rest of the line. —— 


Storm Blucher—Chocolate Elk uppers, solid oak 
outsole, waterproof slipsolee A REPAIRABLE 
STITCHDOWN. ' 


Sizes +. seh idea namie $1.90 The two larger runs have 
outside heels. 


Note:—If they bear the trade-mark bottom stamp, we 
repair them for your customers at cost. 


The Community Shoe Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 








‘ OPPOSITE SOUTH STATION Gs SEX ABSOLUTELY FIREPROOF 


tf McCARTHY BROS., PROPRIETORS 




















400 rooms, 300 baths, $2.00 a day and up. 


Ask any man in the shoe and leather trade where to stop when in Boston and you’ll get the tip to 
stop at the “ESSEX.” Few are the “boys” who have never entered the “ESSEX” and enjoyed its 
facilities for the prompt transaction of business. 
unsurpassed location make it the first choice of those whose time must be made to count. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 


The up-to-dateness of its appointments and its 
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VANGELINE, 


(REG. U. S. PAT. OFF.) 


SHOES FOR WOMEN 


GOODYEAR WELTS 


IN STOCK—IMMEDIATE DELIVERY 


WIDTHS AA-D 


Stock 4523—Royal Purple Calf Ox- 
ford, 92 (combination) last. 


















Stock 4284—Black Russia Calf Ox- 








ford, 85 (combination) last—1¥4 inch $4.85 
Heel. $4.65. 4237—Like 4523 in Black Russia 
Calf. $4.85 





Send for our new 





Honest shoes made 













of the best: mate- Stock 4524—$5.95 catalog and price 

rials — fine fitting re Purple Calf Polish, Real Tip, list. It shows our 

lasts and patterns. : 7 a 92 (Comb.) Last—84, complete line. 
4530—Like 4524 in Black Russia Calf. 






$5.95 


MADE BY 


A. H. BERRY SHOE CO. | 










BOSTON OFFICE: 428-30 Albany Bldg. PORTLAND, MAINE 


















Buyers’ Easy Reference ‘Directory 







APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Fvot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
ventications -children’s shoes 
PATENTED complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St, 
Brockton, Mass. 
















Retails, $2, $3.50 









Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 
Strictly Fine. Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 




















For Manufacturers of Women’s, Misses’ and 
Children’s Shoes 





No. 1012 





No.. 1425 No. 1082 
For Samples and Prices Write to 
THE VANITY NOVELTY WORKS 


Designers and Manufacturers of Shoe Ornaments 
913 GATES AVE. . BROOKLYN, N; Y. 

















KID BALLETS—CAB BOUDOIRS 
SELLERS—IN STOCK 
Our black boudoir 


with rubber heels 
is a value which Cab Boudoirs— 
should not be over- Black, Rubber Hedi) 








ORDERS SHIPPED 
DAY RECEIVED 












Kid Ballets— looked 
Childs *he 2: 9-35 “ . eee s. 1.20 
Misses’ 11%-2.. 1.30 ME ceccescecs 1.20 
Girls’ 2%-7.... 1.35 Dark Brown 1.20 


Terms 2% 10 days, Net 30 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS, 











CORRECT FOOTWEAR 
FOR CHILDREN 


Increase sales in your Infants’ 
Shoe Department by putting this 
moccasin on your shelves. We 
make this from top grade leather 
in tan, smoked and pearl elk, 
with extra fine, flexible, non-slip- 
ping sole and spring heel. The 
best footwear for children that 
can be made. 











Send for prices and in- 
formation on our entire 
line for every member of 
the family. 








In Stock 
Style 3251 
Dark Tan Elk 
for at once delivery. 
Made to retail for 
about $3.00. , 
THE FELIX MOCCASIN COMPANY, 


MARLBORO ‘Indian Moccasin Makers’’ MASS, 








Write for my SEA- 
SONABLE CATA- 
LOGUE No. 32 with 
illustrations in colors 
of Everlasting Decora- 
tive Flowers, Plants, 
etc., mailed FREE 
FOR THE ASKING. 





Frank Netschert 


No. 32861—Holly Wreath, na- 

tural prepared, everlasting; 16 61 Barclay St. New York 
inches diameter, with red bow, 

each $1.00, per dozen $10.00. 

















Fireproof 


Che Breakers 


ATLANTIC CITY, N. J. 


Unusually attractive during Autumn and 
Winter Season. Rates greatly reduced. 


T UXURIOUS, heated Solarium, bathed in Sunshine, over- 

looking the ocean, where charming afternoon musi- 
cales and complimentary ‘‘Five O’clock” Tea Service in- 
vites complete relaxation after your return from an outing 
on the exhilarating Boardwalk, or from the Golf Course. 


American and European plans 


New Golf Club Privileges Fireproof Garage 
437547 94 +H LEE betes tettestetti it sttes teh tii 523 ite pitts 



































FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 


iS Attias 





Petttrrrttiitiitttii i 
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MEN’S LEATHER HOUSE SLIPPERS — 


NOW IN-STOCK 






See Catalog No. 17 
Listing Thirty Lines : 
Price Range $2.50 to $3:75 


No, 321—Tan Cab Opera English Toe, 
Kid Lined. Quilted Sock. 
Sizes 6-11 FF. $2.75 





No. 331—Tan Cab Byverett Pnglish Toe. 
Kid Lined. Quilted Sock. 
Sizes 6-11 FF. $2.75 


No, 320—Tan Cab Opera French Toe. : 
No. 330—Tan Cab Everett French Toe. 


No. 504—Tan Cab Everett. 
Kid Quarter and Sock. 
Sizes 6-11 FF. $2.50 


9 ‘ 
Boston Office L. B. Evans Son Company | New York Office 
110 Summer Street “The Slipper House” _ WAKEFIELD, MASS Bush Terminal Bldg. 

















Shoes That Bring 
Added Profits 
In Stock ~ 












SIZES 
Dh czined 4 -8 
cule 3%-8 
D sccoce 2%-8 
c. 2%-8 
D. 2%-8 











_No. B418— All Black Kid 
ras , “*Wide-Ankle’’ t, mitation 
Tip, 14/8 litary Heel; with 


No, ie—all Black, HM, Int . : neainere aes 
a n Dp, ° elt. 

vey Averaged ess Joy, Clark & Nier, Inc. x2, sues arose x10 
No, B412—All Brown Kid, Imi- ee 


tation Tip, 14/8 Heel, ‘W ‘ Tip, 14/8 Military’ Heel wi 
Price sce ttec ts eeis tte 9088 Rochester, N. Y. Rubber Top Lift, Welt. “Price, | 
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In Stock Now! 








Real Kid Shoes 


to Sell at 
Qpular prices 




















“ARCH FORM” 


Children’s Turn, 
First Step 


For the Little Folks 


Increased business comes to 
the merchant who is pre 
pared with a complete as- 
sortment of “Arch Form” 
First Step Turns. 





No. Sizes 1-4 
30 Brown Patent But. 


e 
81 Brown Patent But- . 
Pp 
82 Brown Patent But- 


ton, brown top...... - 28 
83 Tan Calf Button. 


Black Kid Button.. 


1 
600 iJ 
610 Brown Kid Button. 2 


White Kid Button.. 


616 Patent Button, white 


Kid top ...cscecces 1. 


620 Patent” Button, dull 


see teense tsene 


623 | ae Kid Button, 
Beaver brown top... 1.15 


Terms: 3 per cent 10 days; 
net 30 


Real Values— 


Buy by Comparison 


Send for sample dozen or sample pair. 


Co-Operative Shoe Co. 
Juvenile Footwear 
309 Main Street, Cincinnati, O. 











je 





No. 421—Surpass Black Kid Bal, Rock Oak Sole, 
Grain Innersole, Black Trimmings, Wingfoot "a 
Corded Tip, Banker (Straight) Last. 

to EB. The price is 50. 

No. 657—Same Shoe, New Castle Brown Kid. 
Stock, A to B at $5.25. 


CLINTON SHOE MFG: 


eur 


CLINTON IOWA : 





The Latest Styles 


REQUIRE 








ps various adaptations are found in 
the best accepted vogue, both in 


. France and America. 


‘We supply widths for all styles. 


EVERLASTIK, Inc. 


52 Chauncy St., Boston 
395 Broadway, New York 











it: 
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Getting After the Over-Due Accounts 


Dubord Bros., of Waterville, Maine, Find These Letters 
Unusually Successful in Getting Cash From 
Slow-Pay Customers 


/ VHE collection of slow-pay accounts is one 
of the most ticklish jobs confronting the 
retail merchant. Lack of tact, or the 

erroneous assumption that delay in meeting an 

overdue account is prima facies evidence of dis- 
honesty may easily lead to the loss of some very 
desirable business. 

On the other hand, no merchant can afford to 
carry an account indefi- 
nitely. It is not only a 
burdensome expense but it 


HLL 


Wi 


attention to this matter. You understand, of course, 
that as business men we must insist that we receive 
the money due us, for it takes money to carry on a 
business. 

“We shall look for you THIS WEEK.” 


The Element of Sternness 


Assuming that this second straightforward ap- 
peal produces no impression, the third letter is 
despatched, slightly sterner 
in tone. Here it is: 

“We have already writter 


TTT TTTTTTMTTTPTTTTTTTTTNTTTTTTTTATTNTTTTTTTTTTTTT TTT TNT 
HI IMU AHH INU iil 





is psychologically wrong. 
Just where to draw the 
line is the problem. 


How It’s Done in Maine 


“Down in Maine” (to use 
a Yankee_ expression) 
there’s a town called Water- 
ville. And in that town is 
a successful retail clothing, 
furnishing and footwear 
store run by Dubord Bros. 
& Company. 

In the conduct of this 
firm’s business slow pay 
customers are divided into 
two distinct classes—prom- 


readers. 


How To Frame Up Good 
Collection Letters 


“Every collection letter,” 
Gardner in his book on New Collection 
Methods, “should get the attention of its 
It should use the power of habit. 
It should always endeavor to secure action. 
In all his efforts the credit man should 
arouse respect.” He should show fairness 
in every step. In the earliest stages of his 
procedure he can appeal to pride, to self 
interest, to good-will and co-operation. 

“Appeals which begin to imply a trifle 
more of dut yare those to good nature and 


‘you twice relative to the 
balance you are owing us 
and so fai you have done 
nothing toward making any 
payments. 

“A long standing account 
of this kind is a dead loss 
to us. In fact, it is a double 
loss for we have to use our 
money to pay for goods 
which you are using and 
for which you have not 
paid. This time we must 
absolutely insist that you 
see us at once and either 
take care of the account or 
make arrangements for do- 


says E. H. 


isers who perform and the sense of fairness. In a class by itself ing so.” 

promisers who don’t. It is is the desire to avoid annoyance. Then ; 

the aim of the credit de- come appeals to shame and fear. Still Another Chance 
partment to turn its slow “Emotions carefully to be avoided are But some _ people are 


pay customers into prom- 
isers an dthen by means of 


anger, pity and contempt.” 


chronic procrastinators. 
Others are prevented from 








correspondence to classify 


Ci 


coming in by absence from 





them as performers or non- 
performers. 

This is begun by means of what the company 
knows as the “first letter,” reading as follows: 


“Please Come In This Week 


“We find on looking at your account that there is 
a balance due of on which you have not paid 
anything for a considerable time. 

“We wish to call your attention to the account as 
no doubt it has been overlooked. 

“We trust that you will come in this week to_take 
care of the entire account or at least to make a good 
payment on it.” 

If this letter brings no response the second :letter 
goes out one week later. 


THIS WEEK in Capitals 


“Last week,” it reads, “we wrote you advising you 
of the balance of standing against you on 
our books. We had hoped that you would come in 








and take care of this. 
“As you did not, we are once more calling your 





home, illness, shame or 
many other good or bad 
reasons. So the third letter is not the next to the 
last. Still another attempt is made to get the money 
due without resorting to legal procedure. The fourth 
letter, however, makes it painfully apparent that 
something of the sort may be resorted to. 

“This is the fourth time,” the letter points out, 
“we find ourselves obliged to write you regarding 
your account. 

“The balnce due is 
since 





It has been running 





“We Still Believe In You, But 
“Credit is exactly the same as money lent and 
should be repaid when due. This account is now 
long overdue and we want you to feel that we should 
be just as free to ask you for our money as you were 
to ask us for credit. 

“We still think that you want to pay your bills. 
If there is any reason why you cannot take care of 
this one we want you to come in and tell us about 
it. We will go the limit with you in helping you 
(Continued on page 131) 
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A 


White Shoe Fabrics for the Spring 


The three popular qualities to meet the requirements of the most exacting people: 


g The improved white corkscrew cloth 
Q Y made to sell at a price and used by 
the manufacturers of the high grades 


of white shoes. 


on” a A special white combed yarn 
aC dl Duck commonly known as Sea 











Island, and used in the better 
grade shoes. 


The above white cloths : 4 Commonly called Beach 
are made and finished ISeacon { hite Cloth and used extensively 
oe +7 and sold by the manufacturers of the 
ee medium grades of shoes. 








Cincinnati Ofee: JULIUS KALLMAN CO. , 2vnaiieco. 
529 Sycamore Street § 3 South Street Boston, Mass. 258 Fourth Street 
WRITE FOR SAMPLES AND PRICES TO OUR NEAREST OFFICE 
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For Immediate Business 


HE Gun Metal Calf Oxford, McKay or 
Welt, illustrated here is one of our snappiest 
models. It carries a 9/8 heel, and can be made up 
in any leather desired. In manufacturing this 
shoe, we have eliminated all chance of slipping at 
the heel. Note the concealed goring under the 
tongue, held in place by a neat strap and buckle. 
Made also with two straps (one over instep) if de- 
sired. No readjustment necessary. This feature 
will appeal to your women customers. Easy to 








slip on and off. 


ENGEL SHOE CO. 


EVERETT, MASS. R. I. Dale, 


Sales Manager, Children’s Lines 


LLLELLELELELELELELELELEELES 


Jos. R. Goldsmith, 
Sales Manager, Women’s Lines 


Complete Line Misses’ and Children’s Welts ‘ 
and Stitehdowns We Use Wingfoot Heels 


oT I Oe Ti Oe Te Oe Oo I Os Fs Oe Oe Oe Fe oe oe op op oe op oe de op oe Ip os oe op 


SEEEKEL 


SRE Oe OO OO Oe OO Oe Oe Oe oe Oe OE OR Oe OR Oe Oe Ie oe Ie oe Oe oe ep Oe ip Oe Fe oe Fe oe See ee Se Oe Se Ip 








one ont oe 28 Ot Gee ot 


@ © c= 




















November 19, 1921 





(Continued from page 129) 
out, but we must insist that you come in AT ONCE. 

“Otherwise you cannot blame us for any action 
we may see fit to take in collecting this account.” 

But when this letter fails of response the firm 
feels justifiably that it has “gone the limit” and 
says so very frankly. 

“We have gone the limit with you relative to the 
balance of that you are owing us. We have 
come to the conclusion that you do not wish to take 
care of your obligations. In other words, you do not 
want to pay your bills. 

“Consequently, we are taking legal means to col- 
lect the amount due us and after all the chances 
we have given you, we feel that you should be satis- 
fied with our action.” 


The Partial Payment Method 


Any one of these letters, however, may have had 
the desired effect and the debtor may have appeared 
in person, or by correspondence, made a partial 
payment and made arrangements to pay off the bal- 
ance. This changes the status of things entirely and 
puts the debtor in the class of those who have 
promised and have at least partially fulfilled that 
promise. 

Consequently some time is allowed to elapse be- 
tween the date on which payment was made and the 
time when it is deemed avisable to send out another 
letter in an effort to collect a second installment. 
The tone of this letter is friendly but firm and the 
offer made is such that it cannot cause offense to 
even the most sensitive. 


The Friendly First Letter 


“In response to our letters you came in-and made 
a payment on your account,” says this gentle re- 
minder. “For this please accept our thanks. 

“We note, however, that it has already been 
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days since you made this payment. This account 
has now been running a long time and we must in- 
sist that it be paid in full as soon as possible. We 
are willing that you should make your payments in 
a manner convenient to you but at the same time we 
will not consider that you are showing the right 
spirit if you do not make your payments regularly. 


Nothing. Unfair About This 


“Come in and tell us what you can do about the 
balance. We will let you plan your own payments 
but we shall insist that they be made promptly.” 

If no response is received to this letter then the 
debtor is treated as though he had never made a 
payment and receives a series of letters similar to 
those quoted in the first part of this article. 


“Promise” Letters 


To such a person goes this letter, known as the 
“First Promise Letter: 

“Our records show that you promised to come in 
and make payment on your account. 

“As you did not do so, no doubt you overlooked it. 
For this reason we are calling your attention to the 
matter for we shall expect you to take care of the 
account as per your agreement.” 

The Second Promise Letter reads: 





on 


An Appeal to Fairness 


“According to your promise you were going to 
make payment on your account on 
“You did not do as you agreed. 

“We have already written you in regard to this 
and we must insist that you take care of the balance 
due according to your agreement, otherwise you can- 
not find fault if we proceed to take legal action, to 
quicken collection.” 














Ball straps have apparently had their innings and 
are giving away to other types of decoration. 

Punching and pinking on both tips and vamps will 
remain in vogue, although many of the new samples 
are devoid of these decorations, and in their place 
are four or five rows of stitching. 

Strap effects will undoubtedly sell well for early 
fall, but as colder weather approaches oxford sales 
will grow in volume, and sales on strap effects slow 
up proportionately. 


How Many Boots? 


The proportion of boots is still a mooted question 
and can only be determined by local conditions. The 
larger stores in the downtown district of the larger 
cities are putting very little faith in boots, but in 
smaller communities where women must necessarily 
walk more in bad weather, boots will undoubtedly 
sell readily. 

So long as skirts remain well above the ankle, low 
shoes will remain in popular favor, because the top 
of the boot presents an ugly break, and besides this 
they are sure to wrinkle more or less around the 
ankle. - 








An Educational Display Wm. Eastwood & Son, 
Buffalo, N. Y., in their 
men’s window show a shoe cut in half in order to dem- 
onstrate the wearing qualities of that make. A dis- 
play card with the names of. each part of the shoe ac- 
quaints the window shopper as to what is necessary to 
make up a shoe and gives reason for selecting that arti- 
cle that is well made, in order to properly support the 
foot. This display served to interest passers-by be- 
cause of the education it offered them and it proved a 
very good means to attract attention. 

Whitney’s, an Albany, N. Y., store, recently held a 
Made-in-Albany week for the same purpose. Co- . 
operation from the manufacturer was obtained in or- 
der to instruct the public in the ways different articles 
of wearing apparel are made. The display windows 
were converted into minature factories and a machine 
was placed in the window with operators from the 
factory. The streets were thronged with the curious 
public and it proved most successful. 

While this display was limited to goods made in the 
city of Albany, the merchant. whose shop is in a city 
where shoes are not manufactured could extend. the 
idea to a Made-in-Indiana week, or it need not be con- 
fined to any special city or state, but remain purely 
instructional. 











132 BOOT AND SHOE RECORDER November 19, 1921 








Your Finding Case, Does It Contain 
“Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 


Women’s or Men’s 27 in. per gro. Laces $2.00 
” _ " — oe 2.20 


Men’s 36 in. per gro. Laces $2.50 
. —— pis 2.70 


Women’s or aa —" i 2.90 
“ “ “ gsa¢ ¢ « rr 3.30 








Women’s 63 in. per gro. Laces $3.70 
a 2° rr 4.10 


SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 








REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 


Your customers like it because 


vevery bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 





— 
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The New French Toe 
Last is now in stock, 
added to a line of al- 
ready popular shoes. 
Other styles are 
Panama Bal and 
Blucher; 

London 

Bal; 

Munson 

4 Blucher 

and High 

Toe Blucher. All are 
made of chocolate 
calf, with oak out- 


soles and insoles, leather counters and Wingfoot heels. 


IN STOCK A-D— Price $4.50 


Mail order of sizes and styles you need will be shipped 
same day it is received. 























All These Styles Are on the Floor Now 
NUNN, BUSH & WELDON SHOE CO. 


MILWAUKEE WISCONSIN 
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FOR SALE 


FOR SALE 








FOR SALE: Ladies’ 





Jobbing Company located in Central States. 
Stock consists of low cuts in welts and turns. 
Exceptionally clean stock and good sizes. Must 
be sold at once. Write us for particulars. 
dress C-913, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


High Grade Specialty 


Ad- 











HOE MFG. PLANT, 100 x 100, located 
in Brooklyn, equipped for making 
Turns, offered at reasonable price. In- 
quire for further particulars. Address 
C-922, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





OR SALE—In good condition, 230 U. S. 
M. Co. steel frame ladies’ shoe racks. 














WANTED TO PURCHASE 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 
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MISCELLANEOUS 


SHOE STORE ee 
CHAIRS (ie 
SETTEES Lael 


















WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 

Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 











(30 pairs) Cost $18.75 each. What is For 30 years our specialty. 
offer? Address C-917, care Boot & Bank and mercantile reference. Milbradt 
Shoe Recorder, 207 South St., Boston, BROOKLYN PURCHASING SYNDICATE és 
Mass. FRANK WALKER, Proprietor Manufacturing Co. 
610 Broadway, Brooklyn 
Phone Stagg 1757 2416 No. 10th St, 
FOR RENT ST. LOUIS, MO. 
ARGE LIGHT OFFICE in the Albany 
Building. Apply to: HARRISON The NEW YORK EXPORT 
SHOE CoO., 204 Albany Bldg, Boston, Ideal Line Rolling Step 
Mass. PURCHASING CORPORATION ain — 
515-517 Broadway = woazenieed. 
a 
WANTED TO PURCHASE seaiiline nycdoncp ian team Write for catalogue 
: Daynit 
Wile sitar oapehectepcenaue oe | seammemnne | gue Furie’ Mg Co 
T TY a small active shoe store u o 
| in Greater New York or New Jersey. BU ¥ Entire Stocks CASH Big. Se Louls, Moe 
Give details. Address K-526, care Boot 


& Shoe New 


York. 


Recorder, 127 Duane St., 





























MISCELLANEOUS 


ETAIL STORE ACCOUNTING. Books 

opened, written up, closed. State- 
ments rendered. Income Tax Returns. 
Nominal fee. Only for New York City 
and: Vicinity. Address K-523, care Boot 
g mes Recorder, 127 Duane St., New 
or 











Infants’ Soft Sole Shoes 


‘ 
Well made Infants’ soft sole shoes 
at prices ranging from $4.50 per 
dozen to $6.95. Jobbing connections 
desired. 


Little Tot Shoe Company, Milwaukee, Wis. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
1 will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Bstablished 25 years. 


I, OLENICK 








413 Broadway, New York. Tel. 9531 Canal 


ATTENTION OF 


Shoe Manufacturers and. Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make liberal 
cash advances if necessary. 

CANTOR & WOLPERT, INC., 


—Auctioneers— 
653-655 Atlantic Ave. "eaten, Mass. 
| Opposite South Station 








CASH PAID 


for shoe stores or surplus stocks of shoes or for 
other merchandise. Leases taken over. We will 
send a representative to investigate and make offer 
upon reques 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161- 5162 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N, Y. 
Phone Williamsburg 3410 
















Beautiful Glass Fixtures 


Our celebrated line 
shown in 


Plush. 
The Hecht Fixture Co, 


Medinah Bldg., Wells & Jackson [iin 
CHICAGO 


NEW YORK SHOW ROOM 
65-67 E. 12th St., bet. Broadway & 4th Ave. 











Send all replies to Boot & Shoe Recorder, 207 South St., 





Boston, 


unless otherwise noted in advertisement 
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SALESMEN WANTED 


SALESMEN WANTED 














Wanted—10 
“Go Getters”’ 





There’s an honest to goodness 
opportunity open for 10 real 
live never-say-die young men 
with a very well known dis- 
tributor of a famous line of pop- 
ular priced all leather shoes. 
Men with shoe selling experience 
preferred, but above all men of 
courage, faith in themselves, and 
a fighting determination to suc- 
ceed. Some very desirable terri- 
tories open in states east of the 
Mississippi River. 


Address with full particulars and 
photograph if possible. C-919, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 











HIGH GRADE 
DISTRICT SALESMEN 
FOR LARGE CITIES 


To a few high power aggressive specialty 
salesmen who can show a successful sales 
record, we offer an unusual opportunity 
to become associated with one of the 
most prominent specialty shoe factories 
in the country. We prefer men who 
have successfully sold shoes and who are 
in a position to devote their entire time 
to our line, but in case an applicant can 
persuade us his regular line will permit 
him to devote sufficient time to our line, 
we will consider having him sell our 
shoes as a side line, provided his regular 
line does not in any way conflict with 
our line. Only men of good character 
and personality considered, who can show 
clean sales records and ability to sell. 
We prefer men who have had successful 
experience in the selling of men’s high 
grade dress shoes at reasonable prices to 
covet such cities as Chicago, Detroit, 
Cleveland, Cincinnati, and all cities of 
similar size together with territory im- 
mediately adjacent. Address C-914, c/o 
BOOT & SHOE RECORDER, 207 South 
St., Boston, Mass, 











Three Salesmen 


Wanted 


For the _ following territories: 
SOUTHERN, MIDDLE WEST and 
PACIFIC COAST. Only men 
wanted who have established ter- 
ritory to sell Women’s high grade 
Brooklyn turns. Six per cent com- 
mission. A liberal drawing account 
will be paid to those who can show 
qualifications to the above. 


ROGERS & DAVIS 
1613 East New York Ave., 
Brooklyn, N. Y. 








HIGH GRADE 
SALESMEN 


We want several salesmen with 
established trade to sell high grade 
line of Felt and Leather Comfort 
slippers to jobbers and large re- 
tailers. Liberal commission. State 
age, experience, references. Replies 
confidential. Address C-918, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 











W ANTED—High grade salesmen 
for entire South and Pitts- 
burgh East, to carry “Vanity 
Fair” style line of high grade 
McKays and Welts at popular 
prices. Only experienced sales- 
men acquainted with large trade 
need apply. 


THE 
JOHN FENTON SHOE MFG. CO., 
Columbus, Ohio 











W ANTED—Sideline Salesmen to 
sell complete line Infants’, 
Children’s, Misses’ and Growing 
‘Girls’ Shoes. Several Choice terri- 
tories open. FAUST SHOE CO., 
19 South Wells St., Chicago, Ill. 











LINE WANTED 


WANTED—Manufacturers line of shoes 
by a salesman with wide acquaint- 
ance on the Pacific Coast, who can posi- 
tively produce results. Will consider only 
a line that will build business and who 
appreciates a loyal salesman. Must have 
reasonable drawing account. Can furnish 
A-1_ references. Address C-926, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. : 











POSITION WANTED 


(CHIROPODIST and FOOT SPECIALIST 
desires connection. with Shoe Store. 
Address CHIROPODIST, 916 W. Washing- 
ton St., So. Bend, Ind. 








R. STITCHDOWN MANUFACTURER. 
Owing to unusual circumstances, 
stitchdown specialist and sales executive 
is at liberty to consider a proposition. 
Qualifications are initiative, energy and 
large following. Address C-921, care Boot 
. Shoe Recorder, 207 South St., Boston, 
Mass. 


§ HOE EXPERT, graduate foot specialist, 

successful practitioner of special foot 
orthopedics, involving permanent foot cor- 
rection, possession scientific and thorough 
practical knowledge of shoes and the 
human foot, as well as exceptional busi- 
ness ability. Can construct and copyright 
special line of corrective footwear for 
manufacturer, jobber or retailer, or in- 
troduce same or existing line to the 
medical and allied professions, as well as 
to the trade and public by efficient and 
capable educational campaign. Unlimited 
field for this end of shoe game. Or can 
conduct regular or special shoe department, 
city cf out-of-town. Will consider repre- 
senting manufacturer’s special line. 
Possess executive ability. Have splendid 
personality and possess sterling character. 
Right man for big job. Let’s talk it 
over. Address K-527, care Boot & Shoe 
Recorder, 127 Duane St., New York. 











WANTED a young man with a lot of 
pep, thorough knowledge of shoes, 
and ability to buy shoes and help in a 
general way to run a high grade shoe 
store in a good live town of 150,000. Must 
have $6,000 to $10,000 to buy interest in 
store, only one having money to invest 
need apply. All correspondence strictly 
confidential. Address C-925, care Boot & 
= Recorder, 207 South St., Boston, 
ass. 


LINE WANTED 








XPERIENCED SALESMAN of proven 
ability and large sales capacity, open 

for live wire line of well made stitch- 
down sandals, oxfords, etc. Excellent 
references. Address K-530. care Boot & 
Shoe Recorder, 127 Duane St., New York. 


FOR SALE 


MODERN SHOE STORE—Large Illinois 
“town near Chicago. Stock about 
$8,000 All new. Real money maker for 
live wire. Act quick. Address C-907, 
care Boot & Shoe Recorder, 189 W. Madi- 
son Street, Chicago, Ill. 














EXPERIENCED Shoe Salesman who 

knows the best trade in New England 
States, is open for a line from factory. 
Address C-899, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





ANTED a popular priced line of shoes 
for Chicago and vicinity on a com- 
mission basis by salesman with an estab- 
lished trade.. Address C-928, care Boot & 
Shoe Recorder, 189 W. Madison St. Chi- 
cago, Ill. 





S HOE SALESMAN—Fifteen . years ex- 

_perience. State of Michigan, Iowa or 
Chicago and vicinity preferred, as I am 
personally acquainted with the trade. 
Desire well known line. Am available 


after Dec. 1. Address SALESMAN, Box 


464, Burlington, Iowa. 








THE SALES EFFORTS of the 

solid leather, full vamp BISON 
BRAND Service Shoe Line will be 
extended considerably In January. 
AN OPPORTUNITY WITHOUT 
PARALLEL IN THE SHOE 
SELLING PROFESSION I1S 
THEREBY OFFERED TO SHOE 
SALESMEN OF PROVEN ABIL- 
ITY. The truth of this statement 
can easily be verified by address- 
ing applications to the PORTAGE 
SHOE MFG. CO. of PORTAGE, 
WISCONSIN. 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 





DMINISTRATOR’S SALE—Active braid 
factory. Small overhead, good busi- 
ress, running at a profit now. Must be 
sold to close estate. Address C-906, care 
Boot & Shoe Recorder, 207 South S&t., 
Boston, Mass. 


SHOE STORE FTXTURES FOR SALE, 
brand new. consisting of mahogany 
shelving, nickel plated stands, mahogany 
pedestals, plate glass shelves, all styles 
and sizes, foot stools, carpet, etc. Apply 
1755 Myrtle Ave., Brooklyn, N. Y. 
F R SALE—MORROW’S STORE. The 
Man’s __ Store, Jacksboro, _ Texas. 
Stock, $15,000.00: Fixtures, $1,400.00. 
Store paying net profit every month. 
Agent for Stein-Bloch Clothes; the Edwin 
Clapp Shoes; Walk-Over Shoes; Man- 
hattan Shirts; Munsing-Wear; Hole-Proof 
Hosiery, Etc. Jacksboro is a good busi- 
ness town; population, 2,000 and growing; 
two railroads; City Water Works; Light 
Plant; Flour Mill; Cottonseed Oil Mill; 
Gins; Rock Crushers; in the oil belt, deep 
test wells now being put down in this 
County. I am going to sell my store on 
or before February ist, 1922. It is an 
opportunity! Come out West! You see 
all the sky every day; plenty of good 
fresh air and good water. In business 
here since 1902. No liabilities. Write: 
J. N. MORROW, Jacksboro, Texas. 











TRUNKS FOR SALE — Sample trunks 
for sale, large and small sizes. ELLIS 
EDDY CO., Haverhill, Mass. 
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page per issue: 


Space 1 time 7times 13 times 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





“Recorder” rates for space less than one-eighth 


26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 

Minimum amount accepted, seventy-five 
For other ‘‘Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
$1.25. Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 


insertion. 
cents. 





$3.00 $2.50 
6.00 5.00 ment for address. 
9.00 7.50 

12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 





When advertisers desire replies for- 


3 
2 
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SALESMEN WANTED 











SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














ANTED—Salesman to handle on com- 
mission, first class line of mer- 
cerized shoe laces, state territory covered. 
Address C-858, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED—Women’s shoe salesmen with 

established trade in the following 
States: Ohio, Indiana, Michigan, Arkansas 
and Oklahoma. Will consider only men 
who have successful records in these 
States. Our product is a complete line of 
Women’s Welts and McKays, with good 
in stock service. Address C-876, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED—Salesmen by factory making 
strong line Men’s Dress Welts. 
Prices $3.25 to $4.85. To cover the 
Southern States. Strictly commission. 
Address C-885, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 











XPERIENCED side line salesman to 
sell a well advertised line of Hard 
Vulcanized Fibre Shoe Horns at a low 
price. Commission basis. Address C-882, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED LIVE SALESMEN _ with 

established trade, to gell ‘‘Foot Print’’ 
shoes in the following territories: Georgia, 
Florida, Alabama, Mississippi, Arkansas, 


Louisiana, Tennessee, Kentucky, New 
York, (up_ state), City of Chicago, 
Northern Illinois, Northern Michigan, 


Wisconsin and Ohio. A complete line of 
Infants’. Children’s, Misses’, and Young 
Women’s shoes made in our various 
associated factories; Welts, Turns, and 
McKays all carried in stock for immediate 
delivery at our central distributing ware- 
house in the heart of the Children’s shoe 
producing district. Commission 7% paid 
on 10th of month following shipments of 
goods. In first letter give references and 
all particulars. CONSOLIDATED SHOE 
Cco., INC., Lancaster, Pa. 





ALESMEN* WANTED at once to carry 
a specialty line of Boys’ and Little 
Gents’ McKay sewed shoes. Only such 
as have an established trade among 
large dealers need apply. Liberal com- 
mission basis. State age experience and 
references. Samples ready now. EX- 
CELSIOR SHOE & SLIPPER CO., 
Cedarburg, Wis. 


XPFERIFENCED SALESMAN to sell on 
commission a line of Growing Girls’, 
Misses’ and Children’s Welt. Stock shoes, 
forty lines carried in stock. Territory 
open: Pittsbureh and Vicinity, also Chi- 
cago and vicinitv; Cleveland and vicinity: 
also states of Missouri, Iowa and 
Nebraska. Give references and full ex- 
perience in first letter. Address C-909. 
eare Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 








SALESMEN FOR EASTERN 
TERRITORY 


We want a successful salesman 
with a good record and established 
trade for New York City; another 
for New York State; also one sales- 
man with established trade in 
Philadelphia and surrounding ter- 
ritory, to sell Pied Piper shoes for 
Children, also if desired Dr. Som- 
mer’s Shoes for Men and Women. 
Factory No. 2 is now in_ full 
operation. We have a complete in 
stock department and give liberal 
selling cooperation. 


MARATHON SHOE CO., 
Wausau, Wisconsin 














SALESMEN WANTED—Douring the next 
six weeks we will consider applica- 
tions from salesmen devoting their en- 
tire efforts to the sale of Children’s Shoes. 
We manufacture for the retail trade ex- 
clusively, a complete line of First Step 
Turns, sizes 1 to 5 and Spring Heel Turns, 
wheeled edges, sizes 4 to 8 and 8% to 11, 
at popular prices. Line is extensively 
advertised in leading trade papers. We 
pay the highest rate of commission and 
every number shown is carried IN 
STOCK. We have a real proposition for 
real salesmen having established shoe 
accounts. State territory desired. Ref- 
erences required. IMPERIAL  CHIL- 
DREN’S SHOR CORPORATION, 
Rochester, N. Y. 





IVE WIRE SALESMEN for all leather 
line Infants’ and Children’s Square 
edge Turns, sizes 1-11. Stock proposition 
with one day service. 6% commission 
Paid weekly. All territories. References 
in first letter. Address C-896, care Boot 
& Shoe Recorder, 207 South St., Boston, 
ass. 








SHOE SALESMEN of proven 
ability to sell nationally adver- 
tised line of Felt Shoes and Leather 
Comfort Slippers to dealers in 
North Central States. Liberal 
commission including credit on all 
re-orders. State age, experience, 
references. Replies confidential. 
WOBST SHOE COMPANY, Mil- 
waukee. Wis. 














WANTED SALESMAN for New England 

States. one who travels by machine 
preferred. Men’s and Women’s Welts. 
Address C-903, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





WANTED-—Salesmen to sell as a side 
line on commission our _ recently 
patented Baby Welts for small children. 
These shoes are extremely flexible and 
can be repaired same as a regular welt 
and are the only practical flexible welt 
on the market. Line consists of eight 
samples: onlv those selling high class 
trade in large towns and cities will be 
considered. THE COLUMBUS SHOE 
CcoO., Columbus,’ Ohio. 


S IDE LINE SALESMAN 
WANTED for High Grade line 
of Misses’, Children’s and Infants’ 
stitch-down for Tennessee, Ken- 
tucky, Mississippi, Alabama, 
Georgia, Florida, Vermont, New 
Hampshire, Connecticut, Rhode 
Island, Delaware and Maryland, 
Liberal commissions pald. Address 
C-868, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 














WANTED—Good experienced shoe sales- 
men who have faith in own ability 
to handle line of high grade work shoes 
and hunting boots to retail trade on seven 
per cent commission basis in following 
territories: Virginia and West Virginia, 
North Carolina, Georgia and_ Florida, 
Texas, Oklahoma, Kansas and Nebraska, 
Ohio, and Indiana. Commission payable 
first of month after shipments. Only 
live shoe salesmen with estabiished busi- 
ness will be considered. Address C-873. 
189 West Madison St., Chicago, Ill. 








ANTED SALESMEN—One man for 
Louisiana and two men for Texas, ready 


about January ist. Misses’ and Children’s : 


Stitchdowns and McKays, also Leggins, 
about 75 Samples. Must be experienced 
shoe road workers, who have been cover- 
ing territory for some years. Otherwise 
do not apply. State territory. Give home 
address for correspondence. No _objec- 
tion to non-competitive factory line in 
connection. HAGERSTOWN SHOE & 
LEGGING CO., Hagerstown, Maryland. 





S ALESMEN WANTED — High grade 
specialty men wanted. We have 
several good territories open at this time 
for live wire shoe salesmen. Address 
C-910, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





WANTED — Traveling Salesman to sell 
Leather and Findings for old reliable 
firm in well established territory. None 
but energetic, hardworking young, man 
who has had traveling experience will 
considered. References must accompany 
application. Address ATLANTA 
LEATHER Co., Atlanta, Ga. 





W ANTED—Rubber Footwear Salesman 
for Boston and vicinity, to handle a 
well known and established line of rubber 
footwear, on commission, with drawing 
account; position open Jan. 1. 1922. Only 
those having sold rubber or leather foot- 
wear in above territory will be considered. 
In applying state age and experience. 
All applications will be regarded confi- 
dential. For interview address C-911, 
eare Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





ALESMAN for Ohio. Michigan and 
Pennsvlvania, to sell the famous FOX 
line of Infant’s Soft Sole Shoes. Small 
snappy sample outfit. 10% commission. 
and for a real salesman. no better side 
line in this countrv and verv easily 
handled. Leading styles in stock. and # 
line which for more than twenty years. 
has set the pace. In anplication. state 
length of time on the territory, and full 
narticulars. F. J. FOX, manufacturer, 
Rochester, N. Y. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 
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right purpose, to the right wearer, in the right fi 
is the great problem of the retail shoe merchants. 
is to help solve it: for this is the basic problem upon which depends the progress of the entire allied 
industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Yéar 


Member of the Associated Business Papers, Inc. 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Member of the 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
tting, for the right price, at the right profit. This 
he chief purpose of “The Boot and Shoe Recorder” 


Root Newspaper Ass’n. Member of Audit Bureau of Oirculations. 
Entered at the Post Office, New York, N.Y., as second class matter. 
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SALESMEN WANTED 


SALESMEN WANTED 








THERE NEVER WAS A 
BIGGER OPPORTUNITY FOR 
A REAL SHOE SALESMAN! 


We want immediately a number of high caliber and suc- 
cessful traveling shoe salesmen, who are not satisfied unless 
they are earning real money, to carry our high grade specialty 
line of dress shoes as a side line or on an exclusive basis. ~ 


We are re-organizing our sales force to make sure that our in- 


creased production will remain sold all the time. 


Our line is one of 


the best known high grade specialty lines in the country. 


Our line consists of six up-to-date lasts in tan Russia and Black Calf Skin. 
High grade construction all the way through; fine shoemaking; all styles in 
stock; wholesale price $5.35 in regular shoes and $5.25 in Oxfords; bang-up- 


to-the-minute patterns. 


This is not an opportunity for a slow 
quick, energetic and ambitious hustler who 
personal acquaintance with both large and small buyers. 


lodding type of salesman,-but for a live, 
nows how to cover ground and who has a 
This kind of salesman can 


earn more moncy selling our line of shoes than he can by handling any other line made 


in the 


U. S. A. Reply at once, giving references. 


Address, stating experience, etc., C 915, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 














WANTED—Live salesmen to sell a line 
of 60 styles of Women’s Comfort 
Shoes, carried in stock, commission 5%. 
If you have not an established trade and 
are not a regular road salesman, do not 
apply. The following territory is open: 
Maryland and Dist. of Columbia, State of 
Tennessee, City of Chicago and vicinity, 
City of Detroit and vicinity, Michigan, 
western half of Ohio, also Wisconsin, 
Minnesota, Iowa, St. Louis and vicinity. 
State of Missouri, Kansas, Nebraska, No. 
and So. Dakota, Rocky Mountain States 
and Pacific Coast States, also City of 
Birmingham and State of Alabama. Ad- 
dress C-912. care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED — Salesmen to specialize in 
Popular-Priced Women’s White Can- 
vas and Satin Footwear. Resident men 
with automobiles _ preferred. Address 
C-916, care Boot Shoe Recorder, 207 
South St., Boston, Mass. 





ALESMEN of proven ability for side 
line of popular priced, easy selling 
women’s silk hosiery. Requires but few 
samples. Several territories now open 
for successful men with established trade. 
Address K-529, care Boot Shoe Re- 
corder, 127 Duane St.. New York. 





AT.ESMEN WANTED to sell low priced 
Women’s McKay Comforts to whole- 
Sale trade. Four numbers. Big sellers. 
Can be carried as side line. All terri- 
tories open. Big opportunity for men 
with first class accounts. Address C-923, 


eare Boot & Shoe Recorder, 207 South 
8t., Boston, Mass. 


WANTED—High grade specialty sales- 
men, who have good _ established 
business, to sell our line of Dress Shoes 
to retail at $7.50, as well as Franklin- 
Fox line, to retail at $5.00. Several choice 
territories open. Some of these terri- 
tories should be covered during the bal- 
ance of this Season, whereas other arrange- 
ments will be made for these for the 
coming season. Our line of High Grade 
Dress Welts contains six lasts and two 
Calf Skin leathers, solid construction 
throughout. The Franklin-Fox line con- 
tairs three lasts in a high grade Side 
Leather at $3.50. The Ogden line is 
priced at $5.35 for shoes, and Oxfords at 
$5.25. Some very choice territories for 
the right man. Address C-927. care Boot 
& Shoe Recorder, 207 South St., Boston, 
Mass. 





UST ONE MORE SALESMAN to carry 
one slipper; new and attractive. Not 
too late to sell every line retailer you call 
on. 7% commission on shipments pay- 
able monthly. Give references and state 
line now handling. (In confidence). Ad- 
dress C-924, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 








HREE HIGH GRADE SALES- 
MEN WANTED by Chicago’s 
Women’s specialty IN-STOCK 
House for Illinois, Wisconsin and 
Indiana. Must have first class 
references and have traveled the 
States mentioned. Address C-920. 
care Boot & Shoe Recorder, 
South St., Boston, Mass. 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 
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Cantor & Wolpert Co., Boston........... 135 
D’Avesne Translation Bureau, Boston... .126 
Dejonge, Louis, & Co., New York City.... 6 
Hooper Printing Co., Boston.... 121 
Hotel Breakers, Atlantic City, N. J......126 
Mine “Tineem, BOGS. 6.00 ccccccicccccses« 124 
Kalter Cerf. Merc. Co., Max, New York 
City 135 


National Shoe Retailers Association...... 32 
New York Export Purchasing Corporation, 
New York City......ccc- PE EON 135 
Meet Go, Be H.,. WambtWis coco cicccccscescce IM 
Tolman Print, Brockton, Mass..........-121 
—— ae Foundry, Cambridge, 


seen Cette eee eewenene 
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ee 


CLR. Neg fad Ready for Immediate Shipment 
STOCK No. 411 


; 
; 
PRICE $5.50 










Barnet’s Vanadium Black Calf oxford. 
“Wellesley” last. Perforated vamp, foxing, 
lace and cap with center punch. Invisible 
eyelets. 12/8 inch heel. 

ORDER TO-DAY 


Sizes: AAA 5-814; AA 414-8; A 4-8; 
B, C, D 3-8 





See our exhibit, Booth No. 110, 
N. S. R. A. Convention and Exposition, 
January 9, 10, 11, 12, 1922 








3. 24 





WHITMAN & KEITH COMPANY 


; © DESIGNERS AND MAKERS OF MEN’S AND WOMEN’S FINE a all 
hy S Brockton (Campello Station), Mass. 
, cena Oe ae 


e 
§ 
§ 
§ 
e 
: 
a 
§ 
§ 
: 
§ 
e 
§ 
e 
$ 
§ 





IES, 


if Buying in Balk 


“th Grocers used to display their wares by placing them in 


“ne bushel baskets on the sidewalk. In those days customers often 


r paid for dirt when they were buying coffee. 

7 Then came the day of standardized merchandise. Grocers 
— gradually learned to sell their wares in sanitary packages, trade- 
12 marked for definite quantity and quality. 





Advertisers used to buy space in publications “in bulk.” 


- Like the old-time grocer’s customers, they frequently received 


135 as much refuse as “‘coffee.”’ 

135 . ° ‘.« 
us The Audit Bureau of Circulations has done for advertising 
126 what standardized merchandise has done for the consumer. It 
Be has marked circulation with a stamp of accuracy. 
126 ° F . . 

24 ~ In the Boot and Shoe Recorder’s circulation an advertiser 
38 buys a definite and known quantity. Its records are audited 


7 by the A. B. C. 


35 
21 
21 
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ofan ts 
KO-REC-TOE 


TRADE MARK 
nes. us, Pat. ber 


U 






































IN STOCK 


For Immediate Shipment 


Description of shoe illustrated above: 


No. 6801—Misses’ Black Gun Metal Calf. Lace. 
Solid Leather Thruout. Sizes 6-8. D Width. 
Spring Heel. Price, $2.75. 

No. 7801—Same as above. Sizes 8%-11%. 


C and D Widths. Spring Heel. Price, $3.00. 


No. 8801—Same as above. Sizes 12-2. Out- 
side Heel. C and D Widths. Price, $3.50. 


Size-Up Your Present Stock and Send in Your Orders 
for Quick Shipment 


Mail or Wire Orders 
Receive Prompt 
Attention 










See Our Exhibit 
Booth No. 170, N.S.R.H. 
Convention and 
Exposition 
January 9, 10, 11, 12 
1922 


ZA - 
‘ \a 





“KO-REC-TOE” Shoes make sell- 
ing easier, turn-over faster. 


November 19, 192] 





“xtra Salesmen 
for the Holidays 


~all‘dolled wp" in Xmas attire 
ready to work 24 hours a day 


“that's what subscribers to. 
our Show Card Service will get 
~in fact they get them every 


month, always seasonably and 
properly bedecked to help sell 
their merchandise. 


Your displays should be "Standardized 


Standard Show Card Service 
Standard. Bldg. MC, Rogers Park 
Chicago lllinois.USA. 


FREE SHOW CARD COUPON ! 


To prove the superiority of our cards 
we will send you.free!, an_assort~ 
ment of recent issue cards (not 

specially made samples) upon the re~ 

ceipt of coupon below. 


MAIL TO US TODAY !! 











a. 
: The L. D. Stickles Shoe Co. 


. Manufacturers 
RED WING MINN. 














‘ Please send me an assortment of your 
display cards for the business 
NAME 





ST. No. 
CITY. 
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Men’s Felts and Warm Boots 


Very timely and, better still, very low in price. 


And you can sell them with full confidence in their giving 
satisfaction. 








for $1.20 for $1.05 for $1.40 







Brown Felt Everett Khaki Felt Everett Brown Felt Everett 
Leather Sole Felt Sole Leather Sole 
Sizes 6 to 11 Leather Outsole Stitched Down 


Sizes 6-11 Sizes 6 to 11 


Stock Style 
X1861 Stock Style Stock Style 
X1874 X3582 









X1872, Same in Gray 
X1857, Same in 
Black 







In Stock In Stock 


for $3.85 y for $3.00 





Black Felt Black Felt 
Kang. Vam Kang. Foxed 
Lamb’s Wool Lined Plush Lined 
Rubber Heel Sizes 6-12 
Sizes 6-12 Stock Style 
Stock Style X2421 
X2406 











PARKER, HOLMES & CO. 


“The House That Helps’ 
BOSTON MASS. 























Vol. 80, No. 10. Published every week by the Boot and Shoe Recorder Publishing Company, _ West 39th Street, New 
York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 


gress of March 3, 1879. Subscription price $5.00 a year. 
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Misses’ and Children’s Lem Side, 
Tip Lace, Snap La 


Tr OD Biv ccennscdncceccsssads $2.00 

T707—8 to 11, Spring Heel...... 2.35 
EE TD Bin. 5 6 4069:5.600:40 0.066 2.35 
 <_ ) y Seeerrr: 2.60 
PE OP Be ccccncccwsccaeccens 3.25 





service today. 





35 S. SECOND ST. 





Manufacturers 


Patent Vamp, Field Mouse Top, 
Plain Toe, Turn, om Pessy 


TEZI—B to B.....- ce eceececsccece $2.00 
7522—1 to 5 No Heel.........-+++ 1.75 


Tan, bee Tip, F dot Button, 
say 


7542—38 Diicasscncicdeceoduced on.00 
7543—1 e GB No Heel... ...cccccce 


IN STOCK 


, ie above numbers are In Stock, ready for 
immediate delivery. In 

make in our own factory: Infants’ Turns 
from 5 to 11, McKays from Children’s up to 
Women’s, in all leathers and all styles, and 
Women’s Black Kid Comfort Turns. All shoes 
described are In Stock. Try the 3 W’s LENOX 


addition, we 


Weimer, Wright & Watkin Co. 


PHILADELPHIA 











RARER ERS 











RRS 














EEE EER 
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Stock No. 
203 
Boys’ Mahog. Blu. 


Modified Last 
Heavy Jumbo 


Oak Sole Welt 
Heavy Twill Lined 
Sizes 1-6 
Widths D-E 
Price $3.50 


In-Stock 


















There’s a “grown-up” look about the 
last shown here that gives it a “stand- 
in” with the younger generation. 
And there’s a “stand-up” to it that 
wins for the dealer the staunch 
friendship of parents who foot the 
bill. 









RED WING “BOY” SHOES are 
solid Leather and good Leather 
and are conscientiously made for 
solid comfort as well as long service. 











See our Exhibit Booth, 169, N.S.R.A. 
Convention and Exposition, January 9- 
10-11-12, 1922. 























Manufacturers Minnesota 
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NUMBER TWO 
OF THE SERIES-- 
BUYER SPEAKING. 


"MEMBER BOSS -- YOU TOLD ME TO LOOK OVER 
that line of WOMEN'S SHOES, made by PLANT BROS. & CO. 


"WELL -- I DID LOOK 'EM OVER, and I'VE BOUGHT 
‘EM for SPRING, AND BOUGHT 'EM RIGHT. 


"SAY -- I bought the PRETTIEST LINE OF GOOD- 
YEAR WELTS -- 


"BROWN CALF OXFORDS @ $3.85 
BLACK KIDS @ 3.85 
PATENTS @ 3.50 
WHITE EVE CLOTH, IVORY SOLE & HEEL 3.50 


"AND A VERY EXCEPTIONAL ASSORTMENT of 
McKAYS, AT 35 CTS. A PAIR LESS." 


"BELIEVE ME, BOSS -- SOME LINE! !" 


ECHO ANSWERS -- SOME LINE!! 





, mo 
MANCHESTER, N. H. 
Chicago Sample Room: Boston Sample Room: New York Sample Room: 


1726 Republic Bldg. 10 High St. 127 Duane St. 





























nn 
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BOOTS—IN-STOCK 


ALL SHIPMENTS MADE UPON RECEIPT OF ORDER 
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Put Your Boot Stock in 
Shape with These Up-to- 
Date Styles. 


$5.25 


Illustrated folders show- 
ing all styles carried in 
stock sent on request. 








No. 860 
Nine Inch Black Kid Lace 


Imitation Tin 13/8 Heel. Broadway Last. 
Goodyear Welt. AAA to D. 





No. 896 
Nine Inch Black Kid Lace 
Kid Tip. Goodyear Welt. 11/8 Heel. Prin- 
cess Last. A to E. 
No. 897.—Same style in Brown Kid. 
Price $6.00 


$3.50 








EEEEELELELELELELELELEEEEESEEELELELELELELELEEELELELELELEREEELEE EL EEE EEE EEE EEE EEE EEE ELE 
FEELELEREEEEEEEEEEEEEEEGELELE LESSER EL EASASALALEL EDEL LA SALESESELELELELSASALDEREREALES DOGS 


No. 115 
Nine Inch Black Kid Lace 
Imitation Tip. 13/8 Heel. Broadway Last. > 0 
‘i Imitation Welt. Nine Inch Cocoa Calf Lace 
— C to E. Perforated Tip and Vamp. Goodyear Welt. 
°. ame _ style in Black Pony Kid. : 11/8 Rubber Heel. ‘rincess Last. 
Price 3.00 A to D. 
18 STATION ST. 
: BOSTON MASS. 
EREERLELEEEREELEEELEEEEEE REE EEELELELEEELELELELELELEEE DE LE EEES 
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ZS 


aS USED BY QUALITY eneiies 


The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 











G & HSPECIALTY LEATHERS 

Strowebury Grain Colt, Nat. Color....No. 89 

_ GRRE cc ccccece No. 88 

” ie “  Mahog. ......No. 66 

” = “ Dk. Mahog. ...No. 126 

i = “  Scotch-Tan ...No. 139 

na ” ” bat - .-No. 116 

- - id “ Black ..No. 90 

sa ” ” = = --No. 16 

Shrewsbury Sthandinevien Grate Colt cased Black 

Green & Hichey Retan Scotch, Tan...... No. 30 

> i ” Black ..No. 90 
————-BEWARE OF IMITATIONS———— 


The shoe merchant who buys footwear made 
of “Shrewsbury” leathers can feel safe in as- 
suring customers that their purchase is made 
of leather which is “a friend to the feet.” Our 
methods of tanning have remained unchanged 
for over a hundred years. Every old time shoe 
merchant, and many a present day distributor, 
MADE BY knows that a natural bark tannage produces 


THE ROY. ‘ 
aeabanie Gee an unexcelled leather. 








MR. MERCHANT 
Are you taking advantage of the “G&H Tag Plan” of 
identifying Shrewsbury Grain Calf Shoes? This plan . 
is destined to prove a most helpful idea in shoe mer- 
chandising for the manufacturer and dealer. Write 
us for details. 



















ESTABLISHED 1782 


UTI cy, Sige. TA 


GREEN &HICKEY LEATHERCO 
le leathers Which Qre Unequalled 
15 oe STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
























¢) 
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GALLUN’S 
NORWEGIAN 
$6.25 


317 BLACK 
318 TAN 





> 
+ a> 
Vm ee ad oh oh 


MARION’S LATEST for “HE MEN” 


Has that snap and style which appeals instantly to all red- 
blooded Americans. A “Regular” shoe for Winter. 


Heavy Overweight Single Sole. Wingfoot Rubber Heel. 
Brass Eyelets. Our Popular Varsity Last. 
Send for our new folder. 15 attractive numbers IN STOCK. 


MARION SHOE CO. 
MARION, IND. 


WESTERN QUALITY on’ ASTERN STYLE 























STGP WS 
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To the Shoe 
Manufacturer 


BEECHTEX and BRIGHTEX 
make up into beautiful white foot- 
wear for which there is always a 
strong demand. 


To the Shoe 
Merchant 


Shoes made from these remarkable 
fabrics will sell readily and repeat 
again and again. The non-shrinking, 
easily-cleansed feature is a big sales 
point. Specify these fabrics in your 
next white shoe order. 


See our Exhibit, Booth No. 209 N. S. 
R. A. Convention and Exposition. 


Chicago, Jan. 9, 10, 11 and 12, 1922 


“MADE WITH CARE, PREPARED FOR LONG WEAR” 


J. EINSTEIN, Inc. 


7-11 Spruce Street New York City 


Boston 


St. Louis Cincinnati Milwaukee 
Montreal Buenos Aires 





























| 
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‘Beant 


Shoes 


I MILLER 











IN STOCK 
THE WINK 


No. 91—Patent Leather, Light Welt Sole, Covered 
Cuban Heel, Negre Buckles ......... $8.00 


No. 92—Black Satin, Turn Sole, Covered Cuban Heel, 
Hamme DORE cccccccccccccceccesss $7. 50 


No. 93—Black Satin, Turn Sole, Covered Louis XV 
Heel, Pointed Toe .....e++-esecceees $7.50 


AAA to C 


B. ELIEVING sincerely in the neces- 
sity of “Beautiful Shoes” to develop 

E an active retail business, we have re- 
cane a most appealing line of Miller-Maid 
Style Shoes, for the coming months. 





Our men are now on their way, and we 
should be very pleased to have you request 
the privilege of reviewing our suggestions, 
and also discuss a very promising propo- 
sition. 


Write for an appointment and further in- 
formation. . 


THE 
WINK 


A 
eel °20000009000000000 
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A WORLD BEATER 


“THE DRIVER” 


A “BROCKTON MADE” BROGUE 








WE ARE LARGE USERS 





It has the style, the workmanship and the all 
around quality which you like 


ONLY ONE OF MANY DISTINCTIVE 
STYLES WE ARE NOW SHOWING FOR MEN 


You can’t go wrong on a line so 
popular as to require 55 weeks’ 
constant factory operation to get a 
year’s work through. 





Mr. Joe Holmes and Mr. Doyle are now calling on 
large wholesalers. If not now our customer, and 
you are interested, wire at our expense for appoint- 
ment. 


WALL-DOYLE & DALY, Inc. 


MAKERS OF RETAIL QUALITY MEN’S SHOES FOR THE JOBBING TRADE 


BROCKTON, MASS. 


BOSTON SALESROOM, 207 ESSEX STREET 
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The Martha 


Shown in Norwegian Calf with 
three buckle straps. Made 
over our populer “423” last, carry: 
ing a wf lang heel with stitched 
heel seat. 

Shows wp wellin other leathers 
Can be made on order within 
Aweeks. 


Price $5.80 less 3% 30 days. 


MOORE- ATAFER’ 
‘*WHOE “MFG °CO° 
BROCKPORT. N.Y. U.AA. 


NEW YORK OFFICE 545-547-549 MARBRIOGE BLOG.,8 WAY aT 542ST. 
JACK E JESTER MGR. 
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HAVANA BROWN No.10 |} 


LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 


BRONZE No. 34 














rademath 
has assured 
security. 





Y FAR by year our trade mark has taken 


on a more important meaning to the 
shoe trade. 


That meaning is Security—security in all 
those factors such as beauty of color, fine- 
ness of texture and satisfactory service to 
all who make, sell or use shoes made of 


Scherer's ** Flower City” Kid. 


—— a a 


29 SPRUCE STREET. N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


HERE 


Flower City 


















\ 











WINE No. 6 

SEA GULL GREY No. 23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 





4 
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VUSNERS 


ay 
Ve SCIENTIFIC 


SHVES 


TURNS end WELTS 

























SEPARATE CORSET—SOFT KID HOLDER - FLEXIBLE WHALE. - 

per pig a TS. ae f 
—CAN BE WORN WITH OR WITHOUT THE . 

/ Ztean SUPPORTED ON BOTH SIDES BY FLEXIBLE 


LEATHER COUNTER—NO UNYIELDING METAL STAYS 
TO TIRE BABY’'S FEET. 


SOFT AND PLIABLE LEATHER—ALL KINDS AND COLORS. \ 
SCIENTIFIC WORKMANSHIP OF THE HIGHEST QUALITY— \\ 
NO CORRECTIVE APPEARANCE. 


SPECIAL ORTHOPEDIC LAST—ROOM FOR ALL FIVE 
TOES. ACTUALL’ e1T THE FOOT, DOES NOT FORCE THE 
FOOT TO FIT TRE ‘SHOE, 

PROPERLY BUILT HEEL SEAT BALANCES 
BOOY, INSUR = COMFORT AND ASSISTS 
IN WALKING 

THE TRADE-MARK ON THE SOLE OF EVERY 
PAIR INSURES YOUR GETTING 

PARENTS WHO VALUE THEIR CHILDREN’ 
PRESENT AND COMFORT INSIST ON 
-SEEING IT. DO YOU? 


HELPING THE GROWING FOOT 


There is no time in life when corrective principles in footwear are so important as during 
childhood days. Delicate and tender the young foot properly fitted is made right and kept 
right. Support but not too much support is essential. The proper degree, as the result of 
lifelong scientific study, is found in 


Dr. Posner’s Adjustable Ankle 


Brace Shoes 


Look at the diagram—it will give the main features of this universally known shoe. 

Back of it is the established position of this Brooklyn located firm—and a footwear product 
that is second to none in quality or workmanship. 

Dr. Posner’s Ankle Brace Shoes are carried in stock in both staple and novelty styles as 
listed below. 














MADE IN LACE 


‘. BLACK VICI iin WHITE NUBUCK 
No. Tice . 
343 Plain, no Heel ........... Sizes 1-6 2.25 
SOS Wiall, we Mee occ cccivecs Sizes 1-6 $2.00 . ‘ 
Se. Dis “Me. TO occ ccccccecc Sizes 3-8 #3. 50 FOS SO OT Sizes 3-8 2.75 
307 Piain, Sp. Heel ...iwcccecs Sizes 3-8 2.50 
309 Tip, Sp. Heel........... Sizes 8%-11 3.50 GENUINE BUCK 
aie een VICI om 2348 Plain, no Heel .......... Sizes 1-6 2.60 
a. he Serres Sizes 1-6 5 ‘ ¥ r 
406 - ip, Bp. Hed ....<......+ Sizes 3-8 2.75 SSS Tip, Sp. Hesl............. Sas 86 SSS 
409 Tip, Sp. Heel .......... Sizes 8%-11 3.75 
WHITE CANVAS PAT. WITH WHITE TOP 
207 Plain, no Heel ............ Sizes 1-6 1.75 2273 Plain, no Heel............ Sizes 1-6 2.50 
209° Plain, Sp. Heel ........... Sizes 3-8 2.15 SSTEe Tip, OB. Medd. ..sccccccce Sizes 3-8 3.00 


DR. A. POSNER SHOES, Inc. 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE 


L0-L42 WEST BROADWAY, NEW YORK CITY 


FACTORY - ROEBLING AND HOPE SIS., BROOKLYN , N.Y. 









































DIR. POSNER SHOES 


en ar 




















14 BOOT AND SHOE RECORDER 


November 26, 1921 





“H and E” 


NOVELTIES 








THE BEST BET FOR 
A QUICK TURNOVER 











No. 136—Silver Cloth a Seo. Sue ont, 16/8 Louis 
Heel. Widths AA, 4-8; A, 3-8; 2%-8; O, 2-8. 
BUND ccccccccccccccccseccosvescoccsccssoeccosses $7.00 





We will be at the 
Chicago Conven- 
tion, January 9- 
12, Kilbourn Hall, 
Booth 74, in 
charge of Mr. 
Ellis 














No, Ta 30—Black Satin C. S. One Strap, like above. 
CN Ahab daeeKed oa cacknt can baktnn shane nae $5.25 





No. 137—Gun Metal By ge 2 Three Strap, Center 
Brass Buckles, Cuban Heel, AA, 4-8; A, 38; B, $4.06 
GB Fic ccccrctecacessaccccncsesseceaneeed 00 
No. 135—Black Patent Leather Shirley Three Strap, Brass 
Center Buckles, Cuban Heel, AA, 4-8; A, 8-8; B, 2%-8; 
A ok nccencucccccedscassectesacaceadaed 25 





No. 131—Black Patent Leather Three Strap with Black 
Suede Saddle, Junior Louis Heel, Diamond Perforation on 
Vamp. AA, 48; A, 3-8: B, 2%-8; O, 2-8. Price...$6.00 
No. 132—Black Suede Three Strap with Black Patent 


No. ” $90—Beack Kid C. S. One Strap, Pe wr Strap 
and Quarter, Junior Louis Heel, No. 90 Last. d Leather Saddle, Diamond Perforation on Vamp, Junior Louis 
A, 3-8; B, 3-8; C, 2-8. > -—aattinpatieatiecwretprs: Heel. Sizes as above. Price.........cecececececes $7.00 
These styles are the most in demand. Each one will 
AT be found a producer of profitable trade for you. To AT 


omit any one of these models from your stock would 
We suggest an assorted order today. 
The very best materials and workmanship are clearly 
Buy what the other fellow 


HAVERHILL, MAss. 


be a mistake. 


ONCE 
DELIVERIES 


revealed in these values. 
doesn’t have. Order early—now. 


HloPKINS AND ELLIS 


ONCE 
DELIVERIES 
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Just Suppose Nobody Cared 


If nobody had cared how much 
trouble retailers were having with 
their Stitchdown Shoes, Oxfords 
and Sandals; if enough interest 
hadn’t been taken, merchants 
would still be going along trying 
their best to overcome the many 
obstacles and complaints which 





BUTTON SHOE : . 
5600—Cherry Chrome Button....... $1.35 $1.55 $1.75 the sale of the ordinary Stitch- 
5601—Black Chrome Button....... 1.35 1.55 1.75 
5614—Full Grain Cherry Lotus Button 1.60 1.85 2.15 downs always brought. 


BUT SOMEBODY DID CARE 


That is why today we have } 
Ramsey’s Patented Process Shoe 


“The Only Completed Stitchdown” 
The shoe which is bound to give satis- 
faction not only to the merchant but to 
his customer. 
With each pair goes the guarantee of a 
new pair if the stitches loosen up or the 
outsole rips off. 


RAMSEY’S PATENTED PROCESS 





BAL LACE SHOES can be resoled by any shoe maker 
Sto8 8%to11 11%to2 or cobbler anywhere. To resole, cut off 

5400—Cherry Chrome Bal......... $1.35 $1.55 $1.75 
5401—Black Chrome. Bal. 2222.22.) 135 155 1.75 . worn outsole and sew on another. No 
S4i4—Pull Grain Chery Totes Bal. LOD 186 «6235 staples used in the making of these shoes. 


RAMSEY’S PATENTED PLAY SHOES 


THEY CANNOT RIP 


“IT’S IN THE MAKING” 


DOUBLE GOODYEAR “7° WELT 


967 ATLANTIC AVE. E, J. RAMSEY CO. BROOKLYN, N. Y. 
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Mother 9 Amer 


NSHATTERED belief among the Ye 
few often begets productive poweg Ly 
of the many. The evidence lives inf fur 
thousands of successful enterprises. ma 














Master shoemakers believed that Lynnf Ly 
would some day lead in making fine foot-§ ma 
wear. 





















“% ‘THAT 4» 
“= MAKES YOU SURE” Q 














' EXCLUSIVELY S pe 
<p o sso 
Ls cst zs 

= 


HENNESSEY 
. MAXWELL & 
& HENNESSEY 8 






























SHOE CO. 
“She Shoes You, 


co Order ce] 


Shoes\o". pe 













WHITE BUCK WELTS 
far GROWING GIRLS. 
MISSES and ., 

CHILDREN 
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Sa 





ea) Shee MWakane 


thd Yearly, millions of dollars are spent for 


owe Lynn shoes, to pay Lynn workmen, to 
s inf further Lynn supremacy. Active de- 
mand still prompts. 


yn Lynn manufacturers are busy caring for 
‘oot {many orders, are busy preparing for 
more. 

































































~) 

fs. * 
m ardiner 
% Co 





OMPANY 
WELTS 
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A Word of Warning 


WE again warn against the use of the word 
“Comfy” in describing footwear not made 
by us. Dealers and manufacturers are hereby 
notified that this word is owned exclusively 
by the Daniel Green Felt Shoe Company. 
It is fully protected by copyright, and it is 
unlawful to use it except in describing goods 
which we manufacture. 


The high standard main- the consumer who is 





tained year after year in 
our product, the thou- 
sands of dollars spent in 
advertising Daniel Green 
Comfy Slippers to the 
purchasing public, have 
given the word Comfy” 
a special and peculiar 
meaning. To apply this 
word to substituted mer- 
chandise 
not only 
subjects us 
to unlawful 
injury but 
also wrongs 


New York Sales Rooms: 
116 East 13th Street 


boeinae ers ): 


*PATEN TEQ: JULY 28, 908: = 





thereby misled. 

The demand for genuine 
Daniel Green ‘*Comfy”’ 
Slippers has increased to 
such proportions that no 
dealer is justified in try- 
ing to sell an inferior 
article. It takes time to 
sell a substitute. 

Why not stick to the 
genuine, 

and be as- 

sured of 
your cus- 
tomers’ sat- 
isfaction? 


DANIEL GREEN FELT SHOE COMPANY 


General Offices: 
Dolgeville, N. Y. 
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Youth and Beauty in every line 


Patent Tum | Strap with Adjustable Cut Steel Buckle. 
Carries 16-8 Spanish Louis Heel. 
Made over our 83 Last. 


Emery & Marshall Company 


HAVERHILL, MASS. 
Boston Office, 183 Essex St. 








20 BOOT AND SHOE RECORDER November 26, 192] 


MEN’S and BOYS’ | 











HIGH GRADE SHOES 





Be 








ALL GOODYEAR WELT 
CONSTRUCTION 














LEONARD & BARROWS 


ESTABLISHED 1858 


181 Essex Street, Boston 


FACTORIES, MIDDLEBORO, MASS. 
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GROWING GIRL’S 
8-INCH BOOT 
Lace, Perforated 
Tip, Vamp and Eye- 
let stay, 34 Foxed. 
Last No. 184. Heel 
—g9-8 Military. Sole 
—i12 Iron Double 

Fudged Edge. 


IN STOCK 
C and D Widths 
2% to 6 


No. 439 Glazed Horse. Price, 
$3.05 




















No. 443 Brown Side. Price, 
15 


6% to 8 Widths, © and D 
No. 475 oe Price, 


Price, 








No. 477 Brown Side. 
Dien dita 





























wearing qualities. 
















































OMBINED in SauKRAel Quality Footwear 
is more than admirable appearance and desir- 
able value. Perfect fitting lasts, suitable mate- 
rials and sterling workmanship assure their 


Send for In Stock Catalog 


meC EE Shoe Go. Columbus O 


HUKRAF 
Quality Footwear 
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The Rush is On Again! 


Advance orders thus far placed 
with us are well ahead of last 
years record demand for our 


NES! 

















P A T E N T L E A 


MARY, JA 


— = 














There Are No 





“MAR Y JANES” ‘. — 
Like 
Lyons and Wholesaler 
Hershenson for Prices 
Patent Leather 
MARY JANES 


TRICT SPECIALIZATION on MARY JANES 

that look well, wear well and sell well at popular 
prices have made the above statement a generally 
accepted fact in the trade. 


EVERYBODY WANTS THESE UNUSUAL VALUES 


Once Again We Have Increased Our Production, But 
Expect It to Be Soon “Sold Up” as in Former Years 


WE EARNESTLY ADVISE EARLY ORDERING 


Lyons & Hershenson, Inc. 


Chelsea, Mass. 
Boston Salesrooms 207 Essex Street 
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Insure Your “Good-Will 


It’s the Biggest Asset Any Merchant Can Have 





be oi 

















There is no company issuing policies of 
this sort, but there is an even more effective 
kind of protection available. 


If you were depending upon an insurance 
policy, you’d have to lose a customer in 
order to win, and there’s nothing that can 
fully compensate for loss of patronage. 


But if you hold the Good Will of your 
customers by serving them with real values 
and close attention to every detail bearing 
upon THEIR interests, you'll not need an 
insurance policy and you'll still be fully 
insured. 


No one thing is so destructive of Confi- 
dence or Good Will as neglect in the matter 
of inconspicuous though vital details. The 


Better Linings for Less Money 


TWINDRILL 


DOUBE BIETWILI MLL 


SHOE LINING | 


CON a aac 


SHOE et 


converse of this preposition is equally true. 
The psychology of it is elementary. 


A Shoe Lining 
is about as inconspicuous as any part of the 
shoe, and at the same time plays a tremen- 


dously important part in contributing to its 
vitality or power of endurance. 


The lining of a shoe, therefore, may do 
more of good or ill in connection with Good 
Will than almost any single feature. 


Vitality or the Power of Endurance 


is an outstanding characteristic of our spe- 
cial shoe linings, because they are properly 
designed to withstand the kind of wear a 
shoe lining receives. 


SHOE LINING. 


OUTH Al 











“WEAR WELL” Shoe linings are as 
sound as nuts. In them internal fric- 
tion is reduced to a minimum and their 
resistance to foot-wear, measured by 
ically correct construction, when un- the service given by the usual types 
derstood, is so obvious that its supe- of cloth used for this purpose, is aston- 
rior wearing-qualities are no mystery. ishing. 


Correct Construction Produces Maximum Efficiency 


“TWIN-DRILL’” Shoe lining is a happy 
adjustment of refinement and service- 
ability, which fits in eminently for use 
in shoes which, on account of price 
limitations, can not carry so superb a 
lining as ‘‘Doubletwill.”’ 


“DOUBLETWILL” Shoe lining is a 
better lining than has heretofore been 
offered. Its beauty commends it to the 
eye of the fastidious, and its mechan- 








lecuse the Goad Wil df Year Tendo 


by calling for these linings according to the grade of shoe you sell 





DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO., BOSTON 


23 
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he Heel Vhat Adds Finishing ouch 











ARMORTRED 


. +4- 4- -_ we are selling many pairs of 
Why is itthat- yyioiin ey pin 
manufacturers who formerly 

were reluctant to make a rub- 


ber heeled shoe? 


Because they have found that 
the ARMORTRED design 
has character that adds to their 
product. 


Their looks are no better 
than their quality. 


Qushens Rubber Ge.. Mek Heald: tn, 
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BLACK SHOES IN STOCK 








STYLE 64 MISS HAWES LAST 


Women’s Black Glazed Kid Bal. Smail Eyelets to 
top. Cap Toe. Light Edge. Single Sole. Stet- 
son 1% inch Heel. 


IN STOCK. Sizes 4-9, Width AA. Sizes 344-9, 


Width A. Sizes 3-9, Widths B, C and D. Sizes 
3-8, Width E. 


2 
a 
S 
s 
2 
e 
2 
e 
Hd 
2 
e 
2 
2 
e 
é 
z. 
2 
2 
é 
é 
é 
f 
R 
e 
2 
2 
i 
x 
2 
Q 
2 
a 

















Page 23—Dept 5— Stock Book 29 
WRITE FOR A COPY 


The Stetson Shoe Company, Inc. 
South Weymouth, 90 Mass. 
BOSTON 
Little Building NEW YORK 
cor. Bush Sales Building 
Tremont and Boylston Sts. 1850 West 42nd St. 





& 
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MEMBERS OF 


Novembe 





r 26, 1921 





Shoe Manufacturers’ Board of Trade 
OF NEW YORK, Inc. 


D. H. Chandler Shoe Co. 


166 — Street 
ROOKLYN 


Bert E. Drake Shoe Co. 


235 Park Avenue 
BROOKLYN 
DEGEN LIPP, Inc. 
133 ee Se 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. Garsine & Son 
Webster & 7th Avenues 
LONG ISLAND CITY 
Griffin White Co. 
DeKalb and Grand Avenues 
BROOKLYN 
Julius Grossman, Inc. 
872 DeKalb Avenue 


Wm, Henne & Co., Inc. 
957 Kent Avenue 


LONG ISLAND CITY 
Horn Shoe Co 
145 Roebling Street 


BROOKLYN 
F. S. Kauder Shoe Co. 
10 Leo Place 
BROOKLYN 
Amerioan Shoe Co. 
166 Livingston Street 
BROOKLYN 
J. J. eae Shoe 
So. 


St. Béearés Place 
BROOKLYN 
Maetrich Eyre & Co. 
242 Greene Avenue 


BROOKLYN 
I. Miller & Sons, Inc. 
1 Carlton Avenue 


L 
urt Co. 
Ll Carlton Avenue 
BROOKLYN 
Pincus & Tobias 
17 Lexington Avenue 

BROOKLYN 














Parisian Shoe Co. 
226 Varet Street 
BROOKLYN 
Perfect Shoe Co. 
2941 Atlantic Avenue 
BROOKLYN 


Dr. A. Posner Shoes, Inc. 


141 Roebling Street 


Rog 
1615 East N. Y. Avenue 


BROOKLYN 
Strassburgcer-Stiles 
99 Myrtle Avenue 










ws KLYN 
Chas. W. Strohbeck, Inc. 
309 Johnson Street 


x 
4th Avenue & = Street 
BROOKL’ 
Ss. Waterbury & Son 
232 Throop Avenue 


Co. 
st) DeKalb Avenue 
BROOKLYN 
Algier Shoe Co 


BROOKLYN 
Julius Altschul 
220 Varet Street 
BROOKLYN 
Kozak & McLoughlin 
14th Street & Governor Place 
LONG ISLAND CITY 


Classon Avenue 
BROOKLYN 
Cc. A. B. Shoe Co. 
641 Lexington Avenue 
BROOKLYN 
Cohen & Frank Co. 
756 Stone Avenue 
BROOKLYN 
J. & T. Cousins 
369 DeKalb Avenue 
BROOKLYN 
John Cramer & Son 
199 Steuben Street 
BROOKLYN 












138 Besetan. Cor. Bedford Ave. 


George W. Baker Shoe Co. 
343 





10 PES PS 
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N times like this the character and quality 
of the materials used in building shoes 
should have unusual interest for mer- 

chants. Dependability of makeup commands 
greater respect than ever. 


Brooklyn shoes have never had to compro- 
mise with mediocre quality. The field they are 
sold in has always made it practicable for us 
to use the top grades of leathers and other 


essentials. 


Flawless construction is a cardinal princi- 
ple in Brooklyn shoemaking. It is as much 
responsible for the preeminence of Brooklyn 
Shoes as any other of the features that have 


built their reputation. 








28 BOOT AND SHOE RECORDER November 26, 1921 
















ot“ «4764 «<3 Ve oe ee ee ee V4 tetas Ve > oe ek > >t 5 > oe Se te St 
wate aas oz <«a«<« ) \wa<twaatwatec >> oe <«x«<«<« SS Se > So ) 4275.55 65.7534 OU oe Oe ) 3.275.5- 535.7553 << 7F= <<a«<4 
(aa 2 Ae wan Wad wea weet wc awsaecua)d Cae Sa (422 sS2.. >t 2 S22. WTaeawad 2a = Wat wane Perr) ) 





Our Leading Svecitalties for 
Spring Season of 1922 


VAN DYKE CALE _ tre approved Brown shade 
VAN RUBA CALE =r Rea with tat grain 
VINETTE CALF et os. oe 
VIX CALF siciath an: semaiiing lila 
BLACK VINETTE CALF = Bega: 
VEGA CALF os 
OKAY CALF agg Oy ore mee 
CHIC CALF tanome ck Soe with ve 
SKOTCH GRAIN __ 1 Patent, Biase and Colors 


NEWMADE PATENT LEATHE 
(Small Kip Sides) 


See our exhibit, Booth No. 217, N. S. R. A. Con- 
vention and Exposition, January 9-10-11-12, 1922. 
















Most of the leading shoe 
manufacturers are showing 
the above lines in their samples 


of men's and women's fine shoes. 


BARNET LEATHER CO.. Inc. 


Headquarters 
81 Fulton Street, New York, N. Y. 


Tanneries: Little Falls, N. Y. 








N. E. Selling Agent 
BARNET LEATHER CO., INC., OF MASS. 
98-100 South St., Boston, Mass, 


ss > “<4 4974—4<< (2s Ss. > >2 > bt > >. > 
| \(S= = S55 SSS ) (wat waeaewiitweaewiiwrad ) iwax 
~~ a i b> hee eee ee Pah EVA CAE TAA CES Taek wa 














INVEST IN 
GOOD HEALTH 













Ay hebay sence ~ 
Firestone-Apsley 
| DELIVERER 


WITH THE RED HEEL 















plies of rich gum 
and stout fabric 
belween your feet 
and damp pavements 














All correspondence should be addressed to the Firestone-Apsley Rubber Co., Hudson, Mass. 
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OW that more women are 
dressing their feet with the 
same care and taste which has al- 
ways characterized the selection 
of their millinery, the fashion pos- 
sibilities of Weilda Calf have be- 
come more pronouncedly recog- 
nized. 


No upper leather affords the same 
degree of luxury appearance that 
is true of Weilda Calf—particu- 
larly because of the wide variety 
of delicate colors in which Weilda 
Calf is available. 





WEILDA 


A. C. LAWRENCE 














November 26, 1921 


$4 





Don't say 
Suede Calf |. 
—say Weilda! 








{61 SOUTH STREET 


NEW YORK, CHICAGO, PHILADELPHIA, GLOVERSVILLE, [9 
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“Lawrence Leathers 


are Reliable 
Leathers !’’ 
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parental lines and ingenious 
patterns are, of course, all 
important in the production of 
artistic footwear. 










When, in addition, Weilda Calf is 
employed, the beauty and attrac- 
tive power of such shoes is decid- 
edly emphasized. 
















Samples of Weilda Calf are most 
convincing. May we send them? 









: LEATHER COMPANY 


rj} BOSTON, MASS. 


OCHESTER, CINCINNATI, 





MILWAUKEE, ST. LOUIS. 
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The Only Orthopedic 
Shoe in the World 


=i 





The Rice & Hutchins New York Co. 

The Rice & Hutchins Atlanta Co. 

The Rice & Hutchins Cleveland Co. 
Joseph I. Meany & Co., Inc., Phila., Pa. 


10 High St., 
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Made for Everybody 
th EDUCATOR 


First with a full line twenty years go. 


First with an orthopedic shoe embodying style a year 
ago. 


First in national advertising of orthopedic shoes. Edu- 
cators have and always will be first. 


There’s no shoe like it in spite of any’and all represen- 
tation to the contrary. The Educator tops all—it is 


supreme. 


Get the best—The only orthopedic shoe that’s made 
for men, women and children. It is the original ortho- 
pedic shoe. Write the nearest of our nine distributing 
houses for samples. 


Rice & Hutchins Distributing Houses 


The Atlas Shoe Co., Boston, Mass. 
The Rice & Hutchins St. Louis Shoe Co. 


RICE & HUTCHINS, Inc. 


See our exhibit, Booths No. 111-112, N.S.R.A. 
Convention and Exposition, January 9-10-11-12, 1922. 


HL 


The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cincinnati Co. 


Boston, Mass. 





1921 
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LEATHER 
SHOES 


AA complete line of 
Welts - DoubleWelts- ~Mc Kays ~ furns 


in the foHowing runs 


GIRLS’ BOYS’ 
MISSES' YOUTHS’ 
CHILD'S LITTLE GENTS’ 
INFANTS’ 















BP OO ata tata eat ae haiw rete? Ce ae a ad 
Certificate with every Pair 


“THEY SPEAK FOR THEMSELVES 


Write or Wire for Salesman 

















AAAS TREE 


ROBERTS. JOHNSON & RAND 





MANUFACTURERS Branch of International Shoe oo ST.LOUIS 
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Poll-Parro 


A complete first quality line of 
solid leather shoes 


For Children 


HIS complete first quality line 

of Poll-Parrot Shoes is the 

latest addition to the famous 
Star Brand—a favorite fast-selling 
line of foot-wear among thousands 
of shoe merchants everywhere. 


S a member of the Star Brand 
family, Poll-Parrot Shoes 
possess every quality of lasting 

serviceability, modish appearance and 
desirable comfort that have always 
characterized Star Brand Shoes. 


HE advent of the Poll-Parrot 

line widens the possibilities 

for a greater and more profit- 
able volume of sales for you, enables 
you to cater to a greater circle of 
customers and makes it possible for 
you to make two sales where only 
one was made before. They offer 
to shoe dealers the prestige and the 
service that have come to make Star 


Brand Shoes famous. 


Note carefully these five dominating features that make Poll-Parrot 


Shoes distinctive : 











Superior A ll-Leather Quality 
- High Standards of W orkmanship 


3. Attractive Up-to-date Styles 
4. Easy, Well-Fitting Lasts 
5. Maximum Wearing Comfort 











Let the Star Brand salesman tell you about the Poll-Parrot line. 


A wire or letter will bring him. 














MANUFACTURERS 








OBERTS.. -J 


OHNSON & RAND 


Branch of International Shoe Co. 


















































ST. LOUIS 


a 

























November 26, 1921 





BOOT AND SHOE RECORDER 




















Costs no more than other good’ ‘cole 7 























MADE BY 
GEORGE C.VAUGHAN 
Tanneries at 
PEABOD 

MASS. 





Bb hdr trend in style centers forecasts an- 
other big white year. Vaughan’s 
Ivory Leather will again meet popular de- 
mand. Your customers will want white 
shoes with unpainted and unsprayed soles 
and heels which will neither crack nor 
peel. Give them Vaughan’s Ivory. It’s 
white clear through. 


t 


VVAUGHANS IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 





GEORGE C. VAUGHAN 


TANNERIES AT , 
PEABODY, MASSACHUSETTS 
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The Ultimate Sole 


T= abrasive or grindstone test is one of the severest 
which can be applied to any sole: leather, fibre, rubber 
or composition. 


In such a test, Larkide was proved superior to leather of 
the finest tannage, 3 to 1; superior to the best fibres, rub- 
bers and compositions, 8 to 1. 


Other interesting experiments were conducted in gravel, 
oil and waste. In each case, surprising results were at- 


_ tained. 


Write for the Larkide story in booklet form. It contains 


something of interest and value to manufacturer and 
merchant. 


THE LARKIDE COMPANY 


OFFICE 20! DEVONSHIRE ST.,BOSTON 


November 26, 19:1 
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THERE IS ONLY ONE VICI KID 


ETTER business— means not only more 
business—but higher standards of doing 


business. 


For example, in the shoe trade, better business 
will come the more quickly to the house that 
shows an evident desire to give better value. 


We suggest one means of assuring such better 
value to buyers of shoes. 


Be sure your kid shoes are made of real VICI 
KID. Then take pains to tell your customers 
that this famous quality leather is a part of your 
plan for value giving. 


Robert H. Foerderer, Inc. 


Sole Manufacturer of VICI KID 
Philadelphia Penn. 





























November 26, 1921 BOOT AND SHOE RECORDER 


THERE NEVER HAS BEEN ANOTHER 


see Our Exhibit 
BOOTH 218 





e Retailers’ 


Association 





CHICAGO 
Jan. 9, 10, 11 and 12 
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* Stock No. 101 








REPRESENTING—900—950—960. 


Stock No. 900—Bal oxford, Gal- 
lun’s No. 4 Norwegian. Square 
wing tip. 15 edge. One inch broad 
flange heel. Rawhide doubler. 
Stitched heel. Price $6.15 


Stock No. 950—Style like No. 
900, made of Gallun’s Black Nor- 
wegian, only carrying a white fiber 
doubler. Price $6.15 


Stock No. 960—Style like No. 
900, in Black Cordovan, with white 
fiber doubler, but without stitched ° 


heel, 


Price $6.35 


Send for catalogue 













Stock No. 101 


—P & V Cherry 
Calf Oxf.—2 rows 
close stitching thru- 
out. Imitation tip, 
15/8 heel. 


Charles A. Eaton Company 


WOMEN’S STYLES 


Stock No, 103 
Stock No. 104 











“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street 
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Stock No. 103 


—Gallun’s No. 4 
Tan NorwegianWelt 
Oxford—perforated 
and pinked thru- 
out, square wing 
tip with fancy 
center. This style 
carries a 10/8 heel. 

’ ; e 
A PP le; Widths, 


AA-D. 
Price $5.50 


Stock No. 104 


—Black Norwegian 
Welt Oxford, Sizes 
as above. 

Price $5.50 





NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
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Hundreds of women write to us every week asking 
where they can purchase mercerized lisle hose with the 
“POINTEX” heel. 


They are captivated by the “POINTEX” 
feature in silk hose and welcome the oppor- 
tunity of getting their favorite “POINTEX” 
in the more durable mercerized. 


Our two most popular numbers (409 KP in medium weight 
lisle and 999 SP a chiffon lisle) are priced to sell at $1.00 and 
$1.25 a pair retail. 


Emery 6 Beers Company, ine. 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 


Broadway at 24th Street New York 
BRANCH OFFICES é 
Boston... icddtinsctaavakedasonteosatesuenseowe 31 Bedford Street 
PRAM OTG 65.05 csacecteasigteke use mies at eed bs 1033 Chestnut Street 
Ee PORE re eth Per ne ee 210 Pearl Street 
CONS cs shtornlse stress North American Bldg., State and Monroe Streets 
SM WMA i356 66rd a5 hi0: ise AR 6 0:0 0 Sade bis. ora 2G 259 Geary Street 

















42 






































BOOT AND SHOE RECORDER 


EGAL 


Shoes 


HE BROGUES ILLUS- 

trated on these two pages are 
examples of how Regal In-Stock 
service is assisting Regal Agents 
to meet the demand for stylish, 
well-built shoes at reasonable 
prices. 


OUR order for these styles 

marked “As. advertised on 
Nov. 19th” will be filled immedi- 
ately. Also ask about the Regal 
exclusive Agency Plan. 


The Regal 
CREST 


November 26, 1921 


A breezy Regal ace bal, made 


widths. 


grain leather. 


Stock No. 1271 


In Tan... .Same as above, ex- 
cept of tan Norwegian 


Stock No. 4671 


of black Norwegian grain 
leather; fully perforated, with 
pinked tip; invisible eyelets; 
14 square sole and 7/8 flange 
rubber heel. A, B, C and D 
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INCREASING 
YOUR 
“TURNOVER 


HE principle of turnover is a 

matter of your doing the larg- 
est possible volume of business on 
a safe minimum of capital invested 
in stock. It depends in a large 
measure on your own merchandis- 
ing skill. Knowing what is in 
your stock. What the sales possi- 
bilities are. Keeping continually 
“hammering” for new business. 
Buying carefully, systematically 
and intelligently. 


A Turnover of Five 
Times a Year 


HE real secret of increased 

turnover lies in style shoes. 
Style shoes make it possible for 
shoe merchants to turn their stock 
five times a year. 
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HE Regal In-Stock Depart- 

ment is specializing in produc- 
ing the latest style creations pre- 
vious to their height of popu- 
larity, in both men’s and women’s 
shoes. Regal Dealers are, there- 
fore, featuring the newest patterns 
at the very start of the buying sea- 
son. There is an almost instant 
turnover on these new styles which, 
at the same time, speeds up sales 
on staple lines. 


Your Profits 


EGAL In-Stock service can do. 


for your business what it is 
accomplishing for others. Increase 
your turnover the Regal way and 
your profits are practically as- 
sured. 
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The Regal 
“ROB “ROY 
In Black....As pictured. A 
nobby, brogue oxford on a 
new Regal last. Manufac- 
tured from the popular Nor- 
wegian grain leather. In- 
visible eyelets, 14 single 
sole, Spring-step rubber 
heel. 


Stock No. 1270 


In Tan. ...the Rob Roy comes 
with brass eyelets. A good 
example of the broad-toe, 
comfortable brogue oxford: 
so much in demand today. 


Stock No. 4670 

























Regal Shoe Company, 268 Summer Street, Boston, Mass. 
NEW YORK SALESROOM, 1369 Broadway (at 37th Street) 
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_SINBAC’S 






































HELTHY-FUT 


“First Walk” Turn-Flexibles 
Quick Sellers Everywhere! 


Popular Style Shown Above in Stock as Follows: 





Black Kid Top All Black Kid 
Patent Vamp and Fox. Matt Kid Style as shown. All black kid. 
Top. Rl6—Incl. half sizes, 1/5..$0.85 


R10—Incl. half sizes, 1/5..$1.00 RH16—Same with heel, 2/6. .95 
RH10—Same with heel, 2/5.. 1.10 





All White Washable 


Washable White Top Washable Cabretta. Whole Quar- 
Patent Vamp and Fox. Washable ter. 
White Tep. R15—Inc. half sizes, 1/5...$1.10 


R12—Incl. half sizes, 1/5...$1.10 


R112—Same with heel, 2/3. 2.29  _MH1S-—-Game with heal, 2/5. 1.38 


All Mahogany Kid All Brown Calf 


Ail Miheqney Kid. Whole Queen. All Brown Calf. Whole Quarter. 
R26—Incl. half sizes, 1/5...$1.10 R29—Incl. half sizes, 1/5..$1.15 


RH26—Same with heel, 2/5. 1.20 RH29—Same with heel, 2/5. 1.25 


Real Flexibility—Best Soles 





Order a Trial Dozen NOW 
line 


aot 
| pss col 


Sinsheimer GO.! ue Co. 
211-15 W. Monroe St. 


Send for Catalog G, showing our entire children’s line 
from soft soles to growing girls’ sizes. 
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WOMEN’S FINE= 
WELT SHOES, 


to retail at 


*5.4*6, 


OXFORDS BOOTS 


Here is the most popularly priced 
line of good flexible welt shoes on 
the market today. 









Its strong features are good upper 
stock and sole leather which will 
give long service, the best of lin- 
ings, real leather innersoles, and 
timely style. 
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The line will be limited. 
Your best sellers will be 
stocked on the floor for 
instant shipment. 





INV INVIN AVIV AYA AVA IV IAI AYIA AY AVA AYAYAYAY AAA AVAYANVIYA 





SMITH SHOE CO. 


INCORPORATED 


—: eae _. 
WN NSN 
MASS. 








No. 211—Black Vode Kia Polish, a 






IN STOCK 






No, 316—Brogue Oxford of Lawrence’s 
Tan Calf, Perforated Tip, Ivory Slip Sole, 
Rubber Heel. Price .........66. $3.75 
No. 312-—-Same only Blucher Oxford, 
a SS. er 3.65 

123—Same in Regular Oxford, 








- 102—Same in Black Vode Kid 
Ge TAME 3 éukincsccaccsaod $3.35 
No. 213—Same in Black Vode Kid &% 
eRe errr $3.8: 


























No. 100—Black Vode Kid Oxford, Rub- 
9 - QE errr $3. 35 
No. 111—Same in Brown Vode _ Kid, 

3.50 





No. 121—Same in Lawrence’s Brown 
CUE 0:65 00.000 5406eleasbdcnsesare ab 


WAVAVAYA 








TERMS 
5%. 10 Days 
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Our Biggest Success ~ 


OLOR 18 





aee vu SA 


SNUFT SIDES 


Reg. U. 8. A. 


The True Mahogany Shade 


40,000 Pairs of Men’s $5 to $6 (Retail) Shoes, Are 
Being Made Every Week Out of This Leather. 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 


Write for samples. 


212 W. Lake St., Chicago, Ill. 


























Just a Little Bit of Springtime! 


ee, MA, 


Full Vamp 








Stitchdowns 
Goodyear Sewed 





2%-6 








ge 
os 
a 


Leland gel-aelcel lanl herd anl <) 


RaSSSSSSRSS 


MeKays 
5-8 8%-11 11%-2 2%-8 5-8 sie * 11 11%-2 
612 Patent Instep Strap, wide toe, 216H Black Kid Ox. wide toe, heel 1.60 1.8 
wedge 1.25 1.50 1216H Black Kid Ox. BEng. toe, heel 1.85 
612H Patent Instep Strap, wide toe, 218 Nut Brown Ox. wide toe, wedge 1.50 1.75 
heel 1.50 1.75 218H Nut Brown Ox. wide toe, heel 1.75 2.00 
1612H a Instep Strap, Eng. toe, 1218H Nut Brown Ox. Eng. toe, heel 2.00 
eel 1.75 2.00 733 Tan Lotus Sandal -90 1.00 1.15 
614 * Mahogany Instep Strap, wide 733H Tan Lotus Sandal, heel 1.30 
wedge 1.20 1.45 Mahogany Elk Sandal 1.00 1.15 
614H sasenene Sastep Strap, wide 730 Black Calf Sandal -90 1.00 1.15 
toe, heel 1.45 1.65 762 Smoke Sandal -90 1.00 1.15 
1614H Mahogany Instep Strap, Eng. 731 Tan Lotus Pump -90 1.00 1.15 
* heel 1.65 1.90 752 $$White Sandal -95 1.05 1.20 
616 Black I pune Strap, wide 933 Tan Lotus San. Hy. sole 1.00 1.10 1.25 
1.20 1.45 773 Patent Sandal 1.10 1.20 1.35 
616H Back Eide ‘instep Strap, wide 771 Patent Mary Jane 1.00 1.10 1.25 
oe, heel 1.45 1.65 285 Smoke Blucher 1.45 1.65 
1616H Black Kid Instep Strap, Eng. 285H Smoke Blucher, heel 2.15 
toe, heel 1.65 1.90 265 Mahogany Elk Blucher 1.45 1.65 
618 ms Brown Instep Strap, wide 265H Mahogany Elk Blu., heel 2.15 
wedge 1.25 1.50 227 Tan Lotus Polish 1.45 1.65 
618SH Nut. Brown Instep Strap, wide 227H Tan Lotus Polish. heel 2.15 
toe, heel 1.50 1.75 217 Cherry Lotus Polish 1.45 1.65 
1618H Nut Brown Instep Strap, Eng. 1.75 2.00 217H Cherry Lotus Polish, heel 2.15 
‘oe, 1 7 . 
214 Mahogany Ox. wide toe, wedge 1.40 1.60 ° 
21451 Mahogany Ox: Wide to, heel 100 185 | Hagerstown Shoe & Legging Co., Inc. 
3214H Mahogany Ox. gz. toe, heel : . 
216, Black Kid Ox. wide toe, wedge 1.40 1.60 HAGERSTOWN, MARYLAND, U. S. A. 
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¥ aos zs = 
IN-STOCK 


For Immediate Shipment 
a ANOTHER POPULAR SELLING OXFORD | 




















* 
i} 
2 hil 








Style 8254, 
Welt P & V Black 
Calf, Lace Oxford. 


Imitation Ball Strap, 
Perforations as illustrated, 
11-8 heel and carried In Stock 
for immediate shipment. Sizes 
and widths as follows: AA, 4 to 9; 
A and B, 3% to 9; 









C, 3 to 9; D, 3 to 8. 
















Price $4.75 
UR IN-STOCK DEPARTMENT is at 


your service both for size-up and original 
orders. Mail and wire orders receive prompt 
attention. Write for our Illustrated FOLDER 
of In Stock Shoes. Refinement of Feminine 
Footwear is shown in every shoe. 


OUR SALESMEN 


are now in their territories and will be glad to 
show you our complete line. No obligation is 
imposed by your request to see samples. 





THE RICH SHOE COMPANY 


MILWAUKEE, WISCONSIN 











aa 
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No. 603—Genuine Glazed Kid 4 


i <4 
Comfort . — = = ) 
soles and Ru r Heels. ne 
Wate hice 2 to 89.8 Shog Yeteran's 
No. 606—Same as gnse 

Box Sides e 

as 606, ex- ol umn 


No. 608—Same 


sec [NWI 


No. 607—Same as 605, ex- 
cept with Box Sides. ..82.50 


If I was running a shoe store and my men’s trade 
was off—in the dumps—on the skids—I’d call out to 
my trade something like this: 


“You men, listen! You’ve layed off my men’s shoes 
for some reason. Come in and let’s have it out. Let’s 
talk it over! Something’s wrong with. you, or me. 
Let’s find it out. 





No Guesswork or Gamble 


in Selling These Shoes 


Whether you handle Wobst Comfort or Felt Shoes— 
or both—makes no difference. They are both staple 
numbers for which there is a constant.call every- 
where. Not “faddish,” there is no danger about their 
style not taking—no guesswork about profits—no 
gambbling of your good money against a buying 
whim which might change over night and make 


your stocks a dead investment on the shelves. “What's the matter? Prices? Quality? Style? If 


; he you want shoes at a lower price tell it to me, and let’s 
Hundreds of dealers are getting their fastest turn- see what can be done about it. 
over on these Wobst Shoes. And they are building 
good will at the same time, because Wobst does offer 
greater value for the money. Look at the prices ieee ; ey 
; 7 > - —_ : z hink If you want more style, tell me what you want on 
quoted on the Comfort Shoes, for example. Thin your shoes.: Do you want higher heels? Narrower 
of it—a flexible McKay sewed shoe of the finest toes? More dog? What is it you want? Tell me and 


selected leather, for only $2.65! rll get it.” 


“= you want better quality and you are willing to 
pay for it, I can get the best that’s going. 














This same high quality you will find in the felt shoes. 

Where leather is used it is full-grained; counters are 

of genuine fibre; felt is warm, comfortable, long- 

wearing wool-felt (no combination of cow-hair and 

glue). 

See Our Exhibit, Booth 40, N. S. R. A. Convention 
and Exposition, January 9 to 12, 1922 


Send for Sample Dozens Today 


WOBST SHOE CO. 


Vliet and 4th Streets Milwaukee, Wis. 


Manufacturers of Comfort Shoes, Comfort Slippers 
and Felt Shoes 


In Stock Always 


No. 755—Men’s 9” Heavy BLACK 
Felt Bal—Box Side Foxed—Grey 
Felt Lined—Combination Felt and 
Leather Sole—Rubber Heel. 
Width, EE; Sizes, 6 to 11.83.30 
No. 754—Men’s—Same as No. 
755 except 6” Bal $3.05 
Made in full sizes only. 














Tell Them What’s What 


Then I'd tell ’em what I had to offer. I'd talk to 
‘em about Good Looks, Quality, Wear and Money’s 
Worth. That is—if I had the goods to back me up. 
Something like this I think would get the average man: 


“You men who hesitate! Look at this! I offer 
shoes that look good on your feet. Neat, gentlemanly, 
polite, business-like shoes. You can wear ’em any- 
where and not be ashamed. 


“They have soles that will wear as long as the 
uppers and the uppers will wear long enough to satisfy 
any man. 


“They have innersoles that will not harden and roll 
up on the edges. Foot dampness won’t nenetrate 
because these innersoles are made of cork. ‘Korxole,’ 
that’s the word. 


“The heels are two-thirds cork. They are springy 
and lively. They wear like a pig’s nose. They won't 
slip and disjoint your backbone. 


“These are real shoes, men. Real shoes! They are 
made for men who put comfort, wear and money’s 
worth ahead of everything else. 


“The price is right. Eight ‘bucks,’ and that’s a fair 
price on this market.” 


Talk men-talk to men and tell ’em something new 
about the shoes. Get their interest by calling their 
attention to some new features in the shoes. 


When you say “innersoles” tell the man something 
new about the innersoles. It’s an old story at the 
best, but you can give it a New Tone. 


And heels! Say, brother, the half has never been 
told. There are so many rubber heels that when you 
say “Cork” you stand out like a lighthouse. 


THE SHOE VETERAN. 
P. S.—Have you written to the Armstrong Cork 


Company, Lancaster, Pa., for their illustrated booklet. 
“Paying the Way for Repeat Business’’? 
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“THE JEANNE” 


The Charm of Footwear —— «»v1asr 
‘s A NEW PATTERN 
Depends upon Design 


Degen-Lipp highest grade turns for women are thor- 
oughly worthy of their birthplace—Brooklyn. 


AAA 


hi} {Hilhit Hii! 


WAIL 





{ANNUUUT 


With the full knowledge that the workmanship is the 
finest, we turn our every attention to designing strik- 
ing, up-to-the-minute styles. 








These styles shown in your store will attract the best 
trade of your vicinity. 


iii itil IIMlt HU 


lil 


| 
l 


Let us tell you more about these beautiful shoes.— 
Just write us. Our Latest Creation, with 
the Vogue of Style, for 


DEGEN LIP P . Ine. Lie Ai WINTER FOOT- 


Makers of 


Women’s Best Turn Footwear 
New York Showroom: Factory: 
607 Marbridge Bldg. 133-143 Floyd Street, Brooklyn, N. Y. 


ill 
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FAIRY 104— 
Children’s All Seal 
Brown Kid Button, 
Wedge Heel, Reg- 
ular Cut Turn. C- 
D. 4-8 ...82.35 


Careful Parents 
Choose These— 


When they have the opportunity to judge of 
their excellence of construction, or if they 
sissieeainh titi ( have previously known Fairy shoes. The 
Genrrid Posh, «6 LG reason back of it is the high quality of work- 
or rum’ cp ie manship—fit of last—excellence of material 
a ( —and satisfaction in wear. These two turn 
boots in our “A” Grade are particularly in- 
teresting now, and we can ship them at once. 
There are many more in stock styles in our 
catalog. Let us send you one. 


GRIEB SHOE 
MANUFACTURING CO. 


309 ARCH STREET, PHILADELPHIA 


TRADE MARK PAA AD ID AP A aD ae oP oS SS 
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FALL AND WINTER(‘ 


HOLTERSHOES 








Good, staple, honest styles of shoes in stock 
ready to be shipped at once 


Order Today 





Send in your orders 
now for a line of 
sizes on these num- 
bers. They are priced 
right. 














No, 245—Black Satin 
One Strap, Imitation Turn, 
1% Inch Wood Baby Louis 

5.00 









No, 244—Black Satin 
One Strap, Imitation Turn, 


Heel. Price... 2% Inch Wood Louis Heel. 


AA—5 to 8, A—4 to 8, B, C EE s Quick sales with sat- WP 28g Inch Wood Loui 5. 


isfactory profit to you AA—5 to 8, A—4 to S B, O and D8 to 
and service to your 
customers are as- 
sured. 


You will make no 
mistake in buying 
any of these styles. 







No. 241 
Brown Calf, Ox- 
! 6ford, Welt, Tip, 


1%" Inch’ Mili- T 
tary Heel. Price erms 
$5.35 
AA—5 to 8 A—4%to8 
ste cah—3i fo Net 30 days 
Add 25c. for 8% and 9 

No. 242—Same as No. i 





No. 246—Brown Side 
Oxford. English Welt, 
Tip, 1% Itch Heel. 


241—but Gun Metal 2 Price ...ése+..0-. $4.60 
Calf Oxford. ‘ AA—5 to 7% < A—4% to 8 
PUNO cccccccdotns $5.35 B—3% to 8 C and D—3 to 8 
No. 248—Same as No. 241—but Black ; No. 247—Same as No. -246—but Gun 
Regent Kid, Price............- $4.90 Metal Calf Oxford. Price. aye 84.60 


See our Exhibit in the Cincinnati Section at the 
National Shoe Retailers Association Convention, 


January 9, 10, 11, 12, 1922 











THE HOLTERS COMPANY, Cincinnati 


NEW YORK: 437 Marbridge Bldg. BRANCH OFFICES CHICAGO: Room 210 Security Bldg. 








ati 


3Idg. 
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“HOLTERSHOES” 2% 













No. 142—Glaz- 
ed Kid Vamp, 
i Dull Kid Top, 7 
Ze Inch Flexible Welt, 
Sofshu, Tipe 1% _ 
Common Sense ee rice 

$5.35 
















Dul 5 
Inch Flexible Welt, 
Sofshu 1% Inch Com- 
mon Sense Heel. Price 


No. 240—Glaz- 
e id, 8 
Inch Welt, Tip, 1% 


06% = B— vases Inch Cuban Heel. Price $5.35 
ada 2be f oo yo 9 * $6.50 A—5 to8 B—4% to9 O, D and E—4 to 9 
d c for 8% AA—4% to 8 A—4 to 8 Add 25c for 8% and 9 


B—3% to 9, C and D—3 to 9 
Add 25c. for 8% and 9 







No. 212— Glazed 
Regent Kid, ts 
Inch Welt, Tip, 

Inch Military Heel. 





“es, 219—Glazed 
Kid Vamp, Glazed 








Regent Kid Top, Price. cccccccct $5.85 
- 8 Inch — “— AAA—5 to 8 AA—4¥% to 8 
Sofshua, A—3% to 8 B—3 to 8 
Fw Cuban Heel, Wingfoot Rubber Top rite Cn 2% to 8 —3 to 8 
LEP RES Re Fe ee POET ee: No 250—Gun No. 2t7—Sa No. 212, but Brown 
ASS to 8 A—4% g B—4 to 9 Metal Calf Vamp, Side Calf. Price. rT Arr 5.50 
C and D—3% to 9 Raa 25e for 8% and 9 - 8% Inch Dull Kid No. 251—Gun Metal Calf Vamp, Dull 
p, English Welt, 108 Kid Top, 8% Inch Welt, 1% Inch Military 

Suet, 1% Inch Military Heel” AA to D. Price, Heel. AAA to D. 
$5.10 DUE on0b00005.00000 db cecsedeapeton $5.60 





ol 



























THE HOLTERS COMPANY, Cincinnati 


NEW YORK: 437 Marbridge Bldg. BRANCH OFFICES CHICAGO: Room 210 Security Bldg. 
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A NORMAL 
CHILDS FOOT 








+3 sis as 


THE ACROBA 
SHOE FITS IT 


How Do You Buy Children’s Shoes ? 


In these days when customers have a keen nose for values, does a low price count for 
more than anything else in your buying? Or do you look first at the shoe to see if real 
value is there, and then at the price to see if it is a fair one? 


“Acrobat” Patented Double Welt Shoes 
have many distinctive selling features that 
are also wear and value features. We do 
not give “Acrobats” away, but we do give 
you and your customers a real old-fashioned 
dollar’s worth for the money. 


If you like the kind of trade that shoes 
made—and bought—this way, will bring 
you—get our Catalog 21-F showing High 
Cuts in stock, sizes 3 Infants to 8 Growing 
Girls. It will interest you. 


See our exhibit, Booth No. 171, 
N. S. R. A. Convention and Exposition 
Jan. 9-10-11-12, 1922 


SHAFT-PIERCE SHOE COMPANY 


General Sales Office—State Theatre Bldg., Minneapolis, Minn. 
Factories at Faribault, Minn. 
Specialists in Children’s Good Shoes Since 1892 


CROBA> 


CHILDREN’S 


SHOES 


PATENTED DOUBLE WELT 
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FIG. 2 







POSITION OFS. 

WHIP SHAPED “s 
SPRING STEEL 
CENTER SHANK 





AN ANNOUNCEMENT 


< 


JOHN KELLY, Inc. 


ROCHESTER, N. Y. 


After a study extending over several years and after repeated tests 
and experiments attended by remarkable results, JOHN KELLY, Inc., 
announces TWIN ARCH, “the Two-Fold Truss.” 





The inventor of this shoe spent years in study of the human foot, its 

anatomy and the mechanical principles governing its functions. His 

research led to recognition of the fact that stretching of the Plantar 

Ligament, the “Tie Beam” of the main arch, is the first cause of arch 

troubles. When this happens the arch sags, the foot is thrown out of 

poise and a severe strain is imposed on the muscles of the lower leg, 

causing the characteristic pains which are often mistaken for rheu- | 
matism. ; 





Having established this principle, it was apparent that no arch support 

shoe could successfully fulfill its purpose without properly supporting 

the Plantar Ligament. By a simple construction TWIN ARCH has 
accomplished just this, and for the first time in the history of shoe- 

making the support is placed exactly where the support is needed. 
The shoe is tied together as Nature ties the foot, and its muscles of 

spring steel support not only the short, upper and central ligament of 

the foot arch, but also the long Plantar Ligament which ties the ball 

of the foot to the heel. Hence the name, TWIN ARCH. 





In making this announcement, JOHN KELLY, Inc., believes that a 
definite and valuable contribution has been made to scientific knowl- 
edge and scientific methods, applied to the treatment of foot troubles. 





wn 
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REST <auijie=> CURE 








The Perfected Curative Shoes For Women 


‘ _- ys 


La France REST 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 


a} 





A SUPERIOR ARCH. 


RETAINING 
FEATURE 








TUTUOEEUCREOROEOTUUEEEOEUOGEOCEOGEOUHODEOOEOGE 


La France ‘REST CURE” shoes are an established success with most 


E have been making 

them in _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. 
La France Flexible Welts 


are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 








See Our Exhibit 
BOOTH 422 


N. S. R. A. Convention 
and Exposition. 


CHICAGO 


Jan. 9, 10, 11 and 12, 1922 








‘position most comfortable 


to the wearer. 

No shoe we know of em- 
bodies all these important 
features. 

In selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


La France Rest Cure Shoes Are Carried in Stock 
Boots and Oxfords—Finest Black or Brown Kid, AA-D 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively 


183 Essex St., Boston 





HOOT VEAAAALA TAA UUA LEME HA EO EO EDTA HAO O HOOT EOE NOOO HOHOEOEOEOUEGUOOUROOOUOUVOOEOUOOUOOOOGEOGOOUEOUOOOOOOOUEOUOOUOOUOOUOOSONOONO0N00000000000001N0NNINHINATNETETTETTITLO]VOITOIAIITOTEIATATIONND 
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PHYSICAL CULTURE SHOES 


Anatomically Perfect 


Corrective Footwear Made the Modern Way on 
Combination Lasts 


STYLE PLUS COMFORT 











Jn Stock 
Department 


—e a Se-2 Inches High, 7 Right and Left Counters, Anatom- 

Heel. “AAA“to BE, 2% to 9. Bou bup them as pou AAA to BE, 24 to" 10." 

Black Kid $8.0: need them Kid $7.50 
We carrp them 
all pear ‘round 

Atple never changes 


Demand constanglp 
increases 3". 

















Stock No. 172—Right and } : Stock No. “170—Right and 
Left Counters, on Cuban Heel. a . Left Counters, 12/8 Cuban Heel, 
AA to E, 2 9. Black Kid, it “ ‘Anatomic Heel Seat. AA to E, 

$6.50 2 to 10. Black Kid $6.50 


No. 494—Brown Kid ....$7.50 %, : No. 470—Brown Kid .. 
Same Last as 94. ¥ Same last as No. 69. 





Physical culture shoes are as 
comfortable the first dap they are 
worn as the last, because they 
are constructed not only to con- 
form to the foot, but aid correct 
posture—itself an aid to comfort. 


Gnd being made properly and 
habing proper fit — they support 
and hold up the arch as firmly 


yo By the last day as thep did the first. Stock No. 9—7 Inches High, 


Shanks, 9/8 Anatomic Heel. AA . for Bunions, Anatomic Heel, = 
to BE, 3% to 10. Black Kid, Broad, Heel, A to EB, 3% to 
$8.10 Black’ Kid $7 50 











Wm. Henne & Co., Ine. 


Known since 1875 for Quality 
BROOKLYN, N. Y. 
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No. 454—KID STOCK TIP BAL, Medium 
Toe, 9/8 rubber heel, E and ED, 45 last. 
$2.75 P No. 404—KID, Seamless —_— ™~ Rub- 
ber Heel. C to B, 40 Last 83.25 








No. 465—KID 7 INCH POLISH, Common- 
sense Plain Toe, 7/8 Rubber Heel, D, EB 
and EE, $3.00 
No. 463—KID BAL, (lower top), 

sense Toe, 7/8 Rubber Heel. 

only, 46 Last 





























No. 401—% FOX KID, Stock Tip Polish, 
Press Vamp and Quarter, 12/8 Cat’s-Paw .No. 204—KID, 7 Inch Polish, Press Vamp 
Rubber Heel. A to E, 40 Last....$3.75 and Fox, 12/8 Cat’s-Paw Rubber Heel. —/ 
No. 402—KID STOCK TIP OXFORD, 12/8 to E, 20 Last : $3.50 
Cat’s-Paw Rubber Heel. A to E, 40 Last, No. 207—KID STOCK TIP WIDE ANKLE No. 208—PLAIN TOP KID, 7 Inch Polish, 
$3.25 POLISH, Press Vamp and Fox, Heavy Sole, 12/8 Rubber Heel. C, D, B, 20 Last.$3.25 
12/8 Rubber Heel, EER Only....... $3.60 
No. 2011—KID STOCK TIP OXFORD, 
Gray Leather Quarter and Sock Lining, 12/8 
Rubber Heel. EEE Only $3.25 
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HIGH CUTS READY 


HE season for comfort footwear is now in full sway. The matter of selection should be 
considered seriously, but not delayed. Gardiner Quality Comforts are made up in a 
number of different styles—boots, sandals, Juliets and oxfords. The six high cuts shown are 
ready for immediate shipment, together with twenty other styles illustrated in our In Stock 


catalog. Write for a copy. 


m H. K. GARDINER COMPANY a@eemery, 


680 WASHINGTON STREET LYNN, MASS. & Gavainer's) 
lary comrolegs 


BOSTON SAMPLE ROOM, 134 LINCOLN ST. 
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Goodyear Welt 









































































































































Formative 


Shoes 


for Women 


HEIR price is a fundamental 

feature of Formative Shoes 
that should be carefully kept in 
mind by retail dealers who buy in- 
telligently. 


The Trade and the Public have so 
long had to pay premium prices for gen- 
uine orthopedic shoes that the relief from 
this furnished by Formative Shoes is a 
powerful factor in their appeal. 


Our production of two groups of 
Formatives—the Regular, having stand- 
ard fuil-forepart measurements, and the 
Modified, built with smart forepart and 
Cuban heel—gives the line another’ at- 
traction to dealers and consumers that 
has rapidly crystallized into popularity. 


ALL STYLES CARRIED IN 
STOCK 


REGULAR—Styles and Prices 
- 14—Black Kid Blu. Oxford. Price....$5.00 
+ 15—Brown Kid Blu. Oxford. Price.... 5.85 
- 16—Black Kid Blu. Boot. Price 
+ 17—Brown Kid Blu. Boot. 
. 18—White Beechtex Blu. Oxford. Price 4.35 


MODIFIED—Styles and Prices 


. 92—Black Kid Oxford. 
- 938—Brown Kid Oxford. 
Yo. 94—Black Kid Boot. 
. 95—Brown Kid Boot. 
- 96—White Beechtex Oxford. Price... 


Fitted with 
Rubber Heel 


IN 


STOCK 


No. 92 


Modified 
Formative 


Black 
Kid 
$5.00 


No. 16 


Regular 
Formative 


Kid 
$6.00 


COTTER SHOE COMPANY 
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ANNOUNCEMENT 





For Men, Boys and 
, Little Men is now being 
“ made and distributed, 
direct from the factory 


BY 
FIELD & FLINT .CO. 
Makers of ‘‘Korrect Shape’’ Shoes 


-MONTELLO STATION BROCKTON, MASS. 
In Stock 


Send for Catalog 


TRADE MARK 
REGISTERED 
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“a BOON TO WOMEN™ 


» 1 
—— AKCS peer wean 


STYLE B-292—IN STOCK 
Black Glazed Kid ™% Fox, 8% Inch Hi 
$7.25 





Large sizes, 8% and 9, 25c extra. Terms: 
4%—10, 2%—20, net 30 f.0.b. 
Cincinnati. 








STYLE 496—IN STOCK 


Black glazed kid welts 
Chippendale brown kid welts 


Large sizes, 8% and 9, 25c, extra 
Terms: 4%—10, 2%—20, net 30 f.o.b. 
Cincinnati. 


\ r 
Perfect Style with Perfect Comfort 


N arch-support shoe with every bit as much beauty as 

other high grade footwear! Comfort and style com- 

bined in a health-giving, arch-protecting, extremely modish 
shoe! 


Such is the Master Futkorset, the latest and crowning creation of 
Val Duttenhofer, the Master Shoemaker of the West. Its rigid steel 
shank of exclusive design assures complete arch-support—it hugs the 
instep as snugly as a corset hugs the waist. It provides instant relief 
from arch-discomfort, helps weak feet become normal and prevents 
fallen arches. Yet with all these features it is beautiful—the styles 
} which it is made are the leading models in to-day’s fashionable 
ootwear. 





























There are many women among your patrons who, while needing an 
arch-support shoe, still insist on consummate style. As a means of 
satisfying this trade, attracting an increasing patronage, and build- 
ing repeat sales, the Master Futkorset is without an equal. Order 
a trial dozen to-day. 


Val Duttenhofer, President The Duttenhofer-Stevens Co. 


Thirty-two years’ experience in the 


manufacture of ladies’ -shoes and 4 ‘ 
reputation for giving the best Makers of Women’s High Grade Footwear 


values for your money. CINCINNATI, O. 
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“Orthopedic Shoes In Disguise” 


STARTRIGHT styles conform to fash- 
ion as well as corrective standards. 
They have the workmanship and 
quality of “Baker” and Brooklyn, 
while the designing of last, and theory 
of construction, conform to best or- 


thopedic practice, and 


THEY ARE CARRIED IN STOCK 
IN 7 STYLES 


The 
George W. Baker 
Shoe Co. 


Black Glazed Kid, Ox- 325-43 Classon Ave. Black Glazed Kid 8% 
inch Lace, Startright 


ford, Startright patent- 
ed Heel. Sizes 3%4-10. Brooklyn, N. Y. - Sizes 344-10. 
to D. 


‘A AA to D 
Price 86.75 Price $8.50 











SAUNA A 


elvete! —felveto! —elveto! 


P-TO-THE-MINUTE MANUFACTURERS ARE USING THE WELL- 
KNOWN ° ‘BEA VERTON” SHOE VEL VETS—Made especially for the 
shoe trade. This is the same quality which was in so great a demand a few 


years ago. 


ez 





MADE IN 12 DIFFERENT QUALITIES. RANGING IN PRICE 
from $1.00 to $2.60 per yard. Backed. 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 


Cincinnati JULIUS K ALLM AN CO. Pe qe eS 


Office 
529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 


Address our nearest office for samples and prices 








ay 
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Variety in the width of the 
toe and rig of the heel is 
afforded by three combination 
lasts—Orthic, Pedic an 
Tarsic. Orthic, the last with 
@ wide toe, straight inside line 
and one and one-quarter inch 
walking heel, is illustrated. 


Looking weston Fourth 
Street, Cincinnati, here 
is a glimpse of the Dixie 
Terminal, The Sinton 


thoroughfare. 


< At Home on the Avenue— 


ARCILO-PEDIC™ 


Dealers selling this remarkable Krippendorf- Dittmann 
shoe report phenomenal sales.: ARCH-O-PEDIC is 
the product of master craftsmen who have success- 
fully united the desirable style elements of fashionable 
footwear with the essentials of comfortable footwear. 
ARCH-O-PEDIC shoes are extremely light in 
weight, smart in appearance, a delight to the wearer. 





Women in your community who enjoy healthy feet, as 
well as those who long for real foot comfort, will appre- 
ciate the satisfaction from wearing ARCH-O-PEDIC 
footwear. This business is ready to be captured. 
Will it be yours? Write or wire today for trial order. 


Black kid boots in stock $7.50 pair 
Black kid Oxfords in stock $6.00 pair 


ARCH-O-PEDIC footwear will be on exhibition at 
the Chicago Convention, January 9, 10, 11, 12, 1922. 
U mique in design and con- 


Made in Cincinnati by ee 
“i aera a 9 struction, the ribbed shank 
“Ye Krippendort Dittmann 6 | sfospyetics 


he foot certain to please 
the thoughtful dresser. 








with every step A R C i 0 PED Ic 


plus elegance and style 


Bn 
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ARCH PROTECTOR 
OXFORDS 


Made up in black kid, brown kid, 
tan calf and black calf. 


Delivery Four Weeks 


J. Pe - —— 


TTENHOFER SONS CO. 


CINCINNATI, OHIO 
ESTABLISHED 1888 


November 26, 1921 
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antilever 


Shoe 


HE Cantilever is a well-liked shoe 

which sells to all types of women. 
It is a wonderful shoe for corrective 
purposes. It is a comfort shoe for 
everybody-—but it is neat and trim in 
appearance. Judging from the letters 
we receive at the factory, it is the kind 
of shoe that a lot of women are look- 
ing for, everywhere. It is not an ex- 
periment, but a proven shoe with a 
successful record. 


As you are no doubt aware, Canti- 
levers are advertised extensively, 
nationally and locally. Cantilever 
dealers are using the newspapers in 
all the larger cities and we are run- 
ning monthly full-page advertise- 


for J Men 
Wok en 


ments in high class magazines, such 
as “Woman’s Home Companion,” 
“Good Housekeeping,” “Literary 
Digest,” “Physical Culture,” “Cos- 
tume Royal,” and several others, with 
a combined circulation of over 4,600,- 
000. 


Cantilever Shoes give the dealer a 
profitable and satisfactory business 
minus the uncertainties of the novelty 
game. 


We sell to only one store in a town 
and prefer that store to be the right 
one, to make money on our line, to 
grow with us and to be our friend as 
much as our customer. ) 


MORSE & BURT CO., Inc. 


Flushing and Carlton Aves. 
BROOKLYN, N. Y. 
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Announcing 


The Gordon Shoe for Men 


ONG identified with the trade as Vice-President of the A. H. 
L Gaines-Gordon Company, Mr. Louis W. Gordon now heads an 
organization that offers a line of Men’s Shoes of exceptional merit, 
embodying high quality and authentic styles. 

The new line of Gordon Shoes for Men will make a strong appeal 
to the discriminating dealer, who readily appreciates the benefits of 
specialization. An organization of experienced shoe men devoting 
their energies exclusively to ONE line means that the trade can 
depend upon their offerings as representing the best that the market 
affords. 

The manufacturers of the Gordon Shoe for Men have devoted 
years of observation and experience to the perfection of the product, 
and the result is inherent qualities that mark it with the stamp of 
leadership. 

The Gordon line is more attractive in appearance and in quality 
than many lines that are now retailing at $10.00 or over, but our 
offering is so closely worked out that merchants desiring to make a 
quick turn-over in “peppy” or conservative styles will be able to 
profitably retail Brockton-made Shoes at from $5.00 to $8.00, which 
is an opportunity to meet the popular demand of present day pur- 
chasers. 

The in-stock service which will be kept fully available, at all times 
will embrace upwards of forty numbers, including: all wanted leathers—a 
variety of correct lasts and will range from A to D widths. Our business 


policy is based upon sterling quality, honest dealing and clean methods, 
and we guarantee complete satisfaction in every transaction. 


GORDON (© hc 
Mew ine Sire} 
149 Duane Strect 
Mcanal 7162 
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Warning to Shoe Retailers 


The well merited popularity of our PATENTED, nationally advertised ““GLOVE GRIP” shoe has 
resulted in numerous imitations being offered by unscrupulous shoe manufacturers, who know that 
they are trespassing on our rights and who are willing to trade on our reputation, even to copying 
our bottom finish which has been featured in our National advertising. They want some of the 
business that we have developed, and while we thank them for endorsing the Glove Grip feature, we 
propose to protect our patent rights and the rights of our many Glove Grip Customers. 





Every shoe retailer who buys any one of the numerous imitations of the Glove Grip Shoe should 
demand from the manufacturer of such a shoe, a contract, guaranteeing and insuring him against any 
loss or costs resulting from any legal action brought against him by M. N. Arnold Shoe Company, 
who propose to prosecute infringements. 


Lawsuits for the protection of Patent Rights and Trade-Mark Rights may be brought against 
the person or firm who sells and delivers the infringing article to the consumer. 


Our U. S. Patent No. 915082 covers the following: 


“Footwear having a sole in combination with an upper, both right and left 
sides of which, at a place between the heel and ball of the foot, are attached 
to the sole under the outer side of the foot.’ 


Any manufacturer or retailer who makes or sells a shoe falling within this description is infring- 
ing upon the patented invention which we own. 


Our bottom design, which is illustrated herewith, has been a special distinctive feature of Glove 
Grip Shoes for years. Any manufacturer who uses this bottom finish ,is trading or our reputation 
and violating our Trade-Mark Rights. 


Glove Grip 





The above is our Glove Grip ‘bottom-finish, a dis- 
tinctive feature of our men’s and women’s Glove 
Grip shoes. Manufacturers who copy this finish 
are infringing upon our rights. 


Again we state that no retailer should offer to the public, any IMITATION of the ARNOLD GLOVE 
GRIP SHOE without demanding of the manufacturer, a contract oarnesing him against costs 
of suit and liability to us, for damages and profits. 


TRUM UUMUUMUMLL ULL 





















M. N. ARNOLD SHOE COMPANY 








~ 


HN 











NORTH ABINGTON, MASS. 
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The ‘Famous 
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pee : 


ELECT your men’s shoes EE nae nee 
pened te a ae Se ee Berane “Cant, "Pats 

tees erage , Flange Heel. 
with extra care. SE ress Toe, Flange Hee 
Economic conditions made the 


purchasers of shoes at these 
prices unusually critical. 





Weber Union Made Shoes are 
calculated to perfectly satisfy te Oye ea 
such purchasers. 
WEBER BROS SHOE CO. 


fie 3.89 Bal NORTH ADAMS. MASS 





MMMM 


he Best Shoe For The Least Money | 


MASTERS of STYLE 


ASHION still favors Patent 

Leather for use in styles for the 
coming spring season. The Junior 
Louis Heel adds a dainty, well-bal- 
anced touch to the M-C “Rita.” The 
price, like that asked for all M-C 
McKays, is moderate. 


Patent Leather One-strap, 
Perforated Design on 
Quarter, Junior Louis 
Heel, Single Sole. 











Three to four weeks’ delivery. 


Jobbing and mail order trade only 
MITCHELL-CAUNT CO. 
M-C MKays J Sc. = 


LTS er UUTUTTTUULUTIOUUAUUUNUUUASEAEUCUAUUATTUOVOUATOAOEUOUTOOUAEAA UAE 
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Cutting Costs by Cash 


The Public Can Be More Economically 
and Efficiently Served 


is put up in a little package by a success- 

ful Southern merchant who uses the fol- 
lowing: “We will give you credit for good judg- 
ment if you pay cash.” , 

If you run acredit store “snap out of it” for volume 
of sales is not profitably obtained by that method. 
The one outstanding campaign that is being success- 
fully fought the country over is the fight against 
credits—the elimination of a waste that is nationally 
retarding all business. 

To the everlasting credit of the South be it said 
that every effort is being made to put retail shoe 
businesses on a cash basis. Other sections of the 
country are falling in line but here and there are 
stores marking time on the biggest battle front ever 
attempted by business. Why it is that a shoe store, 
with its small amounts is liberal on credits, is some- 
thing passing all understanding. Anybody having a 
telephone number is considered a charge customer. 
Is it any wonder that “open accounts” keep the 
greater proportion of the store’s capital in a frozen 
state. The account being open means that payment 
is due any time in the future, and the usual custom is 
for the account to be open the year around—for every 
pair paid for in sixty days another pair goes on the 
books in perpetual charge. Bankers in appraisal of 
shoe store accounts usually allow twenty-five per cent 
as the quick collection figure and that only after thirty 
days of drumming. 

Here.is the issue—have you enough capital in the 
bank to permit your keeping ledger accounts to the 
extent you are doing, and still take every discount 
on your factory bills? If you can do this and enjoy 
the sensation of keeping customers foot-free at your 
expense then this editorial does not interest you. But 
if you have difficulty in borrowing money at the bank 
and in making a profit for the work you do, then 
snap right out of the hypnotism of credits and carry 
on the fight now. 

It is to be expected that- customers cannot carry 


Ts only sort of credit worthy of the name 


around hundreds of dollars to pay as they buy—so 
for this reason the structure of credit may be needed 
in the furniture and fur business. But with shoes 
averaging ten dollars the utility of the. pocketbook 
and the check-book is not to be denied. This is. the 
first premise. 

It is no small detail of store expense to carry ledgers, 
make statements and keep dunning letters a-work. It 
is nationally known that charge accounts give most 
of the trouble on returns and allowances. The exact 
figures give the charge account 80 per cent of all 
these irritants to an honest business. It has been 
also known that charge customers have had sent to 
their homes many extra pairs for the purpose of 
selection—sometimes these are returned promptly and 
several cases have been known of the shoes being 
worn, especially to photographic studios. But why 
enumerate the abuses. The RECORDER sums it all up 
by declaring that the retailing. of merchandise has 
got to be radically changed if for no other reason 
than the error of making the cash customer pay for 
the advantages given the credit customer. The spirit 
of the trade is on a much lower level with the sub- 
servient custom of charging than it is on the plan 
of selling and serving for cash when both parties 
to the transaction know that competition has given 
them full value. 

The flub-dub of business is due for a fall under 
the cash basis of doing business; values will be better 
for both; even deliveries will decrease for “cash and 
carry” means less overhead. 

The public is “getting on” to what Service really 
means. The public is beginning to appreciate what 
fit of the shoe and its style mean to both pocket-book 
and satisfaction. 

The plea will arise, “but I can’t change.” That is 
not so—for one of the oldest and most honored stores 
under the credit standard threw out both credits and 
deliveries. That Richmond store took the customers 
of generations and made them like the cash system. 
What is more it kept the customer who formery let 
her account run up to a tidy sum and then bought 
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elsewhere for cash. Other stores have advertised the 
plan of “cash and its community benefits” while still 
other stores have taken post-dated checks to soften the 
blow of paying cash instanter. 

It is such a serious problem—this one of cash and 
credit—that it is to be hoped that local retail asso- 
ciations will frankly come to agreements on city or 
town methods of merchandising. All industry is suf- 
fering from the “pay to-morrow” habit. Only the chain 
store keeps strictly to cash for the ownership of the 
business is non-resident and cares not for accommo- 
dations to customers who to him are far distant 
strangers. If the chain store can do it and can send 
the profits out of town is it not time for all resident 
merchants to adopt a policy which keeps money moving 
within the town. One half of the cry profiteering 
comes from the charge customer who says “the shoe 
merchant can afford to keep my account for months 
because he makes so much profit.” 

It is no longer a truth of the trade that because 
a customer has a charge account he or she buys more 
pairs of shoes. People who purchase only for utility 
are keeping to their minimum pairs this year. People 
why buy for style, go where style is, and the induce- 
ment of the charge account is nil unless you carry 
the styles. 

If the country is in for a period of less pairs 
for utility and some few pairs more for style it is 
as obvious as the fitting stool in every store that 
a merchant can get more net profit by a cash policy 
than he can by the medium of credit. Think it over, 
and switch to cash. If you get cash you can discount 
your bills, and the whole line of industry can serve 
you and your customer more economically and effi- 
ciently. 


The Foot Attention Era 


The feet of a nation come up for better attention. 
Feet are on the mind as well as minds are upon feet. 
The public has learned that feet affect comfort and 
health, and as a result in every village, town and city 
experts have arisen to cure the ills of foot-kind. 

Some shoe men attribute the new attention to 
foot comfort as the direct work of the Y. W. C. A. 
and the War, to focus interest in better feet. As 
the situation now stands practically every shoe maker 
and every shoe seller is an advocate of either the 
flexible or the rigid shank, and the shapes vary from 
the old type freak last to the style shoe, corrective 
in name only. The difficulty is the proper one 
to select. No one shoe is a cure-all for all feet, and 
the merchant who studies the subject gathers his 
own convittion as to which corrective type of shoe 
will help most feet in his store. 

We can recommend the public to the foot attention 
being given in shoe stores, if for no other reason 
than that the shoe man spends his life in fitting the 
most complicated set of muscles and bones, and 
practice makes him fairly competent. 

Each year’s development of lasts and methods of 
shoemaking makes foot comfort more and more pos- 
sible and probable—providing the customer puts her- 
self or himself unreservedly into the hands of the 
merchant for accurate fitting. The majority of fitting 
errors come through the eye of the customer and not 
through the stock of the merchant. 

We do not recommend to the public a cure-all for 
all feet in shoe stores for in many cases medical 
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attention is needed. We ask the public to be careful 
as to foot correctives applied by chiropodists and fake 
experts. There are authorized and educated foot 
specialists in stores and in private practice, and these 
can be located best by a frank request to the merchant 
for such guidance. 


Good Roads and Good Shoes 


There are advocates of good roads who suggest that 
the amount of money spent in armament if diverted 
to good national roads would increase the country’s 
prosperity so that the high-war prosperity period 
would be a constant feature of the country’s develop- 
ment. Some states have gone the limit on road build- 
ing and have already noted returns. Good roads built 
in the next decade will revolutionize not only trans- 
portation but social and business life. 

For example Greensboro, High Point and Winston- 
Salem in North Carolina have connecting highways 
the equivalent of any road-making in America. The 
three towns on the strength of their good roads have 
three of the finest hotels in the country. Many a 
city would be hopelessly outclassed in hotel efficiency 
by any one of the three. Two of these hotels have 
been opened within the past two weeks and the other 
is not over two years old. Business in these three 
towns is better than the normal of any regular year. 
Traffic between the towns is on such a friendly basis 
that inter-city acquaintance is solicited. Folks in one 
town are glad to know people in the other place 
because the fifteen or twenty mile ride gives destina- 
tion to their auto travels. 

Watch these three towns in the future and con- 
sider that they become greater communities by one 
thing alone—contact. Good roads means good shoes. 
Prettier shoes and better grade shoes are wearable 
when the mud is no longer the great reason why 
plug-ugly boots must be worn. How much of the 
change to slippers and oxfords can be directly charged 
to just that one item—good roads? 


Was It Poor Equipment or Poor 


Salesmanship? 


The other day a woman purchased in one of Bos- 
ton’s exclusive shoe stores, a pair of one-strap 
pumps, the button fastening of which needed adjust- 
ment. “You’ll change the buttons for me, won’t 
you?” asked the woman. 

“We’d prefer to have you do it yourself, madame,” 
was the rather surprising reply of the salesman. 
“You see, the only way we have of fastening but- 
tons is with a stapling machine, which is not as 
satisfactory as sewing.” 

So he stapled the buttons on for his customer, 
forgetting, incidentally, to remove the threads with 
which the buttons had been sewed on at the factory, 
and sent the customer from the store with the fol- 
lowing two very distinct impressions: 

First—That the buttons on her pumps were fas- 
tened in the worst way possible, and— 

Second—That the store did not have up-to-date 
equipment and consequently might prove equally be- 
hind the times in its style and quality. 
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Retail Price Situation To Be Probed 


Results To Be Used to Change the “‘Psychology 


of the Consumer’’ 


price situation are now under preparation 

by a special committee of retail mer- 
chants, with R. H. Webber, president of J. L. 
Hudson Co., Detroit, as Chairman. The Committee 
was appointed by Sidney Anderson, Chairman of Joint 
Committee on Agricultural inquiry of Congress, to 
represent the retail dry goods trade in cooperating 
with the Commission. The purpose of the inquiry 
is to stimulate economic conditions throughout the 
country through the coordinated efforts of retail mer- 
chants by giving conclusive evidence in facts and 
figures as to prices and profits the accuracy of which 
will be attested to by a Congressional body. It is 
regarded as one of the most forward steps of the 
year. 


(Q) prise station ar to cover the retail 


To Clear Up Misunderstanding 


As its object is explained, “changing the psychology 
of the consumer,” that is to show if possible that the 
Spread between wholesale and manufacturers’ prices 
and merchants’ prices to ultimate consumer are not 
excessive. The Commission’s preliminary inquiries 
have indicated that the misunderstanding which exists 
in this respect is a great stumbling block for the 
restoration of normal buying and selling. If the 
analysis of confidential reports received from repre- 
Sentative retailers warrant it the Commission intends 
to sponsor a campaign of education among consumers, 





which will do much to restore their confidence in the 
merchant. 

Mr. Webber and C. B. Clark, Controller of J. L. 
Hudson Co., accompanied by Harold Young, of the . 
National Retail Dry Goods Association, conferred with 
Chairman Anderson and other members of the Com- 
mittee Tuesday, in response to an invitation to discuss 
the situation. Mr. Anderson made the position of the 
Commission showing the retailers’ representatives 
that it was in no sense in the nature of persecution, 
but on the contrary decidedly helpful to the enterpris- 
ing merchant. 


Associations Not Recognized 


It may interest the retail trade in general to know 
that this Congressional Commission -has a_ policy 
whereby it does not recognize trade associations. 

However, they do select certain representatives from 
organized bodies to serve with representatives who 
are not members of associations. The committees are 
generally limited to seven members. Other members 
of the retail dry goods group will be selected in a 
few days. Just what items this committee will recom- 
mend to be included in the questionnaire will be 
decided after a conference in New York. It is the 
intention of the Commission to get data representa- 
tive of sections, rather than national in scope. This 
policy is dictated with the feeling that conditions 
differ in localities and it would be unfair, therefore, 
to make the questionnaire so broad that it would 
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\ N 7 HEN a retail shoe merchant has installed 
his hosiery stock, the next thing to which 
he should turn his attention is the proper 

recording of this stock—or, in plain terms, a stock 

record. It is important to keep as careful an inven- 
tory of hosiery received, sold, and on hand, as of shoes 

—and surely no re- 

tail shoe merchant in 
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These numbers apply to the listing of women’s 
hosiery; list men’s the same way, with the exception 
that an 0 should be placed before the code number— 
as 050. ; 

Purchase Records Explained 

The next books to purchase are the Stock Record 
Book and the Order 
Book. A good size for 





these modern days 
would think of doing 
business without 
keeping a shoe stock 
record, and a pretty 
thorough one, at that. 

Just as every 
hosiery -manufactur- 
er has his code num- 
bers, so must the re- 


heavy, medium or light. 


Model Number Code for 
Hosiery Department 


First figure in code identifies the retail price. 
Second figure identifies the yarn and the weight, whether 


Third symbol—a letter—identifies special features. 
Retail Price Code 


the Stock Record Book 
is 10% by13% in. The 
Order Book is an ex- 
act duplicate of the 
Stock Record Book; 
the Order Book’s 
pages are numbered, 
commencing with l, 
and every order on 
that page is called 


tail hosiery merchant Dtiteiennaeee eg. ee eer ee $2.05 to $2.50 “Store Order No. 1,” 
adopt code, or desig- peesseetepenen, RL, ieaetateone. 3.0310. 3:50 every order on page 2 
nating numbers. A . beets <:4-ane Het = 4  cceee see eaeth 3.55 to 10.00 is called “Store Order 
code chart, in use at [| °°". i E No. 2,” and so on; the 
the present time by Yarn and Weight Code Order Book, there- 
the Dr. Reed Cushion } oreerrrresres HW Silk REI ee ne LW Lisle - fore, serves as a check 
Shoe Store, Boston, Peters tee LW. Silk geicc 2212 ee on the Stock Record 
ip pomnented hesenem. Ese... SOA 7 og A ap age te 

cashmere der book is ruled off 


For its use, as well 
as for the use of other 
charts appearing on 


Special Designation Code 


to include a column 
each for date, manu- 


this and the opposite -; ey oo {8 a facturer’s name, the 
page, the Boot AND c ar. aa = meen al " store’s order number, 
SHOE RECORDER is in- E. Boot style. X. Out size. store’s stock number 
debted to General - x ey. manufacturer’s num- 
Manager B. C. Goul- L. Lisle top and sole. S.W. Silk and wool. ber, cost, color, sizes, 
ston. For example, the symbol 45M indicates that the hosiery in total in dozens, when 

question is a medium weight mercerized lisle retailing at from stock is due, when re- 


How the Code Works 80 cents to $1.00. 


The code numbers 


ceived, sizes received; 











on this chart are made 
up of figures and let- 
ters indicating retail price, yarn and weight, and, if 
necessary, specific description. 

For instance, let us take No. 50. Its first figure 
gives the retail price. -We look at the “Retail Price 
‘ Code” and we find that the $1.05 to $1.50 listing is 5. 
Now we will determine the second figure, the model 
which we are listing is a wool and cashmere model. 
We look at the “Yarn and Weight Column” and find 
that wool and cashmere is listed at 0; this gives us the 
second number for this particular model, and so we 
shall list it in our stock records as No. 50. 

Let ys take, for further illustration, another. 


the inventory page, 
with date, store stock 
number, color, sizes and totals in dozens. This infor- 
mation is spread across opposite pages. The listing of 
women’s hosiery purchase records starts at the front 
of the book and moves toward the back; the listing of 
men’s hosiery purchase records commences at the back 
of the book and moves toward the front. The chil- 
dren’s hosiery stock records might occupy a separate 
book. 

Before ordering on any particular model, an in- 
ventory is taken, and besides the semi-annual and 
yearly inventory, a special inventory is taken at the 
Dr. Reed Cushion Shoe Store Hosiery Department 





No. 50 Women’s Wool Hose 


Hosiery Purchase Records 











Our Our 
Date Manufacturer Order Stock Mfg’s. Cost Color Sizes and Dozens Total 
No. No. No. 
: r P 8? 9 9? 10 +10? 
Aug. 3 Mass. Knit. Mills .. 60 50 854 $12.00 ort Yu % % % 
Aug. 3 Mass. Knit. Mills... 60 50 856 12.00 Olive 4% Yy 7 A 
Aug. 3 Mass. Knit. Mills... 60 50 857 12.00 Oxford % Yy% yy yy 
Aug. 3 Mass. Knit. Mills... 60 50 861 12.00 Blue 4% yy yy Yy 
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the inventory pages. 
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Sales Slips Necessary 
After we have listed our hosiery purchases, we may 


say to our hosiery saleswomen: 
They are furnished with the 


selling.” 
slips, which are pro- 
vided with carbon 
sheets for duplicate 
copies. On these sales- 
slips are entered the 
store’s stock number, 
and the price of each 
pair sold. These sales- 
slips are sent to the of- 
fice of the store and the 
next day, after cash is 
figured, the office sends 
them back to the head 
salesgirl, and she fig- 
ures the exact number 
of each stock number 
sold; slips are again 
returned to the office 
and they are posted in 
the Piece Sales Book. 


Piece Sales Book 
Explained 


The Piece Sales Book 
is only another name 
for Pairs Sold Book. 
A good size for this 
book is 1334 in. long 
by 8% in. wide. A 
sample page is pre- 
sented showing date, 
store stock numbers 
and refunds for one 
month. Refunds are 
entered in red, as are 
also the weekly and 
monthly total. Holi- 
days should also be 
noted on these pages. 


Inventories are noted in red ink on 


“Full steam ahead on 
ordinary sales- 
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between each week’s totals makes for easier reckoning 
of monthly and yearly totals. 


It’s Net Profit That Counts 


Boston.—Says Fred Porter, merchandise man for 


Thayer, McNeil Co.: 








Hosiery Piece Sales 


1921 


Record 





















































Oct. 445M 45MX 47R 48X 52LS 52S 56R 62L 
1 1 16 14 5 
1 16 14 ) 5 
3 oa 2 1 3 ie 1 
4 (4) * 30 2 1 vite 5 
3 oats 42 1 4 2 cat 5 
6 15 3 1 1 “ves 
7 11 5 2 1 2 
8 5 rf prey a 7 
(4) 105 1 25 9 2 20 
10 inks 8 1 2 1 2 
11 eaves 5 1 1 2 
12 Holiday uk fate ied 
13 Pre: 26 2 Pad <2 
14 22 1 2 
15 42 5 4 2 3 
aaaeee 103 3 9 6 2 9 
17 1 en 21 ete 1 1 1 
18 a ane 15 1 1 iu ia 
19 a 1 18 1 rAd - 3 
20 ‘is Pre 21 4 pa aac 2 
21 «a “a9 19 r 4 Re 1 5 
22 aed ‘ 44 ‘ 1 1 5 
1 1 138 8 3 3 16 
24 1 23 1 4 3 1 
25 ; 13 4 ] mere 
26 2 2 1 ¥ 4 
27 9 1 ae 1 er: 
28 5 1 3 1 . ae 
29 - 11 2 7 .% 3 8 
5 5) 3 21 2 8 13 
31 t 2 1 2 
4 2 1 2 
Total 2 4 425 7 77 27 16 65 








* means refund. 








A good plan to follow in ruling 


this book is to allow about thirty columns for the 
women’s hosiery listing; each column to be about one- 


half inch wide. 


Under each stock number listed, put 
down the number of pairs sold each day, the totals 
each week and the grand total at the end of each 


month, at the bottom of each page. A double space 


“One of the greatest 
mistakes made in writ- 
ing about the retail 
shoe business of to- 
day is the misuse of 
the word ‘profit.’ This 
mistake is in large 
measure made by the 
daily newspapers, 
whose correspondents 
do not take the time to 
make a study of terms. 
They write glibly about 
a 33 1/3 per cent profit 
which a retail shoe 
merchant is making. 
The only ‘profit’ which 
should be considered or 
mentioned is the net 
profit because that is 
the only amount which 
goes into the cash 
drawer. After a re- 
tail merchant’s ex- 
penses are paid his net 
profit is about 3 per 
cent. Much was said 
in the press about a 
certain Boston mer- 
chant who sold shoes 
at only ‘50 cents per 
pair profit.’ Yet that 


is an exceptionally good 


net profit. We would 
like to be guaranteed 
50 cents per pair profit 
on our merchandise.” 


RADIUM TIPS IN LACES NEXT 


Having put radium eyes on slippers so that a man 


can find his slippers in the dark, it is now up to the 
inventors to put radium tips on laces so that a man 
can find his way along dark streets at night. 








Hosiery Purchase Records (Cont.)—Inventory Page 








Store 
Due Ree’d in Sizes and Dozens . Date Stock Color Sizes and Dozens Total 
No. 
r 8? 9? 10 10? ae : 8? 9 9 10 10° 
Whit 15 Oct.7 Oct.18 50 Dk. Brown iG iy % yu 2 
Nov.15 Oct.7 \% 4% .. \% Oct.18 50 ‘Dk. Heather 4% 4% \% % YW 1% 
Nov.15 Oct.7.% ye... \Y Oct.18 50 Med. Brown GR ee yy 
Nov. 15 Oct. 7 ob ee Oct.18 50 Blue 1-6 1-6 




















72 BOOT AND SHOE RECORDER 


apply only to a few. The commission has adopted a 
line of research which calls for a reversal of the 
customary practices. Instead of going directly to 
the source, this inquiry is taken up at the distributive 
end. 

In their study of the distribution factor, the Com- 
mission has invited the cooperation of trade organiza- 
tions and individual dealers. In the questionnaire 
emphasis is given to the fact that the replies will be 
held confidential so that retailers will have no hesi- 
tancy in responding to the inquiry. The questions 
vary with different commodities. It is interesting to 
note that the questionnaire for the dry goods trade 
contemplates the elimination of items regarding styles 
and millinery, and confines the discussion primarily 
to staple lines. 


To Establish Sales Cost 


The questions will deal with the retail price, specify- 
ing that it means the average selling price and not 
bargain cuts. The commission wants to know the 
price to the consumer, as well as the price which the 
merchant pays for delivery to the receiving station. 
In addition, they ask the merchant and cthers to tell 
the cost of doing business and the rad:us served by 
their delivery system. Data is asked regarding the 
general average amount of stock carried in the years 
1913 to 1921, the amount of taxes paid, etc. 

A table will be prepared to show the cost and selling 
price of staple articles during the six months period 
ending January and July. These dates may be changed 
in cases of special seasonal demand. 

Briefly, the commission believes that retailers will 
solve their own problem by helping in this inquiry, 
for the work of the Government in this respect will 
carry more weight than any amount of explanation 
of price and profits over the retailers’ counters. It 
will also clarify the misunderstanding as to profits 
and margins. 


Sales Volume Decreases 


Reports of trade associations to the Department of 
Commerce for the month of September show a slight 
decline in the volume of sales in representative de- 
partment stores throughout the country. During the 
month of September department store sales in the 
Northeastern section (north and east of Maryland) 
were about 5 per cent below September, 1920, and on 
the Pacific coast the decline was 6 per cent. Through- 
out the rest of the country, the decline was more 
marked, ranging from 9 per cent in the Kansas City 
district to 23 per cent in the Dallas District, and 21 
per cent in the Cleveland and Atlanta districts. On 
the other hand, mail order houses reported a gain 
of 18.3 per cent in sales in September. A similar gain 
was reported in August. According to the Depart- 
ment of Commerce, this increase in business is par- 
tially seasonal but larger than the increase in 
September, 1920. 

Chain store sales declined 1.7 per cent. Fall sales 
campaigns are given as the cause for slight increases 
and magazine advertising amounting to 15.6 per cent 
in September and 15.4 per cent in October. 


Leather Prices Fairly Firm 


Review of hides and leather made from an analysis 
of reports from the industry shows the Department 
of Commerce that there was a decrease of 7 per cent 
on sole leather products in September as compared 
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with the previous month. The wholesale prices of 
sole and upper leather and of boots and shoes remain 
stationary. However, wholesale prices of hides from: 
heavy native steers advanced 1.3 per cent in Sep- 
tember, but this increase was upset by a decline oi 
1.2 per cent in the price of calfskin. Exports of sole 
leather did not vary during September but an increase 
of 19.4 per cent in exports of upper leather was re- 
ported. Boot and shoe exports fell off 61.2 per cent. 
Imports also declined 13.5 per cent during September. 


New Arch Support Shoe 


John Kelly,: Inc., makers of “Those Better Shoes” 
for women are placing on the market a new patented 
arch support shoe. Joseph P. Byrne, former president 
of the National Shoe Travelers Association is the 
inventor of the shoe which he claims is unique in that 
it gives support at two vital points—the long Plantar 
ligament, and the short upper, central ligament of the 
foot. arch—where support is most needed in arch 
trouble. The new shoe is called “Twin Arch.” 

In describing the advantages of his invention and 

its method of construction Mr. Byrne said: ‘“ “Twin 
Arch’ shoe is scientifically correct because it is tied 
together as nature ties the foot. It has muscles of 
spring steel supporting not only the short upper and 
central ligament of the foot arch, but also the long 
Plantar ligament, which ties the ball of the foot to 
the heel. The stretching of the Plantar ligament is 
the first cause of broken down arches. ‘Twin Arch’ 
shoes place the support exactly where the support is 
needed. The construction of the shoe is simple. A 
heavy grain innersole is used. This innersole is 
rounded with a reverse curve, the innersole is split, 
forming a pocket. In this pocket is inserted and 
anchored a spring steel truss, which extends from 
under the heel to the inside ball, directly under the 
Plantar ligament. 
' “After the shoe has been lasted and inseamed, a 
specially designed whip-shaped center shank of spring 
steel is fastened in place where ordinary steel shanks 
are generally used. This shank is anchored under 
the heel and extends to and exerts pressure on the 
metatarsal arch and supports the short ligament which 
connects the heel and scaphoid bones. By reason of 
its design this shank will not break at or forward 
of the heel. This breaking at the heel is very common 
in steel shanks generally.” 











In the front cover advertisement of the Weyenberg 
Shoe Manufacturing Company in the BooT AND SHOE 
RECORDER, issue of November 5, typographical errors 
made it appear that the name of the New England 
distributor for this well known Milwaukee company 
was the Dunham Rees Company of Brattleboro, Ver- 
mont. The correct name is Dunham Bros. Company. 
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The Growth of the Orthopedic Idea 


Many of Our Painfully Evident Troubles We Now Know 
Can Be Traced to Improper Footwear 


By WALTER G. DENNISON 
Former Publicity Director of Rice & Hutchins, Inc. 


HAT the people of this country are slowly 
undergoing a reversal in their attitude 
toward shoes is clearly evident by the ever 
increasing consumption of the so-called ortho- 


pedic shoe. 

Time was when any shoe making claim to corrective 
properties was looked upon 
as a freak and abhorred by 


tion of woman, has become, according to the medical 
fraternity, an impossibility in a very high percentage 
of cases, without the use of instruments because of 
certain features in the shoes women blindly wear. 
Science, the never failing force in our civilization, 
has pointed out the error of our ways and shown us 


the remedy. 
Man, woman or child to- 


day may select, according to 





all but old people. 

To-day there are many 
makers of corrective shoes, 
some of whom make no 
other kind, so great is the 
demand as to consume the 
entire output of their capac- 
ity. 

Common Sense Steps In 


What has brought about 
this change in the attitude 
of the public? What agency 
has convinced so many peo- 
ple of the utter folly and 
health-restricting evils of 
shoes made merely to please 
the eye? 

Common-sense is the great 
actuating motive that has, 
almost over night, made peo- 
ple realize that feet were 
made to walk with, and not 
on— 

That certain members of 
the foot cannot function if 
restricted or restrained by 
ill-fitting shoes— 

That shoes properly con- 
structed are not merely cov- 
erings for the foot, but aids 
to it and not deterrents in 
walking—, 

That there must be some 
relation between the outline 
of the bare foot and the 














The Modified Educator 


No. 1—The back seam follows the natu- 
ral line of the ankle 

No. 2—The shank is flexible and well cut fit? 

in, providing pliable support to the arch 

muscles 

No. 3—Metatarsal arch support made by 

shaping the inner sole to conform to the 
contour of the foot 

No. 4—Cup-shaped heel seat to provide 

contact all over the bearing surface 


their individual taste, shoes 
based on scientific principles 
in the making and look to 
see if the last is straight in 
accordance with Meyers’ 
Line; if the forepart has 
room in which to wiggle the 
toe; if the shape of the fore- 
part conforms’ to that of 
the foot; if the shank is cut 
in enough to insure close- 
fitting under the flesh of the 
arch; if the shank is flexible 
or rigid (opinions differ) ; 
— if the inner-sole is shaped; 
a if the heel seat is flat or cup 
. shaped; if the back seam (if 
it’s a boot) is not cut in too 
much. 


All Materials and Patterns 


Finding all or as many as 
possible of these desirable 
features in the shoe, it then 
\ becomes merely a matter of 
eee material and pattern. So 

No. 4 much for the consumer, who 
after all is boss. 

What about the retail shoe 
merchant? Where. does he 








If he is of the intelligent 
‘class, keeps his eyes peeled 
and his ear to the ground, he 
knows that he must cater to 
this new need of the public; 
that he must choose shoes 








shoe— 
That the bending points 
of the shoe must coincide with those of the foot— 
In short, that no shoe is absolutely correct which 
in any degree departs from the plan of the foot made 
by nature, the greatest of all designers. 


The Greatest of All Evils 


Many of the faults in shoes, of which the public 
has not hitherto been consciously aware, have resulted 
in troubles painfully evident, but which, strange to 
say, were not attributed to shoes. 

Childbirth, transcending every other known func- 


with which to serve it with 
great care; that the fitting of such shoes calls for 
special instructions to his selling force; that an improp- 
erly fitted orthopedic shoe is no better than any other 
and perhaps worse; that a correctly fitted and relieved 
customer may be his best advertising medium. 


Commoner Foot Troubles 


Now, what are these foot ills to which flesh or 
feet are not heir, but which they have ignorantly 


accepted ? 
1. Bunions, those unsightly so-called enlarged joints 
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are among the worst, and at the same time unneces- 
sary errors resulting from improperly shaped shoes. 
Given a perfect foot we find the great toe extending 
in a straight line with the axis of the foot. 
Then where is the logic in forcing it into a shoe 
that runs from the great toe joint to a point about 
in the center of the toes? 


The Cause of Callouses 


And yet we see multitudes of people wearing shoes 
of the type that are surely bending the great toe away 
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Ever See a Bunion? 


The sketch at the left shows in solid black the en- 

forced opening of the big toe joint caused by im- 

properly shaped shoes. That at the right shows, in 

dotted line, not only how the great toe has been 

bent in, but how it must impinge upyon and crowd 
all the other toes 











from its normal alignment opening up the joint and 
causing the bunion. 

Besides the unsightliness of the bunion, the freedom 
of action is entirely gone and the spring which the 
straight toe should give is a thing of memory only. 

2. Callouses, the painful kind on the bottom of the 
foot usually at the end of the second and fifth metatar- 
sal are the red flag of danger that should warn the vic- 
tim of arch trouble. But how many people take advan- 
tage of the warning and correct. the cause of the cal- 
lous? So few as to be negligible. What they do is to 
scrape and cut the callous to get a few days’ relief, 
whereas they should at once change from the type 
of shoe that has produced the trouble. 


Soft and Hard Corns 


8. Corns, soft and hard, painful as a toothache, but 
self-induced. Chafing causes hard corns (and chafing 
may be produced by shoes that are too tight or too 
loose), while soft corns, the kind that form between 
the toes are doubtless the result of suffocation, that 
is no allowance is made for the toes to breathe and 
they need to breathe—just the same as any other 
part of the body. 

4. Ingrowing nails, caused in most cases by pressure 
of the wall of the shoe against the flesh at the edge 
of the nail, making it roll over and bury the corner 
of the nail which, as it grows, digs into the flesh. 


Arch Trouble 


5. Arch trouble, than which there is no greater 
pain producing foot condition, merely means anatom- 
ically that the muscies have become flaccid and let 
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the bones of the arch down so that they do not 
perform their usual function of sustaining the weight 
centered between the tripodial bearing points of the 
foot. 

Sweaty feet, due to poor circulation, caused by 
wearing shoes that do. not make any allowance for 
the natural exudation of the excretions which the 
pores of the skin on feet must make if. they are to 
live. 

Hammer toes are unsightly, uncomfortable, non- 
contributing members of the foot, due, when not con- 
genital to wearing short fitted shoes (see the illustra- 
tions on another page of this issue). So much for 
the foot troubles directly attributed to badly shaped 
or badly fitted shoes. 


Whose Fault Is It? 


Whose fault is it that shoes are not fitted right? 
The wearer’s? Yes, in some cases, but usually the 
shoe man is to blame for letting a customer go out 
of his store wearing a pair of shoes that are not 
correctly fitted. 

Take the case of the youngsters. The writer has 
seen hundreds of children’s shoes in which the toes 
were trying to seek freedom by digging their way 








A Good Orthopedic Toe 


Note the straight inside line, the 

swinging curve of the outside, 

the breadth of ball and the 

ample toe room. The “Arch Aid” 

shoe made by the Menihan Co., 
Rochester 














through the toe box—-not in old shoes, but in new 
shoes only slightly worn. Due allowance had not been 
made for the thrust of the foot in walking nor had 
any space been provided for the tender little feet to 
grow in. 

Vertical Space Needed for Toes 


Manufacturers are also somewhat to blame for not 
providing enough vertical space for the chubby toes 
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The “Preventor’ 
shoe of the Watson 
hoe Co., Lynn, 
Mass. 








The “Suburban” 
last for women. 
From the line of 
the Stetson Shoe 
Co., Soutn Wey- 
mouth, Mass. 


The orthopedic shoe is no longer unsightly and customers with some foot irregularity no longer hesitate to ask for 

them. Both the shoes shown above are smart in appearance and correctly shaped. They are not cure-alls, nor do 

they pretend to be. They have the straight inside line, the roomy forepart, the sensible heel. In the Stetson shoe 

the inner and outer ball points are raised, which, it is claimed, gives the wearer greater comfort when the shoe is 
first put on the foot, as the inner sole then conforms more nearly to the natural curve of the foot 











length so that in walking the toes cannot feel the end 


of children, particularly for the great toe. This same 
of the toe box. Of course, the last must be one cor- 





fault in fitting applies to adult feet as well and should 
be the subject of more study on the part of those 
responsible for the foot comfort of the public. 

The first essential in fitting a shoe should be to 
see that the ball of the shoe coincides with the location 
of the ball joint of the foot when the heel is properly 
seated and the weight of the body sustained by the 
foot. 

Then, see that the forepart of the shoe has sufficient 


responding to the general contour of the foot, and if 
so, the result should be solid comfort. 

If the customer has a foot built like a spike, then fit 
a long, narrow, pointed shoe, but if the foot is a 
human foot shaped in some approximation to the 
beautiful feet of Apollo and Venus, for goodness sake, 
put a shoe on it that will preserve its beauty and not 
utterly destroy it. 








Commercial Correspondence 
Good Business Letters More Important Than Ever 


sion has clearly shown that commercial 
correspondence is no longer a mere mat- 
, ter of routine, but a problem that deserves the 
careful consideration that is given to every other 
matter of importance in the successful promotion of 
business,” said V. J. Schulte, credit department, 
Weyenberg Shoe Manufacturing Co., Milwaukee, ad- 
dressing the Milwaukee Credit Men’s Association. 
“During the past few years a heretofore unheard of 
condition existed in the business world. Money was 
plentiful and it did not require a high grade of 
salesmanship and much advertising to sell commodi- 
ties. To-day just the reverse condition prevails. 
“Not only in the collection of accounts is careful 
and diplomatic correspondence necessary, but also 
in the handling of complaints, adjustments, sales 
and, as a matter of fact, in every department of a 
business organization. The consuming public to-day 
demands that every complaint be made good no mat- 
ter how unreasonable and unjust it may be. The 
retail merchant is extremely critical about the mer- 
chandise that he receives. He is exacting about the 
date he desires it shipped. Cancellations, from his 
point of view, mean nothing and returning merchan- 


a i HE present prolonged industrial depres- 


dise has become somewhat of an established rule. 
The price question presents another problem. These 
and numerous other matters present themselves 
daily to the business correspondent for skillful 
handling. 

“To-day a business letter must not only be clear, 
courteous and concise, but must be tactful and 
diplomatic. 

“The letter of to-day must contdin only pertinent 
facts that have a direct bearing on the subject writ- 
ten about. It must in a brief and affable way ‘tell 
why.’ In short, it must be educational. 

“The great function of the business letter of to- 
day is to restore the confidence that was destroyed 
by the approach of the present industrial depres- 
sion. To-day more than ever is the business letter 
the universal implement of business and when used 
rightly is the greatest potential creator of business 
yet devised. The importance of good, clever, result- 
getting business correspondence cannot be over- 
emphasized. The necessity of such correspondence 
is imperative and is one of the means that will hasten 
the return of normal conditions because its great 
mission is the restoration of confidence.” 
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A Thing of Beauty Is a Joy Forever 


Somewhere in the 
United States lived or 
lives the shoe merchant 
who is responsible for 
the condition of these 
feet. They are what is 
known as hammer toes, 
caused by short fitting 
while the bones were 
still young and easily 
bent. 








Reproduced from photographs furnished through the courtesy of Rice 4 Hutchins, Inc., of Boston 





No sum of money could 
compensate the owner 
of these feet for the 
suffering and loss of 
efficiency which have 
been his lot. No sum 
of money is too great 
if spent to prevent a 
repetition of just such 
needless cruelty. 
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Why I Specialize on Orthopedic — 


United States suffer from foot trouble in 
some form, which can be largely remedied 
This is the reason why 
A. B. McCormack, a retail shoe merchant for 25 years, 


G united PER CENT of the people of the 


by corrective shoes. 


has decided to feature corrective shoes 
in the new store he has just opened in 
Syracuse. 

“So many people who suffer with their 
feet are*beginning to realize that most of 
their suffering can be alleviated by cor- 
rect shoes, that I believe there is a big 
future in corrective shoes,” said Mr. Mc- 
Cormack. “Of course, it isn’t new with 
me. There are families in Syracuse 
whose members I fitted with shoes 
twenty years ago and more, who are 
still coming to me. But in handling cor- 
rective shoes, a dealer must be ready to 
give expert service. Corrective shoes 
fitted improperly are probably a greater 
evil than regular shoes poorly fitted: 


A Fine Sense of Responsibility 


“First of all, a dealer must realize that 
his future depends largely upon the 





Based on an interview by a 
RECORDER representative with 


A. B. McCORMACK 


Of Syracuse, N. Y. 





Mr. McCormack is a for- 

mer treasurer of the New 

York State Retail Shoe 
Dealers’ Association 


service he can give his customer. Fitting for correc- 
tive shoes is far more than a single sale. It must be 
service in. the broadest sense of the word, where the 
customer has confidence that the dealer knows his 
business, and finds, by results, that he does. 

“The demand of the public, especially of women, for 


shorter shoes, and the demand for style 
rather than service and comfort, is the 
cause of this great proportion of people 
who walk the streets in agony every day, 
simply because some dealer failed to fit 
properly, or because the customer in- 
sisted upon shoes which did not fit. It 
is not always the shoe merchant’s fault, 
or the fault of the shoe. The public is 
as much to blame as any one. But more 
and more the public is realizing that 
comfortable, serviceable, and yet stylish 
shoes, can be obtained in corrective 
shoes, and it seems to me that the trend 
of the trade is toward the corrective shoe. 
That is what decided me to feature cor- 
rective shoes. 


Women Worst Sufferers 


“Foot troubles are, of course, more 
common in women. Every woman, it 
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seems to me, has a wide experience with shoes and 
shoe dealers. She flits from one experience to the 
other in the hope of getting what she wants.in com- 
fort and finally finds it in the corrective shoe properly 
fitted. 

“IT believe that dealers who permit inexperienced 
clerks to fit corrective shoes are not only doing an 
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gives a change to the wearer and at the same time 
obviates any trouble developing by a shoe breaking 
down or through some other cause. In other words, 
when a customer comes into our store it is a question 
cf feet needing well-fitting shoes and not the mere 
sale of a pair of shoes. Qur appeal is not made to an 
exclusive trade, for it is general. We handle only the 





injustice to the customer but to themselves as well. 


Corrective appliances and 
corrective shoes need the at- 
tention of an expert. Men 
who have studied the foot 
and who realize what a de- 
fect is, are the only ones who 
should be permitted to 
handle corrective appliances 
of any kind. 

“Fitting shoes is largely a 
matter of individual consid- 
eration. In the first place, 
the physical condition of the 
customer must be considered, 
for it is comfort .that he or 
she is looking for. A pair 
of shoes may be the best pair 
in the world, but the worst 
pair on the wrong feet. 
There is no type of shoes 
made to fit all types of feet, 
and in order to bring smiles 
to the face of a foot sufferer, 
shoes must be: the kind 
needed. 


Shoes for All Kinds of Feet 


‘What I’m trying to do in 
my store is to have shoes 
which can be rebuilt,: if 
necessary, to fit all kinds of 
feet. We are using the John 
J. Latteman Nature: Tread 
shoe and the Utz. & Dunn 
Ease All Arch Support shoe. 
In connection with this, we 


best at reasonable prices. 








It) was the desire to get the data to make a 
universal snoe popular that prompted the Amer- 
can... Posture League to make its world-wide 
investigation in tne course of which the feet of 
men in various walks of life were measured and 
cnartéd, with the result that it was established 
conclusively that there are actually three nor- 
mal types of feet, outflare, inflare and straight, 
as shown in.the above diagrams. 

Therefore, in order to properly fit all feet the 
three corresponding tynes of shoes are neces- 
sary and this is the scientific principle on which 
both men’s and women’s Trupedic shoes, made 
by Churchill & Alden Co. of Brockton, are con- 
structed. 

Trupedic shoes are made with a narrow shank 
and natural arch supporter which helps the 
upper to grasp and support the arch and pre- 
vents the foot from sliding forward. The shoe 
fits snugly over instep and ankle. The heel 
rests naturally in the human-heel-shaped de- 
pression in the heel of the shoe and the shanks 
are just narrow enough to give the right support 
to the longitudinal arch. 

Although Trupedic shoes are made. with stiff 
shanks exclusively, as the average individual 
can wear them with greater comfort, their 
makers have no hesitation in_ admitting that 
some foot ailments require flexible shank shoes, 
as @ matter of correction, but in order fo insure 
comfort and perfect fit the proper type must 


They vary from $10 to $15 
a pair. Dealers say our al- 
lowance is too small, but I 
figure that a small margin 
of profit, with customers re- 
turning every time when 
they want new shoes, is 
much better than a large 
profit on a single sale. 


Educational Advertising 


“For developing the trade 
further, I plan to use a sys- 
tem’ of educational adver- 
tisements of my own writ- 
ing. I feel that I have a 
message to tell the people 
and I want to tell it myself. 
It is simply a course in the 
cause of foot troubles and 
how they can be prevented 
and corrected. 

“Of course, we make an 
appeal to fit crippled feet. 
As we can guarantee every 
fit, we have no trouble in 
filling every individual need 
no matter what it may be. 

“The most common trouble 
I have found is in the an- 
terior arch. To the average 
shoe man there is no realiza- 
tion of what this means. To 
him it is just a breaking 
down of the arch. He fails 
to seek the cause or to find 
a remedy. It must be re- 
membered that every person 


have a custom shoe maker 
in the store who rebuilds 


be worn. 








seeking corrective shoes or 





shoes for individual needs 
according to a system which 
I have developed in my 25 years in the business. We 
can build up a corrective shoe in any shape or form 
by using cork lifts and other devices. 

“The first thing we do-when a customer comes into 
the store is to take a print of the foot. This is always 
the safe course, for the impression tells the salesman 
every fault, if he know his business. We take the cus- 
tomer’s name and address and cause of trouble.and 
file this in a permanent system so that any time we 
can refer to it for future use. In this way there is 
no guesswork and at the.same time it gives-a:.chance 
for a good follow-up system. 


Physicians as Allies—Not Enemies 


“A great percentage of my cases are sent to me by 
the physicians, orthopedic doctors, nurses and other 
specialists who have confidence in my work in-the 
past. We absolutely guarantee every fit we make. 

“After the first pair of. corrective shoes are: worn 
about six weeks or two months: we: suggest a new pair, 
and advise a smaller size for better. correction... -This: 


needing them has, to a large 
extent, very sensitive feet. 
The usual procedure I have found with dealers is to 
get a tight shoe and lace it up. Now, this does not 
provide lasting comfort, for while it may give a fitting 
on a flexible shank, it does not solve-the problem of 
comfort. 


Tight Lacing an Error 


“Such tight-lacing of shoes causes heavy pressure 
on the nerves. over the cuneiform bone. This causes 
intense pain, and the customer never goes to that 
dealer again. We use a rigid shank, for it provides 
support underneath. the. foot without forcing tight 
lacing. - The lace shoe on a rigid arch is the: best cor- 
rective type of shoe. I find that kid is the best leather, 
for it is softer and gives. easier than any other kind. 

“It must be remembered that the large proportion of 
people suffering with foot troubles have some simple 
cause they can attribute it to. There are many well- 
formed. feet. which..are weak, and the strain -catises 
the muscles and ligaments to weaken. ‘Sometimes this 
trouble may be a diseased condition of the-bone. 
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Every Case Is Unique 
“I believe that every case must be studied indi- 
vidually. The strength of a foot cannot be measured 
by the height of the arches. There is no set rule. 
Sometimes it is necessary to fit shoes to feet and other 
times to fit feet to shoes, or you might say adapt them. 
“But the shoe dealer must study. He must know 
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customer that he should buy the shoes, which, in the 
opinion of the salesman, are the best for him. | 
This being so, the retail salesman who plans to read 
some good books during the winter, is going to 
strengthen his sales talk, and increase his skill as a 
salesman, because he will acquire some new words, 
and some new ideas, that he can use in selling shoes. 


the human foot as he knows 
the kind of leather in the 
shoes. It must be scientific 
knowledge, so that he will 
be able to diagnose the 
trouble as well as find the 
remedy without trying. He 
must, in other words, give 
the customer comfort the 
first time. And unless he 
can do that he cannot suc- 
ceed. 

“I do not believe that it 
pays a shoe dealer to use so- 
called cheap and inexperi- 
enced help. Thousands of 
pairs of feet are crippled 
_ every day because somebody 

who didn’t know anything 
about shoes, or their con- 
struction, or the foot, has 
been allowed to fit shoes. 
The sooner we realize that 
proper fitting of shoes is as 
much a profession as any 
other, the sooner we will 
have real shoe salesmen. 


Have a Real Message 


“The shoe man with a mes- 
sage is the man who will get 
the trade. If you can con- 
vince the buyers that you 
are offering service besides, 
shoe trade will naturally 
come. To my. mind, people 
with foot trouble are not so 
particular about style 








The Man’s 
Anatomik 


The principal features of the Anatomik shoe 
are the long heel, usually on the inside, but re- 
versed if the roll is outward instead of inward; 
the straight line through the middle of the foot 
—not on the inside edge; and, of lesser impor- 
tance, the extended counter. The theory on 
which the shoe is built is that fallen arch is not 
truly fallen arch. The trouble does not orig- 
inate in the instep of the foot but always above 
the ankle, and the appearance of fallen arch is 
not the flattening of the arch of the foot but the 
incorrect relation of the ankle bones to the bones 
of the foot. Proof of this is seen in the fact 
that a foot with a fallen arch instead of being 
longer than when the arch is normal, is usually 
shorter. 

While feet vary in shape, the basic principle 
of Anatomik is that the straight line is through 
the center and is neither on the inside or out- 
side edge. The broad base of the heel takes 


care of the weight at the point where the weight ~« 


should be taken care of. That is through the 
heel. Not a portion of the heel. but all of it. 
Hence the reason for the extended line of the 


Also, he will gain a better 
understanding of human na- 
ture, and that also is helpful 
in selling shoes. 


The visitors to the 1922 
convention will find a diver- 
sity of things appealing to 
many tastes. Whether you 
wish to prolong your visit 
beyond the closing date of 
the convention for business 
or recreative reasons, there 
is a myriad of things to 
claim one’s attention. 

For those interested in 
education, Chicago is one of 
the greatest educational cen- 
ters of America. More than 
25,000 students are enrolled 
in Chicago’s colleges of art, 
music, science and various 
professional and technical in- 
stitutions. 

Chicago is the music cen- 
ter of America. The musical 
activities of this great west- 
ern metropolis include a 
number of musical colleges 
of national reputation, a 
symphony orchestra, stand- 
ing without a peer and the 
greatest grand opera organ- 
ization in existence. 

Chicago’s art school, or 
art institute, is unsurpassed, 
and since the World’s Colum- 
bia Exposition, the greatest 











(though you can give it to 
them in corrective shoes) 
as they are about comfort. 





Anatomik heel. The man’s Anatomik is made by 
the Field & Flint Co. of Brockton—the woman’s 
by Laird, Schober & Co., Philadelphia. 


architectural triumph of the 
19th Century, Chicago has 
enjoyed the reputation of 








That’s what they want. 

When one thinks of the large 

percentage with foot troubles, is. it any wonder that 
corrective shoes are more in demand and that the 
need to-day is for shoe merchants who have scientific 
knowledge of what they are offering. 

“Any dealer with corrective shoes can put smiles on 
the faces of his customers and bring them back again, 
in fact, have a clientéle like a physician has, if he can 
give them service. The public, of course, needs to be 
educated, but after it realizes that the feet, a truly 
important part of the body, are likely to be crippled 
permanently if they continue wearing small shoes, and 
insist upon style, they will seek the corrective shoe as 
a solution of their individual problems.” 


Strengthen the Sales Talk 


Selling shoes is largely a matter of conversation 
between clerk and customer, the salesman speaking 
easily, and yet to the point, until he convinces his 


being the premier construc- 
tive art center of America. 

Chicago publishes more books than does any other 
city on the continent, and the per capita circulation 
of the books in its libraries is greater than any other 
city of more than one million population in the 
world. ; 

Chicago’s correspondence schools enroll students 
in every quarter of the globe, one of them having 
an enrollment in excess of 250,000. 

The Field Museum of Natural History has its home 
in the largest marble building in the world. 

Chicago has the greatest system of parks and 
boulevards to be found anywhere in the world. 

Chicago’s playgrounds are unequaled. 

Chicago’s Association of Commerce is the most 
unique and most influential organization of its kind 
to be found anywhere. The above is only a brief sum- 
mary of the greatness of the city in which the Elev- 
enth Annual Convention of the National Shoe Retail- 
ers’ Association will be held. 
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Foot relief department in store of Fred S. Stewart Company, Atlanta, Ga. 














How Stewart Added $30,000 a Year 
With a Foot Relief Department 


pany of Atlanta, Ga., inaugurated a Foot 

Relief Department in their retail shoe store, 
with Dr. R. A. Parker, a graduate of the National 
School of Orthopraxy, of St. Louis, in charge.- As 
nearly as can be ascertained this is the only depart- 
ment of its kind in any store in the Southeast with a 
graduate orthopraxist in active management, and while 
its original purpose was to build good-will for the busi- 
ness as a whole rather than to net anything substantial 
in the way of profits, the total gross income from this 
department alone during the last fiscal year was some- 
where in the neighborhood of $30,000. Naturally, with 
a gross income so large, a substantial net profit is 
shown also, despite the fact that the department is only 
two years old. 


A Remarkable Builder of Good Will 


In spite of the fact, however, that the Foot Relief 
Department has, in itself alone, netted a considerable 
profit to the Fred S. Stewart Company, it is virtually 
an impossibility to measure the real worth of this 
department in the matter of dollars and cents. Its 
primary purpose has always been, and doubtless always 
will be, to build good-will for the business as a whole, 
and that it has undoubtedly accomplished this result 
to an immeasurable degree is evidenced by the fact 
that the company’s volume of shoe sales for the last 
three years exceeds that of any other retail shoe store 
in the Southeast. And Mr. Stewart himself, who is 


pei two years ago the Fred S. Stewart Com- 


president of the company and in active management 
of the store, accords to the Foot Relief Department a 
considerable amount of the credit for the unusual 
success the company has attained. The last fiscal year 
ended July 31, 1921, with a total volume of sales reach- 
ing almost $600,000, and but few thousand less than 
the preceding year, in spite of the fact that from 
July 31, 1920, to July 31, 1921, the retail business of 
the nation passed through a period of depression such 
as the country has not known in the past two decades. 


$100 Per Day 


At any ‘rate, after all has been said and done, it is 
results that count, and the remarkable success this 
department has attained during the two years of its 
operation would certainly seem to afford ample proof 
that a Foot Relief Department, properly and scien- 
tifically conducted, is a feature well worthy of con- 
sideration not only as a builder of good-will for the 
business as a whole, but as a department that can 
also be made to show something substantial in the way 
of net profits. . 

This article is based entirely on interviews with 
Dr. R. A. Parker, in charge of the department, and 
Fred S. Stewart, president of the company, concern- 
ing its operation and the methods that have been used 
to accomplish the unusual results referred to above. 

At first thought an annual volume of $30,000, or 
about $100 per day, would probably seem an unusually 
large figure for such a department to the average 
person, but when the fact is considered that 83 per 
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cent of the people of-these United States suffer to a 
more or less degree with foot trouble, an annual volume 
of $30,000 seems less remarkable.. This estimate of 


83 per cent is a figure compiled by authorities on the’ 
subject who doubtless know what they are talking~ 


about, and while it seems hardly possible that of-the 
110,000,000 people living in the United States, more 
than 90,000,000 have more or less trouble with their 








FLEXIBLE ARCH PROP 


This prop is a feature of the Dr. Case 

arch-spring shoe made by Frederick 8. 

Pech, Worcester, Mass.. The claim ‘is _-- 

made that it acts as a “spring bal- 

ance,” allowing the arch of the foot 
to be poised at the right elevation 











feet, the truth of the matter is that there are countless 
thousands who are either not aware of the fact, or at 
least not willing to admit it.- Therefore, the success .of 
a Foot Relief Department such as the Stewart store 
conducts evolves itself down to a matter of education 
—educating the public to the fact that perfect foot 
comfort is either a matter of proper fitting or of 
appliances that will remedy virtually any foot trouble 
whatever may be its nature. And instead of carrying 
the appeal to a relatively small audience as one would 
naturally presume if not familiar with statistics, the 
appeal is really reaching 83 per cent of the people. 


Advertising Plays a Part 


With the exception of the under-price cash base- 
ment the foot relief department of the Stewart store 
is more persistently advertised than any other single 
department of the store. Ordinarily space of about 
five or six inches depth and a single column width is 
used, and the advertising appears every day in the 
Atlanta newspapers. Usually some particular kind of 
foot trouble is referred to, and the method briefly set 
forth by which the trouble is remedied and the cure 
brought about. At the same time, emphasis is always 
laid on the fact that whatever may be the trouble, 
and no matter how minor that trouble may be, it is 
very likely to ultimately become a serious ailment 
unless it is promptly attended to. This latter is one 
of the most important points to be brought out in all 
this sort of advertising, because very few people 
realize how tremendous is the strain of walking with 
their 8000 steps per day, and the 600 tons their feet 
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bear, which is the combined weight of all these re- 
peated shocks. The feet are, as can be readily seen, 


-.. called. upon to-do more werk than any other part of 
-the physical: anatomy, and foot trouble is, therefore, 
“more than likely to develop an ailment of serious con- 


sequence unless preventive measures are taken when 
the trouble first: makes its presence felt. An emphasis 


also is laid on the fact that there is no foot trouble, 
serious or otherwise, save a broken or a dislocated 


bone, that the science of orthopraxy cannot remedy 
and permanently cure. 


Advertised by “Our Loving Friends” 


The advertising of the foot relief department, how- 
ever, is by no means the factor that has contributed 
primarily to its success in the case of the Stewart com- 
pany, though it has, of course, done its full share. Dr. 
Parker has, during the past six months, endeavored to 
compile a record as to just what results the advertising 
has accomplished, and has done this mainly by asking 
the customers themselves what brought the depart- 
ment to their attention. Only. a comparatively small 
per cent came, it was learned, directly as a result of 
the department’s advertising. Most of them, 75 per 
cent of them, as a matter of fact, are sent there by 


‘satisfied customers. It is only natural that people who 


have had their foot troubles cured by this department, 
should tell others about it, who come and have their 
foot troubles corrected also. And they, in their turn, 
tell still others, and the thing becomes virtually an 
endless chain, the number of customers and the volume 
of business handled by the department thus steadily 
increasing from month to month. If such a depart- 
ment be inaugurated it must, of necessity, live up to 
its name in every sense, else the entire effort is doomed 
to failure, and instead of reflecting to the welfare of 
the business as a whole the result will be exactly the 
opposite. It therefore becomes evident that to estab- 
lish a foot relief department with any hope of its 
achieving success, it is essential that the manager of 
that department be a man or a woman, as the case may 








AN ANKLE .CORSET 


It is the theory.of Dr. A.. Posner 
Shoes, Inc., of Brooklyn and New 
York, that’ the ankles of a child 
first learning to walk usually need 
some support until the proper de- 
gree of strength has been achieved. 
The brace, or corset, shown here, 
suffices. It is adjustable and re- 
movable, Whalebone ee are used. 
Another‘ feature is a double ezx- 
tended counter — supports the 
re 
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Long Counter and 
Narrow Shank 


One of the prime requisites of an orthopedic 
shoe is a narrow shank, permitting a proper 
degree of support for the arch of the foot. 
In addition to these features, this particular 
model, from the line of the George E. Coffin 
Shoe Co., of Lynn, has a straight inside line, 
and is made over a last with plenty of toe 
Style has not been sacrificed 











be, versed in the scientific principles of orthopraxy, 
thoroughiy capable of correctly diagnosing every sort 
of foot trouble, and of adopting such measures as will 
not only bring relief to the afflicted customer, but per- 
manently cure the ailment. Thus will the department 
create almost invariably satisfied customers, which is 
assurance of its ultimate success. If it be the case at 
the Stewart store that 75 per cent of the present 
patrons are the result of satisfied customers, that same 
ratio will hold true elsewhere. 


Careful Diagnosis Advisable 


As was the case with Mr. Stewart when the idea 
of a foot relief department first entered his mind, no 
effort should be made toward placing such a depart- 
ment on a basis of’ profit—at least, not until it has 
passed beyond the experimental stage and become a 
definite part of the business. For the first half year 
or more it is really in its experimental stage for results 
work out in what might be termed an automatic man- 
ner; that is, satisfied customers create other satisfied 
customers, and all this takes time. It costs money, 
too, at the outset, with little hope for immediate profit, 
but such a department is one that builds for a perma- 
nent and stable future. Nor does the slightest possi- 
bility present itself for creat- 


ter can thereafter be handled largely by mail through 
an inspection of these charts. This department, 
through its advertising and through satisfied custom- 
ers, has brought to Atlanta within the past two years 
hundreds of customers from every one of the south- 
eastern states—Florida, North and South Carolina, 
Georgia, Alabama, Tennessee, etc. The initial busi- 
ness of these customers is not the primary factor that 


‘has contributed to the success of Stewart’s foot relief 


department, but the fact that many of them, having 
been-cured of their foot troubles whatever they might . 
have been, have remained customers of the Stewart 
store. It is the foot relief department that has brought 
about this result, that has been mainly instrumental in 
building the mail-order department of the store to 
worthwhile proportions. In fact, it is the good-will 
principle that makes for the success of such a depart- 
ment, a principle the worth of which cannot be meas- 
ured in dollars and cents. 


Made Assistant to A. B. Butman 


Robert W. Karla, who recently was appointed 
assistant to Arthur B. Butman, chief of the Shoe 
and Leather Division, Bureau 





ing business by mail through 
your adjacent territory until 
the department has become a 
going concern. Shoes cannot 
be scientifically fitted by mail, 
nor foot trouble remedied in 
that manner. It is necessary 
that the customer personally 
visit the department, have the 
foot trouble diagnosed and the 
proper measures taken to rem- 
edy the trouble. After that the 
business of that customer can 
be properly handled by mail, or 
at least such has proven to be 
the case with the Stewart com- 


pany. 





of Foreign and Domestic Com- 
merce, is an expert in the shoe 
and leather industry. Not only 
has he had wide experience in 
the industry, having been 
formerly associated with the 
Daniel Green Shoe Company 
of New York, but his wartime 
experience in the service of 
the Government stands him in 
good stead in taking up his 
new work. When the war broke 
out Mr. Karla was made. as- 
sistant in the Clothing and 
‘Equipage Division, Shoe and 
Shoe supply Section, War De- 
partment. After the armis- 





On a chart provided for that 
purpose Dr. Parker diagnoses 
every case of foot trouble 
brought to the department. 
These charts are kept in a file 
alphabetically arranged by the 
customer’s -name;-and the mat- 





A-heavy trussed steel shank is oné_of 

the chief characteristics, orthopedically 

speaking, of the “Ease-All” shoe. of 

Utz & Dunn Co., of Rochester. In 

addition, a long inside counter is pro- 

vided to keep the foot from sliding to 
the outside 








tice he was made chief of the 
Shoe and Leather Section, 
Surplus Property Division of 


tthe War Department. Retir- 


ing from this position, he -be- 
came a merchandising broker. 
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Reading from left to right, they are the “J. C. N. 








Sole views of a number of recognized orthopedic shoes, illustrating, among other things, the wide variety of toes. 

Arch Shoe” made by Jay, Clark and Nier, Inc., of Rochester; 

the Cantilever shoe made by Edwin C. Burt of New York; the Arch-O-Pedic shoe made by the Krippendorf-Ditt- 

mann Co. of Cincinnati; the Suburban made by the Stetson Shoe Co. of S. Weymouth, Mass.; and the Arch Aid 
shoe made by the Menihan Co., Rochester 











Lasts for Orthopedic Footwear 


Symmetry as Well as Style Features Are Apparent 
and Their Production Is Increasing 


the last maker, present a new combina- 

tion of fit and style in footwear that 
is a decided contrast with health shoes of other, 
though recent, days, and, also, that offer some inter- 
esting possibilities in the merchandising of footwear, 
all leading to that most important goal of “getting 
more shoes fitted right.” 

Again speaking from the point of view of the last 
maker, the fundamentals of the new health shoes are 
that they fit right the body of the foot, and that they 
provide such style as may be desired in the forepart, 
the vamp being of any length 
that fashion dictates, and the toe 


H EALTH shoes, from the point of view of 


duck’s bill, an alligator’s snout or a flounder, and had 
overhangs on the side walls like the overhang on a 
side wheel steam boat. Style blinked when these 
homely old timers came along. Only the brave dared 
to wear them, or those who, being so sorely afflicted 
with foot troubles, were willing to try anything that 
promised relief. 


Handsome Shoes of These Days 


But health shoes of to-day, still speaking from the 
point of view of the last makers, are modeled accord- 
ing to the mode of the toe, which is the chief fashion 
point in footwear, and, also, according to the fit at 
the ball and heel, and particular- 
ly at the arch. 





being of any shape that style 
desires, slim or wide, pointed or 
round, high or low, Haig or 


otherwise. LAST 


Homely Shoes of Other Days 


Much different is this new 
sort of health shoe from the 
health shoes of other days, for 
the lasts for the old timers were 
modeled with small regard for 
the beauty of the foot and its 
covering, and some of them pre- 
sented toes that were fearful and 
wonderful in looks. 

If you do not believe it, get 
out a few of the health shoes of, 
say the vintage of 15 years ago, 
and compare them with health 
shoes of to-day. Observe that 
the old timers had toes like a 





AN ORTHOPEDIC 


Correct 
urements as to ball, 
heel and_ shank. 
From the line of the 


Room enough for the toes did 
the old. timers provide, but the 
fit of the shoe to the body of the 
foot, meaning the ball, instep 
and heel, were points that they 
did not cover, at least, not in the 
same thorough manner that do 
the health shoes of to-day. In 
other words, last modelers have, 
in recent years, learned some 
new facts about the fitting qual- 
ities of shoes, and are now com- 
bining these facts, and a proper 
measure of style in the new 
health shoes. 


Long Run of Sizes 


far tee Oe Also, it is quite certain that 

Lynn many merchants have learned 
more about the fitting qualities 
of shoes, for they are using more 








in meas- 
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lengths and widths in footwear than ever before and, 
doubtless, are putting shoes onto. feet with more re- 
gard for the health, comfort and satisfaction of people 
who wear them. Health shoes, in men’s lines com- 
monly run in sizes from No. 5 to No. 11, and in widths 
from AA to EE, and in women’s lines from No. 114 
to No. 10, and in widths from AAA to EE. This is 
the longest run of widths and sizes that has been 
offered to the American public for any one special 
type of shoes. Makers of health shoes insist that 
merchants fit the right size to the foot, even if it is 
necessary to ask the customer to wait until the correct 
size can be had from the factory. 


Rigid Versus Flexible 


Nine in ten pairs of health shoes of to-day have 
flexible shanks, while others have rigid, or semi-rigid 
shanks. So one authority estimates. Possibly, others 
may have a much different view. However, one maker 
of health shoes is preparing to turn his entire line into 
flexible shank styles. 

One theory is that flexible shank shoes are for feet 
that are in normal condition, while rigid, or stiff 
shank shoes are for feet that have arches so fallen 
they must have some artificial support. Another way 
of looking at it is that young, elastic feet should have 
freedom, especially in the arches, while old and broken 
down feet should have support. 

Another argument, according to a last making 
friend, is that flexible shanks may be fitted to feet 
with more freedom than can stiff shank shoes, because 
they will adjust themselves to the varying heights of 
arches, as well as to other lines of the feet. Some 
arches, by the way, are so low, that it is difficult to 
thrust a strip of paper under them. Others are so 
high that a pencil, or a finger, can be pushed under 
them. 


Handle Combination Lasts with Care 


On the other hand, some health shoes, made over 
combination lasts, should be fitted with utmost care. 
The last maker, on his part, makes these combination 
lasts according to special measurements, chiefly at 
the ball, waist and instep, and the merchant, before 
fitting a pair of such shoes, should tape the foot of 
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his customer at the ball, waist and instep and make 
sure that the measurements of his shoes correspond 
to the measurements of the feet, as he took them by 
the tape. 

The same is true of shoes made over lasts of special 
shapes. To put a shoe, that is made over a last of 
special shape, or special measurement either, onto a 


* foot that is of standard shape, and measurement, is 


not “getting more shoes fitted right.” 
e.. 
The Proportion of ¢ 


Last makers continue chiefly busy on lasts of stand- 
ard measurements, and, doubtless, it consequently fol- 
lows that most of the shoes of the country are made 
over lasts of standard measurements. But the busi- 
ness of making health lasts is increasing, and, natur- 
ally, shoe manufacturers and shoe merchants follow 
any trend of style that shows an increase and growth. 
Demand for health shoes, particularly shoes of special 
shapes and measurements, is likely to increase, not 
alone because nature endowed the race with all sorts 
of feet, and people are more particular about the fit 
of their shoes than ever, but, also because the various 
specialized employments of our complex civilization 
are constantly creating a need for new types of shoes. 


Health Shoes Have Become Staple 


Also, as people get more particular about the fit 
of their shoes, they are more particular about the 
looks, too. The last maker, constantly studying the 
peculiarities of feet and fashion, has simply been 
driven to the task of making lasts for health shoes, 
or, in other words, shoes that fit the body of the foot, 
or the ball, the arch and the heel, and at the same 
time provide for a proper measure of style or good 
looks. They consider that health shoes have become 
staple style shoes, and their present sales of health 
lasts indicate a steady increase in the production of 
health shoes for next year. 

Furthermore, last makers are taking more measures 
of lines of lasts, and are wearing out more tapes, 
and it necessarily will follow that shoe merchants 
will also take more measures, and wear out more 
tapes, if they are to get “more shoes fitted right.” 


Lasts 








The “Rest Cure” 
shoe of Williams, 
Clark &€ Co., Lynn. 
Built over a last 
with narrow heel 
seat, slender waist 
and wide ball. The 
shoe carries a_ built 
in shank which is rigid but movable 









Note the specially 
designed 
tion of the hardened 
steel shank. Outer 
and inner soles are 
molded to conform 
to its pitch—a fea- 


Pedic shoe of the 

Krippendorf - Ditt- 

mann Co. of Cin- 
cinnati 


construc- 





The Cantilever is 
one of the _ well- 
known exible 
shank orthopedic 
shoes. Made by the 
Morse &€ Burt Co. 
of Brooklyn 
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Keeping the Race Hale and Hearty 


age man and woman strive. Each may 

travel a different route and even adopt 
a different vehicle, but all hope to reach the same 
destination. 

‘Happiness is one of the few things of life that 
can be retained only by passing it along to somebody 
else. 

Happiness is so dependent on health that the shoe 
industry owes it to humanity to do its level best to 
keep the race hale and hearty. 

A healthy, hearty man or woman is more easily 
pleased and is a more agreeable customer than a 
dyspeptic or a nervous wreck. It is only good business 
to make shoes that will keep the feet of the nation 
healthy and the people in a pleasant mental condition. 
They earn more money, attend more functions and 
buy more shoes. 

In the past two or three seasons there has been a 
decided increase in the sale of women’s shoes with 
welted soles and military heels running 1 in. to 1% in. 
After wearing high Louis heels for several years 
many women have found it difficult to buy shoes with 
lower heels that are really comfortable because the 
constant wearing of high heels has caused the leg 
muscles to become foreshortened. 

This condition has produced a fertile field for foot- 
wear of special construction for the relief of aches 
and pains in the feet and other parts of the body. 

Manufacturers and retail merthants have been 


TH APPINESS is the goal for which the aver- 


quick to see the opportunity and there has been real’ 


competition among merchants of several cities to 
secure and hold the agency for certain well known 
lines of formative shoes. 

Many manufacturers of women’s shoes and many 
manufacturers of men’s shoes have suddenly added 
to their line a shoe of special arch construction. Some 
are built with flexible shanks and others with extreme- 
ly rigid shanks. Some have adopted especially de- 
signed lasts and others have apparently used any old 
last that happened to be at hand. What will the 
harvest be? 

Some manufacturers have spent years in study and 
experimentation. The most of these men have first 


developed a last or a number of lasts with special 
measurements to accommodate various types of feet 
and have been satisfied to confine their activities to 
the fitting of these special types of feet. 


But here come a lot of new ones with some sort of 
a catchy name as the main point of the selling talk. 

Certain it is that there is a lot of room for improve- 
ment in shoe construction and maybe we are on the 
right road. S. J. Brouwer of Milwaukee, who has 
probably given the matter as much study as any other 
retail merchant, suggests a commission whose duty 
it will be to study last construction and shoe con- 
struction from an anatomical standpoint to develop a 
really scientific modus operandi for the industry:as a 
whole, the commission to be named and paid jointly 
by the National Manufacturers’ Association and the 
National Shoe Retailers’ Association, their findings to 
be the property of the membership of both associa- 
tions. 

There is much food for thought in the suggestion. 
Along with this should be co-operation and co-ordina- 
tion with a board of orthopedic surgeons. Certainly 
if the shoe industry can increase the efficiency of men 
and women and thereby increase their earning power, 
the industry will reap its share of the reward. 

This does not mean the elimination of style in foot- 
wear. On the contrary it would mean more style 
where style is demanded and needed and hale and 
hearty people to wear and enjoy the style creations. 


Efficiency Contest Rids 
Shelves of P. M.’s 


C. M. Stendal of Minneapolis, one of the. livest 
retailers in the Twin Cities, has a novel idea for 
getting rid of his P. M. shoes. Hardly a month ago 
he instituted an Efficiency Contest among his clerks, 
offering $50 in prizes; $25 to first, $15 to second, and 
$10 to third. 

Clerks were awarded one point for every pair of 
P. M. shoes and spats sold, and one point for every 


_ pair of hosiery bought by a customer introduced by 


them to the hosiery counter. 

Two points were given for every pair of P. M. 
shoes in the short line section sold. 

Scores were posted every morning, and rivalry was 
keen. Since the opening of the contest, 346 pairs of 
P. M.’s have been sold, and the contest isn’t over yet. 

Mr. Stendal says that all his P. M. stock is-on the 
shelves, and its going to stay there until it is taken 

(Continued on page 127) 
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For the Sake of Humanity 


What Per Cent of the World’s Inefficiency is Chargeable to Defects 
in Shoe Designing, Construction and Fitting ? 


An Interview with S. J. Browwer of Milwaukee 
By E. C. LOGAN 


HE weakened, crippled condition of human- 
ity is a sad commentary in the world’s sup- 
posed stage of enlightenment. 

The world has progressed rapidly and developed 
speedily along many lines. We prate loud and long 
about the scien- 
tific developments 
of chemistry, 
medicine, surgery 
and even of ap- 
plied science in 
commerce and in- 
dustry. 

We even talk a 
lot about scienti- 
fic shoe making 
and shoe fitting 
and yet it is a 
grave question 
whether or not 
the human family 
and especially the 
American people 
are becoming less 
healthy and less 
efficient. 

It has been fre- 
quently stated 
that the average 
American man 
and woman are 
only about 60 per cent efficient. To what extent is this 
inefficiency traceable to improper footwear? How 
much of the burden of this impairment of power and 
strength must be borne by the shoe industry? How 
many of the ills, both physical and mental, to which 
civilization is heir can be traced to improper foot- 
wear? 

These questions and many more of the same char- 
acter must now or in the immediate future receive the 
serious consideration of each of the several branches 
of the shoe industry. 

Undoubtedly the sooner we get down to earth and 
adopt plans of prevention rather than methods. of 
cure the better it will be not only for the shoe industry 
but for the public at large. 


Where There Is Smoke There Is Fire 


Within the past year about half the State Legis- 
latures have considered bills affecting the manufac- 
ture and sale of footwear. The most of the bills were 
more or less freakish and unreasonable, yet it shows 
that the public is not satisfied with the kind of shoes 
and quality of service they are receiving for their 
money. 

Happily, in most instances, this legislation was de- 





Ss. J. BROUWER 


feated or had its teeth drawn, but several States now 
have laws that put serious limitation on the shoe 
merchant both in selling and advertising and the end 
is not yet. In many States the bills which are sup- 
posed to have been killed have only been put to sleep; 
they ‘most certainly will bob up again. Either the 
shoe industry must continue to wage a running fight 
of self defense and finally through legislative action 
be forced to capitulate and be controlled by State or 
national regulation or it must of its own volition make 
many changes in business conduct. 


For the Sake of Humanity 


No other article of wearing apparel so vitally affects 
the health, the mental condition and consequently the 
efficiency and the contentment of the wearer as do 
shoes. 

Human feet were intended to go uncovered, but with 
the progress of civilization foot coverings became 
necessary. Protection from the elements and protec- 
tion from concrete walks, tile floors and similar in- 
ventions of men have made necessary certain changes 
in shoe construction. Some progress has been made, 
but certainly we have fallen far short of producing 
the best humanitarian footwear that it is possible to 
build; and the industry owes a debt to humanity that 
it is under obligations to discharge. 

The foot tests made by the Government in army 
camps during the war proved conclusively that we are 
a nation of cripples, or at least defective so far as 
feet are concerned. 

If the army had been made up of women instead of 
men the percentage of defective feet would undoubt- 
edly have run much higher. 

If the disabilities arising from defective footwear 
were confined alone to the feet it would not be so 
bad, although it would be bad enough. But a weak 
foot throws the body out of balance; a hip or a shoul- 
der is thrown out of its ideal position—too high or 
too low, which impairs circulation, places undue pres- 
sure on certain nerves, resulting in nervous disorders 
and strain, with a general impairment of the indi- 
vidual. The digestive and vital organs are also af- 
fected and the spine disturbed. All this means in- 
efficiency, loss and waste of vitality. 

All of this loss and waste must be paid for. When 
one individual becomes unfitted to perform the func- 
tions and duties which he should naturally and right- 
fully assume, some other individual or collection of in- 
dividuals must necessarily bear the burden. 

We believe ourselves making money and then pay 
out a large percentage of our earnings for the support 
of hospitals, sanitariums and similar institutions to 
cure or patch up the individual whose usefulness has 
been impaired by unscientific footwear. 

The fault does not all lie at the door of the retail 
shoe merchant or his salespeople. Nor can it be 
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charged entirely to the shoe manufacturer. The 
processes and methods of shoe construction are far 
from perfect and even back of this is the first grievous 
fault—the lasts over which the shoes are made. 


‘Rocker Bottom Lasts 


If a straight edge is applied to the bottom of most 
lasts in general use, it will be found that instead of 
being hollowed out to follow the contour of the trans- 
verse arch, they are actually curved in the opposite 
direction, that is to say, they are “rocker bottomed.” 

Instead of supporting the foot in its natural position 
the average shoe places undue pressure on the first 
and fifth metatarsals, which raises these two joints 
and tends to depress the other three. This depression 
is further augmented by present methods of shoe con- 
struction. Place your hand in many new shoes and 
nearly all old ones, whether made by turned process or 
Goodyear welt methods, and you will find a ridge 
running around the outside and a hollow or depression 


. in the middle—the exact opposité of natural foot shape. 


You will also find that the bottom filler has worked 
out of certain places and bunched up in other places. 
Is it any wonder that metatarsal ailments are so preva- 
lent? 

Narrow Tread Lasts 


Another serious defect with the majority of lasts 
is that they are too narrow tread. The foot does not 
have a chance to rest naturally in the shoe. The 
weight of the body stretches the upper out over the 
outside projection of the sole in order to get a suffi- 
cient bearing surface. This necessarily causes the 
shoe to become unshapely and unsightly after it is 
worn a short time. 


Flat Heel Seat Lasts 


Nature provided a cushion for the heel to relieve 
the jar in walking. This heel cushion is oval in shape, 
but most lasts are made flat or nearly so on the bottom 
at the heel instead of being rounded to provide a 
saucer-like socket into which the heel would fit natur- 
ally and comfortably. 

The discomfort is usually augmented by the heel 
seat of the shoe being filled with nails and bumps. 


Last Makers Not Anatomists 


Few last makers probably have ever studied inten- 
sively the anatomy of the human foot. 

Their problem has not been so much to make a last 
that would follow the shape and contour of the human 
foot, but to make an article of commerce that would 
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sell at a profit. A profit is of course necessary in any 
business, and rightly so, but is it not time that the 
shoe industry should catch up with other building in- 
dustries? 

Shoe manufacturers have developed many curative 
or corrective shoes; each has had an idea of advance 
shoemaking which he has developed part way, but to 
the best of my knowledge no one of them has gone all 
the way. 

The cushion sole idea, for instance, is good as far 
as it goes. By putting a live wool cushion in the 
bottom of a shoe and properly protecting that cushion, 
some of the ill effects of unscientific last making and 
crude shoe making are minimized, but not entirely 
eradicated. 

In my opinion, it is high time a commission be 
appointed and supported jointly by the National Shoe 
Manufacturers’ Association and the National Shoe 
Retailers’ Association, to study last making and° shoe 
construction from an anatomical viewpoint and also 
from a scientific viewpoint. 

It should not be the purpose of this.commission to 
develop any secret processes either of last construction 
or of shoe making, but their findings should be given 
the light of day and placed at the disposal of the in- 
dustry as a whole for the better development of the 
craft. 

I am convinced that a better process of shoe con- 
struction is not only possible but imperative. If the 
concerns which are now supplying shoe making ma- 
chinery do not see fit to produce a better method than 
is now in vogue, then some other agency must be 
evolved to produce the desired results. 


Fitting Methods 


The retail merchant and his salesmen must always 
bear the brunt of a dissatisfied public, because their 
contact is directly with the consumer. 

The retail salesman can only distribute and sell 
what is given him. He cannot make or create, he can 
only patch up the defects in footwear as it comes to 
him by the use of appliances and such other means 
as may be at hand. 

The average retail shoe salesman is far more effi- 
cient, better educated and understands his problem 
much better to-day than ever before. He is not by 
any means 100 per cent perfect, but in my opinion he 
is reaching perfection as rapidly as any other indi- 
vidual part of the shoe manufacture and shoe dis- 
tributing craft. He cannot, however, be held respon- 
sible for the mistakes of others who have handled the 
shoes before they come to him or the sins of the past 
generation of shoe fitters. 








A Top of the Town Shoe Store 


A Store May be ‘‘High’’ and Yet be “‘Low in Price’’ Quality for Quality 


IFTEEN floors above the principal business 
KF street of Spokane flourishes the Warn & Winston 

shoe store for women—the “highest” located shoe 
store for retail trade in the world, to the knowledge of 
its owners. Founded in June, 1918, the establishment 
now occupies three large and light rooms in the Old 
National Bank Building, just 200 feet above Riverside 
Avenue. 


John L. Warn, W. O. Warn and Robert Winston 
are the joint owners of the store, which has built 
up one of the largest volumes of business in 
women’s shoes in the Falls City, sold from a $30,000 
stock.. The “Dora Dell” brand of footwear is carried, 
from the factory of C. Gotzian & Co., of St. Paul, a 
firm which J. L. Warn has represented as a salesman 
for the past thirty years. 
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Six points in policy, strictly defined and observed 
by the management, are given as the factors in build- 
ing the firm of Warn & Winston. Dependable mer- 
chandise, guaranteed satisfaction to the customer re- 
gardless of circumstance, minimum overhead expense, 
minimum mark-up, direct advertising and purchase 
of stock direct from the factory. 


An Overhead of 12 Per Cent 


“The overhead of the company has never ranged 
over 12 per cent,” stated Mr. Winston. “J. L. Warn, 
a highly experienced man, does the buying; W. O. 
Warn handles the books and I am in charge of the 
store. We employ from one to three salespeople dur- 
ing the year and all three of the owners sell on the 
floor. 

“In our unique location we realize we must be sin- 
cere in our merchandising principles and that those 
principles must never be violated. With such a low 
mark-up possible through the minimum rent and inex- 
pensive fixtures, price certainly is the magnet that 
draws our trade to us. We insist upon high grade 
merchandise in the popular and better priced range. 

‘“We make it a point to absolutely satisfy every 
woman who returns to us with a grievance regardless 
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of the cost, in an effort to hold our trade. With ex- 
ception of some novelty pumps and oxfords, we buy 
entirely from the factory, eliminating any jobbers’ 
profits. 

“From the day we opened we have never failed to 
show a profit at the end of the month and our increase 
in volume of sales has been steadily upward regard- 
less of a general economic slump in business. When 
business slackens we circularize our trade with di- 
rect advertising handled by our own Addressograph, 
using a large mailing list of our own. Results from 
this direct advertising have been exceedingly profit- 
able. 

“Our location is an asset which we have capitalized 
to its full extent and supported by that 12 per cent 
overhead.” 

The psychology of doing the upstairs store one 
better by locating at the actual “top of the town” 
accomplishes its purpose in the minds of the public in 
a much higher ratio than being on the.third or fourth 
floor of a business building, Mr. Winston pointed out. 
A shoe store may be “high” and yet undersell any 
competitor in the city on the principle of low over- 
head which is universally striven for. 








CINCINNATI 


Cold Weather Helps Sales 


Several Sections Have Felt the Effect in 
Sales of Arctics and Heavy Footwear 


purchasing agent. They both are well 
known to the shoe and leather trades 
of the Middle West. Their new loéa- 
tion at Seventh and Main streets, 








HE coming, this week, of a 

cold wave which brought with 
it the first signs of snow, lent a 
decided impetus to the trade at the 
retail stores in this vicinity. Heavier 
grades of footwear, both high and 
low, began moving in greater quanti- 
ties. Likewise, the sale of rubbers and 
spats increased with a leap anda 
bound, Black kid high shoes in 
women’s lines began moving especially 
well. However, the larger retailers 
here are not of the opinion that high 
shoes for women will take on the 
same degree of seasonal popularity 
this winter as they have in previous 
years. They do entertain the belief, 
though, that as. the colder weather 
approaches, a greater proportion of 
their sales will be made up of the 
boot business. Thus, in line with this 
thought, many of the larger down- 
town merchants, during the past few 
weeks, have placed in their basement 
departments a number of their 
low shoe strap and -oxford lines at 
attractively low prices. It is evident 
that the policy of getting out from 
under on a large portion of the low 
shoe styles is being considered wise 
by the more astute merchants. 


Smith - Kasson’s Economy Basement 
Prospers 


The Smith-Kasson Co. has been 
doing an exceptional business in its 
Economy Basement. During the past 





week it has offered black kid oxfords, 
one and two-strap patterns, black 
patent. leather oxfords, and black 
kid boots as low as $495 a 
pair. Snow and rains during the 
week brought an exceptional number 
of customers to their store when they 
advertised these popular prices. 


Potter Introduces Novelty 


The Potter Shoe Co. has been in- 
creasing sales recently by introduc- 
ing to the public an innovation in the 
form of a specially designed oxford 
for dancing. It is called the “Toddle 
Danse Oxford.” Sales also have been 
augmented by general newspaper ad- 
vertising. They recently found an ad 
on men’s felt slippers to be very prof- 
itable. 


Although in business but one year, 
the concern of Mohr-Holters Sales 
Co., now located in its new quarters 
at Seventh and Main streets, has 
progressed by leaps and bounds. Both 
George Mohr and Ambrose Holters 
have been prominently connected with 
the shoe and leather trades of Cin- 
cinnati and vicinity for a number of 
years. Up until the time he went in 
business with Mr. Holters, George 
Mohr was connected with a leading 
shoe and leather trade paper. He 
was secretary of the Shoe & Leather 
Club here for three years. Ambrose 
Holters had many years of active 
service with the Holters company, as 








F. GEORGE MOHR 


where they occupy the second floor of 
the corner building, is but one of the 
indications that they have made un- 
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L. AMBROSE HOLTERS 


usual progress. Among their lines, 
they handle Seamans & Cobb’s fabrics, 
Holland Mfg. Co.’s silk threads, Toll- 
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man, Dow & Co.’s patent and side 
leathers, besides other leading lines. 


Cincinnati at Chicago 


A meeting of the Cincinnati man- 
ufacturers having a display at the 
forthcoming national convention at 
Chicago was held here last week. Out 
of the twenty-three spaces allotted to 
this market, some of the houses here 
engaging more than one space, all 
have been rented. The object of this 
meeting was to draw the number of 
the booth each is to have. The fol- 
lowing concerns from this city will 
have their lines on display at Chicago 
next January: Val Duttenhofer Sons’ 
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Co., Feder-Gregg Shoe Co., Dutten- 
hofer-Stevens Co., the Holters Co., 
Homan-Hughes Co., Julian & Kokenge 
Co., Krippendorf-Dittman Co., Krohn- 
Fechheimer Co., Charles Meis Shoe 
Co., Sachs Shoe Mfg. Co., P. Sullivan 
Co., the Robert Wise Co., Sam B. 
Wolf Shoe Co. Not near the amount 
of money is being spent this year as 
was the case last year at the Milwau- 
kee convention, on elaborate display 
booths; nevertheless the Cincinnati 
lines are being so designed that they 
will attract their usual amount of at- 
tention. The style and quality of Cin- 
cinnati-made shoes will be clearly evi- 
dent at Chicago. 


LOUISVILLE 
Wool Hose Business Slow 


Sales Prevalent in Louisville 


USINESS with the Louisville 

shoe merchants has shown 
good spells and again there have 
been spells when everyone has been 
found in a bad humor. A very mild 
fall has been largely responsible for 
the dullness, as it has been very plain 
that with cold weather business has 
been active with the local retailers. 
Women’s shoes have been quite active 
all season, and high shoes are moving 
better all the time. Men’s low shoes 
have not sold as well as anticipated, 
but there is now a very fair demand 
for high shoes, especially in grained 
tan leather, cut on semi-brogue lines. 


Second Floor Department Good 


Noel Lyons, manager for Byck 
Brothers, in discussing the company’s 
Deluxe women’s department on an 
upper floor, reached by an electric 
elevator, said: “We were told when 
we put it in that it wouldn’t prove 
popular. However, there have been 
times when we wished we had a sec- 
ond elevator to carry the people who 
want high priced merchandise, and 
want the exclusiveness of this de- 
partment while being fitted. Women 
think nothing of going to the second 
or fifth floor for shoes in a big de- 
partment store, so why should they 
object to taking an elevator to an 
exclusive department in an exclusive 
shoe establishment? We've been 
more than pleased with results.” 


Holidays Hurt 


While election day is not a holiday, 
Louisville took on a holiday atmo- 
sphere.on Nov. 8. Horns were blow- 
ing and confetti was in the air 
shortly. after noon. Thousands of 
women went to the polls merely to 
vote, while others were in the roles 
of election officers, and in line at the 
polls to aid in getting a fair election, 
and have ..their friends vote their 
favorite. As.a result the volume of 





business on election day was small. 
Then, on Nov. 11, some stores closed 
all day for Armistice celebration, and 
others closed a half day, with the 
result that there wasn’t much busi- 
ness. Stores which did not close 
failed to do much. 


Wool Hose Slow 


There hasn’t been much wool hose 
business this year, as there hasn’t 
been much of that sort of weather. 
However, dealers have fair stocks 
and are selling some of this mer- 
chandise, and expect to do a very 
good. business in it as soon as the 
weather is right. Patterns and 
shades this year are attractive, and 
prices are much lower, some women’s 
lines are being carried all the way 
from $1.50 to $7.50 and men’s start 
at around $1.25 in better grades, that 
is in the silk and wool mixtures, 
which look far more promising than 
straight wool. 


Improvements Completed at 
Kaufman’s 


Manager R. Arendt, of the Sorosis 
department at the Kaufman Straus 
Co., reports that workmen have 
finally completed all improvements 
and that things are running along 
more smoothly as a result. Mr. 
Arendt reported that business was 
largely a question of weather condi- 
tions, and held that he was expecting 
to do a lot of it this month. Mr. 
Arendt commented on the very low 
prices advertised by some houses, 
which are offering shoes at around 
$3 to $4. 


Sporting Goods Store has 
Shoe Department 


The local sporting goods store of 
The Sutcliffe Co., which is opening a 
high class branch store in the Starks 
Building, is giving special attention 
to a full line of athletic shoes, and is 
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not planning to carry them in a hap- 
hazard manner. Regular shelving 
has been installed at the rear of the 
store, and special mahogany colored 
boxes will be used to carry the stock, 
which is being shelved as cleanly as 
in the best of shoe stores. Tennis, 
golf, football, basketball, track, 
skating, football and similar shoes 
will be carried, in fact any shoe used 
for athletic use. 


Shoe Man in Jail as Result of 
Shooting 


At Lexington, Ky., Charles Cohen, 
owner of Cohen’s Boot Shop, is in 
jail, and Joseph W. Porter, 59 years 
of age, ex-banker and business man, 
receiver for the Cohen store, is in the 
hospital with a fighting chance of 
recovery. Cohen, who it is alleged 
had been drinking, entered the store 
and got into an argument with Mr. 
Porter, drew a gun, and shot him in 
the abdomen. Cohen has refused to 
discuss the matter, but appears to be 
much relieved over the fact that 
Porter stands a good chance of re- 
covery. yo 


Shoe Merchant Shoots Out 
His Window 


At Madisonville, Ky., Tom Blanks, 
on Nov. 10, shot up about $10 worth 
of window glass in putting down a 
barrage around a burglar who at- 
temped to rob Blank’s shoe shop. 
The man in his rush for safety 
dropped an overcoat, suit and hat, 
which it is believed he had stolen from 
other merchants. 


Shoe Repairers Hear George 
Knapp 


George Knapp, of St. Louis, secre- 
tary of the National Leather & Shoe 
Finders’ Association, recently talked 
in Louisville before a special meeting 
of the local repair men. Mr. Knapp 
claimed that women pay more to have 
their hair washed than men, more 
for their hats, clothing, etc., and that 
if statistics were kept it would prob- 
ably show that they pay less for their 
shoe repairs, and demand more than 
the man. In repairing women’s shoes 
greater care has to be taken in han- 
dling light shades to prevent soiling, 
and the work has to be done more 
carefully and by better workmen. 
Mr. Knapp is endeavoring to interest 
the local repairers in organization. 


Louisville Retailers Association 
Dead 


The Louisville Retail Shoe Dealers’ 
Association hasn’t met since the last 
annual meeting, held in November, 
1920, and while there has been dis- 
cussion of a meeting this month, no 
meeting has been called as yet. It 
has been impossible to get the retail- 
ers interested in the meetings, condi- 
tions having changed meterially since 
the organization was formed, and 
most of the charter members are no 
longer in the organization. Many of 
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the former store managers are in 
other cities. Death has taken its toll. 
Some of the newer managers have 
never joined the organization. Since 
the association handled an attractive 
style show a couple of years ago, in 
which it showed shoes along with 
general lines of apparel, there has 
been but little of interest accom- 
plished. However, there are times 
when such an organization is valu- 
able, and an effort is being made to 
get it back on its feet. 


Louisville Notes 


Due to mild weather and slow busi- 
ness quite a number of sales are in 
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progress, where retailers are suffer- 
ing a slight attack of cold feet, and 
anxious to reduce stocks in hand. 

G. B. Hays, of the Petot Shoe Co., 
reports very fair business, with pros- 
pects of a good holiday volume if con- 
ditions continue as good as they are 
right now. 

Ben Middendorf, of the Florsheim 
Co., reports that October business 
showed a nice gain over the same 
month of last year, but that summer 
business this year was off. 

The Travers Company is advertis- 
ing and featuring a big stock reduc- 
tion sale, it being stated in print that 
the factory is short on orders, and 
that the company has too much stock 
in its retail stores. 


ST. LOUIS 
Business as Usual Prevails in Retail Trade 


No Marked Improvement in General Con- 
ditions—Patent Continues Best 
Seller—Boots Reviving 


ETAIL business remains un- 

changed in the volume of 
business transacted during the 
past week over the previous period. 
The lull which has prevailed off and 
on during the fall season has never 
really been shaken. Frosty weather 
forces the business upward, then a 
warm week like the past one causes 
a slump and business is again at the 
low level. 

There are no high shoes being worn 
to any extent and as late as to-day 
a pair of white tie slippers was noted 
in the downtown district. 

The manager of the shoe depart- 
ment of one of the largest depart- 
ment stores remarked: “There seems 
to be no season any longer when 
women will buy shoes. There was a 
time when shoes would be bought. at 
the seasonable time of the year, re- 
gardless of weather conditions. We 
are buying and selling the same shoes 
now that we have been selling all 
summer.” 

This statement will be verified by 
other store manageis. In the demand 
for shoes: that are now being sold, 
nothing of unusual note is recorded 
which would indicate a pressure on 
any particular type. Patent seems 
to be holding the preference in the 
choice, and many agree that its 
popularity will continue throughout 
the winter and into spring. In the 
novelty end of the business the women 
bow to this style as fashion’s first 
choice, and the buying trend has been 
heaviest in this type. The patent 
sandals are prone to ease up in the 
fall, but this was expected with the 
start of cold weather. Strap effects 
in buckles seem to hold on with a 
tenacity that bids fair to retain its 
vogue for a few months to come. 
Some four-buckle strap effects are 


being shown and a few imitation 
moccasins are being disposed of, how- 
ever, with intense selling effort. 
Whatever prestige the moccasin may 
have enjoyed in other markets, this 
style received a haughty response 
here. 

Patent oxfords in plain and perfor- 
ated toes, with punching and other 
fancy effects are popular, as are 
the buckle and sandal type patents. 
There is a notable tendency toward 
black, particularly in oxfords, and 
some little pressure may be observed 
in the boarded leathers. Particularly 
is the mourning shade most asked for 
in suede shoes. Black suede is grad- 
ually becoming the popular choice. 
One of the new things being shown 
is a black or brown suede strap ox- 
ford with a cut-out toe of either tan 
calf or patent. The trimming is 
usually carried around the throat of 
the vamp and around the collar. Also 
a suggestion of a saddle strap is 
sometimes shown in the trimming. 

Snow and much colder weather 
have been predicted within the next 
few days and a visit to ten or twelve 
stores found some of them changing 
their stocks, to place the boots in posi- 
tions more accessible for the sales- 
men. Boots have earned a slight in- 
crease over their previous week’s 
sale. About 20 per cent now repre- 
sents a fair estimate of the day’s 
business. Most of the pairs of high 
shoes disposed of are of black kid and 
some tan calf. Low walking heels 
are requested in a bigger majority of 
the sales. 


Sensenbrenner Going East to Visit 
Market 

J. Sensenbrenner of Sensenbren- 

ner’s has left for an extended tour 

of the Eastern markets. He expects 
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to place some of his spring business 
while away. Before departing, how- 
ever, he issued a statement to the 
effect that “the St. Louis market was 
going to get more business than ever 
before.” “I have looked over the 
spring lines here,” stated Sensen- 
brenner, “and I was greatly impressed 
with the style and quality of shoes 
made here.” Sensenbrenner expects 
to be away for at least three weeks. 
While a lull was being experienced in 
the St. Louis store, business was un- 
usually brisk both in the Louisville 
and Oklahoma City stores conducted 
by Sensenbrenner. 


T. G. Reid Shoe Co. Enjoys Good 
Business 


W. J. Reid of the T. G. Reid Shoe 
Company, one of the oldest retail shoe 
establishments in the city, expressed 
his opinion with reference to business 
conditions as being generally satis- 
factory in their particular store. 
Reid stated that he would be well 
pleased with conditions if as much 
business was transacted in 1922 as 
had been done during the past year. 
Two unique styles are being displayed 
to advantage in the windows of this 
store. They are a brown and black 
suede with a tan calf or patent cut- 
out toe and trimming of like material 
around the collar and throat of the 
vamp. An imitation saddle strap is 
also noted in the effect. 





Famous-Barr Official Suddenly 
Stricken IIl 


Moses Shoenberg, 69 years old, 
vice-president of the May Depart- 
ment Stores Co., which operates the 
Famous-Barr store, is under medical 


‘ treatment following a stroke, which 


deprived him of the use of his right 
side. 


Henckley Makes Big Shoe Purchase 
in East 


S. G. Henckley, manager of the 
shoe department of the Grand Leader, 
has just returned from the East, 
where he has been for the past few 
weeks on a special buying trip. While 
in the Eastern market Henckley pur- 
chased shoes with which to conduct 
a large basement store sale. 

Ten thousand pairs of shoes were 
offered in the sale and the collection 
comprised all styles and leathers. 

Straps, oxfords and a large variety 
of high shoes, mostly with the higher 
heels, were in the offering. The shoes 
were placed on sale at $2 a pair and 
the crowds that thronged the base- 
ment were the largest ever attending 
a sale of this character in the store. 

Hinckley stated that he found busi- 
ness very quiet in the Eastern market 
and that intense efforts were being 
made to dispose of shoes, upon which 
attractive prices have been placed. 
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Ames Adds Hosiery and Slipper De- 
partment 


Ames Shoe Co. has added a new 
men’s hosiery department, as well as 
a men’s slipper section. Slippers will 
be carried both in leather and the felt 
types. 

Frank Ames, head of the business, 
announced that October, so far as 
business was concerned, proved more 
than was anticipated, and from early 
observations November would prob- 
ably outstrip October in point of 
sales. 


Nugents Conduct $2.00 Shoe Sale 


There is a flurry of $2 shoe sales 
pervading the city, and Manager Ben- 
nett of Nugents, not to be outdone, 
has also inaugurated a $2 sale. The 
range of values offered in the sale 
was from $3.50 to $6. Black and 
Brown Satin Straps, Patent Straps, 
Oxfords and dress boots were a few 
of the many styles to choose from. 


MANUFACTURERS DOING PEAK 
BUSINESS 
Factories of General Line Houses 
Running to Capacity — Future 
Business Exceptionally Brisk 


The large general line manufac- 
turers are enjoying phenomenal 
prosperity and factories are running 
to full capacity. In the largest of 
the houses the problem causing most 
concern is to _ produce _ sufficient 
shoes to fill orders on imme- 
diate delivery business. Business in 
the smaller communities, where most 
of the merchandise of the big manu- 
facturers is disposed of, has not been 
as severely shaken in the depression 
as in the larger cities, where the un- 
employed situation continues to re- 
tard the retail business. This partly 
explains the tremendous volume. 

Reports coming in from men on the 
road are of the most encouraging na- 
ture, and this is especially true of the 
Southern territory, from where a 
great deal of the business of this 
market is derived. 

The sales manager of one of the 
big houses stated that the buying at- 
titude of the merchants of the South 
has completely reversed itself. “Why, 
you should see the expression on 
the faces of some of the Southern 
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buyers who come into the house. 
They’re smiling and are placing busi- 
ness with an air of confidence and 
the spirit of optimism. This has been 
the situation in the South for the last 
three months,” stated this official. 
The men’s division of the business 
has shown a constant upward ten- 
dency, and reports from a number of 
manufacturers indicate that there 
will be no let-up in the demand for 
men’s shoes. Most attribute this in- 
crease in the buying to the necessity 
of men having new footwear, it being 
impossible to get further service from 


- their long-worn and worn-cut shoes. 


Production has been increased in 
most of the factories, and one large 
institution reports an additional vol- 
ume of at least 7000 pairs per day. 
This speeding up of production has 
been effected through increased effi- 
ciency in the laboring element and the 
reorganization of some of the fac- 
tory departments. The women’s end 
of the business on futures is also gen- 
erally satisfactory, and from all indi- 
cations patent leather will play a big 
part in the spring styles. Most 1922 
spring lines are showing a good por- 
tion of novelties (conservative to say 
the least) in patent. 

Two of the largest manufacturers 
of children’s shoes are selling and 
manufacturing to capacity. In both 
of these instances producing enough 
shoes to meet the demands is the un- 
solved problem. 

Wholesalers and jobbers, those who 
handle novelties, are complaining of 
the lull which has settled over their 
business. Much of the slackness is 
blamed on the fact that the retail 
business in the larger cities is suf- 
fering from the same malady. While 
the smaller town business of these 
wholesalers has held up well, the real 
slump has been in the poor business 
from the big places. Patent leather 
is still the style being demanded in 
most cases. Some satins continue to 
be disposed of, but nothing that would 
indicate a flurry on this type of foot- 
wear. Strange as it may seem, little 
or no high shoe business is reported 
by the large jobbers. Few boots have 
been bought and those on the floors 
now have weathered through from 
last season. Most of these are in the 
higher heel heights and it is difficult 
to find willing buyers. 


DETROIT 


Winter Weather Injects New Life Into 
Business 


Low Prices Stimulate Business— 






Snow Jumps Golosh Sales Up 


HEN a blanket of snow 
covered Detroit, and the 
whole of Michigan, early in No- 
vember, the shoe dealers rejoiced. 


New life was injected into the shoe 
' business. Stores took on the appear- 
ance of the old-time activities that 
always followed a change from un- 
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seasonable to seasonable weather. 

Wednesday, Nov. 9, will long be 
remembered as “an ideal rubber day,” 
and rubbers were in great demand. 
Those merchants who had _ stocked 
rubber goods as in former years were 
delighted to see their stocks melt 
away into dollars. Those who had 
tightened up on their purchases and 
had but smal! stocks reflected upon 
“what might have been” and ord>red 
more by telegraph. 

Not only was there a rush for 
rubbers—and that there was some 
rush may be illustrated by the activi- 
ties in the R. H. Fyfe & Co. store, 
where all the salesmen were on the 
floor and even the office staff, the 
janitor and the window display man- 
ager were pressed into service in 
fitting rubber footwear—but there 
was a rush for leather footwear as 
well. 

At every store visited better busi- 
ness was reported as the result of 
the arrival of the seasonable weather, 
the activities continuing after the 
first day’s rush in a very satisfac- 
tory manner. 

On Monday of the same week, 
which was the Canadian Thanksgiv- 
ing Day, business was boomed by the 
influx of Canadians who have a dis- 
tinct liking for American footwear. 
This, together with a visit of France’s 
greatest soldier, Marshal Foch, and 
a monster parade, which brought the 
people downtown, contributed toward 
a big day’s business. Many reported 
the Saturday preceding as being 
most satisfactory in point of sales 
and that business “is picking up all 
the time.” All of which points to the 
supposition that there is business to 
be done this fall, but that the public 
is waiting for the weather to show 
them their needs. 


Over 500 Pairs of Goloshes Sold 
in One Store 


The snow that fell on Nov. 9 
brought to the front rank a demand 
for goloshes greater than ever be- 
fore experienced in Detroit. Thou- 
sands of pairs were sold and almost 
all stores have sold out and have sent 
in re-orders. The sale of over 500 
pairs of four-buckle overshoes for 
women in one store is some record, 
yet that is what has been done at the 
first appearance of seasonable 
weather. 

Although the downtown streets 
were as dry as in mid-summer the 
day after the wet snow, practically 


_ every flapper in the promenade wore 


a pair of goloshes—and wonder of 
wonders, every buckle was fastened. 
A year ago this would have been un- 
thought of; then, buckles were not in- 
tended to be buckles, but ornaments, 
and not only ornaments, but musical 
instruments, for the more they rattled 
the. more the flapper was pleased. 
Now thin legs, thick legs and every 
other kind are encased in “buckled” 
overshoes. “Goloshes, begosh,” said 
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one guy with a chuckle, as he ogled 
the feet of the women who passed. 


Lower Prices Create Sales 

For some time past the popular- 
priced department store shoe depart- 
ments have been offering large num- 
bers of pairs, mostly in women’s 
lines, at extremely low prices. This 
has stimulated buying of certain lines 
and has kept the salesmen fairly busy 
during the period of unseasonable 
weather. Oxfords and pumps are 
offered as low as $1.83, straps at 
$2.85, high-cuts at $2.85, all lines that 
formerly sold for much more, but in 
all cases lines that are broken in sizes. 

Luscombe’s, 1224 Library Avenue, 
have pulled a stunt that is worth try- 
ing in any store where there is a 
surplus of sizes to be disposed of. 
“Rubbers free with 350 pairs of fine 
quality high shoes, $2.95, kid and calf 
leathers, in black and colors.” These 
were broken sizes and undesirable 
lines in leather shoes for which 
equally as undesirable rubbers to fit 
them were in the stock. 

The Frank & Seder store is adver- 
tising a “No Profit Sale” in which 
shoes are also offered at cost. “684 
Pairs Women’s Oxfords and Slippers, 
Cost $1, Sale Price $1” is one of the 
offers in this special sale. 


Window Demonstrations 


As formerly reported, Detroit mer- 
chants believe in their show windows 
as advertising mediums. At the 
Walk-Over downtown store the side- 
walks were crowded all the time with 
men and women gazing at the limbs 
and feet of four models who stood in 
characteristic attitudes, promenaded 
about the window and otherwise dis- 
ported themselves to show the ease 
and comfort, the fit and style of 
Princess Pat’s, which this firm is fea- 
turing as a remedy for all foot ail- 
ments. 

The Kresge, ten cent to one dollar 
store, had a window display of chil- 
dren’s rubbers, prices 50c., 69c. and 
79¢. 

The Queen Quality store is having 
a sale of silk hosiery, one window of 
which was given up to the display 
of these lines. 

High cuts are conspicuous by their 
absence in the window displays. Black 
leathers nbdw predominate in the 
showings, which are about fifty-fifty 
oxfords and strap effects. 


Changes in Detroit Stores 
The interests of Thayer McNeill 
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Co., Detroit store, Washington Boule- 
vard, have been acquired by Frank 
Casey, manager of this store since its 
opening, and others, and will be con- 
tinued under a new name, “Carring- 
ton, Inc.” There has been an in- 
crease in the staff to take care of the 
rapidly growing trade of this store, 
which will continue to handle only 
the highest grades of footwear. 

The women’s shoe department of 
Crowley Milner Co. has been moved 
from the second to the fourth floor, 
where the space has been more than 
doubled. The floor space devoted ex- 
clusively to shoes in this store is now 
larger than that of any other store 
in Detroit, with possibly the excep- 
tion of the R. H. Fyfe & Co. store. 

In this store the men’s department, 
which formerly occupied a corner of 
the ground floor, has been moved to 
larger space on the second floor, 
which is the floor given over to men’s 
clothing. 

The women’s shoes at the Lindke 
Shoe Store are now all to be found 
on the second floor, the children’s de- 
partment, which formerly was much 
crowded, being given more space on 
the third floor. 

The Emerson Shoe Co. intends 
opening more stores in Detroit. Store 
No. 2 will be opened in the new First 
National Bank Building, 640 Wood- 
ward Avenue, about the middle of 
December. 

The Douglas Shoe Co. will open 
their seventh store about the first 
of the year at 2035 Woodward Ave- 
nue. 

G. J. Billings, vice-president Mc- 
Bryde Boot Shop, has sold his in- 
terests in that concern and affiliated 
himself with Thos. T. Jackson, Inc. 
Mr. Billings was for nine years with 
the old firm, which has changed hands 
several times during the time he was 
with it. 

John Ringer, formerly with Lindke 
Shoe Co., now has charge of the 
women’s shoe department at the 
W. H. Bartlett Co., 1000 Woodward 
Avenue. 

Morrey Harris, for a number of 
years with the E. & R. store, has ac- 
cepted a position with the Stone Shoe 
Company, Michigan Avenue. 

H. Blaine Cilley, formerly with 
R. H. Fyfe & Co., and the Lindke 
Shoe Company, and well known in 
Detroit shoe circles, is now manager 
of the women’s department of Day 
Brothers, Syracuse, N. Y. 


DENVER 


First Cold Weather of Year Visits Denver 


Sale of Suitable Shoes Speeded Up 


ETAIL shoe merchents _ of 
Denver report improvement 
in their business. October was a 


dull month for the most part. The 
blame for this is laid'on the fact that 
summer-like weather prevailed all 
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during the month and summer shoes 
were worn, while the sale of shoes 
for fall lagged. During the past week 
Denver has experienced the first real 
cold weather of the year and as a 
result the sale of shoes suitable for 
cold weather has been speeded up just 
that much. At present men’s high 
shoes are commanding a good sale, 
while a number of local merchants 
report an increased sale of ladies’ 
boots. Oxfords for women are also 
selling. These are being worn with 
wool stockings. All lines of business 
in Denver at this time are showing 
improvement and the outlook ahead 
is promising. 
Denver Stores to Move 


Two of Denver’s leading shoe stores 


~ will shortly be located in new homes. 


R. H. Johnston, whose present loca- 
tion is at 617 Sixteenth Street, an- 
nounces that he will move to his new 
location, at 607 Sixteenth Street, the 
first of the year. In speaking of 
business at this time Mr. Johnston 
said: “We find business at this time 
very good, with people buying shoes 
that cost $12 and up a pair. Our 
business at this time is better than 
it was at this time last year. Con- 
tinued good business is what we are 
looking forward to.” A removal sale 
is in progress at the Johnston store. 

Another Denver store that will 
move to a new location is the Douglas 
Shoe Company, which is to move from 
935 Sixteenth Street to 179 Sixteenth 
Street. It seems as though upper 
Sixteenth Street is booked to become 
Denver’s shoe row. Other stores are 
figuring on moving later, it is 
rumored. 


Pioneer Shoe Man Dies 


Funeral services were held in this 
city last week for John Bautsch, 
Denver pioneer, who died at his home 
in this city. Mr. Bautsch was born 
in Germany and came to Denver in 
1880, shortly after his arrival in the 
United States. He opened a _ shoe 
store.on Larimer Street when that 
street was the main business center 
of the city. He retired from business 
in 1908. He was eighty-seven years 
old and is survived by his widow, 
two daughters and three sons. 


Closing Out Shoe Stock 


The Bayfield Mercantile Company 
of Bayfield, Col., is at this time con- 
ducting a sale for the purpose of 
closing out its stock of shoes. The 
firm is also closing out its stock of 
dry goods. 


Shoe Men to Meet 
Retail shoe merchants of Denver, 


Pueblo, Colorado Springs and other 
Colorado points will meet the latter 


- part of next week, probably Friday 


evening, in Colorado Springs, where 
a get-together meeting with Colorado 
Springs shoe merchants as hosts will 
be the order of events. The meeting 





























November 26, 1921 


will-be held at the Elks’ Club, where 
a dinner will be served. The Colorado 
shoe merchants hold _ get-together 
meetings semi-annually. 


Brief News Notes 


Chester Williams, district man- 
ager of the Newark shoe people, with 
headquarters in Denver, reports busi- 
ness good and states that, in spite of 
the poor month experienced in 
October, the firm’s business here is 
running 10 per cent ahead of last 
year. 

The Gano-Downs Store, Denver, is 
at this time conducting a pre-holiday 
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special selling of men’s Wexford 
shoes. These shoes are being offered 
at $7.85. 

Cox & Brewer, Fruita, Col., is 
carrying on a quitting business sale 
at this time. The firm conducts a 
shoe department. 

Denver shoe stores were closed all 
day Armistice Day. 

One day. last week the Fontius 
Shoe Company, Denver, conducted a 
special one-day sale featuring strap 
slippers, pumps and oxfords, $10 to 
$15 values, at $5.95 to $9.95. Busi- 
ness is reported good at the Fontius 
store. 


MINNEAPOLIS AND ST. PAUL 


Spat Business Good 


Oxfords for Men Not Moving 
for Winter Wear 


HE state convention of the 

Educational Association, fol- 
lowed by a snow storm and a period 
of cold weather, has given a decided 
impetus to the retail shoe business 
here since the first of November. 

The spurt has affected the popular 
priced lines more than the higher 
priced specialty shops, which have 
been doing a moderately good busi- 
ness generally this fall. Four-buckle 
arctics are the demand of the mo- 
ment, owing to the first snow storm. 
Indications are that oxfords will con- 
tinue to dominate the field of 
women’s street wear this winter, al- 
though there is a slight tendency to 
go back to the boot. Generally, how- 
ever, the sale of boots is limited to 
those who have to wear them, and the 
more conservative women who are 
mote interested in comfort than 
style. 

Black satin is undoubtedly the thing 
for ladies’ afternoon and evening 
wear. Suedes and patents are about 
even in second place. The opera and 
one strap slipper are most in demand 
for evening wear, in about equal pro- 
portion, with the sandal effect holding 
its own as the best bet for afternoon. 

A big majority of the low shoes 


sold for street wear are laced ox- _ 


fords. The strapped pump is popu- 
lar, but it has not replaced the laced 
oxford, at least not yet.. The tend- 
ency is toward the one and three 
strap, with the preference on the 
single. Heels for street shoes are al- 
most unanimously military and 
Cuban, with a preference for the 8/8 
flat heel apparent. 

For evening, there is a_ strong 
tendency toward modified heels. Baby 
Louis and the new Spanish Cuban 
are selling better every day, although 
there is still a strong proportion of 
demand for the full two inch French 
heel. It is apparent, however, from 
a general. survey of: the local. retail- 
ers, that women-are becoming ’ more 





and more “sold” on the idea of lower 
heels. Whether they choose Baby 
Louis, Cuban or military depends to 
a great extent upon their age and 
personal taste. One merchant went 
so far as to predict that within two 
years there won’t be any two inch 
heels sold. 

As to other “signs of the times,” 
several dealers expressed the. belief 
that the boom for patents is now at its 
height, and that they were anxious 
to close out. on them before the re- 
action set in. 

Men in this climate are not falling 
over each other to buy oxfords for 
winter wear. While there is a rea- 
sonably healthy call for them, it is 
only by young men who follow the 
latest demands of fashion. Brogues 
are still in big demand, in both brown 
and black, but the neat, perforated 
shoe with a medium toe is the best 
seller. 

Owing to the weather remaining 
pleasant so late, and general condi- 
tions, buying will be late, it is pre- 
dicted by both retailers and whole- 
salers. In most cases salesmen will 
not go out with the new spring lines 
until after the first of the year. The 
retailers are generally trying to 
liquidate their present stock. 


Wholesale Business: Shows Improve- 
ment 


Wholesalers generally report a re- 
cent improvement in business. Mer- 
chants aren’t buying as freely as in 
former years. They are picking their 
sizes more carefully, and _ buying 
hand-to-mouth. Mr. Rounds, of Foot, 
Schulze & Co., however, says that 
buying for spring has started al- 
ready, and indications are that it will 
be big. 

The best wholesale business is in 
medium grade shoes. Merchants are 
not buying as many high-grade shoes 
as they. will’ need, according to‘ the 
wholesalers. Retailérs report that 
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except in the more exclusive specialty 
shops, the price range is from $5 to 
$8, although shoes up to $10 are also 
good. 

Credit conditions seem to be fairly 
good. As one wholesale man put it, 
“We find that where the retailer has 
seen the handwriting on the wall, and 
taken his loss, we have a good cus- 
tomer. Those who refused to take a 
loss, and are trying to wriggle out of 
doing it in one way or another, are 
not so good.” 

The rubber companies have been 
enjoying very good business in four- 
buckle arctics and lighter rubbers, 
owing to the cold weather and the 
first snow. The heavier rubbers are 
not moving so well yet. 

People seem to have anticipated 
their needs in felt slippers this fall. 
Business has been a little better in 
this line than had been expected, and 
this is reflected in the wholesale end. 
The Freman-Thompson Company have 
had a very satisfactory business in 
their new line of felt slippers, which 
is made with more attention to style 
than has previously been paid. 
Various strap effects have been 
worked out which add considerably 
to the attractiveness of the line. The 
Freeman-Thompson Company _ are 
expanding, taking additional factory 
space and putting in new machines, 
which will increase their capacity 
nearly 50 per cent. 


Boots Selling Better 


While there is every indication that 
the bulk of the demand during the 
winter months will be for low cuts, 
the women of Milwaukee are calling 
more and more for boots, which is 
regarded as significant only of a 
normal tendency at this season. In 
the last week or two, favored by sea- 
sonable weather, Milwaukee mer- 
chants have been selling a good many 
pairs of boots, mostly staples. The 
novelty boot is moving rather slowly 
and usually when women buy the 
fancier styles, it is in pumps or ox- 
fords. 


New Shoe Stores 


Fred M, Heflin, Orange Street, New 
Haven, Conn., self service store. 

The Newark Shoe Stores Co., 637 
Main Street, Buffalo, N. Y. (M. D. 
Bukowski in charge.) 

A. W. Dietzel, Pollard Building, 
Edgerton, Wis. 

Guarantee Shoe Co., Vallejo, Cal. 

J. T. Campbell, Hamilton, Ont. 

I. Blumberg, 101 Washington Street, 
Hoboken, N. J.; shoe department. 

W. P. Boobar, Grand Rapids, Mich.; 
shoe department. 

The Family Store, New Orleans, 
Ind.; shoe department. 

A. J. McAmis, Booneville, Ark.; 
shoe department. 

Enterline Shoe Co., Appleton, Wis. 

Wilkey-Nisbet Store, Providence, 
Ky.; shoe department. 
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Kinnickinnic Veal Sides 


An upper stock scientifically tanned for 
stitch down, sport and recreation shoes. 
Rueping’s Veal Sides are the only upper 
leathers that have the elasticity that is vitally 












necessary in shoes of this kind. 


SHADES 
WHITE BROWN CHOCOLATE 
GREY PEARL SMOKED TAN 


UNIFORM SHADES—CALF GRAIN AND 
LEATHER WELL WORKED OUT. 






- OF 
QUALITY 





FRED RUEPING LEATHERCO. 
FOND DU LAC, WIS. U.S.A. 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Est. 1854 
BRANCHES 


* Boston Cincinnati Milwaukee St. Louis 
New York Chicago San Francisco Montreal 
Northampton, England 
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LEXATED 
From SHOF, "eonen 


These Styles IN STOCK 


We have placed these five styles in stock for 
the benefit of our customers so they can size up 
their stock by mail order. 





Five FLEXATED Shoes 


IN STOCK 


Here are the five FLEXATED SHOES that we 
carry in stock ready for prompt immediate shipment. 
Three (3) styles of women’s and two (2) of men’s 
in AAA to D widths and in all sizes. 


A shoe that sells with a “try on” 

We have developed a remarkable business on 
FLEXATED SHOES purely on the merits of the 
shoe alone. It is a shoe that sells itself with a “try 
on’—get a pair of FLEXATED SHOES on a cus- 
tomer’s feet and he won’t want you to take them off. 
Our dealers know this from experience with their 
customers and by wearing the shoes themselves. 


A shoe that needs no “breaking in” 
A shoe for men and women that fits like a glove at 
every point of the upper. Walk miles and miles the 
first day and your feet will be comfortable. 


A flexible arch shoe 


The FLEXATED SHOE embodies an entirely new 
idea in shoemaking. It’s a flexible arch shoe that 
gives the arch a firm gentle support without any stiff 
arch props underneath. 


A shoe for well feet 


Not a corrective shoe but a shoe that will fit 95% 
of feet today. A shoe to keep well feet well and make 
tired feet happy. 


The latest styles and patterns 


FLEXATED SHOES for men and women are built 
on the most up-to-date lasts. A good looking shoe 
that combines style with comfort and a perfect fit. 


BACKED by our national advertising 
campaign 

FLEXATED SHOES sell with a “try on.” We know 
and our dealers know how well people think of these 
wonderful fitting FLEXATED SHOES. 

We are giving everybody a chance to now about them— 
through our national advertising campaign which just 
opened with a full page in the Saturday Evening Post. 

Thousands of requests are coming in from people all 
over the country who are interested and want a free 
demonstration of FLEXATED SHOES. 

We are referring these to our dealers in the towns from 


which they come. Our business on FLEXATED SHOES. 


ls growing at a tremendous rate. 


Prepare for the demand now 


Get your order on FLEXATED SHOES in today and 
be ready to meet the demand. We are prepared to make 
erompt immediate shipment of all orders. Write or wire 
your order today. 

Ask for our salesmen to call with our full line of 
FLEXATED SHOES for men and women and send for 
— details of our advertising campaign and special 

erature. 


Style 585 
Women’s Brown 


Vassar 


all sizes. 





Style 577 

Women’s Black 
Kid Bal Oxford, 
10-8 heel, Wing- 
foot rubber top 
piece on Wellesly 
101 last. In stock 
AAA to D widths. 


W ellesly 





all sizes. 


Style 584 
Women’s Black Kid 


Vassar 


widths, all sizes. 





Style 5001 
Men’s Black Kid 
Blucher on Grant 
last, Wingfoot rub- 
ber heel. In stock 
AAA to D widths. 
all sizes. 





Harvard 


Style 5014 

Men’s Brown Calf- 
skin Blucher on 
Harvard last (semi- 
English toe), Wing- 
foot rubber heel. 
In stock AAA to 
D widths, all sizes. 





Manufactured by 


THE EXCELSIOR SHOE CO. 


Portsmouth, Ohio, U. S. A. 











BOOT AND SHOE RECORDER November 26, 192! 


“For 1922, Specify 
This New Neolin- 







Special Toe-button> 
it gives maximum 
grip for the drive 








Special Wingfoot 
Sports Heel 


Olan 


TRADE MARK REG. U. S. PAT. OFF. 


DURABLE - WATERPROOF 


Ne 








November 26, 1921 











BOOT AND SHOE RECORDER 


Wingfoot Sports Bottom 


1922’s latest and most advanced Sports models will carry the 
new Nedlin-Wingfoot Sports Bottom, here announced. 


No sole or heel built thus far by Goodyear has brought so 
instant and enthusiastic a commendation from trade and 


user alike. 
For men and women, both. 


For the street, for all sports—for golf—this new NeGlin- 
Sports Sole and Wingfoot Sports Heel are designed exactly— 
correctly. Nospikes, no big cleats; no suction cups; the first 
twenty golfers who saw this new Bottom gave orders on 


the spot for 1922 shoes, Neolin-Wingfoot equipped. 


During the 1922 sports season, Neolin-Wingfoot- 
equipped Sports models will be advertised in 32,000 
street cars, in 564 cities and towns. 


Quality, the best.- Design, exactly correct. Appearance, the 
best on the market. Cash in, for 1922, on this sure-fire 
Sports Bottom which will be backed by heavy 1922 Summer 
advertising. Specify Neolin-Wingfoot, for every Sport model 
you order—and you'll be right. 


THE GoopyEAR TiRE & RuBBER COMPANY 
Offices Throughout the World 





: COMFORTAB LE 
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‘USMC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 


Order some today. 


UNITED SHOE MACHINERY CORPORATION - - 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE CO. -~ - 











Brown Kid Boots 
In Stock 





SIZES 
AA ..-00> 4 -8 
BM intecte 346-8 
Dic ciicsace 234-8 
C setne ae 2%-8 
DD iacacties 2%-8 











Terms: Net 30 Days 





Joy, Clark & Nier, Inc. 
Rochester, N. Y. 


eee eee rseeeesereees 


ony B414—all Black —_" Imi- 
tation Tip, 14/8 Heel, Welt. 
Price $5.50 


Seer eeeeeeeeeeeeeee 





No. B419—All Brown Kid 
ry Boot, _Imita 
Mill Heel with 


= 


No. ag tee | Bieqs Kid 
et Boot, 


tation 
PR Military Heel ary with 
Rubber Top Lift, Welt. Poe 
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“PROCESS 


4 


“THE THREE STRAP” 






“SCOTTY” 
No. 22—Soft ; 
Scotch Grain Calfskin etna 
10/8 Heel, Fairstitch. Newest <i 
effect for Fall and Winter. .$4.00 
Sizes: B, 4-7%, 4-8, 4-8%; C, 3%- 7 8144-T%, 
4-8; D, 24, 31%4-744, 4-8 


THE “FILET” & 


No. 25—Brown Kid, with Brown Ooze $5.56 





J L > 

NO. 26 Same shoe without mats’: 'Ss:o9 No. $4—Black Satin, Full Louis Covered Heel, 

oe ter Pte om Sans & Sizes: AA, 4-7%, 4-7, 4%-7%; A, 4-7, 4-734; 
. : B, 3-7, 34-74%; ©, 3%-6%, 34%4-7Th. 





IN-STOCK 
















“PALAIS ROYAL” 
No. 31—This season’s smartest style in Black 
Ooze Calf only.........seeee- coccccces 
Sizes: A, 4%-7, 4-8; B. 4-7, “4:8; Cc, 2%-7, 
8-7, 3144-64. 















“MARY” 





No. 23—Black Ooze Calf, Full Louis Covered 
Heel, Beaded ......+-es+0+ 00 
No. 24—Same style. in Black Satin, “Beaded, 
Sizes: A, 4-7, 4%-T, 5-744; B, 3%-7, 4-7, “RITZ ONE STRAP” 
414-7; O, 3-7, 314-7, 4-8, 414-7. No. 32—Black Satin Junior Louis Covered 


HEGl, accccccccccccccccescccccscses 
No, 33—Same style Full Louis Covered Heel, 


Sizes: A, 4-8, 47%, 4%-8; B, 3%-7, 4-7, 
4144-8; O, 3-7, 34%4-7%, 4-8. 





Stock style prices quoted are 
for even dozens on a width in 
size runs listed only. Orders 
not covered by the above are 
positively subject to an extra 
charge of fifty cents per pair, 
regardless of quantity. 











N. B.—Please observe carefully that 
the size runs vary on different shoes. 










Terms: 2% 10 days; Net 30 





No. 28—Brown Kid 8%” Boot. Fairstitch $5.00 
O Exhibi aT b f  — with pr wage Rone att. 2 Last. eee 

r 0. 29—Same shoe, leather heel....... 

ur ibit_ will be in No. 30—Sume style’ plain edge Black Kia $4.0 

BOOTH 102 These numbers ready November 15. 


Chicago, Jan. 9 to 12, 1922 a “Tucan 


BANCROFT WALKER COMPANY 


MAKERS OF SMART SHOES FOR WOMEN 
We invite you to try a dozen. We pay express if unsatisfactory. 








No. 35—Black Castle Kid 9” Whole Quarter 


Boot, Leather Louis Heel.........-. oes 83.50 Boston Office: Factory : New York Office: 
No. 36—Same Brown Castle Kid.......$3.50 Room 404-5 18 Wormwood 8t. Room 1205 
Sizes: A, 5-8; B, 4%4-8; O, 4-8, 4%-8. Rice Building So. Boston 110 W. 34th St. 
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“La Petite”. 

Our new No. 

17 last with 

Spanish Dolly 
1. 





“La Marquise” 
Our new No. 20 
last with 17/8 
Spanish Heel. 

























We have always endeavored to make R & 
D footwear a bit better each season—in 
material, in making, and in genuine orig- 
inality of style. 


Many shoe merchants know this fact and 
capitalize it when selling R & D shoes. To 
dealers who have not yet stocked our line, 
we simply state that it represents finest 





I 


The result has been Brooklyn-made style Brooklyn shoemaking and style. 


footwear of extreme excellence, and in ad- 
dition our firm has achieved a high repu- 
tation in the shoe field. 





May we give you further information on 
the R & D Line? 


OGERS AVIS 


ELIABLE EPENDABLE 

= MANUFACTURERS OF LADIES. EXCLUSIVE FOOTWEAR 
1613 East New York Avenue - - - - BROOKLYN, N. Y. 

rr ere an eae Ee 


| 
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(By courtesy of Preston B. Keith Shoe Company) 


Carries Steady Man (2) Soles and Heels 3" 

















Stedman Products Company 


Since the steel “spiked” shoe has been outlawed 
by practically all leading golf clubs, golfers by 
the hundreds of thousands have been obliged to 
seek a new sole and heel equipment. 


In the “Steady Man” Sole and Heel they recog- 
nize, on sight, a better golf shoe than the steel 
spiked shoe ever was, and the most practical of 


all golf soles and heels produced in rubber. 


Salesmen of many leading sports shoe manufac- 
turers are on the way to you with their Spring 
lines equipped with the “Steady Man” Sole and 
Heel. Ask to see them. The “Steady Man” 
equipment is the one distinctive feature in golf 
shoes for the 1922 Spring season. 





South Braintree, Massachusetts 3 
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SHOW CASES 


























4S pew principal func- 
tion of art in win- 
dow display advertis- 
ing is to draw and hold 
the attention of the ob- 
server long enough to 
enable the display man 
to put his argument 
across. 

Unusual and dis- 
tinctive windows 
get business into 
your store. Peo- 
ple are attracted 
by good display. 
Stimulate their 
desire for your 
merchandise by 
interestingly pre- 
senting your prod- 
uct. 









No. 2517 


Go and get Business. 
Your windows are your Representatives, your 
Salesmen. They should be “well dressed.” 
Ask for our Catalog 
“Make Buyers Out of Passersby” 


Hugh Lyons & Company 
700 South Street 
Lansing, Michigan 


New York 
35 W. 32nd St. 


Chicago 
232 S. Franklin St. 


No. 2507 


Pr 
\77) 






STORE 
SERVICE 
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SEATING 


No. 2502 
















































































BUTTE, MONT. 
Broadway Shoe Co. 
MANCHESTER, N. H. 
Beacon Shoe Co. 
ELIZABETH, “e 
Wm. Hilgendorf & Son 
BUFFALO, N. Y. 
Van de Venter Shoe Co. 


Baye 2a & Co., BonTon 


a & Hardy 
JAMESTOWN, N. Y. 
Wade Brothers 


ROCHESTER, N Y. 
Van De Venter Shoe Co. 


BIRMINGHAM, ALA. 
Kerner-Williams Shoe Co 


LOS ANGELES, CAL. 
Florsheim Shoe Co. 


SAN FRANCISCO, i 
Florsheim Shoe Co 


DELAND, FLA. 
V. M. Fountain 


CHICAGO, ILL. 
Florsheim Shoe Co. 
(Two Stores) 
Marshall Field & Co. 
The Fair 
O'Connor & Goldberg 


TNT AI OIL BT OT AT OT OT OT RT TT ET OED 




















(Three Stores) 
Mandel Bros. Shoe Dept. 
Hanan & Son 


Nationally known shoe shops use individual Chas. A Stevens & Bros. 


chairs and fitting stools. 
business value of having them attractive. It is 


good Advertising. 


MILWAUKEE CHAIR Co 





i ; Alfred J. Ruby 
Their owners know the FrenetrShrinet Umer 


H. A. Meyer Shoe Co. 

I. Miller's Children Dept. 

Nettleton Boot Shop 

(Two Stores) 

Cutler Shoe Co. 

Wolock & Bauer (Two 
Stores) 


“getting more business.” 




















FOR OVER HALEY CENTURY 


Makers of Fime Graird 


weeeeeeee 


Write us for “Directory. to Store Chairs of the Better 
Kind" to select from. Send along a pencil sketch of your — 
interior and we will help you solve _— Soe emg of 


Shoe Stores 
Equipped or Re-equipped 


with our Individual Chairs 


: 


CINCINNATI, OHIO 
Van's Bostonian Shoe Co. 
CLEVELAND, OHIO 
Vogue Boot Shoppe 
TOLEDO, OHIO 
Dr.ReedCushionShoeCo. 


PORTLAND, ORE, 
Florsheim Shoe Store Co, 


OIL CITY, PA. 
C. H. Smith Sons Co. 
Hanan & Son 


GREENVILLE, S. C. 
L. H. Pollock 


EL PASO, TEXAS 
Guarantee Shoe Co. 


FT. WORTH, TEXAS 
Florsheim Shoe Co. 


DALLAS, TEXAS 
Williams Shoe Co. 

SALTLAKECITY, UTAH 
Florsheim Shoe Co. 


MILWAUKEE, WIS. 
Ed. Schuster & Co. (Two 
Stores) 
The Walk Over Shoe 


Store 

Hanan Shoe Store ; 
SOUTH_BEND, IND. 

Paul O. Kuehn : 
LOUISVILLE, KY. 

Queen Quality Store 
NEW ORLEANS, LA. : 

Crossett Shoe Co. : 


BALTIMORE, MD. 
M. Samuels & Co. 


MINNEAPOLIS, MINN. 
Stanley Shoe Co. 


KANSAS CITY, MO. 
Fred Gray's Bostonian 
Store 











LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 


MILWAUKEE ~*~ 


CHICAGO -*- NEWYORK ~*~ -SEATTLE 


-# MINNEAPOLIS 
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MEN’S SLIPPERS 


READY NOW FOR SHIPMENT 


THE WIDE RANGE OF STYLES AND 
PRICES OFFER EVERY OPPOR- 
TUNITY FOR RIGHT 
















No. 1200—Men'’s Brown Vici 
pc rere $2.25 
No. 1202—Men's Black Vici 
Teened Everett. ...csccccee $2.25 
No. 1201— : 

Chocolate Vici Tan, Opera, Turn, ; Tamed — ‘ = $228 

Full Kid — . 

2.50 








You'll find us the 
headquarters for 
slippers of every 
kind and descrip- 
tion—Write us your 
needs— 











No. 800 
(Wide Last) 














Chocolate Tan Machine Sewed 
GU ssh. daeeensSxsnens $1.50 







No. 820 No. 801 
Black Machine Sewed Everet. 
$1.50 





Brown Machine Sewed Romeo. 
$1 


EVERY STYLE 
IN STOCK 


ORDER 
TODAY 


Chocolate Vici Tan Everet, Turn, 
Kid Quarter and Sock Lining. 
$2.50 


A WARNING TO LATE BUYERS 


Our factories making the cheaper lines of our Canvas and Sport Shoes are 
rapidly filling up. This comprises grades of McKay sewed at $1.25, $1.50, 
$1.75 and welts at $2.00, $2.25 and $2.50. If needing these lines send for 
samples now! . 


CHIPMAN, HARWOOD & CO. 


564 Atlantic Ave., Boston, Mass. 
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Announcement 


Victor S. Pearlman & Com- 
pany, creators of exclusive 
lighting fixtures, are now 
specializing in the beautifica- 
tion of shoe shop interiors 
and windows. 


The lighting fixtures in the new Chi- 
cago shops of C. H. Wolfelt &@ Co. 
and Hanan & Son were designed 
and executed by this firm. , 


The unique Italian shoe stands, con- 
soles and plateaux, combining silver 
and marble, displayed in the W olfelt 
windows, are also Pearlman crea- 
tions. 





Dealers are invited to visit our gal- 
leries, where a comprehensive dis- 


Some of our recent play 1s maintained for all purposes. 
Chicago installations: 


Foster ProkesrN ittchigan ave. Individuality of design and unusual 
Honan & Sow. ¢ sichigan ave. results characterize the service we 


—eniey to offer to progressive shoe merchants. 


Nettleton Shop, 
222 S. Michigan Ave. 


Nettleton Shop, 
26 N. Clark St. 
O’Connor & Goldberg (windows) 
23 E. Madison St. 


O’Connor & Goldberg, 
4616 Sheridan Road 


c. H. Wolfelt & Co., 
60 E. Madison St. 


Victor S. Pearlman & Co. 


Artificers in all metals 


533-535 South Wabash Ave. Chicago; Illinois 
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Shoe ae a Helps 
to Get More Shoes Sold bight 





43 MUN HENNY 
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Store Attractiveness 


Money has been spent lavishly and 
carelessly without a real artist on the job. On the 
other hand, a store which has cost a comparatively 
small amount of money frequently presents a wonder- 
fully attractive appearance—all because the various 
component parts do not fight but harmonize with each 


convey the impression that the merchant 

is making too much money and conse- 
quently drive away a flock of desirable customers 
is rapidly passing into oblivion, thanks be! 

People admire the prosperous man and the prosper- 
ous store. They like to do business with the man who 
is ‘succeeding and who is not afraid to acknowledge 
he is getting on in the world. It is an indication that 
his methods and principles of doing business are right 
because a business cannot long endure if it is built on 
weak, wobbly foundations. 


Beauty Alone Not Desirable 


A beautiful store of itself will not win and hold the 
confidence of the public, of course, but an attractively 
arranged, harmoniously trimmed store that is kept 
clean and orderly does inspire respect, and respect can 
be crystallized into confidence by fair treatment and 
worthy merchandise. The gorgeousness of a store and 
the amount of money that can safely be spent in fit- 
ting it up must necessarily depend upon the location 
and upon the class of trade to be attracted. 

It not only costs more to buy a Pierce-Arrow than 
a Ford but it costs more to operate it. It would be 
folly to spend forty or fifty thousand dollars in fitting 
up a store when only a limited amount of business 
could be expected or where only low-grade shoes could 
be sold, but it is not folly to have the various parts of 
the store harmonize in design and color scheme. Sev- 


T HE old idea that too attractive a store may 


eral “Pierce-Arrow” shoe stores have opened in this. 


country within the past year or so. Stores that have 
cost from $40,000 to $75,000 before a pair of shoes 
were put on the shelves. 

A small and comparatively inexpensive cottage 
often has a wonderfully pleasing “homey” atmosphere. 
The visitor may not be able to fathom the reason but 
he recognizes the fact. The artist has done his work 
well. 

So it is with stores. Frequently a store that has 
cost several thousand dollars to equip has a harsh, un- 
inviting atmosphere. The furniture has probably been 
bought piecemeal, and no part of it harmonizes with 
the shelving either in design or finish. 

The rugs or carpets have not been selected with the 
intention of having them in unison with the upholstery 





of the furniture. 


other. The point is this: A store to be prosperous 
and serve its purpose in a community must be more 
than just a place where people can exchange their 
money for footwear. It pays to make the store a place 
to which people—the kind of people you want to come 
to your store—will be attracted. Pleasing appearance 
is a magnet that draws people to a store. Pleasing 
service and pleasing footwear pleasingly priced will 
keep them coming. “Pleasingly priced” does not mean 
“priced without profit.” 


Shoe Store Lighting 


Store illumination is a problem that has occupied 
the attention of many scientists and experts. The 
problem has been baffling, but rapid progress has been 
made in its solution within the last year or two. 

Shoe store lighting presents a problem all its own. 
The big task to be accomplished is to get a heavy glow 
but without shadows or glare on the floor, and at the 
same time get an even diffusion of light that is soft 
and mellow through the room. 

Charles A. Nash, a lighting expert of Chicago, who 
has given years of study to the problem of store 
lighting, names three cardinal points that must be 
always considered in providing store lighting. 

First—The total elimination of all glare and shadow. 

Second—Fixtures that are in keeping with the other 
store furnishings but not of such a design as to de- 
tract the attention of customers from the merchan- 
dise. This is really an important point. 

Third—The actual utilization of light, that is to 
say, the actual placing of the light where it is needed 
to best display the merchandise and not upon the side 
walls or ceiling of the store. 


Correct Foreign Postage Necessary 


U. S. Post Office Department has issued a new order 
which requires that mail addressed to foreign destina- 
tions and bearing insufficient postage shall be returned 
to sender for additional postage. 
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An attractive ‘holiday background which can be easily constructed 


Decorative Ideas for the Holidays and Special 
Sale Suggestions 


good “old turk” comes Christmas. 
Christmas and Santa Claus are two 
magic words that send a thrill through all of us. 
Can’t you remember back to the days of childhood 
how mid the hush of Christmas Eve you were tucked 
into bed to dream of the wonders of Toy- 


. ND after Thanksgiving and a little of the 


Holiday Background Settings 


For the benefit of the busy merchant who perhaps 
in the hurry and bustle of every-day business has not 
made plans for his Yule-Tide decorations, we illustrate 
herewith several unique decorative ideas which may 
prove a thought-starter in working up something to 

make his store more attractive. 





Land and what the morrow would bring? ~T 


ae In working out these designs we have 





To the display man who will start think- 
ing and planning and let his fancy run free 
there should be no trouble to conjure up 
decorative ideas for his holiday decorations. 

The fact that Christmas is an event of 
universal observance makes it imperative 
that some special effort be made to trans- 
form the store’s appearance so that it will 
breathe the spirit of Christmas and the com- 
ing of Santa Claus. 

No wider scope of decorative ideas is 
offered for the display man’s use than at 
this particular time of the year—in fact, 
the opportunities are unlimited because 
there are so many neat little twists and ef- 
fects you can get in the arrangement of the 
merchandise and the background settings. 








tried to keep them as simple as possible in 
construction so that any one by simply fol- 
lowing our instructions could duplicate them. 

Plate One illustrates a very clever treat- 
ment for a Christmas window display, the 
construction of which is as follows: At the 
back of the window along the cornice line 
is a border made from a 12-in. wide board 
covered with white outing flannel or felt 
stretched on tightly. 

The little Christmas trees are cut from 
cardboard, the tops being painted green and 
the tubs red. These little trees are then ap- 
plied to the border in poster effect as shown. 

At each corner of the window are ar- 
ranged the clusters of green holly and red 
berries as illustrated. 





November 26, 192} 








om we Ss 4 


vo ms wo 








ps 
‘ot 


ay 
to 


)]- 








November 26, 1921 


The icicle effect is obtained by taking sign cloth 
and giving it a coat of glue sizing and before the 
sizing becomes dry sprinkling diamond dust or arti- 
ficial snow over it. After it becomes dry cut it out 
in the shape shown and apply to the border. 


<é-coPr 








The chief decorative feature is the large bell which 
hangs suspended from the ceiling. This bell is made 
by taking a wire frame and covering it with evergreen 
or wrapping it with green friz roping. The wire 
frame may be obtained at most any floral shop. 

The shoe fixtures may be arranged on bases to rep- 
resent children’s play blocks. 

These blocks are made of wall board, painted white 
and before they become dry sprinkle diamond dust 
or artificial snow over them. The letters are put on 
in red. 

The floor of the window should be covered with 


K 


i “EF 
Pd ve 
. ii e 
a plain white outing flannel or felt laid on smoothly. 

This setting gives ample space for the display of 
all kinds of merchandise. 

Plate Two illustrates a very simple setting and 
consists of three evergreen wreaths arranged in the 
manner shown to form a border. These wreaths may 
also be made by wrapping green friz roping on a 
papier maché form. Small Christmas tree ornaments 
are then used to decorate them. 

In the center of each wreath is placed a candle. 
This effect is obtained by cutting out cardboard to 
represent the candle and then dip in melted wax. The 
flame part is given a coat of glue and sprinkled with 
gold metallic to represent a flame. 
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Hanging suspended from each wreath on fine metal- 
lic thread are the little Christmas tree ornaments as 
is shown. The arrangement of the holly on the 
wreaths needs no description, 

The wreaths are connected with a scroll which forms 
the entire border. This scroll is cut from card board 
and given a coat of gold or green bronze. 

The little Christmas trees placed at the back of the 
window are cut from wall board in the shape shown. 
The top part is painted green and the tub red. A 
band of gold is then painted on the tubs to give a 
decorative effect. The tree ornaments are made. by 
painting them on with glue and then sprinkling metal- 
lic bronze upon the design. 

Plate Three: In this illustration we show a. good 


























<on 








idea to use on the interior of the store for a slipper 
booth. 

The foundation of the booth is a long table such 
as is found in the bargain aisle. Around the base 
of the table is stretched a light blue cambric lining. 
The roof is made of wall board and covered with 
muslin. At each end of the booth it is finished off 
with crépe paper representing bricks. The chimney 
is made in the same manner. 

The icicles are made of white sheet wadding ar- 
ranged as is shown. 


At each corner of the table are arranged the bend- — 








able strips around which is entwined evergreen 
wreathing in arch effect. 

In the center of the arch are suspended circular 
signs as shown. The arches may then be decorated 
with strands of tinsel as shown. 

The top of the roof provides a fine place for the 
display of Christmas slippers arranged neatly in rows. 














106 BOOT AND SHOE RECORDER 


January Clearing Sales 


And right after Christmas comes the January Clear- 
ing Sales. 

Plans and preparations should not be overlooked 
during the rush of the Christmas business. 

January is the month of bargain hunting; therefore, 
the prime motive of all displays must be to display 
the merchandise in such a manner to appeal to the 
thrifty side of one’s nature and sell the goods. 

As a rule, it is best policy to make a greater showing 
of merchandise in sale windows than that made in 
the general run of displays. However, great care must 
be made in the arrangement of the goods so that they 
do not have a jumbled up appearance and look like 
a lot of shop worn merchandise thrown in the window 
in a haphazard manner. 

Elaborate backgrounds and units which take up floor 
space should be avoided at sale time. 

During sale time all winter merchandise should be 
featured so as to make a general cleaning of the 
shelves to make room for the new Spring goods which 
no doubt have already been bought and will soon be 
clamoring for a show. 

In launching your January Sale it is good policy 
to feature price reductions which are boni-fide. Use 
plenty of price tickets and show window cards. 
Another good thing to remember is the selection of 
a good sale name as it gives more to feature in work- 
ing out your advertising and selecting a decorative 
scheme for your windows. 

Illustrated herewith we feature a Red Tag Sale 
and show how it may be worked out as a decorative 
treatment in the show windows and also the interior 
of the store. 

The border at the back of the window is made of 
a board 12 inches wide and covered with plain white 
outing flannel or felt stretched on tightly. 

The arrangement of the large red tags as the chief 
decorative feature is clearly shown. These tags are 
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cut from red cardboard in the shape shown, lettered 
in white and arranged on the border forming the 
decoration. 

Flowers and foliage may be arranged around the 
tag as is illustrated. 

Empty shoe boxes may be used to good advantage 
as a part of the decoration as illustrated. We show 
a partial arrangement of the shoe fixtures around 
which other fixtures may be placed so as to fill the 
entire window. 

Red tags should be used in profusion all over the 
store so as to carry out the idea of the Red Tag Sale. 

Plate Four shows a good post decoration which is 
made by using a large red tag cut from card board 
and lettered in white and placed against the post 
as is shown. A few artificial flowers and foliage are 
added which makes it more attractive. 


Step In Shoe Economy Sale 


Plate Five illustrates a clever idea to use as a 
center piece for a sale window. This design consists 
of a platform made in step effect and painted a light 
blue color. 

It is flanked on each side by pieces of wall board 
cut out in the shape shown and painted in the same 
color. 

The top of the side flank pieces is decorated with 
narrow lattice strips painted black. A narrow black 
strip is also nailed along the base. 

Upon the back of the steps is nailed the standard 
which supports the sign as shown. This is also 
worked out in blue and white. 

The arrangement of the flower garland and foliage 
is clearly shown. Over the steps is thrown in rug 
effect a piece of white felt with a gold fringe border. 

This design would be a fine idea to use in the 
exclusive stores where mass displays are not made but 
who still want to carry out the idea of sale time and 
reduced prices. 








Playing Safe on Styles 


THE RECORDER has often wondered whether mer- 
- chants realized the extent and authenticity of informa- 
tion in our columns. For example, the information 
that we get from Paris comes from no makeshift 
source. Our office there (as many a traveling shoe 
man can testify), has as its executives two very re- 
markable women who are stylists in costume and 
footwear. These women stayed at their post during 
the entire war, and their courage in sticking to head- 
quarters in the top of a building, in the heart of a 
city, has endeared them to Parisian business men. 
Their entre, therefore, into the fashion salons is 
something that cannot be priced. They have become 
very close to the French life, customs and artistic 
tastes. They go to the fashionable events. Our or- 
ganization, therefore, in Paris stands as the foremost 
agency for information on fashion, and we can testify 
to it by the fact that the first straps were predicted, 
the wave of black was predicted, the Spanish tendency 
was predicted, the shorter vamps, and every impor- 
tant, world-wide fashion influence has come to THE 
RECORDER, first in its field, through our contact in 
Paris. 

We simply point out this feature of RECORDER ser- 
vice because we have a feeling that the merchants ap- 


preciate information far in advance of its becoming 
popularly accepted. Our color expert, as you already 
know, is one of the leading authorities on the swing of 
color, and his articles are a regular feature in THE 
RECORDER. 

We like to take a few paragraphs from the official 
tyle report of the California Shoe Retailers’ Associa- 
tion, re-emphasizing what has already been told in 
THE RECORDER. 

“Garment fashions originating in Paris and New 
York will wield a powerful influence on footwear 
styles. Present indications reveal lower skirt lines, 
but not sufficiently abbreviated to lessen the impor- 
tance of stylish footwear. In fact, the silhouette line 
in women’s apparel will enhance the element of style. 

“Foreign tendencies will influence early spring 
styles to a great extent. The classical Grecian influ- 
ence, extremely expressed in exquisite sandal designs. 
is adapted to present garment lines and by early 
spring may evolve more elaborate motifs. 

“The Spanish influence, which is seen in the univer- 
sality of black with splashes of brilliancy, may con- 
tinue to a point of developing a real Spanish slipper 
with high tongue effect made brilliant by large Cas- 
tillian buckles and carrying a Spanish-Louis heel. If 
such is the case, however, the style will be very exclu- 

(Continued on page 119) 
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High Art in Shoe Store Designing 
and Furnishing 





Refined Taste and Artistic Combinations of Colors the 
Guiding Thought of Three of America’s Leading 
Shoe Merchants in the Installation of 
New Chicago Stores 


corner room facing Wabash Avenue with 
a side entrance on Madison Street. On 
Wabash Avenue is a center entrance with revolv- 
ing doors flanked on either side with special show 
windows. The greater length of the store is on 
Madison Street, and the entire frontage on this street 


'T'« new Hannan Shoe Store occupies the 





The new Wolfelt store at 58-62 Hast Madison Street, Chicago. 


is occupied by show windows, excepting what is de- 
voted to the entrance. 

The woodwork in both the interior of the store 
and in the show windows is of American walnut 
matched for grain and color. The floors of the win- 
dows are of a lighter shade of walnut laid in par- 
quetry blocks. The lighting is of the concealed type, 
so arranged as to make a strong reflection on the 
floors of the windows. 

The woodwork on the inside is of a panel design 
not extremely elaborate but unusually attractive. 
One of the attractive features of the furniture is a 


hosiery cabinet which has a locking device so ar- 
ranged that by simply pressing a lever all the 
drawers of the cabinet become locked simultaneously. 
The seating is of heavy individual chairs which 
match the woodwork in design and finish. ‘ 
The floor is quartered oak parquetry of herring- 
bone rattern. Rugs of various shapes are used in 


The entrance is unusually attractive 


various places in the store, while long runners are 
used in front of the fitting chairs. 

The lighting is of a semi-indirect type, so dis- 
tributed as to throw an even amount of light 
throughout the store. 

On the whole, the store presents a very attractive 
and inviting appearance. It harmonizes perfectly 
with the high-class footwear which the firm dis- 
tributes. 

This store will be under the general management 
of H. F. Macloney. 


(Continued on page 111) 
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“NEW WAY” QUALITY 
STANDARDIZED 


A Standardized Shoe Store Made of “New Way” 
Sectional, Interchangeable Shelving, Now 
Ready to Ship from Stock 


T is now possible to secure the Grand Rapids Show Case Company’s quality product 

at an extremely low price—a price which is as low if not lower than the average 
cheap, “built-in” type of shelving, without the interchangeable feature or without any 
flexibility whatever. All of these many advantages are offered on the basis of low 
prices which likewise, are standardized, making the “New Way” sectional, inter- 
changeable shoe shelving positively the best buy on the market. 


SOME COMBINATIONS WHICH SHOW THE 
FLEXIBILITY OF THE “NEW WAY” 
SECTIONAL SHOE SHELVING 





ee 





This is the general type of sectional shelving made 58% inches high for center pommeranetee, It can be worked 
out in any combination of arrangements and is fitted with adjustable, reversible, and interchangeable shelves. 





GRAND RAPIDS SHOW CASE COMPANY 
GRAND RAPIDS, MICHIGAN 


Licensed Canadian Manufacturers: JONES BROS. & CO., LTD., Toronto, Canada 
Branch Factory: LUTKE MANUFACTURING COMPANY, Portland, Oregon 
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NOW OFFERED IN 
SHOE SHELVING 














In this arrangement we have the same standardized shelving shown opposite, with the addition of our reguiar 
center display section, full height, and 24, 30, or 36 inches in length. Display section has plate glass hinged 
door. Interior fitted with three 10-inch adjustable plate glass shelves. wer part of display has hinged 


plate mirror door adjustable to any angle. 





Get the Experience of the World’s Largest Store 
Planning Organization 

HE successful shoe merchant today is giving more and more consideration to the 

importance of a properly planned store—taking advantage of every possible condi- 
tion which might affect the sales, as well as the success of the business as a whole. 
This service is rendered in connection with the sale of “New Way” Sectional Shoe 
Shelving. A complete catalogue illustrating many “New Way” Shoe Departments is 
just off the press. A request will bring a copy. 


GRAND RAPIDS SHOW CASE COMPANY 
GRAND RAPIDS, MICHIGAN 


NEW YORK CHICAGO CLEVELAND HONOLULU, HAWAII KANSAS CITY DALLAS ATLANTA 
1465 Broadway at42ndSt. 215S.MarketSt. 1113-1114 UlmerBldg. Harrison Bldg. 606-607-608 Ridge Bldg. 705 Insurance Bldg. 103-704 Candler Bidg. 
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TRADE MARK 


The Line That Sells at Sight ! 


Not only rélied upon—season after season—for popular sell- 
ing appeal, but equally marked for a quality workmanship that 
invariably assures RE-ORDERS. 


In addition to our Smart Street and Sportswear Spats of fine 
Kersey Cloth we are featuring Stunning Standard Spats of 

‘ Black Moire and Satin to meet the various semi-dress require- 
ments of day and evening wear. 


See Our Exhibit at the N. S. R. A. Convention and Exposition, 
Chicago, January 9-10-I1I-12, 1922 


Wherever you find a progressive Shoe Shop you find Stun- 
ning SLandard.” sPrts 
310 to 318 SIXTH AVENUE 


S. RAUH & COMPANY Ponsa 
-FORTIFTY-YEARS-THE- WORLD S-LARGEST-AND -FOREMOSTMARERS PINE? SPATS | 
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(Continued from page 107) 

Clarence Stevens, the resident partner and per- 
sonal director of the new Wolfelt store in Chicago, 
was exceedingly happy when the store opened for 
the first time to the public Monday morning, No- 
vember 14. For four or five months he has strug- 
gled with the carpenters’ union and other unions 
in order to bring to completion the new store on 
which he has worked with untiring effort. 

When the lease on the premises was taken over 
by the Wolfelt company the entire store front and 
interior were torn out, partitions were removed and 
nothing remained but the bare walls. 

The new front is of ornamental iron and marble 
with a marquis over the entrance and cast iron signs 
having countersunk name plates. 
The entrance is of a half octagon 
design having two doors with a dis- 
play case between. The show win- 
dows have a background and ceil- 
ing of quarter-sawed oak with con- 
cealed reflectors set up in the ceil- 
ing. Natural z-ray reflectors are 
used for illumination. The finish 
of the show windows is in a brown- 
ish gray color with decorations in 
polychrome. 

The floors of the windows are of 
quartered white oak laid out in 
small squares. 

The interior of the store in its 
arrangement and fittings is entirely 
out of the ordinary and a word de- 
scription is entirely inadequate to 
convey an idea of its beauty and 
attractiveness. 

It is designed in Italian Renais- 
sance style. It is built of quartered 
oak with dark brown finish. No 








An interior view of the new Wolfelt store, showing the paneled walls and Italian period furniture 
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cartons are visible to the customer who enters the 
store. All the shelving is set behind partitions 
which form the side walls of the store. On the east 
and west sides are double rows of stock shelving 
separated from the selling parlor by paneled oak 
partitions, with draped openings for access to the 
stock room by salespersons. The entire center por- 
tion of the store is a parlor effect equipped with 
especially designed chairs and fitting stools. Also 
some very attractive tables, which follow the design 
of the furniture and are used for display purposes. 
The chairs are of three or four different patterns, 
but all of the same period. 

At intervals in the partitions separating the stock 
room from the selling space there are small counter- 








A “close-up” view of one of the 
Wolfelt windows 


sunk display cases with 
plate-glass fronts illumi- 
nated and built to display a 
single pair of shoes. The 
wrapping counter and cash- 
ier’s office are in the rear 
of the room. under the bal- 
cony. 

Around the four sides of 
the store there is a mezza- 
nine, located directly above 
the stock rooms on the main 
floor and of the same width. 
This mezzanine is not vis- 
ible in the store proper and 
is separated from it by a 
Caen stone wall with Caen 

- stone panel insets on. the 
east and west walls. The 
mezzanines on the east and 
west walls are fitted with 
stock shelving of the same 
design as that on the main 
floor. The rear of the mez- 
zanine is used for executive 
offices. On the mezzanine 

(Continued on page 113) 
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THE SIMPLEX 


FOOT X-RAY 


MACHINE 


THE SIMPLEX FOOT 








ACORRECT FITTING 
PAIR OF SHOES IS A X-RAY MACHINE IS 
SHOE RETAILER'S AN ASSURANCE OF 
BEST ASSET. PERFECT FIT. 
| 
5 
Alternating Current Direct Current 
$750.00 $850.00 
F. O. B. Milwaukee F. O. B. Milwaukee 
Terms If Desired Terms If Desired 
‘Practical climin- == 4 CORRECT SHOE FIT CANNOT = [ver’ see lt Meow 
A porting a BE GUESSED AT, NOR MEASURED ps y 
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| What the X-Ray has done in the evolu- 
: tion of the surgical profession, it is doing 
2 for the shoe fitting profession. The Sim- >= ——-— 
x plex Foot X-Ray Machine extirpates all | ~ = 
>) guess work. The actual fit, the bone rest 
| and position, the snugness of the shoe to 
5 flesh can be seen by both, the shoe dealer 
EI and his customer. : § 
. This means everything in the shoe re- % 
. tailer’s business. It means an easier and * 
) the most accurate method of selecting the $ 
5 correct shoe, the elimination of questions, : 
Fy a most satisfied customer with each sale § 
| and the positive knowledge that the work ie 
= to be performed by the fitter of shoe, has K 
EI been done with the most exactness. é 
=, € 
K E. H. KARRER CO. g 
.| Sole Distributors 
_+| 246 West Water St. Milwaukee, Wis. i i 
Manufactured by the 5 
Your foot as shown by General Industrial X-Ray Company The Foot X-Ray shows 7 
Ra Milwaukee, Wisconsin how the shoe fits e 


Foot X-Ray 
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(Continued from page 111) 
in front over the show windows is installed a com- 
plete ventilating plant which constantly provides 
fresh air for the entire store, but is completely 
concealed from view. 

The ceiling of the store is subdivided into three 
distinct parts, the center portion having a vaulted 
arch effect and the two sides flat, suspended ceilings 
with wooden beams set about 12 in. apart. The 
beams have ornamental brackets at either end. 

The entire floor is covered with a carpet of small 
design and having a taupe background. A complete 
color scheme is carried out in the draperies, carpets 
and upholstery of the furniture. 

Highly artistic, hand-chased lighting fixtures, 
heavily gold-plated and contrasted with enamel, im- 
part a most effective finishing touch to the harmo- 
nious interior. In addition to ornate chandeliers, 
chased sconces embellish the wall panels. A no- 
table feature of the chandeliers is the method of 
adopting the daylight lamp for interior illumination. 
There is no glare or shadow and this restful light 
shows the true color of the shoes and hose. 

The same thought governed the treatment of the 
exterior in order to tie together the lighting and the 
marquis. The motif is Italian Renaissance. 

.The window fixtures are a decided departure from 
the ordinary types of shoe window displays. The 
fixtures are a pet idea of Mr. Stevens and, through 
his direction, were designed by the concern that 
made the lighting fixtures. 

They are of the Italian period, are silver-plated 
on brass, part of them being surmounted with black 
marble tops and others being set on bases of black 
marble. 

Any question about the attractiveness and beauty 
of the store is dispelled by the exclamations of the 
many Chicago women who entered the store during 
the opening week. 


THE MARTIN & MARTIN STORE 
An Ideal of Beauty Through Conservatism 


The new Martin & Martin store at 64 East Mad- 
ison Street minutely reflects the characteristics 
which have long prevailed in the merchandising prin- 
ciples of this firm. To say the store is gorgeous 
would be a misnomer, but to say it is a wonder of 
beauteous simplicity would probably be the most 
applicable term in a word description of the new 
Madison Street home. 

The shoe windows are rather shallow, being only 
2 ft. 6 in. deep. The back of the windows is treated 
to a height of 8 ft. with American walnut quartered 
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veneered panels having a diamond effect. The win- 
dow floors are of Burl walnut with ebony lines. Plate 
glass rising above this gives light and a view of the 
interior. The end panels of each of the four show 
windows are splayed and show a handsome matched 
veneer with Compo ornament high-lighted. The win- 
dows are ceiled over at 8 ft. high with flush veneer 
having ringed openings to receive some thirty Pitts- 
burgh 10-in. oval reflectors set above and concealed 
by the ceiling. 

Above the transom line to the 18-ft. ceiling the 
interior shows a treatment of sash divided in small 
lights glazed with amber cathedral glass. 

The woodwork is executed in a highly figured 
American walnut finished in a soft tone of natural 
wood rubbed dull, and presents a very handsome 
appearance. 

The store in front is open to the ceiling and is 
surrounded on each side by a balcony. The store 
of itself is not very large. 

It is shelved on two sides, the rear being devoted 
to cashier’s office and an executive office. The main 
shelving is on the balcony, which is made accessible 
by a stairway at the rear. The entire floor is cov- 
ered with a carpeting of taupe shade. The seating 
consists of movable chairs of handsome design fin- 
ished to match the woodwork, the upholstery of 
which harmonizes with the floor covering and dra- 
peries. 

The lighting fixtures are of the semi-indirect type, 
so designed as to throw a flood of light upon the 
floor without having an excessive amount of illumi- 
nation toward the ceiling. . 

The new store will be under the direction of W. C. 
Bartlett, who for the past ten years has been asso- 
ciated with the Martin & Martin store on Michigan 
Avenue. 

The designers of both the Wolfelt and Martin & 
Martin stores were Taussig & Flesch of Chicago. 
The cabinet work in the Martin & Martin store was 
installed by S. D. Rogers & Company, also of Chi- 
cago. The cabinet work in the Wolfelt store was in- 
stalled by L. Bauman & Company, while Schick- 
Johnson & Company installed the cabinet work in the 
Hannan store. The lighting fixtures and window 
fixtures of the Wolfelt and Hannan stores were fur- 
nished by Victor S. Pearlman & Company of Chicago, 
while the lighting fixtures in the Martin & Martin 
store were installed by Charles A. Nash. 

The chairs in the Wolfelt store are imported, while 
the chairs of both the Martin & Martin store and 
the Hannan store were designed and furnished by 
the Milwaukee Chair Company of Milwaukee. 








Exclusively in Merchant's 
Service 


When he first sees the name of a shoe manu- 
facturinf firm, what is the first question that sug- 
gests itself to a retail merchant in shoes? If he 
is interested in the concern or its product at all 
the first question that strikes him is, “do they 
make shoes for the retail trade, or for the whole- 
sale trade, or the mail order stores, or their own 
stores?” 

There is one thing certain; those firms which 


advertise in the RECORDER are firms which are 
catering to the wants and needs of the retail 
shoe merchant, and are pointing out to him the 
means by which his wants may be supplied. The 
very fact that they do so advertise is proof that 
they are considering the wants of the retail mer- 
chant. 

Taking up one side and down the other, the 
firms which are on the RECORDER’S advertising list 
in the course of a year include a great majority 
of the real leaders of the trade—leaders in out- 
put, leaders in style, leaders in quality of product. 
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Cedar 
Cliff Satins 


are made especially for shoes. 
They are, therefore, best suited 
to shoe manufacturing purposes. 
Another reason why they are so 
widely used and preferred in the 
trade. 


It is not their rich lustre and 
beauty alone, but also their 
strength and durability as well, 
which make them a most practical 
footwear material. 

CEDAR CLIFF SILK COMPANY 
251 Fourth Ave. New York City 


Branch Offices 


Boston Chicago Cincinnati 
Rochester Philadelphia 
St. Louis 
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Pullman Slippers, by Whitt- 

,» are considered better 

class by those who have seen 
them. 


IN STOCK 


In Brown and Black Cabretta 


Write for samples and prices 


Also made to order in Brown and Black 
Kid. 


We assure you service and prompt re- 
sponse to inquiries. 


C. R. WHITTREDGE & CO. 
245 BURRILL ST. SWAMPSCOTT, MASS. 
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Boost Your Profits— 


Let the Revolving Economic 
Boot Rack Help You Sell 
Your Heavy Rubber Foot- 
_ Wear. 


The Peoples Store, 
erne, Ind. 
Gentlemen: 

Your order of Oct. 27th received and 
we are sending you one ckage of 
4prings as shown by enclosed bill. 

By looking up our records we find 
that you bought this fixture in Septem- 
ber, 1908, and for this reason we are 
curious to know whether the fixture is 
still in good condition, as it will help 
us in the manufacturing end if we know 
the results of several years’ wear. 

Very truly yours, 
BATAVIA SPECIALTY CO., Inc. 
All parts of case made of steel Per C. A. Weaver 





Nov. 4, 1921 
Batavia Specialty Co., 
Batavia, N. Y. 
Gentlemen: ’ 
Will let you know that the Boot Rack is a fixture that we 


would not do without. 
Yours respectfully, 


THE PEOPLES STORE. 


Case has capacity for about ten cases—enabling you to display 
fourteen styles, sized out, in forty inches of floor space. Revolves 
without friction—Folds compactly for storage. 


Write for Prices. 


Batavia Specialty Company 


Batavia, New York 
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Three New Stores All in a Row 


















Each a Work of Art and Each the Home of a Firm That | 
Has Achieved an Enviable Reputation | 





The new Martin & Martin store, 64 East Madison Street, Chicago. A view of the interior is visible through the plate glass 
in the background of the window 


eral manager of the Hannan stores 
in Chicago and Kansas City, took a 
lease on the ground floor location. 
There was room for three stores and 
Mr. Macloney, contrary to old cus- 
toms and ideas, decided he wanted 
the other rooms occupied by shoe 
stores that had already established 
reputations for merchandising high- 
grade footwear. It was not difficult 
to. sell the location to the other two 
firms. 

Martin & Martin have built a 
large clientéle in their two New 
York stores and also in their Michi- 
gan Avenue store in Chicago. They 
realized, however, that the great 
majority of the 75,000 transients | 
who are in Chicago daily are, to a 
great extent, “loop” shoppers. They 
considered, also, that the new loca- } 
tion would be more convenient to | 

i 


ANNAN, Wolfelt, Martin 
H & Martin. Three names 

that stand out as beacon 
lights in retail shoe merchandis- 
ing. 

It is seldom that three such con- 
erns are “sold” simultaneously on 
the idea of opening new stores in 
the same building at the same time. 
But this is what happened recently 
in Chicago. 

The northeast corner of Wabash 
Ave. and Madison St. has never been 
known as a shoe store location. 
True it is that in the adjoining 
building on Madison, near Michigan 
Avenue, on the third, sixth and other 
floors are a number of high-grade 
custom shoemakers, but a regular re- 
tail shoe store on the ground floor 
in the location is an innovation. 


Hannan’s had decided to open up W. C. Bartlett, manager of the new P 
another store. H. F. Macloney, gen- Martin & Martin store (Continued on page 119) 
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No. 435E No. 426C 
Supplied in square or Supplied in square 
round tubing. or round tubing. 
Standard x %x12 Standard % x % x 12 
and 18 ins. high. and 18 ins. high. 
The appearance of clever shoes is enriched by We have everything to display anything in your line. 


proper stands. 


J. R. PALMENBERG’S SONS, INC. 


Established 1852 


York Boston i Chicago Baltimore 
63- 65 “Ww. 36th St. 26 Kingston St. 104 W. Jackson Blvd. 108 W. Baltimore St. 











It Is » Easy for You to Sell What Is Seen 


Therefore we have gone the limit on an 
attractive counter display case for our — 





How to Get These 
for Your Store 


An order for 12 tins of 
Brown, Russet, Ox-blood 
and Black Oil Paste Pol- 
ish entitles you to the 
same, packed in these at- 
tractive display cartons, 
without extra charge. 
These display cartons 
mean greater sales, 
added profits without 
work on your part. 


BROWN DYE AND POLISH 


Something new. No strong, objectionable dye odor. Easily applied. 
It puts into the leather and onto its surface a finish that is as brilliant 
as it is beautiful. 


Whittemore Bros. Corp. Boston, Mass. 


Largest Producers of Shoe Polish in the World 
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Interior Ambassador Hotel shop of Wetherby-Kayser, Los Angeles. The 
hosiery cabinet back of the showcase is the only shelving visible in this store 


‘TI Sold Her Seven Hundred and Fifty 
Dollars Worth of Hosiery in Thirty 


Five Minutes—’’ 


The Result of Suggesting Hosiery for Christmas 
Presents in the Wetherby-Kayser Store 
Los Angeles 


of its most valuable adjuncts has been ably demonstrated by 

Wetherby-Kayser Shoe Company of Los Angeles. During the past 
year the total sales of hosiery of this concern amounted to 25 per cent 
of their entire business. 

Perhaps a large part of this is due to the fact that hosiery is a hobby 
with Mr. Emil Kayser, president of the corporation and one of the original 
founders, who personally attends to the buying for the three Wetherby- 
Kayser shoe stores in Los Angeles, the main store on West Seventh Street, 
the shop in the Ambassador Hotel and the Broadway store. In all, there 
are six hosiery departments, all under the management of Miss Martha 
Bruggeman, who has a corps of fourteen salesgirls. The merchandise 
for each store is selected with an eye to the requirements of that par- 
ticular trade. For instance, at the Ambassador Hotel shop only the 
finer grades of hose are carried, while at the Broadway store such staples 
as Phoenix and Holeproof are featured. 

Miss Bruggeman disclaims any special merchandising ideas or stunts. 
Conscientious effort to serve customers is the keynote to the big volume 
her girls put over last year. One incentive is that each girl gets a per- 
centage on every pair of hose she sells. 


Matching Hosiery to Shoes 


Every shoe customer is given the opportunity to buy hosiery by the 
salesman suggesting to her (or him) the proper hose to wear with that 
particular shoe, and the salesgirl follows up the suggestion. To a certain 
extent each girl has worked up her own patronage and knows pretty 
thoroughly the tastes of her clientele. This personal touch goes a long 
way toward making friends for the store and establishing confidence in 
its merchandise. The salesgirl does not stop at selling one pair, but the 
customer is always given a chance to refuse another pair. At the Seventh 
Street store recently a customer took advantage of a special sale on 
hosiery and bought one pair. After the purchase was completed and 
paid for, the salesgirl concluded she might just as well have made a 
(Continued on page 119) 


Tres: the hosiery department of a live shoe house can be made one 
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These combined sales slips tell the 
story of a $750 hosiery sale to one. 
customer RK, a Los Angeles retail 
store—all the result of a suggestion 
by a salesgirl that hosiery makes 

ideal Christmas presents 
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GRIFFIN 
TRADE oak) magn 


SUEDE POWDER 


CLEANS & RECOLORS 


> 


SUEDE AND NAPPY LEATHER FOOTWEAR 
Pur ° oa 


UP Im ace COLORS 
» GRIFFIAG MEG. CO.Inc | 





Griffin Suede Powder 


In the pad bottom tin. Cleans 
and restores color and surface in- 
stantly. The pad is absolutely 
effective. In white, chamois, 
fawn, field mouse, gray fawn, 
champagne, ivory, light, medium, 
dark and gray castor, light olive, 
seal and nigger brown, light, 
medium and dark gray, black. 
$20.20 Gross; $1.85 Doz. 





Griffin Suede Liquid 


Dressing 


This dressing, which is suplied in 
white, black, pearl gray, is used 
for cleaning and restoring suede 
shoes to their original color. It 
will not rub off or penetrate 
through the leather, leaves no 
odor and positively does: not lay 
the nap. Put up in 3% oz. 
bottles with Tampico brush. 

GOED. ckn6écdseetcaeeesed $22.00 
TG cccdccccecéccscecess 1.90 

















Griffin Quick Cleaning 
Fluid 


The proper article for cleaning 
Satin Footwear. Non-infiammable, 
stainless, dries quickly and is 
effective. Removes spots from 
spats. Gross, $22.50; doz., $2.00. 








FOUR LEADERS IN A LINE OF SHOE 
DRESSINGS THAT HAS NO PEER 


_ patent leather shoes. 








There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


NEW YORK, U. S. A. 


67-69 MURRAY STREET 





Griffin Lotion Cream 


In white, black, light tan, Havana 
brown, dark brown, light gray 
and dark gray. Cleans, softens 
and polishes all kid leather. Con- 
tains no injurious acids. It is 
to the leather what cold cream is 
to the skin. 38 oz. size, $21.00 
gross; $2.00 dozen. 


We particularly recommend white 
or black lotion cream for black 


mM 














APPELBEE & NEUMAN IiInc., 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes. 
PEARL — IVORY — AGATE, Ete. 


“THE BUTTON IN THE RED LINE BOX” 


BOSTON: 133 Lincoln St. ST. LOUIS: Star Building 

















Time was when the purchase of advertising space was a “blind groping in the 
Advertisers had no means of checking a publisher’s statement of circulation 


dark.” 


Groping in the Dark 


and often these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 
There are no dark spots in the Boot and Shoe Recorder circulation. Our records 


just the data an advertiser needs. 


are audited by the Audit Bureau of Circulations. 
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(Continued from page 117) 

bigger sale. She suggested something else, and 
when the customer went out of the store a little later 
she had bought $42 worth of hose. She had to take 
back the small change she had paid for the first pair 
and write a check for her purchase. This girl made 
no special sales talk. She knew she had hosiery 
values, and her tactful suggestions led her customer 
to avail herself of them. 


A Suggestion Brings Record Sale 


In October a customer came in with her son and 
bought some shoes for him. She told the salesman 
she was not interested in hose for the young man, 
as she had but a couple of weeks previously bought 
a bill of men’s hose amounting to over $150. How- 
ever, seeing the young lady who always takes care 
of her hosiery wants, she called. her over and asked 
about hosiery for herself. This saleslady, Mrs. Min- 
nis, made the suggestion that hosiery makes ideal 
holiday gifts. The result was that the customer gave 
Mrs. Minnis an order for $750.72 worth of hosiery 
(including tax) for Christmas gifts. This entire 
sale consumed about 35 minutes and every item was 
in the house to fill it with. Individual hosiery sales 
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frequently mount up into the hundreds of dollars. 
For the holiday season they feature boxed hosiery 
at special prices, which results in a great many 
substantial sales. 

Once a month the entire stock is gone over care- 
fully and checked up in order to keep it in good 
condition. 


Novelties Popular on Coast 


The hose most in demand right now is the very 
sheer, plain weaves with Paris clockings, in the vari- 
ous shades of gray, fawn, sand and especially the 
new “nude.” This latter is having quite a run. It 
has been designated poetically as “the fact of remem- 
bering and the appearance of forgetting.” High 
shades are very popular also, but the main thing is 
that all the novelty hose is extremely sheer. Much 
of it is imported. 

Wool hose is going exceptionally well for so early 
in the season and a big demand is anticipated right 
through the season. Golfing and hiking are indulged 
in extensively by the ladies, as well as the men, and 
Wetherby-Kayser’s carry one of the most extensive 
lines of golf hose in the city, also a strong line of 
silks and lisles for men. 








(Continued from page 115) 
their hosts of customers from the north side; so 
Martin & Martin signed the lease for the room at 64 
East Madison and started architects to work drawing 
plans, 

W. C. Bartlett, for ten years a member of Martin 
& Martin organization, is manager of the new store. 

C. H. Wolfelt Company had its inception in Los 
Angeles a dozen years or so ago. The firm grew and 
stores have been opened in Pasadena and San Fran- 
cisco. Almost at the same time the Chicago store 
opened, a second store was opened in Los Angeles. 
Heretofore the activities of the Wolfelt organization 
have been confined to the Pacific Coast but through 
tourists and national advertising the firm has estab- 
lished a clientéle throughout the country. It is antici- 
pated that a mail-order business will be done through 
the Chicago house. Clarence Stevens is the resident 
partner in charge of the Chicago store. 

The three new stores represent: Distinct ideas in 
shoe store architecture, arrangement and furnishings. 
To say which is the most beautiful would depend en- 
tirely upon one’s own idea and definition of beauty. 
Each is symmetrical and harmonious in design. Noth- 
ing grates or irritates the nerves in either store. Color 
tones in each have been worked out to the last word 
of perfection. The individual ideas of the builders 
stand out in each instance. 


In the Martin & Martin store, for instance, the 
window background extends up only three feet. This 
is surmounted by plate glass extending upward five 
feet, allowing a view of the interior of the store from 
the street. 

In the Hannan store the solid walnut backgrounds 
extend from floor to ceiling of windows but in each 
window a small plate glass admits light from the 
outside. 

In the Wolfelt store every bit of daylight is ex- 
cluded except what comes in through the plate glass 
in the front doors. 


In interior lighting each store followed individual 
ideas and no two have the same style lighting fixtures. 

In shelving arrangements the Martin & Martin and 
Hannan stores use the regulation single carton shelv- 
ing. In the Wolfelt store not a single carton is visible 
to the customer, all cartons being concealed behind the 
panel work. 

In seating arrangements and floor treatment each 
firm has worked its own individuality into its new 
home, and here again no two have followed the same 
ideas. In this day and age, when the shoe store beau- 
tiful is claiming so much attention these three stores, 
side by side, present a study well worthy of the time 
and consideration of any merchant who is contemplat- 
ing a new store or the rebuilding of an old one. 








(Continued from page 106) 
sive, not at all a general style in the immediate pe- 
riod considered in this report. 

“France lends it ornate decorative art to American 
footwear as also its last designs. The Americanized 
French last with its modulated toe and 3144 to 3% in. 
vamp length is expected to dominate. Cutout designs 
will have shifted from the vamp to the quarter, and 
may be entirely eliminated by early spring. In lasts 
some detect daintier, narrower toes in turn styles, 
broader toes in welt styles, other think the tendency is 
toward wider toes generally. 

“Paris, however, reports a weakening in the rage 
for black. : 


To Advertise Bargain Days 


Tampa, Fla., Oct. 25.—The Tampa Merchants’ As- 
sociation has just announced that a committee of 
five of its members will go to work on plans to 
establish special shopping days in this city on which 
each member of the association will be expected to 
offer real bargains in one or more lines. The days 
will be widely advertised and other special attrac- 
tions provided with the widening of Tampa’s trade 
territory as the ultimate aim. 

Labor, out of employment elsewhere, is being -ad- 
vised to stay out of Tampa and Florida. An aver- 
age of 100 letters a week are received by the local 
board of trade concerning employment here. 
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Announcing the Winners of’ 


Dr s choll’s 


Demonstration Week 
Window Trim Contest 


Awarded Diamond 
Solid Gold Medal for 
towns 10,000 and over. 


MR. J. L. BEAUDRY 
“2” Macs Ltd. 
131 Water St. 


OTTAWA, ONT., CAN. 


~ 





Solid Silver Medals 

38rd—MR. A. GLASS, Trimmer, The Boston 
Store, Chicago, Ill. 

4th—MR. R. C. McDANIEL, Trimmer, R. L. 
Leeson & Sons Co., Elwood, Ind. 

5th—MR. G. S. GRAFF, Trimmer, Marks 
Isaacs Co., New Orleans, ’ 

6th—MR. W. C. WILLOUGHBY, Trimmer, 
Robinson MacBean, Ltd., Moosejaw, 
Sask., Can 

7th—MR. H. W. PADGETT, Trimmer, Phelps 
Shoe Co., Shreveport, La. 





TOWNS OVER 10,000 


Solid Bronze Medals 

8th—MR. A. KAGEY, Trimmer, Mandel 
Bros. Dept. Store, Chicago, Ill. 

9th—GIMBEL — ‘th Ave. and 32nd St., 
New York, N. 

10th—MR. V. L. BRACKEN, Trimmer, J. W. 
Rodgers Shoe Co.. Bloomington. Til. 

11th—MR. REN. E. NORTHUP, Trimmer, 
F. E. Ballou Co., Providence, R. I. 

12th—MR. RICHARD T. KANN, Trimmer, 
R. H. Fyfe & Co., Woodward ‘and Adams 
Aves., Detroit, Mich. 








THE SCHOLL MFG. CO. 


World’s Largest Makers of Foot Comfort Appliances 
213 W. Schiller St. 112 Adelaide St. East 
cago Can. 


339 Broadway 
New York 





Awarded Solid Gold Medal Towns over 10,000 
Mr. Harry J. eee © yy Ladlow Bros., Brantford, 
eo 2. 


Toronto, 


Awarded ist Solid Silver Medal Towns over 10,000 
Mr. A. Glass, Trimmer, The Boston Store, Chicago, Ill. 
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Awarded Diamond 
Solid Gold Medal 
for towns under 10,000 


MR. A, T. RUSSELL, 
Trimmer, 


Durant Mercantile Co. 
DURANT, OKLA. 





Announcing the Winners of 


Dr Scholl’ s 


Demonstration Week 
Window Trim Contest 





TOWNS UNDER 10,000 
Solid Silver Medals Solid Bronze Medals 
8th—MR. EARL F. CHRISTENSON, Trim- 
3rd—MR. K. CARL UTZ, Pratt, Kan. mer, J. C. Penney Co., Williston, N. Dak. 
4th—MR. A. B. CHAMBERS, Trimmer, Carter 9th—MR. S. D. TOMLINSON, Trimmer, The 
Houston Dry Goods Co., Plainview, Tex. Dixie Store, Elk City, Okla. 
5th—MR. ORVAL D. PETERSON, Trimmer, 10th—MR. R. D. MAGEE, Trimmer, Randall 
R. C. Beach Co., Lewiston, Idaho. & MAGEE, Cazenovia, N Y. ; 
Oth—GER. JNO. G. PADRICK, Trimmer, "2-2. SERSUS, Shapes, Me. haee 
Churchwell Bros., Tifton, Ga & Co., Hoosick Falls, N. ¥. 
is ints 12th—MR. W. S. NORMAN, Trimmer, C. C. 
7th—MR. S: I. GOLDMAN, Mamaroneck, N. Y. Yarrington Co., Fayetteville, Ark. 











THE SCHOLL MFG. CO. 


World’s Largest Makers of Foot Comfort Appliances 


339 Broadway 213 W. Schiller St. 112 Adelaide St. East 
New York Chicago Toronto, Can. 





Awarded Solid Gold Medal Towns under 10,000 Awarded ist Solid Silver Medal Towns under 10,000 
Mr. Wm, A. Fager, Trimmer, Ochs Bros., Faribault, Minn. Mr. K. Carl Utz, Pratt, Kans, 
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Light 
is to see by— 
not to look at’’ 


Om The function of shoe store lighting is to show 

| | the merchandise to best advantage. Interiors 

LW require glareless, shadowless light, not only 

| on the displays but on the floor, so that the 

; shoes can be inspected when fitted. Windows 

‘ call for light concentrated on the display. 
To achieve these results is our function. 


We Minimize the 

Cost of Installation 

and Maintenance 
Consult with us before ordering a new light- 
ing system or replacements. We charge no 


fee for studying your requirements and sub- 
mitting detailed recommendations. 


ILLUMINATION SERVICE CO. 


8 S. Dearborn St. CHICAGO, ILL. 
Telephone Central 2340 A. B. Nyquist, Gen. Mgr. 
“‘Ask us about artificial daylight firtures for accurate color matching.”’ 





SHOE LACES 


“OLD RELIABLE” Brands 


Trade Mark Reg. U. 8S. Pat. Off. 


“The Kind That Sells” 





| Cae oe teen Psy idee? Y) 
“RADCLIFFE” “DUDLEY” 


(Trade Mark) (Trade Mark) 
“VALE” ba Od 
(Trade Mark) (Trade Mark) 


NARROW, FLAT AND ROUND LACES 


72 Pair Per Box 
MANUFACTURERS 


FRANK W. WHITCHER CO. énicaco U. S. A. 














ane 


ae You: : 









Over a Half 
Million and 
Still Going 

Strong 


Are you getting your 
share? 


‘ 


Already the Jung Arch Brace is giving comfort and support— 
properly applied—to over a quarter million people. The demand 
is stronger than ever. Repair shops, retail stores, foot specialists 
make quick profits on it. Retail price $1.00. 


Let us send you OUR TRIAL OFFER. 


THE JUNG ARCH BRACE CO. 
Jang Building 
CINCINNATI, OHIO 


ARCH BRACES 











- 








BUY. OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 


METALLIC FASTENER 








MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 
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ANCHOR HARDWARE 
BRAND PRODUCTS 


No. 1069 





No. 1368 No. 1369 





No. 2139 


(Assembled to strap 
without stitching) 


With the object of perfecting our assort- 
ment of “Elite” Buckles for Footwear, our 
designing department has added several 
new patterns to our line. 


Authorities agree that strap slippers will 
be worn extensively in 1922. Most shoe 
dealers want slippers adorned with buckles, 
which brighten up their show windows, at- 
tract attention and appeal to the customer’s 
sense of beauty. To furnish attractive 
buckles is our constant aim. 





We shall be pleased to furnish to shoe 
manufacturers, without charge, a sample 
card showing our new designs. Drop us a 
line today and your name will be listed to 
receive a card promptly. 


Let Us Help You to 
Build Beauty and Prac- 
ticability into Your Shoes 


NORTH & JUDD MFG. CO. 


New Britain, Conn. 











AN ANNOUNCEMENT 
OF NEW DESIGNS IN 
“ELITE” SHOE BUCKLES 








“xtra Salesmen 
for the Holidays 


~all dolled up" in Xmas attire 
ready to work 24 hours aday 


~that's what subscribers to 
our Show Card Service will get 
~in fact they get them every 
month, always seasonably and 
properly bedecked to help sell 
their merchandise. 


Your displays should be ‘Standardized " 


Standard Show Card Service 


Standard Bldg’. Rogers Park 
Chicago Allinois,UWSA. 


FREE SHOW CARD COUPON ! 


To prove the superiority of our cards 
we will send you free!,.an_assort~ 
ment of recent issue cards (not 
specially made samples) upon the re~ 
ceipt of coupon below. 


MAIL TO US TODAY !! 


eee ia ea es 





Please send me an assortment of your 
display cards for the business 


NAME 





ST. NO. 
ciTy 

















mee 
























Sell a can of P & V 
FARM SHOE 
DRESSING with 
every pair of work 
shoes. 


Now is the time your 
customers can use it to 
good advantage. 


Far superior to mineral 
oils and rubber solutions 
as a leather nourisher and 
lubricant. 


A sales maker in all stores. 
A trouble saver in shoe stores. 


Pfister & Vogel Leather Co. 


Milwaukee Wisconsin 





PFISTER & VOGEL LEA. CO., 

Milwaukee, Wis. 

Please send us the following order of P & V FARM SHOE 
DRESSING: 


Doz. I5c size at. $1.25 
Doz. 25c size at 2.00 


Address 


ee EN FR ob on och cds kasd nnases oneshennieisneneamen 


Fee see E22 S828 2HR2 ES SS SSS aaaeanaanac 
—=— 
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WIDE VARIETY IN MEN’S SHOES. 


Colored Leathers Predominate in Men’s Footwear, 


With Blacks for “Extra Pairs.” 


The new sample lines of men’s footwear show no 
radical changes so far as lasts are concerned. 

Factories have made try-outs on a number of types 
of lasts and while most factories are adding one or two 
lasts, there is no decided departure from what was 
shown on the last run, the real brogue last on the Haig 
model is the growing favorite. 

The long-drawn-out English last is, of course, ob- 
solete, and the newer types of this style show shorter 
fore parts, a little more outside swing and a trifle 
higher toes. 

The modified French square-toe has a tendency to be 
a trifle wider, but not as wide as the old brogue last. 
This type of last is well adapted to the soft or dimple 
toe and many of the new models are made in this way. 


Broad and Flat Heels. 


Heels continue to be flat and broad and there is no 
indications toward the higher military shaped heel, 
although last makers showed several new models of 
lasts that would necessitate this sort of heel. 

In the heavier grain imported leathers, in both black 
and colors five or six rows of stitching are used quite 
extensively as a means of decoration in place of the 
heavy punching and pinking which has prevailed dur- 
ing recent seasons. 

In the lighter and smoother leathers shoes are made 
quite plain with only moderate size perforations and 
practically no other decorative features. 


Saddles or Aprons Appear. 


A plain toe with saddle vamp resembling closely the 
general appearance of a golf shoe, but made all in one 
color, of grain leathers is being shown quite extensively 
by Middle Western manufacturers. 

In the higher priced lines medium and light shades 
of tan are about equal to the darker shades in the num- 
ber of samples shown. While in the lower grade lines, 
including shoes to sell from $9 down, the darker shades 
far outnumber the light and medium shades combined. 

There is a decided increase in the number of black 
samples shown both in plain and grain leather. Patent 
leather is a feature of almost every line, some of the 
sampies being of extremely dressy type with close 
edges and light soles made on medium narrow toed 
lasts, while others are of grain or boarded patent and 
carry heavy extension soles and extension heels. This 
type is usually decorated either with rather elaborate 
punching or with several rows of stitching. 


Turns 


Don’t neglect to put in a line of hose. Then get 


your pumps going. 

Shoes which are pretty and good might be pretty 
good shoes for a merchant to stock. 

Probably there will always be women who pre- 
fer torturing their feet to smothering their pride. 

Give ’em fits! And see to it that they are as near- 
ly perfect as it is possible to have them. 


Frivolous Question 


“I am to be made the sole manager.” 
“Who will have charge of the uppers?” 
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What We Did 


We selected a list of users of Progressive Finishing 
Machines who have made their purchases prior to 
1916. To this list we sent a questionnaire, asking for 
information on the nine points mentioned in the col- 


umn on the right. 
TENT 


What You Should Do 


Possibly no other machine in shoe repairing equip- 
ment history has received a more sweeping endorse- 
ment than this. And the endorsement comes from 
men who have used the machines. It is quite a simple 
matter to have a man say he is satisfied immediately 
after making a purchase, but it is another matter to 
have him satisfied after five years of use. 


Progressive Equipment has stood the test of time. 
Can you afford to take chances on any other kind in 
your business? 


They , 





Progressive Shoe = Co. 


Minneapolis, Minn. 








Oh 


r 


In the replies received up 
to date, this is the way they 
have endorsed Progressive 
Finishers: 


73% of the repairmen say 
the machines paid for them- 
selves in one year or less. 


91% have never replaced a 
single part. 


92% say their machines still 
run without vibration. 


95% say the Clutches still 
operate satisfactorily. 


82% say the Fan still takes 
the dust. 


93% say their machines still 
run quietly. 


98% say the bearings are 
not noticeably worn. 


98% say that if they were 
buying a new outfit now, it 
would be another Progres- 
sive. 


92% have absolutely no crit- 
icism to make of their ma- 
chines. 


PROGRESSIVE 


the machine with a 98% endor. 























JUVENILE St0E SYSTEM 


FOOTWEAK 
, Jor Children 
FLEXIBLE - COMFORTABLE - HEALTHFUL 


Made without tacks or nails 



















Button—Lace—Blucher 





Girls and Boys 













12/2 Heel ...... $2.90 

Mah Calf 

a raga ” 8%4/11% Heel.. 2.60 

ia 5/8 Heel ....... 2.35 
2/5 Heel ....... 1.75 






Elk Leathers 


11€ Sold Under These 
Registered Trade-Marks: 


eM Kewpie Jwins, 
uv oe Sent E> Fens Gunes Little Wizard, Playhouse, 







for Shipment from 


Y stem Nearest Distributing fairy Tale, Punch &dudy. 
Dixie Play Shoe, 
St andard Little Jack Horner. 
All are Flexible 


World YBUOE L ye, Foot-Form Lasts 


er 






Manufacturers 
Carthage, Missouri 
Aurora, Missouri 


REG U.S, PAT-2 










“The Quality Is Higher 


“The Quality Is Higher 
Than the Price” 


Than the Price” 
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A Romance of Shoe Making 


Herbert Humphrey Started in a Room at 
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Association factories. A little later 
they took another eighth, and they 
continued to take more space until 
they. had two floors. 





Home Working Evenings and 
Now Retires in Prosperity 


Herbert Humphrey has _ retired 
from Herbert Humphrey & Son, shoe 
manufacturers, Marblehead, and the 
firm has been succeeded by Herbert 
Humphrey’s Sons, who will continue 
the business in the same substantial 


ordered some and liked them so well 
that he re-ordered and re-ordered 
again. 

So they gave up work in the shops 
in which they were employed and 
leased one-eighth of a floor in the 


@m 1906 Mr. Humphrey bought out 
the interests of Mr. Paine, and estab- 
lished the firm of Herbert Humphrey 
& Son, of which he was the sole pro- 
prietor. He bought the Peach factory 
and in 1907 he built the largest shoe 
shop in Marblehead. His son, Leon- 
ard, became a factory man in the 
business. Production of shoes was in- 
creased and the field of sales was 








way that it has been conducted by Mr. 
Humphrey for the quarter century of 
his career as a shoe manufacturer. 
The new firm is made up of Leonard 
G. Humphrey, Herbert Humphrey, 
Jr., and Gordon H. Humphrey. 

When a boy of nine years, Mr. 
Humphrey began to work in a shoe 
shop, and ‘he now rounds out an ex- 
perience of 50 years, retiring success- 
fully, and a young man, comparative- 
ly speaking, too. For 25 years he 
worked in shops of Marblehead and 
other places making shoes. In 1896 | 
he and his former partner, John D. 
Paine, also a shoe worker, began to 
make shoes, using a room in Mr. 
Humphrey’s home as a factory and 
working evenings after finishing the 
day’s tasks in the factory. They made 
infants’ and children’s shoes, doing 
most of the work by hand. 

One day they published a small ad- 
vertisement telling of their shoes in 
the Boor AND SHOE RECORDER. A 
Boston wholesaler, reading that ad- 
vertisement, sent for samples. He 





HERBERT HUMPHREY 


broadened. In addition to infants’ 
and children’s sizes, Mr. Humphrey 
made misses’ and growing girls’ 
shoes. 

While building up his shoe manu- 
.facturing enterprise, Mr. Humphrey 
also served as chairman of the board 
of selectmen of Marblehead, as a di- 
rector of the Naumkeag Trust Co., as 
trustee of the Salem Savings Bank, 
and as treasurer of the F. & E. Belt 
Co., Marblehead, makers of belts for 
sport and dress wear. He has given 
generously of his time to matters of 
public welfare. . 

Now after 50 years of activity Mr. 
Humphrey retires from manufactur- 
ing. The business will be continued by 
his sons under the firm name of Her- 
bert Humphrey’s Sons. The factory 

’ will be kept going on with the same 
organization and the selling of shoes 
will be continued to the same custo- 
mers, and the Boston office will be 
continued at its familiar location at 
59 Lincoln Street, with W. B. Meader 
as manager. 








Innes New Shoe Store in Hollywood 
an Attractive Place 


NE of the many beautiful shoe stores opened up 
O within the past few months is that of Innes, 
out in Hollywood. To accommodate the increasing 
Hollywood trade, Mr. Innes opened this store a couple 
of months ago, in the heart of the little city made 
famous by the movie industry, under the management 
of Mr. W. L. Cutts, who has long been identified with 
the Innes organization. 

The interior presents a very pleasing appearance. 
As the building is on a corner, there is an abundance 
of light and air. Windows extending from within a 
foot of the floor to some eight feet in height occupy 
the entire front and one side of the store, and directly 
back of the windows is a ledge, or shelf, about three 
feet deep and about a foot from the floor, and on 
this shelf is the only display. 

The interior woodwork is mahogany and there is 
a central stairway leading up to a balcony on which 
are located ladies’ rest rooms. A taupe colored carpet 
covers the floor and wicker benches and chairs afford 
seating capacity. The hosiery department is at one 
side of the stairway and the men’s fitting department 
at the other side. Back of the stairway are the 
executive offices. A clock with chimes is another 
agreeable feature. 


The outstanding feature of this store is that all 
the stock is kept in a back room out of sight. The 
main stock of course is carried in the Los Angeles 


store. 


(Continued from page 83) 
out of the front door. It isn’t going down into the 
basement stock room again. He needs that for his 
new stock. 

In order to be eligible for the prizes, the first winner 
had to sell a minimum of 50 pairs, second, 35 pairs, 
and third, 25 pairs. 

The contest has been very successful. It has stimu- 
lated friendly competition among the clerks, and has 
stimulated their salesmanship ability. Also it has 
given him an accurate check on who are his most 
efficient clerks. 


Shoes—and Cigarettes 


“Come up, boys, and look over our shoes.” 

Such is a sign inside a Boston shoe store, and it 
is over a bowl of cigarettes, with matches close by, to 
show that the invitation is sincere. 
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. Style No. 491 


Paris Kid Polish on’No. 42 Last, Round 
Toe, Kid Tip, 14% Inch Heel, Flexible Welt. 
Ball two widths fuller than instep. Instep 
normal. 

Price $7.00 


IN STOCK—B Ball to EEE Ball. 












A black‘ kid boot on one of our most satisfactory 
combination models ready for immediate delivery © 





J. J. Grover’s Sons Company 


Soft Shoes for Tender Feet 
LYNN - - - - MASS. 





BOSTON—80 Boylston St., Little Bldg. NEW YORK—47 West 34th St. 





HN 
qonqqnqqnqqncqeeoeoneeonnconcoee 
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: 


/. 
cSPECIAL- 
Grade Shoe 


| Wh 7man Ready for Immediate Shipment 


STOCK No. 411 
PRICE $5.50 







Barnet’s Vanadium Black Calf oxford. 

“Wellesley” last. Perforated vamp, foxing, 

lace and cap with center punch. Invisible 

eyelets. 12/8 inch heel. 

ORDER TO-DAY 

Sizes: AAA 5-814; AA 414-8; A 4-8; 

B, C, D 3-8 
§ 
@ 
; 





See our exhibit, Booth No. 110, 
N. S. R. A. Convention and Exposition, 
January 9, 10, 11, 12, 1922 











WHITMAN & KEITH COMPANY 


DESIGNERS AND MAKERS OF MEN’S AND WOMEN’S FINE SHOES 
Brockton (Campello Station), Mass. 
$0000:00000000000000000000000000000000000000000000000000000 eller) 
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Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and fitted shoe is 

intended for the foot only. Any appli- 
ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shoe. 


Many people in your city have been dissatis- 
fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 
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Crawford Arch-Supporting Shanks 


BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 
J. K. Krieg Co. 
(New York) 
Philadelphia 
Rochester, N. Y. 
San Franciseo 
St. Louis, Mo. 
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3 : res 
3 Four Fine Fashions § 
3 Ready to Ship $ 
3 & 
3 gS 
2 ‘ Floor Stock Is § 
5 mega aes = Limited,so ESE, Cg 
3 Louis heel. Widths AA-D. = peoded. Junice Lost € 
z “=e Order at Once : 
3 . § 
3 Sold only in 18 & 
=) or 36 Pair to a € 
3 width & 
3 S 
5 é 
3 . > a nf ins TT cavy 3% off -” “- center nickel. buckles Ha g 
B Wilar had "Pie Sea aia 
4 MARCO SHOE COMPANY ee HAVERHILL MASS. 2 
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White Shoe Fabrics for the Spring 


The three popular qualities to meet the requirements of the most exacting people: 


g The improved white corkscrew cloth 
Quaker “YW made to sell at a price and used by 
the manufacturers of the high grades 


of white shoes. 


fo id A special white combed yarn 
Al Duck commonly known as Sea 
Island, and used in the better 


grade shoes. 


Dis chen wittie didi Commonly called Beach 
are made and finished COCON Cloth and used extensively 
especially for and sold by the manufacturers of the 











exclusively by medium grades of shoes. 
Cincinnati Office: J ULIUS KALLMAN CO. A. apne dig 
529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 


WRITE FOR SAMPLES AND PRICES TO OUR NEAREST OFFICE 
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This Stamp Increases Sales! 


The Union Stamp on your shoes is an incentive 
for the local unionists to trade in your store. 


Loyalty to the principles for which organized 


= labor stands makes many buyers refuse foot- 





wear unless it bears the official stamp of the 


Boot and Shoe Workers’ Union. 


To increase your sales among this vast buying 
unit, feature shoes which bear the stamp—the 
trade-mark of an organization which is com- 
posed of intelligent workmen, putting their best 
into their productions. 


The Union that has an agreement with manufacturers 


settling all wage differences by ARBITRATION. 


Boot and Shoe Workers’ Union 


246 Summer St., Boston, Mass. 
COLLIS LOVELY, Gen’l Pres. CHAS. L. BAINE, Gen'l Sec’y-Treas. 





WORKERS UNION 


= union FraM 
=i 





Factory 
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Black and Tan 
Norwegian Grain 
Oxford 
Vesper Last 
Soft Box Toe 
Full Double Sole 


Stitched Heel 
$5.50 
Single Sole, 
not stitched heel 


$5.15 


<«N(\Sp»- 


Milford Made 





O UR salesmen are selling freely this smart and very serviceable 
shoe 


Just the style the college boy wants, and equally appealing to many 
a man who refuses to grow old. 


KNOX SHOE Co., MILFORD, MASs. 


Boston Office, 135 Lincoln St. 











B ots—In Stock 


Boots will soon be in demand. Are your 
stocks complete enough to meet the re- 
quirements of your customers? 
Orders filled immediately on these two 
numbers. Four other high shoe styles 
in stock. 

Write for In Stock Catalug. 


See our Exhibit 
BOOTH NO. 177 
N. S. R. A. Convention and Expo- 



























sition, Jan. 9, 10, 11, 12, 1922 
SIZES 
9. 414 to8 
| ae 4 to8 
6.00 i 

$ ' : 314 to8 = 
No. B 521—Dark Brown vn woe aad 3 to8 No. B 519—Havana Brown 
Russia Calf Lace, 223 CandD... 214 to8 Kid Lace, 232 Last, Welt, 
Last, Welt, 12/8 Walking ; 13/8 Walking Heel. 
Heel. Price ........ $6.00 Terms— Net 30 Days BOD csicswescoenwa $7.25 


C. P. FORD & CO., INC. 


ROCHESTER, N. Y. 


New York Office—127 Duane St., E. H. Talbot and Jack Galway 


























———. 
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In Stock—Ready to Ship—Order Now 
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No. A3—Black—Maroon—Gray—Sapphire No. B11R—Purple—Orchid— Sapphire 








SEND FOR CATALOG ILLUSTRATING ADDITIONAL 
STYLES CARRIED ON THE FLOOR 


BLUM. SHOE MFG. CO. 


Fac tories at 


DANSVILLE, NEW YORK . 


New York Office 
643 Marbridge Bldg. 
Broadway and 34th St. 
M. J. O’Brien 
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Opportunity 


That snow storm may come to- 
morrow or next week, but it’s 
bound to come. It’s your chance 
for a quick turnover and profits 
in “U. S.” Boots 


If you are short of sizes, send an 
order for “U. S.” Boots today. 
A quick shipment will follow. 


United States Rubber Company 


Abways speci 


SPRING-STE 
Rubber Heels 
when ordering 
leather shoes- 


THEY WEAR LONGER 





























See our exhibit at the N. S. R. A. Conver 
tion January 9th to 12th, Booths 240 to 250. 
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Rubber Price Dating Uncertain 


One of Larger Rubber Companies States That Any Pre- 
diction as to Reductions is Unwarranted. Water- 
proof Footwear Has Shown Very Moderate 


Two of the principal thoughts which 
come to the mind of the average retail 
shoe merchant at the present time 
when he thinks of his rubber foot- 
wear business are: When will a new 
price list be announced; and—will 
there be a reduction in prices of rub- 
ber footwear—if so, how much? 

Anticipating these questions of the 
retail shoe merchant, the BooT AND 
SHOE RECORDER wrote to one of the 
larger rubber companies, which has 
made the following statement: 


Uniformity of Merchandising 
Necessary 


“We have been non-committal as to 
the date of price announcement, for 
the reason that there is no certainty 
—at least in our minds—as to the 
time of price announcement. More- 
over, we feel that all business men 
are agreed that uniformity of prac- 
tice in the merchandising of goods 
in any given industry is advisable and 
that to change this practice frequent- 
ly or occasionally, because of tem- 
porarily changed conditions, will, if 
persisted in, cause confusion and lack 
of the stability which, for the interests 
of all concerned, should be maintained. 

“For nearly twenty years price 
changes have been announced about 
Jan. 1, except in two years when other 
dates were experimented with. One 
of these experiments was tried in 
1907 when it was planned to defer 
the announcement until March 1. But 
conditions became so unsatisfactory 
that it was deemed unwise to wait 
until that date, and the changes were 
made instead on Jan. 16, amid gen- 
eral confusion. The experiment was 
repeated in 1915 when the announce- 
ment was deferred until March 1, but 
the dissatisfaction was so pronounced 
that the Jan. 1 date has since pre- 
vailed. Occasionally some special set 
of circumstances makes a change to 
a later date seem to possess some fea- 
tures of attraction, but previous ex- 
periences are such that manufacturers 
are doubtful of the outcome. 


Interests of Industry Identical 


“The interests of the manufacturer, 
wholesaler and retail merchant are 
mutual and the retail shoe merchant 
will undoubtedly realize that the 
manufacturer’s production problem 
and the supplying of the trade will be 
almost impossible to solve without an 





Price Advances Since 1910 


early price announcement. Whether 
this will be Jan. 1 or not the rubber 
companies at this time are not able 
to state. 

“Referring to a statement which 
has been current that “It is the gen- 
eral opinion that there will be a re- 
duction in price of about ten per cent. 
on light goods and a greater reduction 
on cloth goods,” it is doubtful if many 
of the retail shoe trade realize the 
very moderate advances‘that have 
been made in waterproof footwear as 
compared with most every other line 
of merchandise. Leather footwear 
advanced, at least 200 per cent. in the 
few years prior to the year 1920 while 
the present selling prices on water- 
proof footwear are only twenty-two 
per cent. higher than they were in 
1910 and 1911 and only thirty-six per 
cent. higher than they were in 1912 





A High Instep Foothold—one of to-day’s 
sellers—Made by Hood Rubber Prod- 
ucts Co. 


and 1918. It is true that rubber was 
considerably higher in those years but 
the retail shoe merchant, considering 
his own cost of operation, will realize 
that many of the important items of 
cost in manufacturing and selling 
have not declined in anywhere near 
the same ratio as basic materials 
have. 


Priced for Long Period 


“Many conditions governing the 
making of rubber footwear may 
change between now and the time of 
price announcement, and as rubber 
footwear prices as a rule have been 
made—and with general success— 
with the hope and intention that they 
will carry through for a longer period 
than the prices on leather footwear, 





it will be readily seen that it is im- 
possible to forecast the extent of any 
price change, if one should occur.” 


The Rubber Market 


The upward trend of prices which 
had been the outstanding feature of 
the plantation rubber market for sev- 
eral days up to the middle of the 
month halted about Nov. 17 and the 
market became firm and very quiet. 
There was but a small volume of 
trading, owing to the difficulty. of 
bringing buyers and sellers together. 
While there was quite a little interest 
shown on both sides, buyers did not 
show any inclination to raise their 
limits, nor did sellers seem to have 
any idea of lowering their prices. 
The market was almost at a standstill. 

Foreign markets were still firm, 
and considerably above New York 
levels. Prices quoted recently for 
ribbed smoked sheets were 18%c. for 
spot and November delivery, 18%c. 
for December, 19%c. for January- 
March, 20%c. for April-May-June and 
22%c. for July-December. First latex 
crepe was quoted the same as the 
above throughout. 


Rubber Quotations 


Para—Up-river, Ib.........eee0s i wr 
“Up-river, COAISE.; 0000008 13%a.. 
PHN, Ti. 0 55a 60ksscdanas 21%a .. 
BBRG, CORTHO. 66.0 ciscicessove 9a 
*Caucho, ball, upper......... 13 a 
Caucho, ball, lower.......... 11%a.. 
ML. i:ésteocnes sc edesaseucn 10 a@.. 

Plantation—First latex, crepe.. 18%a .. 

Brown crepe, thin, clean......  & «a 

Brown, crepe, rolled............ 16 @ oe 

RUROPM—TEOs. Bi 6056000000000 18 a 

9 Dindaahssees.s0ens-om 17%a 
Dicketbeseedamedans 17 a 
Smoked ribbed ee 18%a .. 
*SComtrals—Corinte ...ccccccess 06 all 


*Esmeralda ....... 
*Mexican scrap.. 
*Guayule, wet.... 
SE. in. ct0ccnnscnceess és 





*Balata, block, Trinidad..... .. a 59 
*Balata, block, Colombian... .. a 32 
PIMIGER, PRMAME:. 2 cidccicise 48 a 35 
oT ree a 63 


~~ * Nominal. 
Scrap Rubber 


The market remains in a state of 
waiting with no important demand 


_and prices nominal. 


po errs 3 Bs 
Apotses, CIAMMCE 2.26. cccvcccss 2%a.. 
ee ee ae ae a 2 
TieGO, MUON, BlO...<.cccccccce ya % 
ee SS eer a 4% 
Arctics, untrimmed ........... 1%a.. 
Tires—Automobile ............ Ya. 
Bicycles, pneumatic...........+6 os @ o- 
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No. 2116 — Russia Calf 
Brogue Boot, Outside 
Wing Tip. Price, $5.25 


No. 2034—Black Kid ~ 


Boot. Price ..... $5.00 


No. 2025 — Brown Kid 
Boot. Price ..... $5.50 


No. 2016 — Russia Calf 
Boot. Price ..... $5.00 





These Remarkably Low-Priced 
Shoes Are Ready to be Shipped 
At Once 


TS} HEY represent the high standard of 
quality that has won for us the strong 
place we occupy in the confidence of the 
best retailers and are priced to comply with 
the present demand for moderately priced 
merchandise. 





Goodyear Welt, Straight 
Tip, Carries 12/8 Heel. 


AA—4¥% to 8, A—4 to 8, 
B—3% to 8, C—3 to 7, 
D—2% to 7. 


oe No. 20—In 18 Russia Calf. 
$4.25 


No. 30—In Brown Kid. 
$5.00 


No. 40—In Black Kid. 
$4.75 





No. 2014—Black Kid 
9-inch Boot, 15/8 Heel. 
), | eRe $3.50 


No. 2015 — Brown Kid. 
Same as above. Price, 
$4.00 


WELCH, Moss & FEEHAN Co. 


113 ESSEX STREET . 
HAVERHILL 


MSS 


Boston Salesroom: 183 Essex St., Room 410 
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Firestone and Apsley Allied In Rubber Shoe 
Manufacturing Firm to be Known as 
_ Firestone-Apsley Rubber Company 


has just been made of 

the alliance of two 
internationally known rubber 
manufacturers, the Firestone 
Tire and Rubber Company of 
Akron, Ohio, and the Apsley 
Rubber Company of Hudson, 
Mass., as a result of which the 
Apsley Rubber Company will 
henceforth be known as _ the 
Firestone-Apsley Rubber Com- 
pany. 

This uniting of interests is of 
great importance and benefit to 
all jobbers and dealers who 
have handled the Apsley line or 
who are considering it. 

The general feeling in the 
trade seems to be that the new 
company will be in a position 
to offer unusual quality and 
service and to build a larger 
volume of sales through the 
alliance of financial resources, 
manufacturing experience and 
merchandising data. 


Mr. Apsley Still President 


No change will be made in 
the executive or sales personnel 
—and L. D. Apsley, who 
founded the Apsley Rubber 
Company over _ thirty-seven 
years ago, will continue as 
president. 

Mr. Apsley was_ recently 
interviewed by a RECORDER 
representative, who found him 
enthusiastic over the new com- 
pany and its future possibilities. 
“Everybody knows,” said Mr. 
Apsley, “the advanced and 
progressive policies of the Fire- 
stone Company. The efficiency 
of its manufacturing and mer- 
chandising operations have an international reputation 
and their co-operation will greatly assist us in advance- 
ment of the business. 


Pleased with Alliance 


“As president of the new company my every effort will 
be to give greater value and service to our customers. I 
am very sure that it is the most important step this com- 
pany has taken in its more than thirty-seven years of 
uninterrupted prosperity and growth. 

“In Mr. H. S. Firestone, I am allied with a man of 
progressive ideas, possessed of a broad conception of the 
rubber ‘business. His vision has led to the creation of 
one of the largest business organizations in the country 
with connections extending around the world. 

“It is a great satisfaction to me that Mr. Firestone, 
one of the greatest factors in the rubber industry, found 
that the Apsley Rubber Company had the basic structure 
pons the greater -Firestone-Apsley Rubber Company of the 

uture. 


F ORMAL announcement 





H. 8. Firestone (standing) and L. P. Apsley, president 
of the Firestone-Apsley Rubber Co. 


“If there is one thing on 
which I have always insisted to 
the exclusion of every other 
consideration in the making of 
Apsley rubber shoes it is quality. 
This is indicated by the fact 
that there has never been a 
time in recent years that we 
could take care of all the busi- 
ness that has been offered us. 


Uninterrupted Production 

“Combining our knowledge 
with the ripe experience and 
enterprise which Mr. Firestone 
now brings us, we can promise 
our customers the utmost in 
quality and service. 

“All manufacturing of rub- 
ber boots, shoes and clothing will 
still be centered at Hudson. Iam 
convinced that as we are now 
organized with the united mo- 
mentum of both organizations 
we are entering upon a period 
of unusual prosperity for our- 
selves and our present and 
future trade.” 





The British Idea of Industry 
By HERBERT N. CASSON in 
Barron’s Weekly 

No one in any influential 
position in British public life 
has ever dared to suggest that 
free trade shall forthwith be 
abolished. 

Practically every Britisher 
believes that his prosperity de- 
pends on the capacity of Britain 
to trade at large with every part 
of the world. 

There is very little sympathy 
in Britain with the idea that a 
nation shall buy its own goods 
in preference to the goods of 
other nations. . 

There are a few English firms that use a label—“Made 
in England”; but many of them are of German origin. 
Such a label has very little influence upon the mind of an 
average Britisher. 

The basic idea, upon which Free Trade is founded, is 
that no nation can be self-confident, and that it must buy 
from other nations if it wishes to sell to them. 

An Englishman believes in an international specializa- 
tion of industry, not in a Chinese wall of high tariffs. In 
the long run, he thinks, all tariffs will prove to be ineffec- 
tive and every nation will follow its own aptitudes and 
develop its own resources. 

There is no talk in England of “infant industries,” al- 
though it is an open secret that there are plenty of them. 

The general idea is that British industry needs, not 
more safeguarding, but more freedom—more science— 
better organization and more industrious workers. And 
these are not produced by legislation. 
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AMERICAN HIDE & 
LEATHER COMPANY 


LIEAITAIER for 
NAIRID WIEAIR 















































EATHER FOR HARD WEAR. The demand for 

service under the most severe conditions is fully met 

in the large variety of leathers we make for this purpose 

From our output of these lines, you can find the leather 

scientifically fitted for your requirements. Service shoes, 

at sane prices, are economically manufactured from 
these leathers. 





American Hide & Leather Company 


Calf and Side Upper Leather Tanneries 


NEW YORK BOSTON CHICAGO - 
ST. LOUIS CINCINNATI 


Lowell Chicago Milwaukee Sheboygan Ballston Spa Curwensville Woburn 


Shoe Stock Plant: Binghamton, New York 
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Accumulated Leather Stocks Reduced 
By Demand For Low Price Shoes 


Available Cut Sole Supply About Cleaned Up and 
Same Tendency Is Noted in Upper 


“TWNHE recent call for low-priced 
footwear has cleaned out 
much of the accumulation of 

cut soles suitable for this purpose. 
Sole leathers of the better grades and 
tannages are well sold up, especially 
in overweight sides, backs and bends. 
For grades desired an advance of 
from three to five cents per pound has 
obtained during the last five weeks 
and with the higher prices for hides 
prevailing it does not appear that the 
bottom of the shoe can be figured on 
so cheaply in the next season’s run. 


Outlook for Cheaper Upper Leather 

Another interesting situation pre- 
vails in the upper leather market. 
The question is asked: 

What are tanners going to do when 
the present bargain lots in side leath- 
ers of the 16 to 22 cents per foot va- 
riety have gone It might as well be 
asked what the buyers of leather are 


Leather End of Business 


best finishes of suede bring from 65 to 
75 cents per foot, but there is also 
good suede at from 50 to 60 cents. 
Suede is staple and in the popular 
shades it will appear in the spring 
samples. 


Side Leather Wanted 


The demand for a low price shoe is 
keeping up the call for side leathers. 
Some of the factories making shoes 
for the agricultural sections are run- 
ning at full capacity and that means 
a demand for large quantities of 
heavy side leather. The prices most 
quoted are from 18 to 26 and 28 cents 
per foot. Elk brings from 24 cents 
up according to quality. Kips and 
veals are wanted at from 22 cents and 
up according to weight and quality. 
Job lots are still being looked for and 
shopping for leather at bargain 
prices is still’ noticeable. 


Kid Tanners Busy 


Glazed kid tanners report that their 
tanneries are working at almost nor- 
mal. The demand for the best grades 
continues and also for the medium 
grades. Kid at from 40 to 55 cents 
per foot is wanted and particularly 
in the popular colors. The call for 


-black kid in medium and cheaper 


grades has also cleaned up a lot of 
the accumulations. Advances in raw 
stock tend to make a firmer market 
and there seems to be no likelihood 
of lower prices in kid leather. The 
price range continues very wide at 
around 10 cents for the cheapest up to 
80 and 90 cents for top grades. 


Patent Leather Active 


The call for patent leather con- 
tinues active at 85 to 45 cents per 
foot for full grain sides. 











Comparative Leather and Hide Prices 


a FS 








going to do. Efforts will be resorted 
to by the tanner to get some older 
hides and produce a leather probably Upper Leather a per foot) 
to meet the demand which would con- Pre-War Peak To-day 
tinue to make possible the cheaper Calf, suede, top gente ccccece $0.32 a $0.35 $1.40 a $1.50 $0.65 a $0.70 
shoe, but the present price of hides Calf, smooth, colored, top grate. 28a .380 1.40a 1.50 50a .55 
d ? ki hich iced Calf, smooth, black, top grade... .26a .28 130a 1.40 45a .50 
ee eta ae eee Side leathers, colors, top grade... 18a 22 15a 1.00 24a 28 
leather where quality is concerne Side leather, black, top grade... 16a .20 65a 90 22a 26 
than that picked up during the past § White buck, top grade .......... 28a . .80 90a 1.00 35a 45 
six months or even to-day. It is esti- Elk, heavy a aoe 24a .26 65a .70 24a .25 
mated that these low prices on side, Kid, colors, best fancy .......... 35a .40 1.40a 1.65 80a .90 
lower grades of calf, kips, veals, elk Kid, colors, top grade .......... 38a =s«is8 1.35a 1.60 60a .70 
and heavy leathers will continue for Ei, er top — eceecccecee 28a 30 1.35a 1.50 55 a 65 
some time yet, and while it does it  Fi9" Medium’ black «20. .scc02. isa 22 «6 80a. 100 30a 60 
will help out in the production of 8 = Kig’ cheap.-.....-0-sss00.s. 068 12 20a 86 10a 20 
ee a Chrome patent sides ........... 25a .80 85a 1.05 35a .45 
e 
than is indicated by general market iii tn 4 Bele a ee ‘ om 58 30 
talk. The aggregate of business, for = Union |... Sc isctsetagemecax ee re 46a 50 
example, is very much larger than a No.1 oak backs ............... 88a .39 92a 95 50 a 
year ago at this period. Also the No, 1 oak bends, shoe mfrs.’ use. 46a .47 98a 1.05 60a .65 
market is much more stable. It has a No. 1 oak bends, finders’ use..... .a 48 1.15 a 1.25 75a .85 
settled atmosphere which was lacking Raw Hides and Skins (price per pound) 
last year. The only bad feature is (1918 Av.) 
that mentioned above, that is, the Native steers, as used in sole 
bargain stocks which are a part of the leather, harness, etc. ........ -a - 18% 62a 55 soe: IBY 
liquidation process. _— Texas steers, for sole 
POE. 5.0 scdis sia aceesnmae oasis a ee ok -.-8& 15% 
Demand for Calf Light native cows, for side upper 
The call for calf leather is about NONE 5. 60105s-5:4,0% lore setia sain sc oe TG om ee oe er 
the same as for the past few weeks. Branded cows, for light sole 
Prices are firm with quotations at 50 MIL 5..5-4.oinin nao isie Ss picislaiareie 8 AT ee ose @. EH 
to 55 cents per foot for full grain calf No. *. —— for heavy upper and 15 “ 0 
in colors. Good grades are obtainable “en L ies ype fkins ¢ iis vie: MBa~ 5 O7T%a .08 
pot tn 4 — — —- —- fine, colt Teather «+--+. -2 17% 80a 102% 12a 19 
> ips for ee : 16 6 4 ok ad 
There is snuffed calf in colors all the B. wr ¥ in er eke sole : * a: - - 
way from 25 to 40 cents per foot. The “.“%.. wdeniecg neleeisele nse eae .a 80 42a .46 14%a .15% 
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Meet the National Officers 


Frank B. King, Vice-President, “in the Ring” 


Scarcely a man in the shoe game 
has had the spotlight of publicity 
thrown around him more than has 
Frank B. King of Chicago, and never 
has this publicity been sought by him. 
As an ardent worker in behalf of all 
shoe travelers, the vice-president has 
no peer. Untiring in his increased 
efforts, he has ever stressed the 
many benefits of organization. His 
proudest boast are the results shown 
in his home town, which is to be con- 
gratulated on having the largest and 
most active branch of the N.S. T. A. 
The Chicago Association has always 
pounded away to the uninitiated the 
forceful and true doctrine—lIsolation 
Means Oblivion. 


Frank Is Always “Frank” 


The vice-president was very appro- 
priately named Frank, for everyone 
who holds conference with him, as 
well as those seeking his advice, will 
readily testify that Frank is always 
“frank.” As to his reputation as a 
worker, one has but to refer to his 
activities at the shoe conventions held 
in the various parts of the United 
States. At Milwaukee, the Style Show 
under his direction was a work of art, 
and Frank B. “dolled up” in his full 
dress suit, which he wore with such an 
air of ease and grace, that an Angelo 
might find in him an inspiration. 


“A Big Man” 


As a salesman, Mr. King is what 
is termed “a big man.” He represents 
the J. J. Latteman Shoe Mfg. Co.’s 
line of high-grade women’s shoes, and 
covers the large cities from Pitts- 


burgh to Kansas City, and from St. - 


Paul to Joplin, Mo., and, says T. A. D., 
“That is a big enough territory, when 
one thinks. of the existing carfare 
and baggage rates, against which all 
shoemen are protesting.” 





All Aboard for Philadel- 
phia 
SECRETARY DELANY ASKS 
- FOR CO-OPERATION ON 


REDUCED RAILROAD 
RATES 


The office of the National Shoe 
Travelers’ Association is desir- 
ous of making the Annual Con- 
vention of its organization, to 
be held in Philadelphia, Pa., Jan. 
16, 17, 18, 1922, at the Bellevue- 
Stratford Hotel, the biggest in 
the history of the association 
and has made application to the 
Grand Trunk Railroad for re- 
duced rates to all members at- 
tending. The rates desired are 
the price of one fare plus one- 
half. This should be instru- 
mental in bringing out every 
member as also a large delega- 
tion from all parts of the United 
States. 

The Philadelphia Association 
has gone to the limit in putting 
on the biggest show as also the 
most gigantic of entertainments 
and with the rates within the 
reach of all it is very likely that 
the Convention from a point of 
view of attendance will eclipse 
all previous efforts. 

The Secretary of the Associ- 
ation desires the co-operation of 
every affiliated Association for 
the purpose of assuring the rail- 
road company sufficient mem- 
bers necessary to secure reduced 
rates. 

Further information will be 
given through the office of the 
National Shoe Travelers’ Asso- 
ciation, Room 706, 183 Essex St. 
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“Prize Birds His Hobby” 

In addition to selling shoes and pro- 
moting the welfare of shoe salesmen, 
Frank B. is as human as'they make 
’em, in testimony of which one has but 
to “get him going” on his coops at 
home; then he will show his human 
side and like all big men, his hobby. 
From these coops have gone forth, for 
exhibition to the poultry shows of 
Boston, Chicago, New York and San 
Francisco, some of the finest fighting 
game cocks, and that he has not “gone 
wrong” in his judgment of a high- 
grade fowl is apparent from the num- 
erous medals and ribbons adorning 
his den at home. Some of the boys on 
the road facetiously say—“Frank has 
gotten much of his fighting qualities 
from observation of his birds.” 

Values Boys’ Appreciation 

But of all the honors which have 
been bestowed upon ‘Mr. King, none 
wag more valued by him than his 
election to the Vice-Presidency of the 
National Shoe Travelers Association, 
which position he now holds and which 
was tendered to him without solicita- 
tion on his part. That the boys on the 
road showed good judgment in their 
selection is manifested by the gigantic 
efforts work which “Frank B.” has 
accomplished for the organization. 

This presentation of the Vice-Presi- 
dent of the National to our readers 
would not be complete without stating 
that he plays a fair game of golf—or 
so the knights of the grip in Chicago 
report. 


Darois with McElwain Co. 


A. R. Darois who formerly traveled 
the South for A. G. Walton Co. has 
joined the sales force of the W. H. 
McElwain Co. and is now selling a 
general line of footwear to the retail 
shoe merchants of Pennsylvania, 
Delaware and New Jersey. Mr. Darois 
received his early education on shoes 
in the Lynn factories; at one time in 
J. J. Grover’s Sons in-stock depart- 
ment. He will have headquarters at 
Philadelphia, where he will have on 
display a full line of samples. 
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Bad Weather Is Boot Weather 


Our spot cash offer took these from a manufacturer of 
well-known standing. If you act at once you can easily 


Save 15% to 30% on These Fine Values 





36 Pair Case 
Lots Only 


These boots are 
the best values 
it has been our 
good fortune to 
purchase for 
some time. 










Women’s Tan Side 9-in. 
McKay Polish, Military 
Rubber Heel. Leather Top 
Facing and Eyelet Stay. 
Perforated Vamp and Tip. 


Sizes: 3-7, 3-8, 4-8, 
4-7, 4°-8 


Price $2.00 | 








36 Pair Case 
Lots Only 


Ladies’ Black Vici 
9 in. McKay Lace 
Perforated Tip 
and Vamp, 13-8, 
Leather Military 
Heel, Leather 
Top Facing and 
Eyelet Stay. Out- 
side Back Stay. 
Sizes 22-8. 


$9.20 














Price 


Same in 
Brown Vici, 




















36 Pair Case 
Lots Only 


Ladies’ Black 
Cab. 9-in. McKay 
Lace _ Imitation 
Tip. 13-8 Leather 
Military Heel. 
Leather Top Fac- 
ing and Eyelet 
Stay. Outside 
Back Stay. 
Sizes 22-8. 


Price $2.00. 








“‘The King of Jobs’’ 


S. Rosenberg & Son 


144 ESSEX STREET 


BOSTON, MASS. 


Terms, Net 30 Days, F.O.B. Boston 
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Cook with Watson 


Charles E. Cook (familiarly known 
as “Cookie”) is just completing his 
first year with the Watson Shoe Co. 
of Lynn. Mr. Cook covers the Pacific 
Coast from Denver West—where he 
has been an exceptionally popular fig- 
ure among shoe men for the last 
twelve years. Mr. Cook has opened 
up a surprising number of accounts 
with the leading retail merchants of 
the coast, and every month adds both 
to their number and to their loyalty. 
Mr. Cook says, “It takes a long time 
usually to establish a line on the 
coast, but if things keep on coming 
for me as they are coming this year— 
believe me—I’ll need 4 secretary to 





ARTHUR R. DAROIS 


Who travels for W. H. McElwain Co. 
in part of Pennsylvania, Delaware and 
New Jersey 





handle my orders in a couple of 


years.” 


Terhune Back from South 


E. A. Terhune, who travels the 
South for Reynolds, Drake & Gabell 
Co., North Easton, Mass., has recently 
returned home from a very successful 
trip. Mr. Terhune states that the 
boom in agriculture in the sections 
where he has been selling high-grade 
men’s shoes has greatly increased his 
business over that of last year. 


Gardner Assists Montgomery 


James H. Gardner, Jr., assists J. 
H. Montgomery, Coast representative 
for Johnson, Stephens and Shinkle 
in the towns that Mr. Montgomery. 
does not cover. Mr. Gardner, previous 
to his joining Mr. Montgomery, was 
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connected with the retail firm of the 
Wulff Shoe Co. of Colorado Springs, 
Colorado. 


Frank C. McGriff Married 


Frank C. McGriff was married to 
Miss Mabel Frain in Los Angeles Oct. 
8. Mr. McGriff is the well-known 
California representative of the Lund 
Mauldin Shoe Co. of St. Louis, and 
will make his home at 650 South Bur- 
lington Avenue, Los Angeles. 


Moder with John Meier 


Charles A. Moder, representing the 
John Meier Shoe Co. of St. Louis, 
hustled around San Francisco from 




















CHARLES E. COOK 
Who covers the Pacific Coast for the 
oO. 


Watson Shoe 








Oct. 17 to 21 and opened several new 
accounts. In the future he will call 
every sixty days. In connection with 
the Meier line Mr. Moder carries a 
line of welts made by Wm. Kaut Foot- 
wear Co. of Carthage, Mo., which he 
sells to the jobbing trade only. In the 
John Meier line a new last has been 
added this season called the Doctor 
Last, and is proving one of the biggest 
bets Mr. Moder has ever had the pleas- 
ure of showing the Pacific Coast 


trade. Mr: Moder is now traveling the — 


Northwest. 


“Pop” Prince Makes 104th 
Trip 
R. J. (Pop) Prince, who has not 
been enjoying the best of! health for 
some time, recently spent several days 
at Byron Hot Springs where he re- 
gained his strength and is once more 
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back with his old-time pep and is now 
out calling on his trade in this section. 
Pop recently celebrated his 72nd 
birthday and he is now making his 
104th consecutive trip in this terri- 
tory. He wishes to notify the retail 
shoe merchants that he has the 
niftiest line of men’s shoes that M. A. 
Packard Co. have ever sent to the 
Coast. 


Thelin Headquarters at 
Portland 


Al. G. Thelin has made arrange- 
ments to represent the M. N. Arnold 
Shoe Co. in conjunction with the Wal- 











M. G. DuBROW 


Who covers the State of Illinois (ex- 
clusive of Chicago) for the Roth Shoe 
Mfg. Co. This is Mr. DuBrow’s sec- 
ond visit to the trade in this territory 
and the amount of business he is book- 
ing is larger than would ordinarily be 
expected from a practically new man 
in this section 








ton Shoe Co.’s line in Oregon, Idaho, 
Utah, Colorado and Wyoming, and 
Mr. Thelin writes that the Glove Grip 
features of the Arnold line are big 
winners and that he is more than 
satisfied with the trade he has already 
received on same. Al makes his head- 
quarters at 419 East 60th Street, Port- 
land, Ore., where retail shoe mer- 
chants interested in his line can reach 
him at any time. 


George Rowalt on Pacific 
- Coast 


George Rowalt has made arrange- 
ments to assist T. J. Kennard in 
covering Oregon, Washington and 
California with the Emerson line of 
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Viking Scotch Grain Lace Oxford. -Two, Double 
Row Stitching. Pinked Vamp and Tip. Overweight 
Single Sole. Fudge Stitched Around Heel. 


Cocoa Calf Lace Oxford, Pinked and 4 Norwegian Lace Oxford. Pinked 
Perforated, Heavy Single Sole, “Fells” Tip. Perforated. Marne Last. Heavy 


ast. Single Sole. 





SHOES FOR YOUNG MEN 
—AND— 
MEN WHO KEEP YOUNG 











Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 











OC! O10! OOOO OO OOO! OOOO! ey 














tA rH Oe ome SO 











November 26, 1921 


men’s fine shoes. George is well 
known ‘on Pacific Coast territory, hav- 
ing for a number of years assisted 
his father, Fred Rowalt, in calling on 
the retail shoe merchants in these 
states. 
“The Big Bugs” and 
**Scotchers” 
The McElroy-Sloan Shoe Co. 
Publish Weekly Records 

The McElroy-Sloan Shoe Co. pub- 
lishes weekly a house organ, called 
The Masterbilt Enthusiast, which 
contains pictures of its salesmen and 
classifies them as “Big Bugs,” 
“Scotchers” and “Also Rans.” In the 
“Big Bug” class during a _ recent 
week—wW. B. Yater was top high man, 
with a record of $23,291.95 to his 
credit. J. C. Espie and brother, re- 
ferred to as “Espie & Espie,” came 
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governors and United States senators 
for the good old state of Missouri for 
many years. Daniel Boone came from 
that state—so did Henry Clay and 
also lots of good looking women; not 
to say anything of the thoroughbreds 
and another very popular article that 
is taboo at the present time. It has 
also produced many wonderful sales- 
men and we dare say none greater 
than our own Walter Yater, who leads 
off the Big Bugs this week. In all 
seriousness we believe this—that there 
has never been a greater salesman 
produced than Walter Yater.” 


Father and Son 


“The second place on the “Big 
Bugs” also is held by Kentuckians, 
namely Espie & _ Espie. They 
have been showing real class since 














E. E. THOMAS 
Covers northern Indiana and 
southern Michigan for Excel- 

sior Shoe Co. 





W. H. WARE 
Pacific Coast representative 
covering Washington, Ore- 
gon, California, Idaho, Utah, 
Nevada and Montana for 

Excelsior Shoe Co. 











next with a total of $19,257.15. Rec- 
ords of the other “Big Bugs” for that 
week are as follows: J. W. Rutland, 
$11,623.35; F. L. Craddock, $10,- 
655.10; W. L. Sheppard, $10,203.54; 
F. Doll, $9,082.30; Geo. E. Blue, $8,- 
903.03; J. R. Prewitt, $7,340.30; E. 
B. Fisher, $7,289.25; B. J. Reaves, 
$7,185.20. 


Yater High Man 


A little talk about each of the Big 
Bugs and Scotchers follows their busi- 
ness records. We quote from the 
above mentioned booklet as follows: 
“Kentucky is a great state. They are 
always producing winners over there. 
Last week a little college from Dan- 
ville with about 250 students went up 
and whipped, on the football field, the 
old Harvard College, the oldest and 
largest institution in America. Har- 
vard has almost as many men on its 
football squad as Centre has students. 
These Kentuckians have furnished 


they started on the trip this sea- 
son. Following the Kentucky cus- 
tom of good strains running in the 
family, the younger Espie is follow- 
ing in the steps of the senior. Geog- 
raphy plays a great part in our his- 
tory and Rutland from North Caro- 
lina has been transplanted to the West 
and runs true to form like so many 
of those husky sons who have been 
transferred out to a livelier country. 

“This same thing applies to Frank 
Craddock. If Frank had lived in the 
days of the ’49ers his personality 
would have stood out in such a way 
that Bret Harte would have written 
verses about him. Frank is a remark- 
able salesman; not only does he sell 
the goods but he is a man of character 
in his territory. 

“W. L. Sheppard let up a little last 
season but he is starting out showing 
his former speed this time and we are 
glad to see him as No. 5. 

(Continued on page 168) 








How About 
the Bottoms 
on Your 
Spring Shoes? 


In placing orders for 


Spring and Summer 
consider Better  Bot- 
toms. 


You cannot build a busi- 
ness on style alone. 


Good Looks help a lot, 
but Good Wear makes 


permanent customers. 


When you look at sam- 
ples do you examine the 
bottoms? Or do you 
buy on the strength of 
style alone? 


The wearers are consid- 
ering the solés of shoes 
more and more, for it is 
the sole of a shoe which 
tells the tale. The sole 
leather that endures, re- 
sists water and the grind 
of wear is 


Rock Cak” 
Trade Mark Reg. U. 8. Pat. OF. 
Specify “Rock Oak” 
soles on the shoes you 
buy. The manufac- 
turer will gladly put 
“Rock Oak” bottoms on 
them if you request it. 


We will gladly cooper- 
ate with you in this re- 
gard. Write to any of 
our sales offices. 


The AMERICAN 
OAK LEATHER 
‘COMPANY 
Cincinnati 
Chicago St.Louis Boston 
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SHOES of Quality 
Priced RIGHT 
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Style No. 1390. 

Style No. 1596. Royal Last, Tony Red 

Calf Oxford, New 

Cord Tip, Single Sole, 

Goodyear Wingfoot 
Rubber Heel. 


YLOOO 


Ww ingfoot Rubber Heel. 


These Shoes Are Ready Sellers. Real Value Is Always Appreciated 





78 Lincoln St. Poole & Johnston, Inc. 


433 Marbeidge Bids. BROCKTON, MASS. 


Chicago 
407 Security Bldg. (Campello Sta.) 
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Our LEATHERS contribute STYLE 
and QUALITY to the shoes of ORIGI- 
NAL DESIGN in VOGUE today. 


Prices are reasonable, making possible 
BEST SHOE VALUES. 


If you have not received sample cut- 
tings, write for same. 


MONARCH LEATHER®. 
CHIc Se ILuinoIs. 


BOSTON - - AG: 9... CINCIN: 
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Business Sentiment Reflects Courage 


Determination to Practise Economy Is Good Feature; 
Bankers Hope for Improvement in Foreign 


sentiment throughout the 

country reflects courage,” 
says a statement issued by the 
National Bank of Commerce of New 
York. “Such. progress as has been 
made by the business community 
toward normal conditions results from 
a realization that artificial levels of 
activity will not again be reached in 
any period near enough to affect the 
problems of to-day, and from a deter- 
mination to practise economies of op- 
eration more rigid than heretofore 
thought possible. The need of per- 
sonal effort and economy is also be- 
ing increasingly recognized in giving 
a day’s work for a day’s pay and in 
care as to personal expenditure. Busi- 
ness men and executives now recog- 
nize that henceforth they must give 
the most thorough personal attention 
and application to their enterprises. 


6D ceatimen is better and 


Part of Recent Gain Seasonal 


“Some part of the recent gain in 
business is unquestionably a result of 
seasonal demand. Permanent im- 
provement depends to a large extent 
on foreign buying power, and even 
more on the adjustment of conditions 
under which the farmer operates. The 
last three years have clearly shown 
that the European situation can be 
stabilized only by the political and 
economic efforts of the countries con- 
cerned. Domestic conditions can be 
bettered by steady determination on 
the part of corporations and individ- 
uals to secure greater efficiency and 
to practise greater economy. This 
will result in gradual readjustment of 
the burden of price inequalities now 
resting on the farmer. 


Farm Conditions Unsatisfactory 


“The unsatisfactory situation in ag- 
riculture dominates the business out- 
look. In the cotton states the rela- 
tively high price of cotton has encour- 
aged the farmer, but uncertainty 
both as to demand for cotton goods 
and as to the size of the admittedly 
small crop has minimized the benefi- 
cial effects of better prices. Farmers 
in the grain states will hardly break 
even on 1921 operations at current 
prices of corn and wheat. While it is 
true that the prices of goods used by 
farmers have fallen, they are still 
well above the 1914 level. Grains are 
all close to or below prewar prices. 
In the face of these facts, the conten- 
tion is not well founded that the 
farmer is wilfully refusing to buy, 


Buying Power 


thereby delaying the return of better 
times. 


Fifty Per Cent of Our Purchasing 
. Power 


“The farmer represents about half 
the consuming power of the United 
States. The prices of crops are de- 
termined in the international market, 
and there are no reasonable grounds 
for an expectation of marked in- 
creases in those prices at any time in 


.the immediate future. Reduction in 


the prices of what farmers buy would 
have exactly the same effect as higher 
prices for agricultural products. It 
is futile to contend that because of 
high labor and transportation costs 
the prices of other articles and com- 
modities cannot decline to the level 
of agricultural prices. If ways are 
not found to lower the prices of all 
classes of goods which they need, and 
would like to buy, by means of lower 
money wages, higher labor efficiency, 
cheaper transportation and lessened 
distribution costs, the farmers them- 


selves will not suffer greatly, but 
business of all kinds will be forced to 
operate on a restricted basis. 


Competition Between Manufacturers 


“In the period immediately ahead, 
manufacturers will face the most se- 
vere competition in a generation. It 
is now clear that many important in- 
dustries are seriously overbuilt, when 
measured in terms of effective de- 
mand here and abroad. There is no 
method by which competition can be 
avoided, but there are methods by 
which it can be successfully met. 
Overhead charges should be rigidly 
examined and cut to the lowest point 
consistent with productive efficiency. 
Costs should be critically studied and 
such examination should include not 
only factory operations, but the entire 
producing organizations. In periods 
of high profits, useless frills are cer- 
tain to be introduced into the best sys- 
tems. Simplicity is now of necessity 
the watchword and much careful but 
courageous elimination is necessary. 








LYNN 


Winter Trade Begins 


Boots Moved with First Snow—Christmas 
Slippers Selling Strongly 


HEN the snow began to 

V V come down, as it did in 

"* mid-November, boots be- 
gan to sell with E. Bottomly & Co. 
and other firms. Stock boots began 
to move lively from the Creighton 
factory. Watson sold stag blucher 
oxfords, to be worn with spats, and 
boots, too. 

“Ed” Hyde was in Washington 
during the armament conference, 
looking over the cosmopolitan shoe 
trade. American shoes predominated 
there. 

More Christmas slippers for men 


‘were sold by Merrill, Porter & Co. 


than in any former season, and the 
slippers being of plump kid, soft 
leather lined, and well soled and 
heeled, many a home-loving man will 
be glad to find them by his Christmas 
stockings. By the way, this firm will 
keep right gn making slippers after 
Christmas, which shows that some 
merchants are going to sell slippers 
all the while. 


Louis Heels for Easter 


Louis heels, 16/8 and 17/8 high, are 
coming for next Easter, according to 
Edric R. Taylor, the “Style all the 
while” man, and he is modeling lasts 
accordingly, the lasts being on light 
and dainty lines, becoming to the light 
and dainty frocks that young women 
wear in the bright spring time. 


Pumps for Springtime 
Charles MacLaughlin is another 


prophet of high heels. He has just 
returned from a Western trip, by the 


“way, and he says that one-strap 


styles, in black and white, look like 
best sellers, in the novelty lines, for 
spring and summer of 1922. 

Fashion reports from Paris, re- 
ceived by several Lynn manufactur- 
ers, also, tell of black and white styles 
for 1922, and white shoes, in plain 
and strap pump patterns, are espe- 
cially mentioned. 
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Where to Buy 


Women’s Shoes 














THE WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 


& In Stock Specialists of 
- < Women’s Shoes, Party 


QOS wa Slippers and Novelties. 


Write for Catalogue 








BOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid Hand 






Turned — Quilted 
ek. Black 
$1. 40, Red and 
pga $1.50. 
2% to 8. Wom- 
en’s Fine Black 
d_ Ballets. 
Bench Sewed Turns. Sizes 2% to 7. $1.60. 
Same in Misses’ 11% to 2, $1.50. 5% 10 days. 
SALEM SHOE CO., Salem, New Hampshire 
























COLLINS & STAPLES 
Makeres yw ir 3 te 
This style in stock. Blk. 
4/8 J. L. heel. Solid sole = 


counters an ank, Sizes 
to &. Widths A-C. Price $4.40, 
less at] 
118 Phoenix Row, 
. Haverhill, ass. 





BLEECKER STYLES 
dre the last word in footwear 
fer stylish women 











BOUDOIRS 
IN STOCK «x 


Fine kid Boudoir 

slippers for imme- 

diate delivery, made of best material obtain- 
able in Black, Red, Pink, Blue and Tan. 
Order sizes o case lots. Prices, Black $1.30, 
colors $1.50. Terms 5% 10 days, net 30. 
SILVER SHOE CO., Haverhill, Mass. 


























~ Specialiging in Medium and+ ff 
<= =a GRADE p/ 


OI SLIPPERS | 


Imported Satin Brocadevand Metal Cloth. 
$2.25 per peir and up 


west MGUSTIN Co newyorn 











BOUDOIRS IN STOCK 





Trade Catchers 
Black ..... $1.10 
MG sécécss 1.20 
ae 1.20 


Less 2%—10 days 
BAY STATE SLIPPER COMPANY 








Haverhill, Mass. 
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Wintry Weather Wanted 


As for immediate business, Lynn 
manufacturers want wintry weather 
and plenty of it, so that boots will 
sell, and heavy oxfords to be worn 
with spats. The mild dry weather 
of the fall saved millions of pounds 
of sole leather from being chafed 
away on hard-surfaced sidewalks, and 
that was the consumer’s gain and the 
manufacturer’s loss. 

Yet there is a silver lining to every 
cloud, and shoe men foresee that if 
millions of women have worn sum- 
mer shoes beyond the allotted time of 
the season, they will need a great 
many shoes for next spring and sum- 
mer. 

So the shoe men take heart and 
view 1922 with optimism and confi- 
dence. Buyers will do well to watch 
out for some sure selling styles in 
Lynn lines, to be displayed at the 
Chicago convention, as well as in the 
Boston market in January. 


Work Shoes for Women 


Another feature of Lynn’s trade 
worthy of a moment’s attention, are 
the women’s work shoes, not heavy 
shoes like men’s work shoes, but 
smart business style shoes for busi- 
ness, professional and club women, 
who travel about much, snappy style 
shoes for girls who work in offices and 
shops, and comfortable one - strap 
pumps with low heels for millions of 
women who do their own house work. 
Such shoes as these are made by the 
millions in Lynn, and are distributed 
by thousands of retail merchants as 
staple styles at sure profits. 


Moved to South Boston 


Allen, Goeller, Leighton have 
moved from Lynn to K Street, Bos- 
ton, five minutes from South Street 
shoe market, and, as Mr. Allen says, 
“the latch string will always be out 
for shoe buyers visiting Boston mar- 
ket.” In its new quarters the firm 
will improve and increase its produc- 
tion, will be in closer touch with the 
big markets, and will assure prompt 
deliveries of its shoes to customers; 
old and new. 


Observations of Lynners 


“Little feet will be fashionable once 
more,” observes a Lynn _ designer, 
“and we will see ere long a style of 
slim, slender, shapely shoes that will 
make the feet look dainty and small.” 

Everett Dunbar, the footologist, 
told about sixty years of shoemaking, 
speaking at a recent meeting of the 
Lynn Historical Society. He allowed 
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that the mechanics of the shoe indus- 
try had been revolutionized, but he 
doubted if shoes fit any better than 
did the shoes that he and other cord- 
wainers made to measure. He excepts, 
of course, the shoes that were made 
on “straight” lasts, and that were 
broken into “rights and lefts.” 


Rubber Heels Staple 


Rubber heels are certainly staple in 
Lynn, and a few million of the 125,- 
000,000 pairs of heels that are at- 
tached to shoes in Lynn shops. For 
instance, Merrill, Porter & Co. are 
planning to have practically all their 
stock shoes made with rubber-top 
lifts. 


Fibre Soles Popular 


More fibre soles will be used by 
Lynn manufacturers next season than 
for any previous season, judging from 
the present sample lines. The smooth 
finish fibre soles are few in number, 
most of them having “washboard,” 
cupped, disced or like anti-skid bot- 
toms. 


A Neighborhood Dinner 


A turkey dinner was served in the 
restaurant of the Hilliard & Merrill 
Building, Lynn’s newest and finest 
factory on Armistice eve. It was at- 
tended by owners and employees of 
Hilliard & Merrill, sole cutters; Wat- 
son Shoe Co. and Williams & Clark 
Co. shoe manufacturers, and Krippen- 
dorf Kalkulator Co., all occupants of 
the building, and also by representa- 
tives of neighboring firms, such as the 
Leonard Shoe Co., Groundgripper Co., 
C. R. Whittredge Co., and Collyer 
Moceasin Co. Just a pleasant social 
gathering was planned, and that is 
what was enjoyed. 


Employees’ Benefit Society 


At the factory of Gregory & Read 
Co. the employees have formed a 
mutual benefit society, with a 100 per 
cent membership, and the substantial 
support of the firm also, with a great 
deal of enthusiasm for the coming 
year’s work. 


Marblehead News 


In Marblehead, a noted old shoe 
town, a number of manufacturers 
have worked from misses’ and chil- 
dren’s shoes up into a growing girls’ 
sizes, and now Herbert Humphrey & 
Son, an old-established firm, and the 
Critcherson Shoe Co., a new concern, 
are making turn comfort shoes for 
women. 
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BUFFALO 


Wet Weather Booms Rubber Trade 


Retail Merchants Well Stocked and 
Able to Meet Demand 


LENTY of snow, falling at a 

moderate temperature for a 
number of days, made it slushy 
underfoot here, and proved a big boost 
for the business of shoe dealers, the 
first part of the month. 

The snow started Election Day. By 
night the walking was sloppy, and 
the rush for rubbers began. The snow 
continued for the remainder of the 
week, and so did the rubber rush. A 
year ago, an exceptionally heavy fall 
of snow, speedily reduced to nothing 
the supply of rubbers. For days, there 
was a rubber shortage, which used 
up considerable space in the news- 
papers. This year, however, found no 
such condition prevailing here. The 
dealers’ supplies were sufficient to 
meet the demand. 

Buffalo has always been an excep- 
tionally strong “overshoe town.” This 
is particularly true of the fairer sex 
who start wearing heavy arctics from 
the first flurry of snow in the fall un- 
til the last of the snow has melted in 
the spring. 


Shoe Business Picking Up 


The shoe business appears to be 
picking up somewhat, as colder weath- 
er draws on, and the holiday season 
approaches. Brogues are selling well 
in men’s shoes. Low shoes are going 
strong in women’s lines, particularly 
buckle styles. 

Dealers here appear to be still chary 
of stocking up to any extent. Whole- 
salers report that while dealers in 
outlying districts are doing some ad- 
vance buying, they do not expect to 


get a great deal of business from 
downtown dealers until after the first 
of the year. 


Lower Prices Predicted 
Some talk is heard about lower 


‘prices, and from some quarters it is 


predicted that the spring will see new 
$5 and $6 retail offerings on the 
market. 


New Shoe Store Opened 


Newest of Buffalo’s downtown shoe 
stores is that of Nunn & Hoffman, 
which has just been opened at 716 
Main Street, in a newly completed 
building. The concern handles the 
Original Dr. A. Reed Cushion shoe, 
which is offered in both men’s and 
women’s styles. The. women’s styles 
are turned out by the John Ebberts 
Shoe Co., a local concern. The mem- 
bers of the firm, Earl F. Nunn, and 
Walter Hoffman, are veterans in the 
shoe business here. Their store is a 
very fine one, and they are receiving 
compliments from their many friends 
on their excellent start. 


Buys Out Shoe Business 


M. Hiltner, who operated a tailor- 
ing and men’s shoe establishment at 
487 Grant street, has sold the foot- 
wear end of it to E. C. Airey & Co., 
who will put in a complete stock of 
shoes and rubbers of all styles. Mr. 
Hiltner will continue his tailoring 
business at the same address. Mr. 
Airey is sales manager for William 
H. Walker & Co. 


BOSTON 


Orthopedic Shoe Demand Big 


Retail Business on “Stylish” Comfort 
Footwear Increasing 


HE orthopedic shoe business of 

Boston has greatly increased 
the past year. About 90 per cent 
of the stores of the city carry ortho- 
pedic footwear—some as small a per- 
centage as five, and others as large 
a percentage as fifty. Some stores 
include in orthopedic footwear all 
shoes on a comfortable last, and make 
it a point in their advertising to stress 
the statement that these shoes are 
style, as well as comfort propositions. 
There are about six retail shoe stores 
in the city which devote their entire 
business to the selling of orthopedic 
shoes. And the sale of orthopedic 
footwear has greatly increased since 
last year. Some stores report an in- 








crease of fifty per cent—some say that 
their business has doubled. Ortho- 
pedic shoes are given good window 
and inside display. 


Special Orthopedic Room 


The Dr. Reed Cushion Shoe Store 
some six months ago fitted up a small 
room in the rear of their store as an 
orthopedic department. This room is 
fitted throughout in white—a white 
tiled floor and as well regulated sani- 
tary arrangements as would be found 
in any doctor’s office. The doctor in 
charge understands the science of 
orthopedics and receives his patients 
by appointment. The high-grade 
chiropodists of the city work in con- 










Where to Buy 


Women’s Shoes 

















WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 
Factory peed Mass. 
108 Lincoln Street 





Boston, 108 








Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 
MAID-RITE FELT SLIPPER CO., 


ne. 
35 York St., Brooklyn, N. Y. 












E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 


Fa nctorz, 
Haverhill, Mass. 
Boston Office 
Rice Bldg. Room 406 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 


Comforts 
Boots & Slippers 











for the wholesale trade 








Makers of Hand Turn Novelties 

In All Leathers and Satins and 

On All the Latest Lasts. 
oo 5 —— Ar- 


osien n _—— 
Felst tiner-O’Connell 
Shoe Co., Ine, 
















Phillips-Cram Corp. 
Makers of 

Women’s Turn 
Slippers 

276 River St., Haverhill, Masa, 


Boston Office 
207 Eesex Street 
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Shoe Trees 
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Where to Buy 


Women’s Shoes 














. 509-329 JOHNSON st. 
BROOKLYN, NN 











Howard & Foster Co. 


Men’s and Women’s Welts 


Address oli Communications te the 
factory at 


Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Specializing 
ia High Grade Novelties 


NEW YORK BOSTON 
D. F. Mellen 















WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is ‘‘hitting on high.’’ The 
high-quality standard will be better nain- 
tained than ever before. 


TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 

















Where to Buy | 


Shoes at Auction . 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


or 
SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Shoe Illustration 
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junction with the doctor. No corn or 
bunions are removed, the duty of the 
doctor being confined to the scientific 
treatment of feet by comfort shoes. 
At times as many as a half dozen 
patients are to be found waiting out- 
side the “office” door and from present 
indications it looks as if another 
doctor would be added to the staff. 


Normal Footwear Explained 

At the Walk-Over Shoe Shop, Tre- 
mont Street, Herbert E. Currier is 
buyer and manager of the orthopedic 
department, a special section being 
reserved for women, and one for men. 
Mr. Currier has as his assistant, C. 
M. Small and three classes of doctors 
on his “staff”; one is a flexible shank 
man; one an arch support man, and 
another a regulation stiff shank man. 
Mr. Currier says that he sells in his 
orthopedic department 50-50 on high 


and low shoes—all depending upon © 


the condition of the foot and what 
brings about the best results. Mr. 
Currier reports a 100% increase in 
business in his department over that 
of last year. He believes that every 
foot is as individual as the customer’s 
finger prints, and that the foot should 
be fitted in the shoe which will give 
it the most relief in the shortest pos- 
sible time. ‘Do you believe in wear- 
ing orthopedic footwear all the time?” 
was asked. “And why not?” replied 
Mr. Currier. Orthopedic footwear is 
merely normal footwear—all the other 
styles are abnormal. Even as dance 
shoes, if we were accustomed to see 
orthopedic footwear worn at parties, 
they would be sold as readily for that 
purpose as for walking. Why should 
the feet not be comfortable in danc- 
ing? We are approaching that condi- 
tion by the jazz oxford, which is very 
popular in a low heel, and soft toe. I 
believe the orthopedic demand has 
brought this shoe into existence.” 


Stores Decorate for Foch 


The week of Nov. 13 was an inter- 
esting one. The shoe stores of the city 
and suburbs along the route of the 
parade in honor of Marshal Foch 
were decorated in the National Colors. 
Boston entertained the great General 
on Nov. 15—and how it rained !—Re- 
tail shoe merchants profited thereby 
in the sale of rubbers and high shoes, 
for the people from the surrounding 
towns flocked into the city and those 
who had no rubbers were loath to 
stand in flooded streets for a period 
of two or more hours without suitable 
foot protection. 


Retail Salesmen Meet 


At the monthly meeting of the Bos- 
ton Retail Shoe Salesmen’s Associ- 
ation, held at the Boston Shoe Trades 
Club Monday evening, Nov. 14, Effie 
McCullom Jones gave a talk on “Prac- 
tical Psychology” in which she 
stressed the unlimited powers of the 
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sub-conscious mind and told the men 
how to build a personality which 
would make them successful salesmen. 
She cited many striking illustrations 
and stated that the men must learn 
how to pull out of their subconscious 
store house (as no impressions which 
had ever been made upon their minds 
had been lost) the unlimited possibili- 
ties that are there. Personality, she 
said was composed of 1/10 of con- 
scious mind and 90% of sub-con- 
scious mind. She emphasized the 
necessity of the right buying sugges- 
tion to the prospective customer and 
said—“‘Appeal to the subconscious 
mind of the buyer through your per- 
sonality. Real business is between 
the subconscious mind of buyer and 
seller.” 

R. L. Upton reported on employ- 
ment and suggested a “blue book” of 
the members of the association, with 
their “pedigrees.” His remarks were 
replete with suggestions for building 
a more efficient and larger associ- 
ation. Sixteen new members were ad- 
mitted. 


Dr. Reed’s Get-Together 


A “Get-Together” of the Dr. Reed 
Cushion Shoe Store salesmen and 
women, as well as the office personnel, 
General Manager B. C. Goulston, and 
Manager Harry Terhune, was held at 
the Masonic Club on the evening of 
Nov. 16. After dinner, the party ad- 
journed to one of the parlors, and 
were entertained by an inspiring talk 
on salesmanship by Charles E. Fish 
of the Phoenix Life Insurance Co., 
Boston. Mr. Fish stated that the 
great problem of life was the getting 
from where we are to where we 
should be, and said he “We can do 
this—for Mind is the Monarch of 
Matter and Will is the Master of 
Fate.” He gave as the three crucial 
days of a person’s life, first named by 
Senator Beveridge: The day of birth; 
the day of death, and the day that 
man reaches 50 years of age, and 
then added one himself—as the day 
we find ourselves. 

Arthur L. Evans, president of the 
Boston Retail Shoe Salesmen’s In- 
stitute, entertained his hearers with 
reminiscences and suggestions on 
scientific salesmanship. 

B. C. Goulston, General Manager, 
spoke on plans which he had in mind 
for the advancement of his store’s 
workers. Harry Terhune acted as 
toastmaster. 

A vote of thanks was given to the 
speakers of the evening and the store 
people passed a resolution stating 
their sincere appreciation for the 
pleasant evening made possible by 
the kindness of Messrs. Goulston and 
Terhune. 


New Repair Shop 
An enterprising shoe repair man 
has opened a little shop at the train 
gates of the big North Station, with 
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a sign which reads—‘“Leave your 
Shoes This Morning and Take Them 
Home Tonight Repaired.” This is 
cheering news for suburbanites and it 
looks as though the shoe repairer 
might find a good business at his 
novel stand. 


A Change in Location 


Helburn-Thompson Co., tanners, are 
going to move on Jan. 1 from their 
present location to a remodeled build- 
ing which they have leased at 69 
South Street. 
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In National Legislation 


Among the Boston retail houses 
which joined in the last drive upon 
the Senate for the Smoot Sales Tax 
Plan was that of the. Thayer McNeil 
Co. Among the Boston shoe concerns 
who joined in the national campaign 
in support of the bill filed by Senator 
Spencer of Missouri for interchange- 
able mileage books at reduced rates, 
good on all railroads this fall, are: 
S. Rosenberg & Son, and A. W. Ted- 
castle & Co. 


NEW YORK 


Business Lacks Volume 


Merchants Hoping for Cold Weather and 
Change of Public Attitude 


ROM sentiments expressed by 
a number of retail merchants 
here it is becoming increas- 
ingly difficult to get any large 
volume in the retail shoe business. 
The lack of volume is becoming a 
chronic complaint with most mer- 
chants, and apparently there is no 
solution for the present problem, save 
that of time. The introduction of 
new styles and widespread price cut- 
ting have failed to bring consumers 
into the shoe markets in the number 
desired by the merchants. Several of 
the leading retail merchants admit 
that their advertised price reductions 
have failed to bring much increased 
volume, and accordingly are now in 
the frame of mind to allow things to 
drift for the time being, to see if real 
cold weather, plus a change in the 
public’s attitude, will not bring about 
a change in retail conditions. 

In this the shoe trade is not alone. 
Merchants in other lines, particu- 
larly garments and millinery, tell 
much the same story. Apparently 
the great number of sales in the late 
summer provided consumers with an 
opportunity to stock up with needed 
merchandise at a low price, and the 
necessity for replacement has not yet 
asserted itself. 

The shoe trade is far from dead, 
but big volume is decidedly lacking. 
Even the low price stores were not as 
busy during the middle of November 
as they were a month earlier. 


Merchants’ Opinions Illustrated 


Some of the neighborhood and up- 
town retail shoe merchants at a re- 
cent gathering suggested that a “dis- 
armament” of cutting prices among 
some of the larger downtown mer- 
chants might improve the situation. 
“Our customers appear to have left us 
for the stores in the mid-town sec- 
tion that are selling shoes cheap,” 
said one uptown retail merchant. 
“Your customers have not come into 
my store,” replied a downtown mer- 
chant, “or in any of the other down- 


town stores. Your customers simply 
are not buying at present.” This il- 
lustrates the attitude of most of the 
big retail merchants at present. 


Two Bright Spots 


Two of the bright spots in the situ- 
ation are the continued call for staple 
shoes of the corrective or orthopedic 
type and the usual seasonal broaden- 
ing of the evening slipper business. 
The week of November 14 saw the 
social season in New York fully 
opened, with the staging of the an- 
nual Horse Show, this time in the new 
Squadron A armory instead of Mad- 
ison Square Garden and the opening 
of the opera season at the Metropol- 
itan Opera House. Both these social 
functions found a reflex in augmented 
demand for formal evening attire. 
The Horse Show also stimulated, to 
some extent, the demand for riding 
boots, puttees and the like. Most of 
the retail merchants displayed riding 
boots, crops and other accessories in 
special window displays for Horse 
Show Week. 


Brocades for Evening 


In evening slippers satin and metal 
brocades lead the list so far this sea- 
son. Some velvet and plain satins 
have been sold, but the bulk of the 
evening slipper business has turned 
to brocades, the brighter in color and 
more bizarre in design, the better. 
The most popular style is the two inch 
Spanish heel slipper, with fairly well 
rounded toe, and deeply cut out sides, 
and often the front strap decoration. 
I. Miller & Sons, Inc., report a big 
business on a wide range of Persian 
and Chinese metal brocades in bright 
colorings. Stewart & Company, in 
their recently opened shoe depart- 
ment, are featuring a wide variety of 
evening slippers, a sand colored suede 
with alligator skin underlay, being a 
novelty in the line. Brocades also 
are played up as they are in most 
shoe departments at present. 








Whereto Buy 


Men’s Shoes 











HERBERT ©. GLEASON. 








OFFICE AND FACTORY 
"WEWARK.NL. 
Vea. 
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ABOVE ALL 


“FOR MEN WHO CARE 
TO DRESS WELL” 

A Sample Order fer 
a Pair or a Dozen 
Will Start You Right. 


T. D. BARRY CO. 
BROCKTON, MASS. 














—1 Gentlemen’s, 


eitton| Shoes 
SHOE A.E. Nettleton Co. 


SYRACUSE, N. Y. 

















onassoncccesenenenes tasscons : 


Qn 












152 








Where toBuy 


Men’s Shoes 

















ny TRAVELING SLIPPER: 
Pa arth than ever in Quality and fit 
Sinatorzownery of 7rade Mark Pullman’ 
#162 a doz. 
GLAZED KIT $182 
Colorr Black and Brown 
full sizes 3 to/l in Stock 


i. 3 USTIN CO. 
New York 








BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 

Sole Footwear 
SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 

Send for Catalog and 
Prices 

REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 





























THE 
CO-OPERATIVE SHOE 


FOR MEN 


Carried in stock at 11 South Street, 
Boston 


Brockton Co-operative Boot & Shoe 


o. 
Factory—Brockton, Mass. 








Stock Dept. 5 <% 
Is at Your Service SS 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








Goodwill Shoes 


Carried In Stock 


Men's and Boys’ Nailed and Welt 


Boston Sales Office, 15 High St. 


ARTHUR WILLIAMS SHOE CO. 
Holliston, Mass. 


~ ‘ 














Where to Buy 


Boys’ Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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What Cammeyer Is Showing 


To help out in the inside and win- 
dow displays at the Cammeyer Thirty- 
fourth Street store, Louis Hart, pres- 
ident of the firm, recently imported 
from France a set of six completely 
dressed wax mannikins. He ordered 
the little wax dolls, about 10 inches in 
height, while in France last summer 
and they were received only last week. 

A shipment of buckles and other or- 
naments also has been received at the 
store and are now on sale. A novelty 
in the way of shoe ornaments is a 
long, narrow piece to be placed on the 
front of opera pumps. The decoration 
is made of rhinestones and pearls. 

In the Fifth Avenue Cammeyer 
store the windows are dressed twice 
daily, the morning and afternoon dis- 
plays consisting of day shoes, while in 
the later afternoon evening slippers 
are substituted in a fresh display. 


RETAIL MERCHANTS MEET 


Chicago Convention Boomed—Branded 
Shoe Competition Discussed 


The regular monthly meeting of the 
Retail Shoe Dealers Association of 
New York was held at the Bush Ter- 
minal Sales Building on November 15. 
The meeting was in the form of a 
luncheon, the executive committee and 
other members to the number of 21 
turning out. Routine matters were 
discussed. Percy Hart, president of 
the association, presided at the meet- 
ing and made a plea for a large New 
York representation at the Chicago 
convention in January. A canvass of 
the members present disclosed that 
about 15 out of 21 present intended 
going to the Chicago convention. 

The question of manufacturers of 
branded shoes providing competition 
for some of the old established neigh- 
borhood merchants by furnishing 
shoes to new stores opening up in 
the vicinity of the old ones was 
brought before the meeting. An in- 
vestigation and whatever action may 
be taken will be decided upon later. 
This complaint has been frequent, 
particularly among the uptown re- 
tailers. 
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Levinson at 127 Duane Street 


B. Levinson, New York representa- 
tive of the Central Shoe Company, St. 
Louis, has taken offices in Room 36 of 
the Graham Building, 127 Duane 
Street. 


Y. W. C. A. “Knock” “Foot 
Follies” 


“Foot Follies” is the name given an 
exhibit of footwear, which it was 
claimed would distort the feet, dis- 
played in the Young Women’s Chris- 
tian Association booth at the Health 
Show in the Grand Central Palace 
during the week of November 14. The 
exhibit included shoes that have the 
endorsement of the association as 
well as health experts. Pictures 
showed the effect of ill fitting and 
tight shoes. The comfortable type of 
footwear endorsed by the association 
was termed “a five room apartment, 
with room for every toe.” Motion 
pictures were used to drive home the 
association’s comfortable shoe cam- 
paign. A perfect foot contest was 
also a feature of the Health Show. 


Feldstein Changes Location 


S. W. Feldstein & Co., whose lines 
are devoted to women’s novelty and 
sport styles, have removed from 149 
Duane Street, where they were up- 
stairs, to the ground or store floor in 
the Graham Building, 127 Duane 
Street, and are now open for busi- 
ness at that address. The change 
marks a point of growth in the busi- 
ness of this new concern and they 
state that when the extensive re- 
modeling of the -store and sample 
rooms is completed, they will have 
one of the most attractive modern 
sales and stock rooms in the city. 
The Graham Building is one of the 
recognized shoe buildings of New 
York, having the offices of many na- 
tionally known concerns located with- 
in its walls, and the store floor which 
has just been taken by the company 
has added importance from a _ shoe 
point of view, on account of its loca- 
tion. 


MEMPHIS 


Better Trade Conditions 


With Wholesale and Retail Shoe Mer- 
chants Cold Season Has 
Commenced 


ETAIL and _ wholesale shoe 
merchants at Memphis re- 
port better trade conditions 

for November than for October. 
The autumn harvest season is now on, 
and while there was a drop of $5 on 
the bale the first of the month follow- 
ing the ginners’ report, it is still ob- 
viously true that the crop is woefully 
short, is now practically all picked 


out, and the cold, rainy season in the 
South has opened in reality. 

Many out-of-town shoppers have 
been in Memphis recently. Intercol- 
legiate footbail and athletic events 
brought many young men, and every 
Saturday here is a big day. Industries 
that were closed in the summer are 
again active with large pay rolls. 
Autumn building is good also. The 
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Tri-State Fair, where merchants and 
manufacturers exhibit each year, as 
well as farm interests, succeeded the 
past week in getting a bond issue 
voted of $250,000 by a ratio of 5 to 3, 
which will permit of fine and perma- 
nent building additions to the already 
magnificent park. 

Shoe merchants here are now dis- 
playing heavy winter shoes, as well 
as dress shoes for ball room and 
evening occasions. Several society 
.and club events have made the social 
season one of much activity in Mem- 
phis, and it is much like the old days 
in the Sunny South. 


TRI-STATE CONVENTION 


Dates Changed to Feb. 27, 28, and 
March 1 


An important announcement is 
made anew with reference to the 
dates of the annual convention in 
Memphis of the Tri-State Shoe Re- 
tailers’ Association for Arkansas, 
Mississippi and Tennessee. The con- 
vention will be held at Hotel Chisca, 
Memphis, Feb. 27, Feb. 28 and March 
1. It became necessary to change 
the dates slightly because of the 
fact that the National Builders, a 
body some 600 strong, come to Mem- 
phis on the original dates for their 
annual, and the hotel, while very 
large, will be much crowded. The shoe 
men always have the lobbies and par- 
lor floors and balcony for special ex- 
hibits and President Reuben Stiefel 
says that with indications of a record- 
breaking attendance, these exhibits 
will be beautiful and very extensive 
this year. The committee of Mem- 
phis merchants looking after this fea- 
ture is composed of P. E. Frappier 
of the Florsheim Shoe Co. and M. F. 
Krampe of the Walk Over Shoe Store. 
As the space in the nature of things 
will be somewhat limited, Mr. Stiefel 
suggests that it will be well for those 
desiring displays to get in touch with 
this committee promptly. 


Armistice Day Observed 


Armistice Day was observed at 
Memphis with interesting exercises 
and a parade on Main and other busi- 
ness streets of some 30,000 people, 
and about 7000 in uniform. The 
white parade was in the afternoon, 
and the colored citizens had one quite 
as elaborate in the afternoon. Mer- 
cantile stores were closed from 10 to 
12 by request of Mayor Rowlette 
Paine. Banks observed the day also. 


Retail Shoe Notes 


The Booterie, 43 South Main Street, 
women’s shoes exclusively shows 
walking oxfords, black calf, black kid, 
brown kid in low heels and Cuban 
heels, special values at $8; also a very 
elaborate line of hosiery and evening 
shoes. L. L. Frank reports November 
trade brisk. Their buyer, Ben Baer, 
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will go East in December to make 
spring selections. 

P. E. Frappier of the Florsheim 
Shoe Co., South Main Street, reports 
good November trade in men’s shoes. 

Claude Borum of the Emerson Shoe 
Co., 63 South Main Street, reports 
active November trade in men’s shoes, 
and in their new department of 
women’s shoes. They are showing 
some attractive and typical autumn 
window displays. 

Bry-Block Mercantile Co. have 
added a men’s shoe section, with Reu- 
ben Groskind supervising that de- 
partment. They have a bargain and 
medium value department and on 
their first floor a very large and 
beautiful Queen Quality section of 
women’s shoes. 

Sherron’s, at the “Turn the Loop,” 
or street car transfer point, feature 
the Stacy-Adams_and the Selz goods 
at $6 and $8 in men’s, women’s and 
children’s footwear. Brown and 
black kid oxfords at $7.50 and $9 get 
attention. 

W. C. Schwalmeyer, secretary and 
treasurer of the Sherron Shoe Co. 
spent several days this autumn in 
Houston, Texas, attending one of the 
commercial conventions. 

Sullivan Bros. at Brownsville, 
Tenn., in connection with men and 
boys clothing, features “Bostonian” 
shoes. 

Ragland’s at Brownsville, Tenn., 
one of the fashionable men’s shops 
of West Tennessee, shows a fine as- 
sortment of Stacy-Adams and J. P. 
Smith and Co. shoes, and hosiery for 
men and women. 


Extensive Hosiery Sections 


J. Goldsmith & Sons in their great 
department store have three distinct 
shoe departments—high grade wom- 
en’s and misses’ shoes, on the north 
side, main floor; men’s and _ boys’ 
shoes, on the south side, main floor; 
medium values, men, women and chil- 
dren, in the basement. They also 
have extensive hosiery sections. 


Mrs. Samuel Block Dead 


Mrs. Samuel Block, of Natchez, 
Miss., mother of Ike D. Block, presi- 
dent of the Bry-Block Mercantile Co., 
Memphis, died here Saturday morn- 
ing at the home of her son at Stone- 
wall Place. The remains were car- 
ried for interment to Natchez, Miss., 
her former home. Deceased was 74 
years of age and the widow of -Cap- 
tain Samuel Block, a _ prominent 
steamboat and cotton man of Louisi- 
ana and Mississippi in former years. 
She leaves two sons and two daugh- 
ters all prominent in social life of 
the South. 


Wholesale Trade Active 


Memphis wholesalers report much 
activity. Their traveling staff in the 
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Children’s Shoes 

















SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—All 
leather moccasins, soft 
soles. Prices range 
from $2.50 des. and 
upwards. Also a full 
line of Ladies’ Pump 
Straps. 
















NU BABY SHOE CU., Hast Lyna, Mass. 
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W°C.Gooddcer 


Manufacturer of 
Children’s Dlexible Furn Shoes 
89YAllen St. Rochester, D7 











Soft Soles and Moccasins 
ee el as * Jobber for our 
DO NOT sel} 
se retail poll nf 
Newcomb-Anderson Shoe Co. 
' ROCHESTER, N. Y. 








Bonita. Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send. tr Cotalog 


AH Martin®@ 


Mehers ROCHESTER NY 














“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 
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Men’s Shoes 

















$1.35 
Men’s Hulo 


| ng in “—. 
Brow and avy 
Blue. ” Sizes 6- i A 
complete line of 
for Cat Comfort Slippers. 
FREEMAN-THOMPSON SHOE CO. 
es Felt ‘‘Comforts’”’ 
. Paul, Minn. 




















CRAIG - REED & EMERSON INC. 
seat 


ROCKTON MASS 
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Standard Shoe Materials 























Boggs & Cobb, Inc., Boston, Mass. 











COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. a CHAMBERLIN 
“=A St. 
Formerly Walpole Shee Supply Co. 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 














The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 

" 
Creese & Cook Co. R504!" Gost 


Tanneries at Danvereport 















mental u'll make no mis- 
j- in’ baying 
, EL, 


b 
we with this Co 
Send for catalogue. 














MAX H. BERGER 
Manufacturer of CUT Soles 
From the Best Tannaged Leather 
Men's px 
Men’s — underlifts 


MAX. H. BERGER 
12 Everett St. Brockton, Mass. 











New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mass. 
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Sunny South is sending in good busi- 
ness and collections hold up. 

Lee Wholesale Shoe Co. have a 
number of men. 

The Memphis branch of the United 
States Rubber Co. have a large num- 
ber of men in the city and country 
selling rubber and canvas shoes. 
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The Specialty Shoe Co., Max Weis, 
manager, is selling shoes in th: 
Southern States and South Americ. 
and reports good business. 

The Carruthers Shoe Co. is back in 
the lists again and busy. 

The Goodbar Co. has liquidated and 
their building was sold. 


ROCHESTER 


Retail Merchants; Meet 


HE regular 
of the Rochester Retail Shoe 
Dealer’s Association was held 

at the Ad Club rooms on Tuesday, 
November 8. The rubber question 
was discussed at length, but no defi- 
nite decision was reached regarding 
rubber prices. 


Business Improves 


Occasional showers followed by a 
snow storm and slightly cooler tem- 
peratures have given promise of 
what the future holds in store in the 
weather line and incidentally aroused 
some measure of interest in season- 
able merchandise of many kinds. 
Stores dealing in wearing apparel of 
all kinds remarked the increased 
buying interest as a result of the 
foretaste of winter and visits to a 
number of retail stores revealed a 
pronounced “picking up.” 


Feature “Osteo-Tarsal” Shoes 


Gould, Lee & Webster, Inc., held a 
three day demonstration of the Queen 
Quality Osteo-Tarsal shoe, during 
which Joseph Pietzuch, orthopraxic 
specialist of Boston, assisted by a 
corps of competent expert shoe fitters 
diagnosed foot troubles and explained 
the advantages of the Osteo-Tarsal 
shoe. 


Stimulating Rubber Sales 


A recent advertisement of William 
Eastwood & Sons Co. bore the cap- 
tion “When are you going to buy Arc- 
tics and Rubbers?” Owing to the late 
season this firm has a large stock of 
rubber footwear, as have other local 
merchants, and the idea behind the 
advertising was to get the public to 
anticipate rubber requirements rath- 
er than to wait for cold, damp, slushy 
weather. 


Advertising Shoe Care 


A recent advertisement sent out by 
the Nettleton Shop contains the fol- 
lowing suggestion for adding a thou- 
sand miles of service to shoes: 1— 
Keep several pairs of good shoes on 
hand and wear them alternately. 
2—Insert shoe-trees in every pair not 
in service. 3—Buy shoes intended 
for the service to which you put them. 
We carefully select the various kinds, 


weekly meeting 


tannages and weights of leather to 
meet your requirements in service. 
Our salesman will gladly assist in se- 
lecting proper shoes for-any service. 
4—Have your shoes cleaned and pol- 
ished regularly. This removes dust 
and dirt which works into the grain 
of leather and makes it dry and life- 
less. 5—Caution shine boys not to 
use too much paste or polish and not 
to rub hard with a shine cloth, which 
burns the leather and causes crack- 
ing. 6—Have the heels rebuilt when 
the second lift of the heels wears 
through. 


Wilson Process Report 

Sidney C. Wilson, inventor and 
promoter of the Wilson process, an 
improved method of shoemaking for 
women’s shoes, was in Rochester re- 
cently and reports that since Janu- 
ary 1, 1921, manufacturers in all 
parts of the country have adopted the 
Wilson process and that both manu- 
facturers and retailers are enthusi- 
astic about this type of footwear. 

In the Lynn District, Wilson 
Process Sewed Shoes are now being 
made by the Watson Shoe Company, 
Hennessy, Maxwell & Hennessy, and 
Briggs - Hutchison Co. Installations 
are now. being made in the factories 


‘of George W. Herrick Shoe Co and 


Strout, Stritter & Co. 

In the Haverhill District Welch, 
Moss & Feehan are one of the largest 
producers of Wilson Process Sewed 
Shoes. An installation is being made 
in the Ruddock Shoe Co. factory and 
samples are now being made up by 
this house. 

Cushman-Hollis Co. of Auburn, 
Maine, one of the largest manufac- 
turers of white canvas shoes in the 
country prepared samples of Wilson 
Process Sewed Shoes. 

In Canada Wilson Process Sewed 
Shoes are being made by John C. 
McPherson, Ltd., of Hamilton, Ont., 
and the Regina Shoe Company, Ltd., 
of Montreal. An installation will 
shortly be made in the factory of the 
Blachford Shoe Company, of To- 
ronto. 

In addition to the factories already 
making these shoes, many of the 
most progressive factories in New 
England district are contemplating 
the installation of this process in the 
near future. 

The Wilson Prouss Sewed Shoe 
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with its process of construction has 
proved to the manufacturers of New 
York, Brooklyn, St. Louis, Cincin- 
nati, as well as to English manufac- 
turers, that it has a place in the shoe 
industry by which not only the manu- 
facturers and retail merchant will be 
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benefited but the consumer, who will 
find these shoes to possess unusual 
fitting and wearing qualities, plus a 
snappy appearance. During the past 
few weeks Mr. Wilson has developed 
improvements which materially sim- 
plify the process. 


BROOKLYN 


Spring Styles Discussed 


Straps and Oxfords Predicted, 
Heels Styles Speculative 


HE Brooklyn shoe manufac- 
turing trade has run into a 
slump for the time being, 

according to most manufacturers 
in the district. The present let down 
is deeper than the usual seasonal 
slump it is said, and most of the man- 
ufacturers are at a loss to explain it. 
However, it is felt that with a pick-up 
in retail trade later on confidence will 
be restored and the manufacturing 
end of the trade will prosper ac- 
cordingly. 

Spring styles are still widely dis- 
cussed, but little in the way of defi- 
nite information is available yet. So 
far as can be forecast from present 
buying of retail merchants, straps 
and oxfords will carry pretty well 
into the spring season without any 
radical changes from the prevailing 
styles. Heels provide one point 
of speculation, some manufacturers 
leaning distinctly toward the covered 
Cuban or low heel. Other manufac- 
turers are working on extremely low 
heels and flat lasts in oxfords and 
one-strap welt pumps. 


Statement by Latteman 


“Business is quiet at present,” said 
Justus Latteman of the John J. Lat- 
teman Shoe Manufacturing Company. 
“The retail merchants are waiting to 
dispose of some of the stock they have 
on hand before ordering more. There 
is little new in the way of style de- 
velopment. We have sold some spring 
shoes, but the styles have been con- 
fined largely to strapped models and 
oxfords. If the present drive for 
lower prices for women’s shoes con- 


tinues it probably will influence the 
trade toward Cuban heels, which can 
be supplied more cheaply than the 
French and Spanish heels.” 


Black and White, Says Miller 


Numbers that are moving well at 
the I. Miller & Sons, Inc., factory are 
metal brocaded evening sandals and 
gored shoes. In the latter the favored 
type are two-inch Spanish heels with 
the modified French toe and Louis 
heel with pointed toe. These shoes 
come mostly in black patent and 
satin. One-strap center buckles also 
are selling well for January delivery. 
The goring shoes are going well in 
New York City, it is said. The Miller 
organization is anticipating a big 
sport season for spring, with black 
and white combinations strong. 


Wage Scale Negotiations 


Negotiations on a new wage scale 
in Brooklyn are still in progress, with 
the most amicable relations existing 
between the union and the manufac- 
turers, according to Ray Morse, pres- 
ident of the Shoe Manufacturers’ 
Board of Trade. Negotiations in the 
third week in November had not 
reached a point where any predic- 
tions concerning their outcome could 
be made. Pending the settlement of 
the new scale the manufacturers have 
posted notices in their factories to 
the effect that the old scale, which 
expired Nov. 1 would be in force un- 
til the new scale is decided upon and 
ratified. 


BROCKTON 


Boots for Early Spring 


NOTICEABLE 
Brockton manufacturers say, 
of the spring orders which 

are being received for men’s foot- 
wear is the prevalence of high cuts. 
Oxfords are not yet making so exten- 
sive a showing in the spring orders 
as in former years. This is a reac- 
tion from the great demand for men’s 





feature, '§ heavy oxfords which has been in evi- 


dence during the past few months and 
which is continuing right up to the 
cold weather period of the present 
season. No doubt there will be plenty 
of oxfords sold next year. Just at 
present, however, orders for early de- 
liveries indicate a desire on the part 
of merchants for men’s high-cut 
shoes. 













| Where toBuy 


| Engraving and Printing 
— 














COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











“= UNIVERSITY =, 
Ecrronte EOuKD ef 





Exasx St Boater 
71 Bente St Brocktor, 

















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for 7 of 
our Special Printing Service 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone 4960-4962 











1000 Sales Letters 
All ready to mail 
3c Each 


F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 














Where to Buy 


Children’s Shoes 














Ready to Ship 
Infants’, Children’s, 
| A 
CONSOLIDATED 
SHOE CO. 


Lancaster, Pa. 











IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 


and 
Popular Priced Stitch- 
downs, sizes5to2 - 
SAMPLES Sent Prepaid 


ROCHESTER, N.Y. 
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Where to Buy 


Shoe Ornaments 














SHOE ORNAMENTS 


For Particular People 
Beaded Buckles 
Straps—Rhinestone Ornaments 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 








RHINESTONE SHOE BUTTONS 


IN BIGGEST DEMAND NOW 
Can be attached by machine. 
Write for samples. 
NOYES MFG. CO. 
Manufacturers of Buckles and 
Shoe Ornaments in Large Variet 
63 Fulton St. New York, ° 











’ SHOE BUCKLES 


DETACHABLE STRAPS 


thine SHOE BEADING 
seaoeo #METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 


ee ee eee BROOKLYN.N.Y 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES, 


PROVIDENCE - - = R. I. 


aval 












M. B. MARTINE, Inc. 


\A Show Room—130 W. 42nd Street 
Office—148-152 Duane Street 
NEW YORK, N. Y. 
SHOE BUCKLES, STRAPS AND 


EVERYTHING IN SHOE OR- 
iON, INCLU DING 
EADING 

















PARISIAN BEADING WORKS CO. 
WALNUT STS., PHILADELPHIA 








Shoe Rasu Shoe Cleaner. 


oe Ribbon 


Send for yh To-Day_ 
$3 W.E.ELLIS COMP, 


HAVERHILL . MASS. 
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Will Increase Shoe Output 


The Bridgewater Workers’ Co- 
operative Association, manufacturing 
shoes in the neighboring - town of 
Bridgewater, Mass., is planning to 
occupy the entire building in which its 
factory plant is located and to sub- 
stantially increase its output. Addi- 
tional machinery is being installed. 
When the spring business is fairly 
under way about 600 pairs will be 
the daily production. 


To Manufacture Wearing 
Apparel 


The A. W. D. Corp., located in the 
neighboring town of Rockland, Mass., 
has been formed, with a capital of 
$10,000, to manufacture wearing ap- 
parel. The incorporators are: Al- 
fred W. and Alfred F. Donovan of 
Rockland and Ernest A. Hale of 
Brookline. The new concern is to be 
located in Rockland and will be con- 
ducted by Alfred F. Donovan. The 
shoe trade will be interested in the 
news of this corporation, inasmuch as 
Alfred W. Donovan is president of E. 
T. Wright & Co., Inc., Rockland, 
manufacturers of “Just Wright” 
shoes for men. 
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Sample Rooms Opened 


Poole & Johnston, Inc., manufac- 
turers of men’s welts in this city, now 
have office and sample rooms at 78 
Lincoln Street, Boston; 433 Mar- 
bridge Building, New York City, and 
407 Security Building, Chicago. 


Increased Shoe Shipments 


Shoe shipments, from Brockton for 
the past week were 9922 cases, as 
compared with 5802 cases for the cor- 
responding week of a year ago. Total 
shipments for the year to date are 
512,613 cases. 


An “Anatomik” Catalog 


Appreciating the demand from 
merchants for shoes which properly 
support the body and also correct foot 
faults, Field & Flint Co. have got 
out a catalog, illustrating several 
styles of men’s, boys’ and little men’s 
“Anatomik” shoes carried in stock at 
the factory. This is a new proposi- 
tion for this concern and one which 
is in line for important developments. 
The catalog illustrates several styles 
in black and tan bals, oxfords and 
bluchers. There is shown also a bird’s- 
eye view of Field & Flint Co.’s fac- 
tory at Montello Station, Brockton, 
where “Anatomik” shoes are made. 


HAVERHILL 


Expect Buying in December 


On Plainer Types of Footwear 
for 1922 


AVERHILL manufacturers 
are expecting a considerable 
amount of buying on the 

part of wholesale and retail shoe 
merchants early in December. Advice 
from salesmen and customers in va- 
rious cities are to the effect that 
stocks ars badly broken, that bargain 
sales have closed out many “left- 
overs,” and that the time is close at 
hand when fresh stocks must be ob- 
tained. Haverhill manufacturers look 
for a duplication of buying conditions 
of last year, when after a long pe- 
riod of inactivity factories were 
pushed to the limit on production for 
Spring and Easter deliveries. Style 
features are not yet fully developed 
but are expected by manufacturers to 
tend towards plainer types of foot- 
wear for 1922. This tendency, they 
believe, would be in the interests of 
merchants as well as manufacturers. 
It would enable factories to get: work 
out quickly, thus making prompt de- 
liveries of goods which will be 
wanted for oy Spring sales. 


A Big White Season 


Trade indications are to the effect 


‘ that women’s white shoes will be in 


big demand in 1922 and that begin- 
ning early the coming year local fac- 
tories will be receiving orders from 
‘merchants for this class of footwear. 
Haverhill is an important center for 
the production of white shoes in 
turns, welts and McKays. During 
the past two or three years the de- 
mand for white footwear has shown 
a steady increase, and it is expected 
that next year this growth will con- 
tinue. At present the principal call 
is for the cheaper grades. Later, 
however, a demand for the better 
class of white goods will undoubtedly 
develop throughout the country, in 
the opinion of the local trade. 


Labor Price Settlement 


‘More than 40 concerns, members of 
the Haverhill Shoe Manufacturers’ 
Association, are negotiating with va- 
rious Unions regarding adjustments 
of prices in the various departments 
of factory work. It is the unanimous 
sentiment of Haverhill shoe manufac- 
turers that an immediate settlement 
must be reached regarding prices 
paid to shoe workers so that orders 
can be taken for the coming season 
and competition be met on lines of 
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footwear produced in Haverhill. . Ef- 
forts are being continued with the 
idea of coming to definite conclusions 
as quickly as possible in the interests 
of both manufacturers and_ shoe 
workers throughout Haverhill. 


A Change In Name 


The Malbon Shoe Company, manu- 
facturers of women’s footwear, with 
factory on Essex Street, is to be suc- 
ceeded by a new corporation entitled 
Atwood & Gardner, Inc. The mem- 
bers are the same as those now oper- 
ating the Malbon Shoe Company. 
The change is made for the purpose 
of identifying the owners with the 
business and in the interest of cus- 
tomers in general. 
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Patent Applied For 


John E. McNamara, manufacturer 
of ballet slippers, has applied for a 
patent on a hard toe which he utilizes 
in this footwear, which according to 
specifications is incapable of soften- 
ing or breaking. Mr. McNamara is 
specializing on these hard toe ballet 
slippers, carrying them in stock at 
the factory in all colors. 


New Incorporation 


The Oriental Slipper Company, 
manufacturers of women’s footwear, 
has been incorporated with a capital 
of $50,000. The. incorporators are: 
John Kozlouski, John E. McNamara 
and Felix M. Cormier, all of Haver. 
hill. 








Finders’ Preliminary Meeting 


The National Leather & Shoe Find- 
ers Association at its convention in 
June of this year, at Kansas City, 
voted to hold its convention in 1922 
in Boston, and having decided upon 
the dates, July 17, 18, 19 and 20, 
1922, it becomes necessary to make 
arrangements for the care of the con- 
vention—to extend to the members a 
cordial and hearty welcome on their 
arrival and to pay them every atten- 
tion and courtesy while here. In or- 
der that this work may be carried out 
systematically there will be a meet- 
ing of all of the leading interests in 
the trade at the rooms of the New 
England Shoe & Leather Association, 
166 Essex Street, on November 21, 
at 2 P. M., to appoint a committee 
to formulate plans and carry out the 
works. 


A Joint Conference 


A committee of the National Shoe 
Manufacturers’ Association and offi- 


cials of the United Shoe Machinery 
Corporation were in conference in 
Boston on the afternoon of Novem- 
ber 15. Many problems were dis- 
cussed and a further meeting will be 
held in the near future. 


Sales Improvement Reported 


Harry Miller, of Rice & Hutchins, 
Ine., South Braintree factory, well 
known to the trade and also known 
to be very conservative in his judg- 
ment of the market, has reported a 
decided improvement in sales with a 
large proportion of staples. 


Howard Returns from Cuba 


Richard Howard, Export Represen- 
tative of Rice & Hutchins, Inc., who 
makes his headquarters at the New 
York Export Office, has just returned 
from Havana, where he has repre- 
sented the company for several 
months. 








Change of Store Managers 


Two changes of management have 
taken place in shoe stores or depart- 
ments within the last few weeks. 
Nelson E. Clark, for several years 
manager of the shoe department in 
Maurice L. Rothschild’s Palace Cloth- 
ing House, has bought an interest in 
the firm of Broadhurst & Young, 
retailers, of Denver. The firm name 
will be Broadhurst & Clark. He is 
succeeded in the Rothschild depart- 
ment by C. V. Knight, his former 
assistant, who has been connected 
with the department for seven years. 

Mr. F. L. Barber, for seventeen 
months manager of the Queen Quality 
Shoe Store in E. E. Atkinson’s, left 


last week to take a position with 
Getty Scott, Ltd., of Galt, Ontario, 
manufacturers of high grade women’s, 
children’s and misses’ shoes. He will 
travel the western Ontario territory. 
R. W. Lofgren, who has been with 
the Thomas G. Plant Company for 
two years since coming out of the 
service, is named as the new man- 
ager. Mr. Lofgren has recently been 
connected with Queen Quality stores 
in Cleveland, Pittsburgh and St. 
Louis. 

P. O. Franzen, manager of the 
local Dr. A. Reed Shoe Store here, 
has recently added Mr. J. Stevenson, 
formerly with the L. S. Donaldson 
shoe department, to his staff. 








Where to Buy 


Ballet Slippers 




















HARD TOE BALLETS 


In stock. All colors. All sizes. Latest and best. 
Outwears six pairs other makes. 
$2.50 Black Kid 
Black: lt ballets soft and semi-hard toe. ats 
75, $1. and $1.50 grades. Misses’ 5c. less. 
Childs 5c. — than misses. All sizes. In Stock. 


JOHN E. McNAMARA, Haverhill, Mass. 











JENCH MADE 
BALLETS 





"We" SUMNER SMITH 











Ballet Slippers 


IN STOCK 
No. 1296, Black Ballet, ay $1.98; é 
ge &. a 2-7, $1.50 
No. 1233, Ballet, vi. 6a; 
Thee '§ 3165: 2-7, $1.75 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 















GYMNASIUM SHOES 


Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.80 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 

Philadelphia, Pa. 














Where to Buy 


Miscellaneous 




















“SILVERITE” 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool In- 
sole—"A Service Trade Builder.” Send for 
our complete catalog of Shoe Findings. 
TheSilverite Co., Mfrs.,81 High St., Boston 












Manufacturer—Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you wil] find correct in every way. 
LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 



















‘ 


Perfection Pneumatic. 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
. Boston, Mass., U.S. A. 
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Two s, 
Sandals, Button Boots 


and many other styles comprise 
the line of Community Quality 
Stitchdowns. And they're just 
the kind that please parents who 
want to teach the kiddies how 
to find real style. Of course, 
the other essential— 
long wear—is a big 
Community feature. 


Try out a few Commun- 
ity nurnbers in your 
children’s shoe depart- 
ment. 


This is a humdinger— 
A Real Waterproof Shoe 
for School Wear 


—but you should see the 
rest of the line. 


Storm Blucher—Chocolate Elk uppers, solid oak 
outsole, waterproof slipsolee A REPAIRABLE 


STITCHDOWN. 


Sizes oii ce cccees $1.98 The two larger runs have 
11%-2... 2... .$2.40 outside heels. 


Note:—If they bear the trade-mark bottom stamp, we 
repair them for your customers at cost. 


The Community Shoe Co., Inc. 
351 Classon Avenue Brooklyn, N. Y. 

















“CLIFTON” 


(SPECIAL) 


Shoe Covering Paper 


For covering white and deli- 
cately colored shoe material this 
paper is unsurpassed. 


Time, trouble, and expense are 
saved, as many shoe manufac- 
turers know, who see shoes reach 
the packing room in perfect con- 
dition. 


By special manufacture it. is 
made pliable, and so firm it 
holds the stitch... Wherever you 
are we can serve you. Samples 


and prices on request. 


CLIFTON MFG. CoO. 
BROOKSIDE AVE., JAMAICA PLAIN 


BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 


BACKING AND STAY CLOTHS 


REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand 
of heel and edge enamel. 
Your customers like it because 
It is easily applied—a brush with 
every bottle. 


It clings evenly to the surface—it 
does not rub off. 


It keeps their shoes looking trim 

and new and stylish. 
Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
gray, champagne and Havana brown. 
For sale by shoe findings jobbers. 
Make sure of a prompt delivery: or- 
der some Repco today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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“LADY AUBURN” Comfort Shoes 


Made of fine quality kid leather. Fine — | 
plump weight hand turned soles. Cat’s | (, 
Paw, jar absorbing rubber heels. Leather | 
cushion insoles. 














Overweight Drill Lining 
Leather Trimmed Throughout 


Soles especially treated for flexibility. 











No, 100-W. Plain Toe, Black Kid 
Polish, 12/8 Cat’s Paw Rubber Heel, 
Widths © and D, Price $3.35. 





No. 101-W. Same as above with 
Tip Toe. ° 





Business Builders 
of Character 


No. 102-W. Biack Kid High Cut 
9-inch Dress Shoes, 12/8 Cut’s Paw 
Rubber Heel, Widths C and E, Price 
$3.85. 











No. 103-W. Same as above, Brown 
Kid, Price $4.35. 


No. 104-W. Oversize Fat Ankle 
Lace, 10/8 Cat’s Paw Rubber Heel, 
oaeee, Wide Ball, Widths EEE, Price 


SS rn — aay 





No, 105-W. Short Vamp Oxford, 

ia I N S T O C K Cat’s Paw Rubber Heel, Plain Toe, 

. gars Widths D and B, Price 

Juliet, 078 Cat's Paw Rubhey Heel Ready to Ship ‘“ 


Widths E and EE, Price $2.75. 





106-W. Same as above, only 
Heel and Tip Toe. 








No. 
10/8 
The development of the “LADY AUBURN LINE” of comfort shoes is the result of a 
thorough study of trade requirements. Designed especially to meet the constant demand 
for comfort shoes of quality. We have gotten together one of the highest grade popular 
lines, and from years of experience find they satisfy the most critical as to style, quality, 
durability and comfort. 

Carried on the floor in all styles for immediate shipment. Don’t fail to order a case of 
each style today. Start increasing your sales with this profit-making, high-grade comfort 
line of “LADY AUBURN SHOES.” 


Terms: 5% 10 days F. O. B. Chicago 


33 so. weLts st. WEIN SHOE CO.  caicaco, m1. 



























BOO AND SHOE RECORDER November 26, 1921 




















sTANWORTH——+ 
THE ENLARGED‘ 


4 8 STANDARDIZ EDS 





O successful were the original 3 

Stanworth styles that we are glad 

to add one more shoe and four oxfords. 

It isnow a you man’s as well asa Staple 

line. As such it is of double value to 
every store. 





The Stanworth line is distinctly In 
a Class By Itself. 


No. 1—Russia Calf Blucher, Round toe, A to E. 
No. 2—Russia Calf Bal., Medium toe, AA to E. 
No. 3—Russia Calf Bal., English Last, AA to D. 
No. 4—Black Calf Blucher, Round toe, A to E. 


IN CASE LOTS $ 4.60 2% 10—NET 30 


FOR SHOES 
All Shoes In Stock Now 


Oak Outsoles—lInsoles—Counters—Boxes 























sTANWORTH 


MARION, INDIANA 
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‘DSTYLES IN STOCK 











sTANWORTH 
STANWORTH LINE 


IGH grade materials over stylish 

and fine fitting lasts. More sales 
and better satisfied customers for you. 
Our stock (all the required sizes and 
widths) helps you get quick turn- 
over and quick profits, on a small 
investment. 











Send us your order, if the shoes do 
not please you ship them all right back. 


No. 5X—Russia Calf, Blucher Oxford, Round toe; C to E. 
No. 6X—Russia Calf Oxford, Medium toe, B to D. 

No. 7X—Russia Calf Oxford, Frenchy toe, A to D. 

No. 8X—Black Calf Oxford, Frenchy toe, A to D. 


IN CASE LOTS $4.50 2% 10—NET 30 


FOR OXFORDS 
Advance Orders Now Accepted for Oxfords In Stock Feb. 1st 


Oak Outsoles—Insoles—Counters—Boxes 























sTANWORTH 


MARION, INDIANA , 
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ar Departmen 
AUCTION — AUCTION 


At Boston, Dee. 12th. 


At San Antonio, Dee. 12th. 


The War Department offers for sale by public auction considerable 


quantities of materials of the nature described in this advertisement. 


The 


sale in each place where the auctions are to be held will begin promptly at 
10 o’clock. When merchandise to be sold is stored in a city other than that 
in which the sale is held wherever possible samples of said merchandise will 
be at the place of auction for inspection. 


: Clothing & Equipage to Be Sold at 
Auction in Boston, December 12. 


4,207 Pr. New O. D. Leggins. 


Textiles to Be Sold at Auction in 
Brooklyn, December 15. 
9,630 Yds. Albert Twill, Black, 32”, 


74 x 80, 4.30 oz. 
23,144 Yds. Bleached Braid, 5%”. 


148,500 Yds. Braid, unbleached, 
yy”. 

37,000 Yds. Braid, unbleached, 
7/16”. ; 

a Yds. Braid, unbleached, 


12,533 Yds. Jerkin Lining, O. D. 
Cotton Warp, Wool Filled. 34 
oz. 54 to 58 in. shrunk. 

1,064 Yds. Jerkin Lining, Oxford 
Grey. Shrunk, Cotton Warp, 


Wool Filled. Velour Finish. 
26 to 28 oz. 53 to 56 in. 
530 Yds. Jerkin Lining. Oxford 


Grey. Shrunk, Cotton Warp, 
Wool Filled. Velour Finish. 
26 to 28 oz. 53 to 56”. 

16,139 Yds. Jerkin Lining, O. D. 
Shrunk, Cotton Warp, Wool 
Filled. 28 to 31”. 13 oz. 

8,125 Yds. Jerkin Lining, Olive 
Drab, Cotton Warp, Wool Filled. 

to 28 oz. 56 to 58”. 

5,011 Yds. Sateen, Slate, 32”. 4.00 
syd. 94 x 94. 

4,538 Yds. Sateen, iaaens 32”, 4.20 
oz. 96 x 120. 


Textiles to Be Sold at Auction in 
Brooklyn, December 15 


2,536 Yds. Sateen, Black, 32”. 5.30 
Oz. 72 x 120. 

240,000 Yds. of Tape. Various 
widths, bleached and unbleached. 


Clothing & Equipage to Be Sold at 
Auction in San Antonio December 
12. 


35,000 Barrack Bags, Recld. 

986 Pr. Rubber Boots, Recld. 

315 are hip length; 671 knee 
length. 5 

1,800 Pr. Fencing Gloves, Recld. 

934 Fencing Masks, Recld. 

266 Pr. Horsehide Gloves, Recld. 

87,115 Jersey Knit Gloves, New. 

3,702 Haversacks, Recld. 

161 Leather Jerkins, Recld. 

1,686 Canvas Leggins, Mounted, 
Recld. 

1,204 Pr. 
Recld. 

21,304 Ponchos, Recld. 

105,341 Pouches, First-Aid Packet, 
for small articles, Recld. 

10,542 Shoes, Recld. These are 
field welts with and without hobs, 
marching, russet, Service and 
Garrison shoes. 

3,095 Assorted Slickers, Recld. 

13,357 Cotton Stockings, Recld. 

28,099 Light Weight Wool Stock- 
ings, Recld. 


Canvas Leggins, Foot, 


Clothing & Equipage to Be Sold at 
Auction in San Antonio December 
12. 


19,266 Heavy Wool Stockings, 
Recld. 


498 Straps for Blanket Roll Sets, 
Recld. 


9,241 Whistles, Siren, Thunderer 
& Knight, Recld 


Textiles to Be Sold at Auction in 
Boston, December 12 


34,052 Yds. Denim, White Back, 
28”, Seconds and Shorts. 2.20; 


2.35; 2.40. 
373,385 Yds. Duck, pee, Tent, 
live Drab. 33”, 8 o 


146,927 Yds. Duck, all No. 9, 


40,543 Yds. Duck, Grey, Flat Single 
Filling, 40”, 9 o 
39,357. Yds. Duck, Tent, Grey, 


3014i", 12.4 oz. Blue Line, Raw 
Selvage. 
377,163 Yds. Duck, Tent, Grey, 


30%”, No. 8, Raw Selvage. 
Duck, Tent, Grey, 
30%”, No. 8, Raw Selvage. 

Duck, Tent, Grey, 
30%4\”, No. 4. 


66,404 Yds. Duck, Tent, Grey, 34”, 
o. 8, Blue Line. 
4,095 Yds. Duck, Tent, Grey, 34”, 
No. 8, Raw Selvage. 
21,405 Yds. Duck, Shelter Tent, 
D., 33”, 8 oz. 


Catalogues containing a full list of all the merchandise to be sold with 
information where it is stored, as well as any other particulars regarding 
each of the sales, may be had upon request, without charge, by applying to 


SURPLUS PROPERTY OFFICER _. 


at any of the following addresses: 


Army Supply Base 
Boston, Mass. 


Ist.Ave. and 59th St. 
Brooklyn, New York 


Army Supply Base 
San Antonio, Tex. 
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“KCurplus Stocks 


AUCTION — AUCTION 
At Brooklyn, Dee. loth. 





Merchants, both wholesale and retail, brokers, commission men, inves- 


tors, should make it a point to be present at those auction sales. 
tunity presented herein is unusual. 
first-class condition and staple. 


The oppor- 


‘Much of the merchandise is new, in 
Many lots are reclaimed and much of the 


reclaimed merchandise is serviceable in every way. The goods will be of- 


fered in lots to suit attending bidders. 


“where is.” 


Leather & Harness to Be Sold at 
Auction in Brooklyn, December 15. 


Stored at Brooklyn. 


5,430 Nose Bags, Com’l, New. 
20 Saddle Bags, New. 


1,816 Head Stalls, Com’l. Halter. 
1169 are new, 647 unserviceable. 


7,714 Lariats, Model 1912, New. 
138 Panniers, Troop, New. 


There are other small lots of 
Bridles, Saddles, Lines, Collars, 
Horse Blankets, etc., stored at dif- 
ferent points, which will be offered 
at this sale. 


Clothing: & Equipage to Be Sold at 
Auction in Brooklyn, December 15. 
Stored at Brooklyn. 
80.904 Burlap Bags, New, 27 x 40”. 
Slightly shopworn. 

24,984 Barrack Bags, Used. 

7,420 Belts, Waist, Used. 

157 Pr. New Felt Boots. 

1,000 Canvas Folding Buckets, 
New. 

48,325 Leggins, Spiral, Woolen, 
Used. 

4,558 Canvas Foot Leggins, New. 

1,499 Ponchos, Rubber and Oilskin, 
Used. 
6 Slickers, Black, New. 


Clothing & Equipage to Be Sold at 
Auction in Brooklyn, December 15. 


Stored at Port Newark, N.’J. 
25,469 Barrack Bags, Used. 
2,600 Motoring Caps, Ear Flaps, 
New. 
12,974 Belts, Waist, Used. 
1,080 Pr. Canvas Leggins, Cuff, 


New 
5,381 "hott. Canvas, New. 
6,724 Pr. Leggins, Foot Canvas, 
Seconds. 
609 Pr. Shoes, Com’l., Tan, New. 
4,284 Pr. Russet Shoes, Used. 
360 Pr. Shoes, Com’l., Tan, New. 
1,323 Leggins, Leather, New. 


Stored at Ft. Totten, N. Y. 


962 Pr. White Dress Gloves, New. 
3738 Pr. Leggins, Canvas, Foot, 


Beat at Raritan Arsenal, N. J. 
1,097 Pr. Shoes, Heavy, Field, 
Metallic Fastened, Assorted 
Sizes, New. 
Stored at Carlisle Barracks, Pa. 
600 Ration Bags, New. 
Stored at Aberdeen Proving 
Grounds, Md. 
340, Se saan Com’l. Wool, 4-lb., 


6,592 Pr. Canton Flannel Gloves, 
Leather Palm, New. 
350 Pr. Leggins, Oilcloth, New. 


All merchandise will be Sold “as is,” 


Stored at Camp Meade, Md. 


1,409 Ration Bags, New. 
18,830 Pr. Jersey. Knit Gloves, 
New. 


Stored Edgewood Arsenal, Md. 


150 Rubber Coats, Black, New. 
1128 Slickers and Raincoats, As- 
sorted, New. 


Stored Ft. Howard, Md. 


i435 .Pr. 
New. 


Canvas Leggins, Foot, 


Stored at Camp Eustis, Va. 


4,210 Leggins, Foot, Canvas, New. 
450 Ration Bags, Used. 


There are a number of items simi- 
lar to the foregoing in smaller lots, 
which are stored at places within 
the area of the Brooklyn zone, that 
are not listed in this advertisement. 
Full and complete information con- 
cerning these lots will be found in 
the bulletin, which may be had 
upon application to the Surplus 
Property Officer, 1st Ave. and s5oth 
St., Brooklyn, N. Y. 


Catalogues containing a full list of all the merchandise to be sold with 
information where it is stored, as well as any other particulars regarding 
each of the sales, may be had upon request, without charge, by applying to 


SURPLUS PROPERTY OFFICER 


Army Supply Base 
Boston, Mass. 


at any of the following addresses: 


Ist Ave. and 59th St. 
Brooklyn, New York 


Army Supply Base 
San Antonio, Tex. 
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FABRIC 


IN_ STYLE IN STOCK 


NOVELTIES 





























B-730—White Satin Turn Opera 
Pump, a full Louis heel, A to 
dD 2% 8 $3.50 


eee eee ee 


B-700—Black Satin Turn One 
Strap, Black silk finished buttons, 
Beaded vamp ornament, 16/8 half 

$3.35 


LXV heel, A to D........ B-740—Black Satin Turn Opera 


> 16/8 full Louis heel, s 
B-705—As above except with * We tO B.e-sereeeeeee 83 0 
Baby LXV heel ....ccces $3.35 


B-1110—Black Satin Turn One 
Strap, Rhinestone buttons, sas 
half LXV heel, A to D.. . BB. 
B-1145—As above except “4 
Baby LXV heel .. 83.25 
Terms—2% 10 Day Sy ‘Net 30 
Minimum orders 1 dozen 
pairs. 


ANNAHSON 
SHOE CO. 





B-750—Black Velvet Turn One 








Strap, Rhinestone pees, 16/8 P eet hone ee rend gtsen. 
f ul guxv heel, A, B, C, D. 2 earl buttons panish Junior 
a gual redial: ea.nb HAVERHILL, MASS. heel, B, C, D. 2% to 8..83.50 


A CORRECTION 


THESE TWO ARNOLD GLOVE-GRIP SHOES WERE IM- 
PROPERLY DESCRIBED AND PRICED IN PRECEDING 
ADVERTISEMENT PUBLISHED IN NOVEMBER 12TH 
RECORDER. 














Model 802—The Radcliffe. Ladies’ 8% inch 
boot. Medium shade tan calf, Perforated tip, with 
center punch, perforated Vamp and Byelet Row. 
12/8 half rubber heel. Sizes: AAA, 5-9; AA-A, 
49; B. 3-9; C-D, 2%-8. Price .......... $7. 25 
Model 807—The Vassar. Ladies’ 8% inch boot. 
Tobasco Brown Kid. Imitation Straight Tip. 15/8 
Cuban heel. Sizes: AAA, 5-9; AA-A, 4-9; B, 3-9: 
Ce Bes PUD co bcccescectescacscccens $8.25 
Model 467—The Panama. Whole Quarter Bluch- 
er. Glazed Kangaroo. P/,, Half Rubber Heel. 
Sizes: AA-A, 7-11; B, 6-11; C, D, B, 611. Price, 
$7. 15 
















Model 466—tThe Panama. College Oxford. Glaz- 
ed Kangaroo. Half Rubber Heel. Sizes: AA-A, 
7-11; B, 6-11; C, D, B, 5-11. Price ...... $6.70 











PREVIOUSLY 
ADVERTISED AS 466 


PREVIOUSLY 
ADVERTISED AS 807 : ; 
SHOULD HAVE BEEN DEs- SHOULD HAVE BEEN DES- 


CRIBED AS 802 CRIBED AS 467 


M. N. ARNOLD SHOE COMPANY 


North Abington, Mass. 
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JohnsonBros. 
lules Se faring 





A clean merchandising line of good looking, well 
made shoes for women—built over lasts that fit 
perfectly—a characteristic feature of Johnson 
Bros’. shoes. 











Style 446 
Last 120 


Patent Blucher Oxford Perforated, 
carrying an 11/8 heel. 


Style 445 
Last 121 


Russia Calf Oxford, Imitation Ball 
Strap and Tip—on our new last 
that carries a 7/8 heel. 












Look This 


Salesmen are on their ‘ 
Line Over! 


territories. Style 301 


Last 121 

















Brown Kid 8-inch Lace Boot on 
our new 121 Last. Perforated and 
punched as indicated. The heel is 
7/8. A superb all around dress or 
walking boot. 


J OHNSON BROS. 


HAL OE MFG CO. 
MAINE 


Made Jn The Pine Tree late ~ 


PAVUSASVSSSSSRSSSSBSSsBssSsSssSsssPsss sss 
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Keep the Man Going 


Who Keeps 
Industry Going 


What oil is to the machine, 
health is to the worker. The 
efficiency of both is essential 
to good business. 


An average of 2% years of 
productivity would be added 
to the life of every indivi- 
dual who reaches the age of 
17, if there were no fatal 
cases of tuberculosis. The 
economic loss to America 
due to tuberculosis is more 


than $500,000,000 annually. 


It is your responsibility to 
combat this human and 
economic waste. 


Do it with Christmas Seals. 





The National, State and Local Tuberculosis 


Association of the United States 











November 26, 1921 


Price Stability Coming 


Percy E. Hart of Cammeyer’s, New York, and 
president of the New York Retail Shoe Merchants’ 
Association, expresses the belief that wide publicity 
through the newspapers would give the public the 
truth and would go a long way toward solving the 
present so-called reticence on the part of the buy- 
ing public. Mr. Hart expresses himself on the sub- 
ject of price stability as follows: 

“A great deal has been said and much has been 
written on the subject of price stability, but it re- 
mains entirely with the merchant in his daily prac- 
tice, to carry through an adequate and fair price 
marking policy; one that will enable him to steer 
clear of the rocks. 

“It is unquestionably true that competition plays 
a prominent réle in creating prices, but it is posi- 
tively not true that competition of the “cut-throat” 
type creates values which are fair to either merchant 
or consumer. Being purely artificial they cannot 
be permanent and therefore tend to defeat the efforts 
of all sane business men of to-day “to stabilize 
prices.” I am referring mainly to the retailer, who 
in a nervous state of mind, decides that his salvation 
lies in increased volume, and tries to gain this in- 
creased volume by selling his merchandise, either 
below cost, at cost, or with a margin of profit not 
sufficient to equal his overhead. It is self-evident 
that the more he sells the more he loses, therefore 
he cannot continue this policy indefinitely. He is 
temporarily blinding the eyes of ‘the consumer with 
fictitious prices, and while he continues he is hurt- 
ing not alone himself, but his fellow retailers, who 
are trying to maintain true values. 


Compare With Competing Prices 


I believe that tvery progressive retailer should 
from time to time compare his prices with those of 
his competitors. If he finds his competitor is under- 
selling him, it will do well for him to investigate. 
If the results of his investigation lead him to be- 
lieve that he has made a poor buy, then his good 
business judgment will dictate that he adjust his 
price, taking a loss if need be. On the other hand, 
if his investigation proces conclusively that he is 
competing with a “volume maniac” then he will be 
wise to ignore this merchant, who is not curing, but 
doping himself, and who will eventually succumb 
to his own treatment. 


“There is another angle to this price question, 
which I can best illustrate by citing an incident 
in my own organization. I recently made a purchase 
of a certain style shoe of which we still had a quan- 
tity on hand. Due to the lateness of the season and 
a somewhat slackened demand for this particular 
style, I was able to purchase these at a more advan- 
tageous figure than the first lot. When the merchan- 
dise arrived I fixed the selling price on the basis of 
the averaged cost and instructed by stock man to 
mark the entire style at -$12, which was a reduction 
of $2 from the former selling price. A half hour 
did not elapse before the man in charge of our sell- 
ing organization was in my office conscientiously 
objecting to this reduction, his main argument be- 
ing “that the shoe would bring $14 just as readily 
as it would $12.” 











Cee er 





APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
vEeNTiLATiIONS children’s shoes 
PATENTED complete by sending 
your order today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 










Retails, $2, $3.50 


Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 

Tuscan Calf — 

Russia Calf — 
Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





Buyers’ Easy Reference Directory 











For Manufacturers of Women’s, Misses’ and 
Children’s Shoes 





No. 10123 





No. 1425 


No. 1082 


For Samples and Prices Write to 
THE VANITY NOVELTY WORKS 


Designers and Manufacturers of Shoe Ornaments 
913 GATES AVE. BROOKLYN, N. Y. 























KID BALLETS—CAB BOUDOIRS 
SELLERS—IN STOCK 


ORDERS SHIPPED 
DAY RECEIVED 

















Our black boudoir 
with rubber heels 
is a value which Cab Boudoirs— 
should not be over- Black, Rubber Heel 


Kid Ballets— coda 1.10 
Childs 8%-11..$1.25 ‘OOmed- AW ccicincoed 1.20 
Misses’ 114%4-2.. 1.30 TER. cccccrccce 1.20 
Girls’ 2%-7.... 1.35 Dark Brown 1.20 


Terms 2% 10 days, Net 30 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS, 











“Automat” Shoe Forms 
$1.60 Pair. 5% 10 days. 


Strictly Self Adjusting. 
One form fits all display 
shoe sizes, 314 to 5, A, B 
and C widths. Fine bass 
wood—Nat. Blk. and Ma- 
hogany finish. Automatic 
fixture nickel plated. Or- 
der Model 6 for pumps and 
slippers. Model 8 for 
boots and oxfords. 


U. S. Specialty Mfg. Co. 


West Somerville, Mass. 











“DOMINO MAID” 


Chrome Upper 
Leather 
Leather Inner 


oles 
Fine Quality 
Outer Soles 
Guaranteed 
Counters 











, 


No. 1086—Patent ome, Jane 
‘m. 


Sizes Turns Turns 

4-8 Infants’ $1.20 $1.10 
8%4-11 Child’s 1.50 1.40 
11%4-2 Misses’ 1.80 1.70 


Sold in 36 pr. case lots only 
Terms—Strictly 2%—10 Days 


DOMINO SHOE CO. 


29-35 Granite St.. Haverhill, Mass. 

















OUT WITH THE OLD: 
IN WITH THE NEW 


Just as styles change so do methods. of display. 
New Snappy fixtures produce results. 

The Success Display Rack embodies Just those 
you are looking for. : 


Quality service and satisfaction guaranteed. 

$7.75 cash with order. Crated weight 26 pounds. 
90.00 per dozen. Crated weight for freight 320 pounds. 
Pay for themselves in a jiffy. 


SUCCESS SEED vee COMPANY, 
nec. 


Spokane, Washington Dept. B. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 


Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 


Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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“NOVELTIES THAT ARE NOVEL IN STYLE AND PRICE” 


Two New Ones from the Davidson In Stock Department. 


Black Velvet 
One Strap, $2.25 


Stock No. B-9 Last 73 
Hligh grade Black Velvet—Twill Lined 
14/8 Junior Louis Covered Heel 


Widths C and D. 
Sizes 212-8, $2.25 


Black Satin 
One Strap, $2.35 


Stock No. B-7 last 73 


Fine quality Black Satin—Twill Lined 
14/8 Junior Louis Covered Heel 7 


_— 


Widths C and D. 
Sizes 212-8, $2.35 




















AOOsn Za 


TERMS 1% 10 DAYS, NET 30 DAYS 


DAVIDSON SHOE MANUFACTURING CO. 





Haverhill, Massachusetts 




















MISCELLANEOUS 


Bicycle 


STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 

Send for cata- 
log giving full 
description 
and prices. 








COMPANY 
67 Randolph St, 
Chicago, II. 


THE BICYCLE 
STEP LADDER 





Every Shoe Store Needs 


a pair of 


*““MANCHESTER” 


(Trade Mark Reg. U. 8S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only _ nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“Manchester” 
Trade Mark Reg. U. S. 
Pat. Off. 
nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 

sole. 

Be sure and specify 
“MANCHESTER” 
curved jaw when or- 

dering. 
Write us direct if 
your dealer cannot 


\\ supply you. 
Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 











Chicago Branch 
823-325 W. Lake St. 





Boston, Mass. 








(Continued from page 145) 


“Francisco Doll came in from Cuba 
with a nice bunch of orders. Doll is 
not only a good business man but a 
good collector. He not only sells the 
goods but he goes out and gets the 
money for them. How many of our 
salesmen, placed in the same circum- 
stances as Doll could fill his shoes?” 





NEW SHOE STORES 
J. Cross & J. Beltzer, 149 American Ave., 
Paulding & , (Walk Over Shoe 


Stores) Palo Alto, Cal. 
Diment & Klein Clothing Co., 602 Kansas 


Ave.; Topeka, Kas., women’s foot- 
wear. 

Ecston Shoe Co., Geos Blumberg, Propri- 
etor) Tampa, 


Inger & Waks, Bwing Building, Gillespie, 
Ill., (Hosiery department). 

The Shonsbye-Beck Co., Racine, Wis. 

Epstein & Friedman, Lakewood, Ohio. 


MISCELLANEOUS 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. fo N.Y. 
Phone Tlittamerene 341 























PSESSESSESSS Shi 8g eissieeeeiiees 


We Buy for Cash 


Manufacturers’, Jobbers’ 
Retailers’ Surplus Stocks, Jobe, 
Close outs. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, 


ean a Canal 9597-9598 


Major Beahr Robbed 


Major Beahr, weil known to the 
shoe trade of Kentucky and Tennes- 
see, a stalwart Kentuckian, standing 
well over six feet in height, was the 
victim of robbers on the evening of 
November 10. But it took three men 
to relieve him of his cash. The city 
of Louisville was the scene of the 
cowardly act. 





Major Beahr, who travels Kentucky and 
Tennessee for Marion Shoe Co. 





MISCELLANEOUS 














f JADDERs 


STORE METHODS 

































storage * facilities for shelf 
stock —to make it accessible 
and convenient for clerks and 
—_ <= to handle with absolute 
insure quick service for 

/: shoal < oad trade—mstall one 
y more MYERS NOISELESS 
DgUstHiON — pings x! Taek 

st 
hand grips, rubber tires, quuinateed system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder 
szengh f for safety, convenience and 
ra ip ager neat of design attr 

easily 
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LINE WANTED 


S HOE SALESMAN—Fifteen years ex- 
perience. State of Michigan, Iowa or 
Chicago and vicinity preferred, as I am 
personally acquainted with the trade. 
Desire well known line. Am available 
after Dec. 1. Address SALESMAN, Box 
464, Burlington, lowa. 








W ANTED—Manufacturers line of shoes 
by a salesman with wide acquaint- 
ance on the Pacific Coast, who can posi- 
tively produce results. Will consider only 
a line that will build business and who 
appreciates a loyal salesman. Must have 
reasonable drawing account. Can furnish 
A-1 references. Address C-926, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED—tTwo live wires desire manu- 

facturers line of medium priced shoes 

for North East and Eastern Pennsylvania. 

Commission. Address C-932, care Boot 

. Shoe Recorder, 207 South St., Boston, 
ass. 


SMART SPECIALTY IN STOCK Side- 
line of Women’s, Misses’ or Children’s 
quality shoes, for Pennsylvania, Mary- 
land, Delaware and city of Washington, 
by experienced salesman with large estab- 
lished trade. Address C-933, care Boot & 
aoe Recorder, 207 South St., Boston, 
ass. 


ANTED—Line of Infants’, Children’s 
and Growing Girls’ and Misses’ in 
Turns, McKays or Welts for city of Chi- 
cago and vicinity. Have very wide 
acquaintance among. trade. Best of 
references. Address C-936, care Boot & 
Shoe Recorder, 189 W. Madison St., Chi- 
cago, Ill, 


POSITION WANTED 


SHOE MANUFACTURBERS and 
WHOLESALERS—My twelve years’ 
shoe experience and training as a sales 
executive and salesman is available to 
reliable concerns offering real oppor- 
tunities. Address C-935, care Boot & 
po ee Recorder, 207 South St., Boston, 
ass. 




















MISCELLANEOUS 





MISCELLANEOUS 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 

Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 


Manufacturing Co. 


2416 No. 10th St, 
ST. LOUIS, MO. 











N 


SHOE STORE 
CHAIRS 
SETTEES 









WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


wate tor THE CHICA'GO 
oa' fuse WIRE CHAIR ,CO. 


621 N. La Salle Street 
Chicago, Ill. 




















WANTED TO PURCHASE 





S HOE BUYER and MANAGER—Open for 
change Jan. 1; 12 years’ experience 

with large department stores. Will con- 

sider big proposition only where a live 
wire is needed to bring results. Best 

references. Address C-931, care Boot & 
ghee Recorder, 207 South St., Boston, 
ass. 








FOR SALE 





guaran 
a Life-time. 
Write for catalogue. 


Daynite 
Furniture Mfg. Co. 


213 Chouteau Trust 
Bldg., St. Louis, Mo. 








DMINISTRATOR’S SALE—Active braid 
factory. Small overhead, good busi- 
ress, running at a profit now. Must be 
sold to close estate. Address C-906, care 
Boot & Shoe Recorder, 207 South &t., 
Boston, Mass. 


S HOE STORDE FIXTURES FOR SALE, 
brand new, consisting of mahogany 
shelving, nickel plated stands, mahogany 
pedestals, plate glass shelves, all styles 
and sizes, foot stools, carpet, etc. Apply 
1755 Myrtle Ave., Brooklyn, N: Y. 


FoR SALE—An excellent store on -the 
busiest street in Hartford, Conn. 
Store is now occupied only partly by 
shoes ‘but could be easily fitted with very 
little expense for an exclusive shoe shop. 
Write or phone to A. C. VAN HEUSEN 
at 188 Worthington St., Springfield, Mass. 


S HOE STORE FOR SALE—Prominent 
corner on Ferry St., Newark. Low 

rent. Address K-532, care Boot & Shoe 

Recorder, 127 Duane St., New York. 

















MISCELLANEOUS 


ETAIL STORE ACCOUNTING. Books 
- opened, written up, closed. State- 
ments rendered. Income Tax Returns. 
Nomimal- fee. Only for New York City 
and Vicinity. Address K-523, care Boot 
_ Recorder, 127 Duane St., New 
ork. a ° awe — . 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
1 will pay value for your entire or surplus 


oes. 
Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


418 Broadway, New York. Tel. 9531 Canal 








ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting cons ents of general 
lines of footwear, and will also make liberal 
cash advances if necessary. 
CANTOR & WOLPERT, INC., 
‘—Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 








CASH PAID 


for shoe stores or surplus stocks of shoes or for 
other merchandise. Leases taken over. We will 
send a representative to investigate and make offer 
upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadwa '* New York City 
Phone Spring 5160-S161-5162 











Send‘‘all réplies ‘to ‘Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 











Beautiful Glass Fixtures 








Our celebrated line 
shown 
Catalog G. F. 
Large line of 


Wood Fixtures 


Ask for Oatalog ‘“‘L.’ 










Plush. 
The Hecht Fixture Co. 


Medinah Bldg., Wells & Jackson 
iCAGO 


I 
NEW YORK SHOW ROOM 
65-67 BE. 12th St., bet. Broadway & 4th Ave. 











WANTED TO PURCHASE 








We buy quick and psy highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. - 

Quantity no object. 

For 830 years our speciaity. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway 
New York City, N. Y. 


nieogh Serpten socks | FOR 
BUY ) ent CASH 


Entire Stocks 
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page per issue: 
Space 
1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
‘4 in... 20.00 16.00 14.00 





“Recorder” rates for space less than one-eighth 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 
cents. For other ‘‘Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
1 time 7times 13times 26times 52 times $1.25. Ads_under this heading will be received up to 
noon, on Friday of week preceding publication date. 


insertion. 





$3.00 $2.50 
6.00 5.00 ment for address. 
9.00 7.50 

12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 


warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


When advertisers desire replies for- 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














WAN TED—Women’s shoe salesmen with 
established trade in e following 
States: Ohio, Indiana, Michigan, Arkansas 
and Oklahoma. Will consider only men 
who have successful records in_ these 
States. Our product is a complete line of 
Women’s Welts and McKays, with good 
in stock service. Address C-876, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





EXPERIENCED side line salesman to 
sell a well advertised line of Hard 
Vulcanized Fibre Shoe Horns at a low 
price. Commission basis. Address C-882, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED SALESMAN for New England 

States, one who travels by machine 
preferred. Men’s and Women’s Welts. 
Address C-903, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





S ALESMEN WANTED at once to carry 
a specialty line of Boys’ and Little 
Gents’ McKay sewed shoes. Only such 
as have an established trade among 
large dealers need apply. Liberal com- 
mission basis. State age experience and 
references. Samples ready now. EX- 
CELSIOR SHOE & SLIPPER CO., 
Cedarburg, Wis. 


IVE WIRE SALESMEN for all leather 
line Infants’ and Children’s Square 
edge Turns, sizes 1-11. Stock proposition 
with one day service. 6% commission 
paid weekly. All territories. References 
in first letter. Address C-896, care Boot 
& Shoe Recorder, 207 South St., Boston, 
ass. 











HIGH GRADE SALESMEN 


WANTED FOR 


NEW STANWORTH LINE 


STYLES In Stock. Shoes 
at $4.60; Oxfords at $4.50. 
Good territories open. 6% 
commission paid weekly on 
salesmen’s orders and mail 


re-orders. 
See our two page adv. in 
this issue, illustrating com- 
plete line. 


In first letter tell territory 
you cover, give references 
and record of experience. 


STANWORTH SHOEMAKERS 


MARION_ IND. 


Wanted—10 
“Go Getters”’ 


There's an honest to goodness 
opportunity open for 10 real 
live never-say-die young men 
with a very well known dis- 
tributor of a famous line of pop- 
ular priced all leather shoes. 
Men with shoe selling experience 
preferred, but above all men of 
courage, faith in themselves, and 
a fighting determination to suc- 
ceed. Some very desirable terri- 
tories open in states east of the 
Mississippi River. 


Address with full particulars and 
photograph if possible. C-919, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 























XPERIENCED SALESMAN to sell on 
commission a line of Growing Girls’, 
Misses’ and Children’s Welt, Stock shoes, 
forty lines carried in stock. Territory 
open: Pittsburgh and Vicinity, also Chi- 
cago and vicinity; Cleveland and vicinity; 
also states of Missouri, Iowa and 
Nebraska. Give references and full ex- 
perience in first letter. Address C-909, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 





SALESMEN WANTED—During the next 

six weeks we will consider applica- 
tions from salesmen devoting their en- 
tire efforts to the sale of Children’s Shoes. 
We manufacture for the retail trade ex- 
clusively, a complete line of First Step 
Turns, sizes 1 to 5 and Spring Heel Turns, 
wheeled edges, sizes 4 to 8 and 8% to 11, 
at popular prices. Line is extensively 
advertised in leading trade papers. We 
pay the highest rate of commission and 
every number shown is carried IN 
ST . We have a real proposition for 
real salesmen having established shoe 
accounts. State territory desired. Ref- 
erences required. IMPERIAL CHIL- 
DREN’S 3 CORPORATION, 
Rochester, N. Y. 


WANTED—Salesmen to handle Brooklyn 
ladies’ popular priced novelty turn 
shoes. Must have established trade. Ex- 
ceptional opportunity for right parties. 
State territory and past experience. Ad- 
dress K-531. care Boot & Shoe Recorder, 
127 Duane St., New York. 





HOE SALESMEN of _ proven 
ability to sell nationally adver- 
tised line of Feit Shoes and Leather 
Comfort Slippers to dealers’ in 
North Central States. Liberal 
commission including credit on all 
re-orders. “ee age, experience, 
references. Replies confidential. 
WOBST SHOE COMPANY, Mii- 
waukee, Wis. 














WANTED—Good experienced shoe sales- 
men who have faith in own ability 
to handle line of high grade work shoes 
and hunting boots to retail trade on seven 
per cent commission basis in follo 
territories: Virginia and West Virginia, 
North Carolina, Georgia and Flori 
Texas, Oklahoma, Kansas and Nebraska, 
Ohio, and Indiana. Commission — 
first of month after shipments. 

live shoe salesmen with established Fa 
ness _ will be considered. Address C-873, 
189 West Madison St., Chicago, Ill 





ANTED SALESMEN—One man for 

Louisiana and two men for Texas, ready 
about January 1st. Misses’ and Children’s 
Stitchdowns and McKays, also Leggins, 
about 75 Samples. Must be experienced 
shoe road workers, who have been cover- 
ing territory for some years. Otherwise 
do not apply. State territory. Give home 
address for correspondence. No _ objec- 
tion to non-competitive factory line in 
connection. HAGERSTOWN SHOE & 
LEGGING CO., Hagerstown, Maryland. 





S ALESMEN WANTED — — 
specialty men wanted. 6 have 
several good territories open at this time 
for live wire shoe salesmen. Address 
C-910, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





W ANTED—Rubber Footwear Salesman 
for Boston and vicinity, to handle a 
well known and established line of rubber 
footwear, on commission, with drawing 
account; position open Jan. 1 Only 
those having sold, rubber or leather foot- 
wear in above territory will be considered. 
In applying state age and experience. 
All applications will be re ed confi- 
dential. For interview address .C-911, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 








SALESMAN WANTED 


We have desirable territory open 
for experienced salesman to sell 
a well known and representative 
line of infants’ shoes and moccasins 
as a side line on a commission 
basis. Prefer one having experi- 
ence in selling infants’ wear de- 
partments. We make better grades 
only and have an established trade 
of 17 years, catering to leading ex- 
clusive Infants’ wear and shoe de- 
partments and retail shoe trade 
throughout the country. Answer 
stating reference and experience. 
HYMAN BROS., 84 North St., 
Rochester, N. Y. 

















Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 
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right purpose, to the right wearer, in the right 
is the great problem of the retail shoe merchants. 
is to help solve it: for this is the basic problem upon which depends the progress of the entire allied 
industries relating to shoes and leather; their production and distribution. 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 


Root Newspaper Ass’n. Member of Audit Bureau of Oirculations. 


Member of the Associated Business Papers, Inc. Member of the 
Entered at the Post Office, New York, N.Y., as second clase matter. 


Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 
ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


D SHOE 


The ch 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
fitting, for the right price, at the right profit. This 
ief purpose of “Th 


e Boot and Shoe Recorder” 


Canadian, $6.00. Foreign, $10.00 














SALESMEN WANTED 


SALESMEN WANTED 








THERE NEVER WAS A 
BIGGER OPPORTUNITY FOR 
A REAL SHOE SALESMAN! 


We want immediately a number of high caliber and suc- 
cessful traveling shoe salesmen, who are not satisfied unless 
they are earning real money, to carry our high grade specialty 
line of dress shoes as a side line or on an exclusive basis. 


We are re-organizing our sales force to make sure that our. in- 


creased production will remain sold all the time. 


Our line is one of 


the best known high grade specialty lines in the country. 


Our line consists of six up-to-date lasts in tan Russia and Black Calf Skin. 
High grade construction all the way through; fine shoemaking; all styles in 
stock; wholesale price $5.35 in regular shoes and $5.25 in Oxfords; bang-up- 


to-the-minute patterns. 


This is not an opportunity for a slow 
quick, energetic and ambitious hustler who 


personal acquaintance with both large and small buyers. This 


 mesceny « type of salesman, but for a live, 


nows how to cover ground and who has a 
kind of salesman can 


earn more money selling our line of shoes than he can by handling any other line made 
in the U. S. A. Reply at once, giving references. 


Address, stating experience, etc., C 915, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 








ALESMAN for Ohio, Michigan and 
Pennsylvania, to sell the famous x 
line of Infant’s Soft Sole Shoes. Small 
snappy sample outfit. 10% commission, 
and for a real salesman, no better side 
line in this country, and very easily 
handled. Leading styles in stock, and a 
line which for more than twenty years, 
set the pace. In application, state 
length of time on the territory, and full 
particulars. F. J. FOX, manufacturer, 
Rochester, N. Y. 





ALESMEN WANTED to carry our 
lines ‘of Children’s First Step and 
Spring Heel Turn Shoes in New England 
States, N. Carolina, Va., West Va., 
Kentucky, Indiana, Ohio, Illinois, Iowa, 
Nebraska, N. & S. Dakota, ’ 
Wyoming, Idaho, Montana. We carry 
every number in stock and pay highest 
rate of commission for selling. Will only 
consider applications from salesmen hav- 
ing established trade. Apply STAUD 
SHOE CORPORATION, 183 St. Paul St., 
Rochester, N. Y. 





Te CARRY a well known line of Ladies’ 
Turn Boudoir Slippers, in all colors, kid 
and quilted satin, also ballets and gym- 
nasium slippers. In stock proposition. 
P. O. Box 76, Haverhill, Mass. 





W NTHD—Salesman to carry line of 
high grade welts on the Pacific 
Soast. Misses’. Children’s and Growing 
Girls’. Commission basis. References. 
Address C-934, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


WANTED a young man with a lot of 
pep. thorough knowledge of shoes, 
and ability to buy shoes and help in a 
general way to run a high grade shoe 
store in 7 good live town of 150,000. Must 
have $6,000 to $10.000 to buy interest in 
store, only one having money to invest 
need apply. All correspondence strictly 
confidential. Address C-925, care Boot & 
— Recorder, 207 South St., Boston, 
ass. 





WANTED—Shoe Salesmen with estab- 
lished trade to carry an in stock line 
of infants’ and children’s cushion sole 
turns, also Women’s comforts. 6 % com- 
mission. Can be carried as a side line. 
Will advertise this line all over the 
United States. Dr. Kellogg Cushion Sole 
Shoe Co. Address C-929, care Boot & 
H+ vac Recorder, 207 South St., Boston, 
ass. 





ANTED—Live resident salesman for 
Chicago. Factory making medium 
and fine line of Men’s and Women’s shoes. 
Liberal amount of stock carried. Strictly 
commission basis. Address C-930. care 
Root & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Shoe Salesmen. Middle West, 
New England and Southern terri- 
tories calling on exclusive retailers and 
best Denartment Stores, to carry side line 
easy-selling, attractive Comfort Slippers 
on commission. Nifty and new. Big 
duplicators. Address with reference, 
“Manufacturers,” care of Boot and Shoe 
Recorder, 127 Duane St., New York. 


PUBLISHED WEEKLY IN THB INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
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PUBLISHER’S NOTICD 

SUBSCRIPTION—The subscription price of the 

Boot and Shoe Recorder is $5. a year in 
which includes postage in the 
nited tes, Cuba, Hawaiian Islands, 

Philippine Islands and Mexico. The ice 
for Canada is $6.00 a year ‘including post- 
age. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RA rd of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 


advance, 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON OFFICB: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West_ Madison St. 
Telephone Main 1089. B. C. Bowen, Mapn- 
ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICB: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bidg. H. M, Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New Y' 
Representative. Telephone Stone 6314. 

LYNN OFFICB: Fred A. Gannon. 

MILWAUKED OFFICE: Leonard S. Meyer, 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. - 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John ©. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W., 1. England. 

AUSTRALIAN OFFICE: 430 Lit. Collins S8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICB: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGDPNTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
Genera] Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

ar = Mr. H. Gomez, Corrales, 2A Havana, 
‘uba. 

JAPANESE OFFICE: 
Wagen, Manager. 
SPAIN: Gerente, Leoncio de Miguel, 

Librero Editor, 20 Fuencarral, Madrid. 


Yokohama. J. F. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 
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Marshall, C. S., Co., Brockton, Mass...... 37 
Marston & Tapley Co., Danvers, Mass... .152 
Martin, A. H., Co., Rochester, N. Y...... 153 
Miller, I., & Sons, Inc., Brooklyn, N. Y. 9, 26 
Mitchell-Caunt Shoe Co., Lynn, Mass...... 66 


i eee Shoe Mfg. Co., Brockport, 
Morse & Burt Co., Brooklyn, N. ¥....26, 
Murphy, Gorman & Waterhouse, Lynn, 


BEE, kc docccccseccecenedescocesseoeees 17 
Nettleton, A. E., Syracuse, N. Y.......... 151 
Newcomb-Anderson Shoe Co., Rochester. .153 
Nu Baby Shoe Co., East Lynn, Mass. soseell 
Olenick, I., New York City............ ..169 
Packard, M. A., Co., Brockton, Mass...... 151 
Parisian Shoe Co., Brooklyn, N. Y........ 26 
Parker, Holmes Co., Boston.............- 1 
Pearlman, Victor L., Shoe Co., Chicago. ..102 
Perfect Shoe Co., Brooklyn, N. Y........ 26 
Phillips-Cram Corp., Haverhill, Mass....149 
Pincus & Tobias. Brooklyn, N. Y.......... 26 
Plant Bros. & Co., Manchester, N. H..... 4 
Poole & Johnston, Brockton, Mass........ 146 
Posner, Dr. A., Shoes, Inc., New York 

WE 6psPbeecicocsvecdacacetenesaees 13, 26 


Ramsey, E. J., Co., Brooklyn, N. Y........ 15 
Red Wing Shoe Co., Red Wing, Minn 
Reece Shoe Co 
Regal Shoe Co., Boston 

Rice & Hutchins, Inc., Boston.. 







Rich Shoe Co., Milwaukee, Wis re 
Richards & Brennan Co............--+++: 144 
—— Johnson & Rand Co., St. tom 

Rogers & Davis, Brooklyn, N. Y...... 26, 98 
Rosenberg, S., & Sons, Boston........... 142 
Salem Shoe Co., Salem, N. H............- 148 
Shaft-Pierce Shoe Co., Faribault, Minn... 52 
Silver Shoe Co., Haverhill, Mass........... 1148 
Ce, “GOR, BRS ccdciccccocccosscece 44 
Smith Shoe Co., Lynn, Mass.............+- 45 
Smith, Wm. Sumner, Chicago............ 157 
Stacy-Adams Co., Brockton, Mass........ 151 


Stanworth Shoemakers, Marion, Ind...160-161 
Stetson Shoe Co., So. Weymouth, Mass. 25, 152 
Strassburger-Stiles. Brooklyn, N. Y...... 26 
Strohbeck, Inc., Chas. W., Brooklyn, ge Pe “. 


Tessier & Bowdin, Haverhill, Mass...... 150 
Thompson Bros. Shoe Co., Brockton......151 
Thomson-Crooker Shoe Co., Boston........ 5 
Thompson-Freeman, Chicago.............. 153 


United States Rubber Co., New York 
UE Sasa sacdkvesennksccssassenwensceas 134 


Vogel-Miller Shoe Co., Brooklyn, N. Y. 26, 46 


Wall, Doyle & Daley, Inc., Brockton, Mass. 10 
Waterbury, S., & Son, Brooklyn, N. Y.... 26 


Watson Shoe Co., Lynn, Mass............ 17 
Weber Bros. Shoe Co., No. Adams, Mass.. 66 
Weil, S., & Co., Brooklyn, , RA 26 
— Wright & Watkins Co., Phila., 
Wein Shoe Co., Chicago, Ill.............-. 159 
Welch, Moss & Feehan Co., Haverhill, 
RES re Pe reer re . 136 
Westcott-Whitmore Ce., Syracuse..,...... 148 


Whitman & Keith, Brockton, Mass. .128, 151 
= Arthur A., Shoe Co., a. 
Williams ‘Clark Gon, Lynn, Mass... .. 54 
Witherell, E. A. & M. C., Co..  -sgpgpenan .149 
Wobst Shoe Co., Milwaukee, Wis.. . 48 


FINDINGS AND SHOE STORE SUPPLIES 


American Seating Co., Chicago.......... 110 
Batavia Specialty Co., Batavia, N. Y...... 114 
Bicycle Step Ladder Co., Chicago, Ill...... 169 
Chicago Wire Chair bean Chicago........ 169 


Clifton Mfg. Co., Bosto 
Coultas Co., D. W.. Deectiinase, oe ae 

Daynite Furniture Mfg. Co., St. Louis, Mo. in 
Elastic Tip Co., Boston......... EA Be 157 


Ellis, W. E., Co., Haverhill, Mass........ 156 
Emery & Beers Co., Inc., New York <*> 4 
. -156 


Fashion Ornament Co., Brooklyn, N 

Hecht Fixture Co., Chicago, ere 169 
Illumination Service Co., Chicago........ 122 
Jung Arch Brace Co., Cincinnati, O...... 122 
Kahn, Edw. E., Co., Brooklyn, N. Y..... 156 
Karrer, E. H., Co., Milwaukee, Wis...-..112 
Lyons, Hugh, & Co., Lansing, Mich...... 99 
Martine, M. B., Inc., New York City...... 156 
Milbradt Mfg. Co., St. Louis, Mo.......... 169 
Milwaukee Chair Co., Milwaukee, Wis.. -100 
Myers, F. E., & Bro., Ashland, O........ 169 
Noyes Mfg. Co., New York City sah ae 
Onken, Oscar, Co., Cincinnati, O.......... 169 


Palmenberg, J. R., Sons, New York City. .116 
Parisian Beading Works Co., Philadelphia. 156 
Quabaug Rubber Co., No. Brookfield, Mass. 24 


Rauh & Co., S...... OLE PEO POE 
ee 14 

School Mfg. Co., Chinas, Re 120, 121 
Silverite Co., The, Boston............... 157 


Standard Show Card Service, Chicago... .123 
Success Seed Grader Co., <a Wash. .167 
U. 8. As same sey Mfg. Co., W. Somerville, 


BS * 6.0 00bs 60.490 6656000406600060080606 167 
Veuliy. Novelty Works, “The, Brooklyn, 
Whitcher, Frank W., Boston......... 122, 169 


— Cc. R. & Co., a, 
Wizard Lightfoot Appliance Co., St. Louis, 


Mo. -2d Cover 
Grand Rapids Show Case Co., ran 
Rapids, Mich... cccccccccccccccsese 108, 109 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Applebee & Neuman, New York City...... 118 
Elliott Machine Co., Grand Rapids, . = 
Griffin Mfg. Co., New York City.......... 118 

Littlefield Heel Co., Amesbury, Mass...... 157 


New England Wood Heel Co., Haverhill, 

BEAM. ccvccceccccccccsccoscccccccoeceys 154 
North & Judd Mfg. Co., New Britain... .123 
Progressive Shoe Mach. Co., Minneapolis, 

BI, cep ehns 000006 d64hneeeessence tense 125 
Shelton Tack Co., The, _—, Conn... .154 
Tubular Rivet & Stud Co., Boston........ 174 
United Shoe Machinery Corp., B 


Whittemore Bros. Corp., Cambridge, Mass.116 
Wiechman Pattern Co., Cincinnati........ 154 
LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston... .138 
American Oak Leather Co., Cincinnati, O..145 


Armstrong Cork Co., Lancaster, Pa...... 48 
Barnet Leather Co., Boston.............. 28 
Beggs & Cobb Co., Inc., Boston.......... 154 
Berger, Max H., Brockton, Mass....... ooodne 






Chamberlain, B. F., Boston........... . 154 
Cedar Cliff Silk Co., , le —— City ‘ 


Creese & Cook Co., Boston........ .154 
Einstein, J., Inc., New York City. s8 
Farnsworth-Hoyt Co., Boston...... 4 


Foerderer, Robt. H., Co., Boston.... 39 
Goodyear Tire & Rubber Co., Akron, Oo. va 95 
Green & Hickey Leather Co., Boston.... 6 





Hollbrook, W. H., Co., Boston... - 28 
Hunt-Rankin Leather Co., Boston. £167 
Jones Co., F. E., Boston....... — 
Kallman, Julius, Co., Boston........ 60, 130 
Kepner, C. D., Leather Co., aa saicbes 96 
Larkide Company, The, Boston........... 36 
Lawrence, A. C., Leather a Boston. .30, 31 


Monarch Leather Co., Chicago............. 146 
a Fred, Leather Co., Fond ‘du Lac, 92 


Scherer, Oscar, & Bro., Inc., New York 





SE decncdacpecdsencedbasbvccsécsbeess 
—- Products Co., So. Braintree, 
Me” Saccweedheseteteactaetetuetbersiee 
Vaughan, Geo. C., Peabody, Mass...... 35 
MISCELLANEOUS 
Atlantic Printing Co., Boston............- 155 
Blacher, Chas., New York City.......... 169 
Boot & Shoe Workers’ Union, Boston..... 131 
Brooklyn Purchasing Syndicate........... 169 
Calderwood & Preg, Inc., Boston 
Cantor & Wolpert, Inc., Boston.......... 
D’Avesne Translation Bureau, Boston... . 
Hooper Printing Co., Boston...........-- 155 


Kalter Cerf. Merc. Co., Max, New York. .169 
National, State and Local Tuberculosis 
Hants. 08 Whe Ba 60006050066 sterecteuvces 166 
New York Export Purchasing eI. 
New be 1 
Ro-t Co.. 8.. B 
Tolman Print. Brockton, Mass. . - 
University Electrotype Foundry. aaa 155 
War Dept. Surplus Property Div..... 162, 163 
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~ ANNOUNCEMENT 


On and after January Ist, 1922, 
the entire product of the Edmonds 
Shoe Company will carry the ‘“FOOT- 
FITTER’ Trade Mark. 


Arrangements are also under way 
for the establishing of one Exclusive 
Agency in cities of under 25,000 pop- 





ulation. It is our plan to associate 
ourselves with one reliable dealer in 
each city and co-operate with him in 


every possible way. 


The finest quality Calf Skins, the 
10 iron Outsoles and 7 .or 8 iron 
Shoulder Channel Innersoles place 
‘FOOT-FITTERS’ among the best 


wearing dress shoes made. 


‘FOOT-FITTERS’ represent the 
greatest wearing and selling values 
obtainable. 


(See our exhibit, Booth No, 221-222, N. S. R. A. Con- 
vention and Exposition, January 9-10-11-12, 1922.) 
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Milwaukee Wisconsin 
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Lacing Hooks for Children’s Shoes 


ETAILERS are already noting the 
demand for lacing hooks on boys’ 
and girls’ footwear. 


Just about as natural and necessary as 
the lace itself, they are quick and easy in 
everyday use and most convenient for 
mother or child. 












OU know how easy it is to sell foot- 

wear that meets the particular re- 
quirements of critical women shoppers 
for their children’s needs. 


Shoe hooks on your footwear make sales 
doubly easy as they appeal to the prac- 
tical mind of the mother and permit the 
child to “lace ’em up himself”! 





ANUFACTURERS can read- on your next order and you will 
ily supply your children’s be certain of meeting the popular 
footwear with the handy shoe demand. Insist on having what 


hook. Merely specify shoe hooks you want! ; 





Lacing Hooks for Men’s, Women’s and Children’s Shoes 
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THE BEST SHOES IN TOWN OUGHT 
TO BE THE ONES THE SHOE BUYER 
BUYS FOR HIS WIFE. SHE DESERVES 
THE BENEFIT OF HIS SUPERIOR 
JUDGMENT. 


















FINE FOX FOOTERY WITH ITS DASH 
‘ AND DAINTINESS WINS’ INSTANT 
FEMININE FAVOR. ASK YOUR WIFE 
WHAT SHE THINKS ABOUT FOX 
SLIPPERS, PUMPS AND OXFORDS. 


CHAS. K. FOX, Inc. 
Haverhill, Mass., U.S. A. 


BOSTON: 54 Lincoln Street 

CHICAGO: Great Northern Bidg. 

NEW YORK: Marbridge Building 
Broadway & 34th Street, Room 632 
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Vol. No. 11. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
York N. Y. Entered as polite ciao matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 


gress of March 3, 1879. Subscription price $5.00 a year. 
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~ originate in the City on the 
Seine. 

From this source,-with which 
we are in constant touch,~we 
secure many ideas selected to 
appeal to the American Woman. 

This service is to the advan ~ 
tage of the user of our footwear. 






Gregory & Read Company 
ecMakers of Womens High Grade Shoes * 


LYNN, MASS. 
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Have you confidence in 
the upper leather that 
goes into your Shoes? 


Do you know that it will give your 
customers satisfaction-in-wear; . do 
you feel that it will redound to the 
credit and prosperity of your store? 


VODE KID has the confidence of 
shoe retailers because it adds service 
to stylish footwear and adds style to 
serviceable footwear! 


Specify VODE KID 


THE STANDARD KID CO. 
BOSTON, MASS. 


Branches.in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 


’ 








Md. 
‘The Leather | 
for Fine Shoes 
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DEALERS ARE NOW TAGGING SHOES 
MADE OF THE ABOVE FAMOUS LEATHER 


A writer in a leading business paper states the 
case clearly in the following words: 
“Tf the people who sell the shoes to the ultimate 

consumer knew more about the leather of which 

the shoes were made, and what could reasonably 

be expected of it in the way of service; if they 

knew more about its properties of resisting water 

and could talk more intelligently about dressings 

and polishes, undoubtedly ‘more shoes would be 

sold right’ and there would be fewer complaints, 

exchanges and refunds.” 
Footwear bearing the tag shown here is known 
and recognized as superior. It is distinguished 
as the product of firms whose policy is not how 
cheap, but how good. The tag signifies the use 
of the finest upper leather of the kind made. On 
the back of the tag is 

OUR GUARANTEE 

We guarantee Shrewsbury Grain Calf to be 
tanned by the same process we have used for 
over 100 years. It is a natural bark tannage 
process, in which NO acid is used. A leather 
free of acid is a friend to the feet. 
Shoe dealers can now secure the sales advan- 
tages which this little tag gives, by asking their 
shoe manufacturers to furnish a tag-to-a-pair in 
each carton of a shipment of Shrewsbury Grain 


Calf shoes. 














THIS IS AN ENLARGEMENT 
OF THE TAG. THE ACTUAL 
SIZE IS ABOUT 
TWICE THE SIZE 
OF THE ONE BE- 
Low. 









ESTABLISHED 1782 INCORPORATED 1900 








CN OMNIA 


GREEN @& HICKEY LEATHER CO. 





LeathersWhich Are Uneg 
15 Pp mete STREET, — 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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pec UCU RECT SHS \ 


Gallun’s 


Black Norwegian 


IN 
STOCK 


MARION SHOE CO. 


MARION, IND. 


Overweight Single Sole. 








—— UA i-CD 






LOOK 


Marion has that shoe you need. A “Brand” New Pattern with the 
punch that wins. 


Paragon Last. 
Marion or Unbranded, $6.25. 


Our New Folder (just out) shows 12 Leading Winter Styles. All 
carried IN STOCK. 








||| WESTERN QUALITY «| ASTERN STYLE |\je 
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Wingfoot Heel. Branded 






AFT HAART 
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No. 314 
IN STOCK _ 
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The Sale of Shoe Trees 
Should Be Encouraged 


HOSE who do not use shoe trees are simply waiting for some one to prop- 
erly explain their advantages, and you will find your customers will appre- 
ciate your interest in the welfare of their shoes if you will acquaint them with 


Miller Shoe Trees. 


Suggest shoe trees to every customer. Tell them that trees will keep the shoes 
in their original shape without any stretching or distortion. The little bunches 
of fibre which have been stretched or strained by wear come back to their origi- 
nal position as other portions of the shoe resume their normal location. When 
the shoes are worn again they will have the comfort of an old shoe, with the 
pleasing appearance of a new one. 


Briefly, shoe trees are a positive necessity in preserving the fit and appearance 
of shoes as well as a sure means of increasing their wear and comfort. 


Catalog for the asking 


Shoe Tree Division 


O. A. Miller Treeing Machine Co. 
Brockton, Massachusetts 























December 3, 1921 

















No. 2 













BOOT AND SHOE RECORDER 








sTANWORTH 
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STYLES 
IN STOCK 








Buy your shoes the Modern Way. Stanworth leads today with a 
Complete Line of STANDARDIZED Dress Shoes. All the required 
sizes and widths IN STOCK. 

















All Shoes In Stock Now 
No. 1.—Russia Calf Blucher—Round toe............. A to E. 
No. 2—Russia Calf Bal—Medium toe.............. AA to E. 
No. 3.—Russia Calf Bal—English Last............. AA to D. 
No. 4.—Black Calf Blucher—Round toe.............. A to E. 
IN CASE LOTS $4.60 2% 10—NET 30 
FOR SHOES 


Oak Outsoles—Insoles—Counters—Boxes 


All Oxfords in Stock February Ist 
Advance orders now accepted 
No. 5x—Russia Calf—Blucher Oxford—Round toe....C to E. 














No. 6x—Russia Calf Oxford—Medium toe........... B to D. 

No. 7x—Russia Calf Oxford—Frenchy toe............ A to D. 

No. 8x—Black Calf Oxford—Frenchy toe............. A to D 
.0»O 

3 

IN. CASE LOTS $4 2% 10—NET 30 
FOR OXFORDS 


Oak Outsoles—Insoles—Counters—Boxes 


sTANWORTH 


SHOEMAKERS 


MARION, INDIANA 
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White 


Footwear 


for 


Indoor 
Occasions 


Beechtex 


is being used more and more’ in 
dainty slippers and pumps for after- 
noon and evening wear, on account 
of its fine texture and smooth kid 


like finish. 
The kid-like finish of this gleaming 


white shoe cloth lends itself admir- 
ably as well to indoor footwear. 


Send for sample swatches of Beech- 
tex. Examine carefully, test your- 
self, and you will then know why 
we urge you to specify this fabric 
from your manufacturer. 


MADE WITH CARE— 
PREPARED FOR LONG WEAR 


J. EINSTEIN, Inc. 


7-11 SPRUCE STREET 
NEW YORK CITY 


BOSTON’ ST. LOUIS CINCINNATI MILWAUKEE 
MONTREAL BUENOS AIRES 


See our exhibit, Booth No. 209, N. S. R. A. Convention and 
Exposition, Jan. 9-10-11-12, 1922 
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SCIENTIFIC 


SHVES 





























An excellent ,midely-advertised line of 
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TURNSand WELTS 


~COURAGE 


In these days of unsettlement and highly com- 
petitive conditions, it takes courage to lay 
constructive plans for bigger business ahead. 


Yet— 


To those who intelligently do this will come 
the major fruits of that Prosperity which is 
surely ahead—just around the corner. 


DR. POSNER’S SHOES have gone on per- 
sistently and consistently laying plans for 
bigger and better business, basing them upon 
American insistence for the best, and so pro- 
ducing footwear of refinement of the quality 
with which Brooklyn manufacture is identi- 
fied, plus irreproachable style. 


You will share the benefits of these plans and 
efforts if you line up with the Posner propo- 
sition. 

Many styles are stocked. We would be glad 
to tell you of them. 


DR? A POSNER SHOES lne 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY-ROEBLING & HOPE STS.BROOKLYN 
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ONLY TWO 





VAUGHAN’S IVORY SOLES AND HEELS = 


WOMEN’S GOODYEAR WELT 
AND 
MCKAY SEWED SHOES 








TWO FACTORIES—CAPACITY 
5500 PAIRS DAILY 


DONN D: SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 196 ESSEX STREET 


NEW SPORT MODELS : 
| IN WHITE BUCK AND PATENT LEATHER Ee 
| 
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' Command 
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NITED Last Show Rooms at 

strategic style points offer im- 
mediate service. No need for the 
buyer of Lasts to travel to some dis- 
tant point. A call at the nearest 
United Show Room will accom-. 
plish the same purpose. 


\ Here he will find Lasts of all styles 
and patterns representing the combined experi- 
ence and knowledge of the ten factories making 
up the United group. 





Besides the six style Service centers are the 
model making departments of the ten factories. 
These are at the service of shoe manufacturers in 
working out new ideas, with none-of the delay 
which comes from dealing with a distant point. 
And the original creative work we do with any 
manufacturer is guarded in the strictest confi- 
dence. 


Six complete Show Rooms as follows: 


Boston, 212 Essex St. Chicago, Room 406, Wells Bldg. 

Cincinnati, 803 Sycamore St. Philadelphia, 331 Arch St. 

St. Louis, Advertising Bldg., Milwaukee, 10 Metropolitan 
Room 303 Bldg. 

And ten factories back of your order—always 


yours to command. 


UNITED LAST COMPANY 


Boston, Massachusetts 


ROCHESTER, N. Y. BROCKTON, MASS. NEWARK, N. J. HAVERHILL, MASS. MILWAUKEE, WIS. 
AUBURN, ME. NEW YORK, N. Y. CHICAGO, ILL. ST. LOUIS, MO. LYNN, MASS. 
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Water Cannot Affect Them 


Shoes made up with the Vulco-U nit Box Toe can be worn during 
the rainy seasons or through the deep snows without fear of box 
toe troubles. 


This water-proof quality of the Vulco-Unit Box Toe is one of the 
reasons for its great durability. 





Specify the genuine 


Vulco-Unit 


Box Toe 


APPARATUS, TS PATENTED 








The genuine “Vutco-Unir” Box Tor is made and sold only by the 


BECKWITH MANUFACTURING COMPANY 
111 SUMMER STREET, BOSTON, MASS. 
CHICAGO, G. W. Krasr & Oo. ST. LOUIS, Oscar F. Weicut Co. FE CINCINZATI, Guo. A. SPRincMmme Oo. EJ 


LARGEST MANUFACTURERS OF BOX TOES IN THE WORLD 
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WOMEN’S FINE 
WELT SHOES 


No. 316—Brogue Oxford of Lawrence’s 
Tan Calf, Perforated Tip, Ivory er 
3.7 


SD SIPOIN 0:56: 64-0sacnie.di0s0:6 hips cee 
> . Be 312—Same only Blucher Oxford, Regular Tip. .$3.65 
to retail at No. 123—Same in Regular Oxford Imitation Ti... 3:65 
No. a. pee in Black Vode Kid Oxford, Imita- 
SP Ee noe Re Creare! 3.35 
No. B18 seme in Black Vode Kid 8% Inch Boot 
a at Perea 3.85 


OXF oll mane 
Barnum Was Wrong! 









The people don’t like to be 
fooled. In fact, now they are 
looking for 110 cents for every 


dollar. 


See our prices here for good, flex- 
ible welt shoes—in stock for 
instant shipment. They are at 
least a dollar per pair under the 
market. 








No. 211—Black Vode Kid Polish, Rulber Heel ...$3.85 
No. 221—Same in Brown Vode Kid,.......... 00 





WAVAVAYA 


(Va Wa Va VA A ALAA a ZA LA Za Va fa) Za \/a a fa Va Za LA ZAZA 


























No. 100—Black Vode Kid Oxford, Rubber oe .< 
No. 111—Same in Brown Vode Kid,.-..+++e0e 
No. ae in Lawrence’s ges 


SMITH SHOE CO. 


INCORPORATED 


266 BROAD ST. . 
LYNN SIZES 
MAS S. B, 3% cue to 8; 


D, 2 


BEE wccccccsrcccccccccccccccece 


TERMS 
5%, 10 Days 
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104-LOTUS 


CALF KIP AND SIDES 


The Spring and Summer fashions of 1922 will 
show 104-LOTUS as the predominating leather 
in stylish footwear. This new shade instantly 
captivates. 


elise ee 
a a < a a 


Invariably, there is always a superior product. 
In leather, it is LOTUS. 104-LOTUS is of the 
same standard as the celebrated “LOTUS” 
LEATHERS which have played a very impor- 
tant part in the development of the ‘shoe in- 
dustry 


Ask your manufacturer to have this leather built 
into your Spring and Summer numbers. Buyers 
of fine footwear will appreciate the value of 


104-LOTUS. 


Pfister & Vogel Leather Company 


Milwaukee 
ESTABLISHED IN 1847 
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pt Weather 


WHEN THE “ACID TEST” OF 
WET WEATHER COMES, MEN 
GROW ENTHUSIASTIC OVER 


THE Lexan SHOE 


THIS FINE MEN’S DRESS 
WELT HAS STURDY QUAL- 
ITY, AS WELL, AS STYLE AND 
COMFORT — IT’S SO UNUSU- 
ALLY DISTINCTIVE AND 
INDIVIDUAL THAT IT 
COMMANDS TRADE. 


If there’s no Gondin 
Dealer in your town, write 
us for our proposition 


LUND-MAULDIN Co, 


MANUFACTURERS 
SAINT LOUIS U.S.A. 
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JAYESCO 


(Pronounced Jay-es-co) 


ES 


The Leather That Speaks for Itself 


The quality that JAYESCO puts into a 
shoe is easily recognizable. 


No customer can fail to note the silky 
texture and mellow “feel” of this fine calf- 
skin. 


And the color—a deep rich cherry shade, 
boarded, flat grairihas a character all its 
own, which is very apparent in the shoe. 


It is no wonder that old and new customers 
are enthusiastic over JAYESCO. 


Have you sampled it? 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U. S. A. 
CABLE ADDRESS .. . “TENRAB” 





“Maintains a Standard Reputation” 
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$5.50 


12 in. boot 





14 in. boot 
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NATIONAL PARK 


(TRADE MARK) 


HIKING BOOT 


featured strongly in a special window trim will pull 
additional sales—for every out-door girl wants and 
needs a pair. 





Excellent Retail Value at $8.00 
to $10.00 per Pair 


This boot, like all other JUVENILE 
SHOE SYSTEM styles, is made over lasts 
and patterns proven correct for comfort- 
able fitting. ss 

The “NATIONAL PARK” HIKING 
BOOT is built to stand the stress of 
mountain and road hiking. 


VW D\ B/S) dS) B/D) INI 
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Specifications 
Genuine Goodyear Welts, sole leather 
box toes and counters, 10-1ron Flintstone 
Bend Flexible outsoles, solid leather 
Flexible insoles, whole lift leather heels. 
Snug fitting heels will not rub the heels 
or ankles. 
Made of Black or Chocolate Elk Leather, 
Smooth or Boarded Mahogany Kips, Eng- 
lish straight last, wide 8/8 heel, 
AAA to D, 2-8 
Round toe straight last, wide 9/8 heel, 
A to D, 2-7 
Prices 
14-inch boots, any leather, $5.75 
12-inch boots, any leather, $5.50 
Terms, Net 30 Days 
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: Delivery three to four weeks. ° 
These shoes are included in our famous rebuilding proposition at $1.00 per pair. . KY 
+ JHEJUVENILESHOECORPORATION : & 
i OF AMERICA 2 iB 
ab CARTHAGE, MISSOURI idle 
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ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


oO ° ° ° °o 


—hest quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


o °o ° oO o 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 











This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 








FACTORY | BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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The Standard 


Webster’s Dictionary 
defines STANDARD as 
“That which ts estab- 
lished by custom, or 
general consent, as a 
model or example.” 


HAVANA 


BROWN 








NEW CASTLE KID 


EW Castle Havana Brown Kid is not 
only the original, it is the standard. 


The ambition of tanners has been to produce 
kid “just as good” as New Castle Havana 
Brown. One experimenter thinks he has it, 
but there is too much red. Another is con- 
vinced that he has succeeded, yet it is too pro- 
nounced a brown. 


“By custom and general consent” representa- 
tive shoe manufacturers have shown their 
preference for the fine qualities of New Castle 
Havana brown kid. : 


We invite comparisons between the Standard 
Newcastle and other leathers. 


Sh udge it by its users. 








New Castie Leatuer Company, Inc. 


BOSTON 


NEW YORK 


ST. LOUIS CHICAGO ' PHILADELPHIA MONTREAL 


and the principal Leather and 
Shoe Centers Everywhere 


FACTORY: WILMINGTON, DEL. 
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FRED RUEPING LEATHERCO. 
FOND DU LAC. WIS.,,U.S.A. 


ohawk Calf 


Fashion’s choice is a smooth Black Calf. We cannot 
afford to exaggerate and in making the statement that 


‘““Rueping’s Mohawk Calf’’ is 


“The Superior Smooth Black Calf” 


we are sure of our ground. 


A rubbery, mellow feel, tight break, fine grain and 
deep black finish demands quality’s recognition and will 
do more to sell shoes than many words. 


Add these convincing points to your sales talk, specify 
‘“‘Rueping’s Mohawk Calf” and tell your trade about it. 


A leather backed by an organization that has pro- 
duced 


“Quality Upper Leathers” 


for over 65 years 








Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Est. 1854 
ae: BRANCHES 
y ae | Boston Cincinnati Milwaukee St. Louis 


Chicago San Francisco Montreal 
Northampton, England 






New York 
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In Stock 












































No. 726 No. 729 
Havana Brown Kid Oxford, Nurses’ Comfort Oxford, 
118 last, imitation stitched Black Glazed Kid, 110 oe 
tip, 6-eyelet, welt, with 14/8 straight tip, 6-eyelet, welt, 
military heel. with 11/8 walking heel. 
AAA to D—2% to 9. A to EE—38 to 9. 
Price $5.25, Net 30 days. Price $4.25, Net 30 days. 





No. 731 


No. 730 
Black Glazed Kid Oxford, 123 lage ag 
last, imitation stitched tip, 6- pump, welt, with covered 
eyelet, welt, with 13/8 mili- Junior Louis heel. 
tary heel. AAA to D—2% to 8. 


AAA to D—2% to 9. 


Price $4.15, Net 30 days. Price $6.00, Net 30 days. 














Ready for Immediate Shipment 














MOORE- WHAFED 
NS °\MHOE°*MFG°CO° — if 
BROCKPORT; N.Y. ULLA. 


| " NEW YORK OFFICE : $45-547-549- MARBRIOGE BLDG. »BROADWAY AT 347! OF 








JACK EVESTER NGR. 
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Facts about TONY RED CALF 


= ‘Tony Red’ Outsells Them All’’ No c 
* 


The general sales-manager of a very 
large chain of retail shoe stores has 
just completed his tour of inspection. 














“In all our stores,” he told us, 
“TONY RED CALF was by far the 
preferred leather as plainly indicated 
by sales records.” 























HAT has made TONY RED CALF the preferred 


colored calf leather for 12 consecutive seasons? 


The color itself (which we originated) is, of course, 
first of all responsible. But the color had to be backed 
up by unusual quality. Don’t forget that. 


Remember—that the only genuine “TONY”—is 
made by us—and that there is a complete TONY 


family—... ... Kein! Gee bowl be lade eae 
TONY RED—TONY BROWN—TONY BLACK 





- Creese and Cook Company 


Creators of New Calf Leathers 


TANNERIES 


SALESROOMS 
DANVERSPORT, MASS. 


95 SOUTH STREET, BOSTON 
WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 


P. A. HENRY & CO. 
706 BROADWAY, CINCINNATI, 0. 
LEATHER TRADES BLDG., ST. LOUIS, MO. 
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THIS WEEK’S SHOE SENSATION 









Toe-Sandals for Modern Footwear We offer until 
Regular Retail 1000 Cases are sold 
Selling Price 75c 


at 


09, 
QO 


First Quality-- 
30 PAIRS to CASE — REGULAR SIZES 

















“(CESAN S FOOT HOLDS 
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FIFTY YEARS PRODUCING HONEST LEATHERS 








‘Ohere is onli. 
ome VICT KID 


COhere mever 
has bee 


amy otter 








DAT ENT 
COLT 
JAJOD 
SIDES 














AYER TANNING GO. 


MANUFACTURERS OF 


CALF-KIPAND SIDES 


BOARDED AND SMOOTH 
BLACKS AND COLORS 
CALF LININGS 
ELK SIDES-SPLITS 
BAG LEATHER 














SHEEP SKINS CHROME SOLE 


COTTON FINDINGS 








7199 SOUTH STREET, BOSTON, MASS. 
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Though rain from the dark clouds may ooze, 


Aunt Sue to go shopping doth choose, 
She’s comfy and happy, 
This old lady snappy, 

The reason? Her 


“Comforteze” Shoes! 
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No. 612—Glazed Kid. 6 inch, Whole 
Quarter Polish, 8/8 Rubber Heel. Genuine 
Leather Cushion Inner Sole. In Stock, 
D and E, 3/9. Price $3.00. 


562—Glazed Kid, 3/4 Foxed Pol- 


No. 

ish, Steel Arch, 14/8 Military Heel, 
Genuine Leather Cushion Inner Sole. 
No. 561—As No. 562, Stitched Tip. 
Both Ge we Stock, C, D and B, 8/9. 
Price $3.6 





COMFORT BOOTS 
WITH A 
SALES APPEAL 


Merrill, Porter ‘“Comforteze” 
Turn Shoes are made to appeal 
to that class of women which 
demands a shoe of absolute 
ease. 


To this end, only choice kid- 
skins, flexible soles, and resilient 
rubber heels are used. In addi- 
tion to these comfort features, 
we supply each shoe with our 
Genuine Leather Cushion Inner 
Sole. 


The scope of our In-Stock De- 
partment is sufficient to fill any 
need. We will gladly send cata- 
log showing twenty numbers 
ready to ship. 


See our exhibit, Booth No. 66, 
N.S.R.A. Convention and Ex- 
position. January 9-I0-II-12, 
1922. 


No. 851—Glazed Kid, Seamless Lace, 
Combination Bunion Last, 8/8 Rubber 
Heel, Genuine - Leather Cushion Inner 
Sole. In Stock, D, B and EE, 3/9. 
Price $3.25. 





No. 761—Glazed Kid. Circular Foxed 
Polish, Perforated Stock Tip, 6/8 Rubber 
Heel, Genuine Leather Cushion Inner 


52 rea In Stock, D and E, 8/9. Price 


MERRILL, PORTER & CO. 


113 Munroe tesa 


LYNN, MASS. 
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— HRISTMAS profits depend today 
on a practical line of gifts. 
¥ Dolgeville Felt Shoes are an ideal 
holiday feature for men, women 
and children. 


Your customers will find com- 
plete satisfaction in the sensible 
service and superior quality of 
Dolgeville Footwear. 


Dolgeville Felt Shoe Company 
Dolgeville, N. Y. 
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IN STOCK 
4,10 


Peeeee 


hers. tinc CASE LOTS ONLY 





Sizes: 3-7, 3-8, 4-8, D Widths. One of the 
most stylish, best made boudoir slippers in 
our entire line. It won't stay in stock long 
at the above price, so you'd better order 
right away. 


E. J. GOODWIN CO. 


ie 
No. 79—THE GOODWIN 
Made of Black Cabretta, with Pom Pom, 
j Quilted Sock Lining, Drill Quarter Lining. 
3 HAVERHILL | MASS. 
as ; 
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THIS IS AMERICA’S TRADE MARK 


It typifies our Nation’s leadership at home and abroad, 
just as the STERLING trade mark typifies leadership in 
Patent Leathers. 

Mankind and womenkind expect STERLING quality in the fa- 
vored Patent Leather styles. Let us help you see that they getit. 
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Sterling Colt Sterling Hid 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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No. 726—Classic Last, Mahogany 
Calf Bal, Goodyear Wingfoot 
Rubber Heel. 


A t D— to 128 .......... $6.00 


No. 830—Pup Last, Mahogany Calf, 
Semi-Brogue Bal, Goodyear 
Wingfoot Rubber Heel. 


A to.D—5 to 12 .......... $5.50 
No. 822—Midway Last, Mahogany 


Calf, Semi-Brogue Bal, Good- 
year Wingfoot Rubber Heel. 


A to D—5 to 12 .......... $5.50 
No. 823—Same as above in Black 
| RIB OR EE ID -- $5.50 


Classic Last 








Tailor Made Shoes 


The details in the making insure 
maximum satisfaction in appear- 
ance, comfort and wear. 


In Stock 


Best grade 7-iron oak inners— 
select Rock Oak outers—full 


grain counters. 


Strictly hand 


lasted throughout. 


Tailored to the foot, assuring 
’ “thousands of miles of perfect fit 


and comfort. 


Midway Last 





STONEETELD-EVANS Sor 


ROCKFORD 


ILLINOIS 
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For Formal Occasions 
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“Onyx” @ Hosiery 





Reg U.S:Pat. Office 


Silk 


Never was footwear so ornate as at the 
present time. We see an endless array of 
sandals and slippers, strapped and buckled, 
lace and feather trimmed, made of satins, 
velvets and brocades. 


Naturally, the hosiery to go with these 
slippers must be of the finest—and when you 
say finest you mean 


“ONY X”’ 


Emery & Beers Company, Inc. 


Sole Selling Agents for 


PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 


Broadway at 24th Street, - New York 
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Our New McKay Line of 


GRIFFIN SHOES 


BACKED BY 20 YEARS’ SUCCESS 


Mahogany and Gun Shoes That Are Built 
Metal Bals and to Beat the Boys’ 
Bluchers Wear 


IN-STOCK IN-STOCK 


No. 4329—-MAHOGANY 








PRICES 


wor’ $2.40 


rou $2.95 
L cea $2.05 


tubber heels on every pair 











No. 4327—-MAHOGANY 


No. 4224—-MAHOGANY 
No. 2224—GUN METAL 


SPECIFICATIONS We can make imme- 


Solid Leather Innersoles 
Oak Bend Outersoles 
Leather Sock Linings 
Full Chrome Uppers 
Leather Top Facings 


diate shipments on 
these styles — try 
them! 


No. 4229—-MAHOGANY 
No. 2229—-GUN METAL 


Terms: 3% 30 Days; Net 60 


W. H. GRIFFIN CO., Manchester, N. H.. MANUFACTURERS | 
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StepOntheGas 


Many shoe merchants find it up-hill work to do a profitable business 
under present conditions. 


The Eleventh Annual 


CONVENTION and EXPOSITION 


of the 
National Shoe Retailers Association 


will show you how to “step on the gas,”” speed up your turn-over and 
increase your profits. 


OPEN FORUM and ROUND TABLE DISCUSSION 
of the inner problems of store management. 
Harvard Bureau of Business Research 


Eleven highly trained business engineers will be on hand to assist in 
solving your business and administrative problems. 


Window Trimming Contest 
A world of new ideas in making your window display draw customers. 
Correct Costume Revue 


More than a style show delineating the correct attire for every occasion. 


Grand Opera Stars 


will entertain the ladies, also card parties, sight-seeing trips, shopping 
tours and entertainment to satisfy every lady that attends. 


Come and bring your husband along. 


CHICAGO 
Coliseum and Adjoining Buildings 
January 9-10-11-12, 1922 


Convention Headquarters will supply details and take care of your hotel reserva- 
tion—Don’t delay—Address 417 South Dearborn Street, Chicago, Ill. 
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~ MAKERS ~ 


CARL E.SCHMIDT ¢€ Co. Inc. 


DETROIT~MICHIGAN 
Tanners ogee Schmidt ge a — Cr: 





SCHMIDT'S 
ERIC GRAIN 
for Golf 


SOF LU a, SASS wae ASC 
SOAS See QTC TAT aN 


peer > orang & Co, inc 


Tanners of the Schmidt Calf Leather 
DETROIT-MICHI O7-N i ae 3 LOL 8 XO NsMASS. 
REPRESENTATIVES 
H.B. ALTENDERFER A.J.& J.R.COOK 
Philadelphia SanTFrancisco 
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IN STOCK 
50.80 


THIS FLORSHEIM ENGLISH GRAIN 
OXFORD is one of the season’s big sellers — 
made on our “FESLER” last—the most 
popular shape of its kind, a style that has 
been nationally advertised and is much in 
demand for Winter wear. Flange heel, 
stitched heel seat, 12 iron over-weight sole. 
Width A, sizes 6 to 11 
B, C, D, sizes 5 to 11 
Style S-27 Black English Grain, $6.80 
Style S-31 Tan English Grain, $6.80 


Less than three pairs of a style from 
stock 20c a pair extra. Stock goods net. 











THE FLORSHEIM SHOE CoO. 
ADAMS AND CLINTON STREETS 


CHICAGO, ILL. 








One live dealer can obtain exclu 
sive sale in each community where 
we are not already represented. 
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Gallun’s New Color 


RAMBLER 
RED 


(No. 12) 


SPECIFY IT IN YOUR ORDERS FOR SPRING 


This new color of Gallun’s that the trade is talking 
about is a pure, deep red, dark yet possessing a won- 


derful richness and lustre. 


Rambler Red will be found in those two famous 
leathers—Aztec and Viking Calf which are made 


smooth finished for this particular new color. 


You can’t help but like Rambler Red! 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, INC. 
H. A. ELY, Manager 1l EAST ST., BOSTON, MASS. 
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Style 400—Our New Vene- 
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tian Model—Patent leather 
two strap buckle pump 


P= OOR0 00000! 


Same in Suede 


with Rhine- 
stone buttons 


instead of buckles. 





Stephens & 


Johnson, 


Shinkle Shoe Company 


Manufacturers 


Saint Louis 





*? Shoe 


There’sa 
Hint of 
Tomorrow i 


“*Fash 
Styles To-Day 
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No. 679—Ko Ko Ivory Veal Calf Bal, 







‘The Price is $4.6 





Last. In Stock, A/B to D/E, 


*‘Rock Oak’’ 
Sole, Grain Innersole, Leather Counter, Custom 
Trimmings, Strand Last. In Stock, AA/A to C/D. 


No. 678—Same Shoe In Blucher Pattern, Premier 
$4.65, 
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Convince Yourself 


of the value of these shoes by 
ordering a sample pair or case 
lot. 







IN STOCK 


Order Shipped Day Received 










































The Only 
Girl Scout 
Shoe on the 
Market 


Both Low and High 





' 





‘Black and Tan 


We are the only authorized makers 
of Girl Scout Shoes carrying the 
Girl Scout Trade Mark, copy- 
righted and protected. One last 
only. 


“The “Prceton “Td- Keith Shoe Co. 
















Here it is— 


The wonder last 


of its kind. 


Who is next? Agencies now being 
closed. One agent only allowed in a 
section — Agencies rapidly filling up. 
Would you like to handle it in your 
town? If so, write today. 














UA. Any 299 “Brcadway, “Room 415 
“Boston, ded Essex Srl 
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Firestone-Apsley ~ 





DELIVE 


WwitTre Ti E 
RED HELL 























A Specialist’s Job- 
The Experts Who Build the 


DELIVERER Rubber Work on ! 
This Model Only ~ 


The attractive appearance and long wear of the Firestone-Apsley 
DELIVERER are due to expert workmanship and selection of 
materials ; 








Carefully selected gum and fabric are moulded on the last by 
makers whose efforts are devoted exclusively to this work. They 
make no other rubber but the DELIVERER. The result of 
their skill and care develops perfect protection against snow, 
sleet and mud. 








You need the rubber that for 15 years has made good everywhere 
_ Dae service. Order DELIVERERS from your wholesaler 
today. 












Manufactured by 


Firestone-Apsley 


RUBBER COMPANY 
Hudson, Mass. 
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LIST of MEMBERS 


Each has subscribed to 
and is maintaining the 
highest standards of 
practice in its editorial 
and advertising service. 


Advertising and Selling 
American Architect & 
Architectural Review 
American _ Blacksmith, 
Auto & Tractor Shop 
American Exporter 
American Funeral 
Director 
American Hatter 
American Machinist 
American Paint Journal 
American Paint & Oil 
Dealer 
American Printer 
American School Board 
Journal 
Architectural Record 
Automobile Dealer and 
Repairer 
Automobile Journal 
Automotive Industries 


Bakers Helper 

Bakers Weekly 

Boiler Maker (The) 

Boot and Shoe 
Recorder 

Brick and Clay Record 

Buildings and Building 
Management 

Building Supply News 

Bulletin of Pharmacy 

Canadian Grocer 

Canadian Machinery & 
Manufacturing News 

Canadian Railway & 
Marine World 

Candy and Ice Cream 

Chemical & Metal- 
lurgical Engineering 

Clothier and Furnisher 

Coal Age 

Coal Trade Journal 

Concrete 

Cotton 

Daily Metal Trade 

Distribution and 
Warehousing 

Domestic Engineering 

Dry Goods Economist 

Drygoodsman 

Dry Goods Reporter 

Electric Railway 
Journal 

Electrical 
Merchandising 

Electrical Record 

Electrical World 

Embalmers’ Monthly 

Engineering and 

ontracting 

Engineering and 
Mining Journal 

Engineering News- 

ecord 

Factory 

Farm Implement News 

Farm Machinery— 
_Farm Power 

Fire and Water 
Engineering 

Foundry (The) 

Furniture Journal 

Furniture Manufacturer 
and Artisan 

Furniture Merchants’ 
Trade Journal 

Garment Weekly (The) 

Gas Age-Record 

Good Furniture Maga- 


zine 
Grand Rapids Furniture 
Recor 





Lower Prices 
through 


Wise Buying 


OT by dickering and bargaining, not 

N through a “buyers’ strike,” not by fan- 

ning the fires of ruthless competition— 

these are but shallow expedients without perma- 
nent value. 

There is but one way in which prices can be 
brought down to stay down, and in a way which 
will not kill. the cow to get the milk—that is by a 
reduction in the cost of making and marketing. 

In both these operations the buyer can play a 
vital part. The best equipped factory cannot 
operate economically without a sustained de- 
mand for its goods which will enable mass pro- 
duction, and it cannot sell economically except 
through mass marketing. 

IT IS to your interest to know that goods are 
well sold, as well as well made. You have to pay 
the cost of selling just as you have to pay for the 
cost of manufacturing. Think that over. 

And the cost of selling is no small item. In 
some cases it costs more to sell goods than to 
make them. The seller who clings to antiquated, 
expensive methods of selling is no more entitled 
to your patronage than the one who runs an out- 
of-date factory, because you have to pay the addi- 
tional costs in either case. 

If the waste is to be squeezed out of selling, the 
buyer cannot escape a share of the responsibility 
in bringing it about. 

THIS means recognizing in a substantial way 
the efforts of those sellers who have adopted 
modern, economical methods of selling, and one 
of these beyond any question is good advertising 
in good Business Papers. Advertising not only 
cuts the cost of selling, but it increases produc- 
tion volume and lowers manufacturing costs. It 
standardizes quality, and is a guarantee of good 
faith. 

The sooner buyers begin to put this idea into 
practice in real earnest, the sooner will the bene- 
fits be manifest. 








LIST of MEMBERS 
(Continued) 


Haberdasher (The) 
Hardware Age 
Hardware & Metal 
Heating and Ventilating 
Magazine 
Hide and Leather 
Hospital Management 
Hotel Monthly 
Hotel Review 
Illustrated Milliner 
Implement and Tractor 


e 
a & Tractor 
Trade Journal 
Industrial Arts 
agazine 
Inland Printer . 
Iron Age 
Iron Trade Review 
Lumber 
Lumber Trade Journal 
Lumber World Review 
Manufacturers’ Record 
Manufacturing Jeweler 
Marine Engineering & 
Shipping Age 
Marine Review 
Millinery Trade Review 
Mill Supplies 
Mining and Scientific 
Press 
Modern Hospital (The) 
Motor Age 
Motorcycle and 
Bicycle Illustrated 
Motor Truck 
Motor World 
National Builder 
National Cleaner & Dyer 
National Laundry 
Journal 
National Petroleum 


ews 

Nautical Gazette 

Northwest Commercial 
Bulletin 

Northwestern Druggist 

Oil News 

Oil Trade Journal 

Power 

Power Boating 

Power Farming Dealer 

Power Plant 
Engineering 

Price Current—Grain 
Reporter 

Printers’ Ink 

Railway Age 

Railway Electrical 
Engineer 

Railway Maintenance 
Engineer 

Railway Mechanical 
Engineer 

Railway Signal 
Engineer 

Retail Lumberman 

Rock Products 

Rubber Age 

Sanitary & Heating En- 
gineering 

Shoe Findings 

Shoe and Leather 
Reporter 

Shoe Retailer 

Southern Engineer 

Southern Hardware & 
Implement Journal 

Sporting Goods Dealer 

Starchroom Laundry 
Journal 

Tea and Coffee Trade 


Journ 
Textile World 
Welding Engineer 
Wood-Worker (The) 








THE ASSOCIATED BUSINESS PAPERS, 


HEADQUARTERS: 


JESSE H. NEAL, Executive Secretary 
220 West 42nd STREET 


Inc. 


NEW YORK CITY 
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GUESSERS BEWARE 


“The Guesser” who believed that cheapened shoes would work 
miracles knows better now. ' 


Sure, it has been hard to sell during the depression. But it will 
be harder to please old customers when cheap shoes have shown 
that only cheap results may be expected. Our regular patrons 
who stuck by quality standards are getting into the stride of 
making real money, again. They have suffered little and will be 
a world stronger in 1922. 


This house with a record that few, if any, can boast of, has been 
over 100% full right along—is to-day, and will be with orders 
coming in. If you want the benefit of proven results, of knowl- 
edge instead of guessing, come to us for 1922. Better. stock 
service also, now or any time. 100 men’s and women’s styles 
on hand. Catalog. 


IN STOCK 
$4.50 


No. 537 


Mahog. Veal, © 
Frenchy Last; 
C and D; 6 to 10: 
Rubber Heels 


Retailers’ Convention, Chicago 


196 Church St., New York 
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IN CHICAGO 











. at the 
N.S. R. A. CONVENTION 
January 9-10-11-12 




















IN SPACE 332 we will show the full 
Harrisburg Line of Women’s Goodyear 
Welts, American Welts and Wilson Sewed 
Shoes. All Our Misses’ and Children’s 
Goodyear and American Welts. 























If You Are Interested in a line of excellently made, 
popular priced shoes, containing the newest lasts, and 
latest patterns make a note Now to see our display in } 


Space 332. | 









































Che Harrisburg Shoe Mfg. Co. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDRENS SHOES 
OF VALUE 
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121 BEACH STREET BOSTON, MASS. 


Philadelphia Cincinnati St. Louis Milwaukee 
1024 Filbert St. 









MOUSAMS are the 
counterpart Of : sty le 








> every new and accepted last there is a Mousam 
counter. 


Our designers are in constant touch with the great shoe 
style centers and last makers. As each new model ap- 
pears, the Mousam, its counterpart of style, is ready. 


Whatever the make or the style of a shoe there is a 

Mousam Counter moulded especially for it. That is 

why shoes with Mousam Counters fit with such ex- 
. actness. 

The Style, Fit, Flexibility, and Uniform High Quality 

of Mousam Counters make them the standard value 

with leading manufacturers and merchants. 


MOUSAM 


COUNTERS 


GUARANTEED TO OUTWEAR THE SHOE 





ROGERS FIBRE COMPANY 


Mousam Division 


John C. Rupp Co. Dennott & Prince Fred A. Hollis 
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To Meet the Need for Cheaper 


Service Shoes Introduce— 


LA CROSSE 


CLINCHED NAILED 
SHOES 


IN STOCK 





December 3, 1921 





No. 71S—Men’'s Brown ReTan Blucher, Full Vamp, 
Leather Counter, Soft Toe, Half Double Sole, Re- 
enforced Shank, Brass Nailed, Fair-Stitched. .82.90 





SERVICE SHOE CATALOGUE? 


TO THE RETAILER 
HAVE YOU OUR at $2.90 











LA CROSSE « 


oo VVVVVVVVVV VV DBAABADAD BBL, 


La Crosse Boot and Shoe Mfg. Co. 


WISCONSIN 


AAAAAAAAAAAWANAANARAAAANAANAARARA RO 





 AAAAAANAAAAAAAAAAAAAAAAAAAAAAAAAANAARRARAAAAAN 


IN STOCK FOR HOLIDAY TRADE 


THE 
BRAEBURN 





These numbers are unbranded, but will 
be stamped PACKARD if you carry 
the Packard Shoe. 











603 


Blacks Norwegian 
Brogue Oxford 


Price $6.50 


I a T = 
Seytch Grain Black Norwegian 


Brogue. Oxford Brogue Bal 
Price $7.25 Price $6.75 


A, B, 7-11; C, D, 6-11 


THE 
POCONO 


No.1 
WOMEN’S 
Black Norwegian 
Saddle Brogue Oxford 
White Fibre Doubler 


A, B, C, D, 3% to7 
Price $6.50 


No. 2 


Same in 
Tan Norwegian 


Price $6.50 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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Abenz Case 


MENZ “EASE” SHOES OF QUALITY 





8011 

Chocolate FARM-WEAR, Cap Blucher, Stock 
Gusset, Heavy S8.S., In Stock for ‘‘at once”’ 
delivery, B, C, D and B widths, $3.60. 


8021 

Same as style 8011, except in Tan FARM-WEAR, 
in stock for ‘‘at once’’ delivery in C, D and DB 
widths, at $3.60. 


FULL VAMP 

Menz ‘‘Ease’’ shoes are all made with full 
vamps, not pieced. This insures double wear at 
the toe and more foot ease than shoes made with 
cut-off vamps. 


OUTSOLE 

The highest grade of Full Grain Solid Oak outer 
soles are used, giving the maximum in wear, yet 
giving flexibility enough to permit ease in walk- 
ing. 


INNERSOLE 

6 and 7 iron inner soles of the highest grade in 
Full Grain leather adds to the sturdiness of the 
shoes which are called to give ‘‘HARD WEAR.” 


COUNTER 

One piece Full Grain Sole leather and guaranteed 
counters which fit snugly in the shoe, prevent 
looseness and hold up under the roughest usage. 


LEATHER 

The highest grade of FULL GRAIN WORK SHOE 
LEATHERS are used. MENZ “‘BASBD’’ “FARM- 
WEAR,’’ which is one of the leathers made 
especially for us, is the finest leather that the 
market can offer. The leather used throughout 
our line of shoes is of the best that money can 
buy. More we cannot offer. 


When better leather is made, we will use it in 
making MENZ ‘“‘EPASE’’ SHOES. 








REPUTATION BUILT BY 
“SHOES OF QUALITY” 


The basic strength of any organization is measured 
by the merits of its products. Honest merchandise 
backed by honest merchandising brings success. 
Reputation must be built by both and that reputa- 
tion must be safely guarded after it has been at- 
tained. 


The Menzies Shoe Company is proud of its products, 
for through them a most enviable reputation has 
been built. MENZ “EASE” and “AMERICAN 
BOY” shoes are made of superlative materials and 
by highly-skilled workmen, giving satisfaction to the 
most critical of shoe purchasers. 


It has been the ambition of this company to build 
THE HIGHEST IN “QUALITY,” neatest in ap- 
pearance, best in workmanship, line of WORK- 
SHOES on the market and at a fair price. That a 
realization of this ambition has come can only be 
expressed by our ever increasing volume of business. 


We will be glad to send you a stock shoe for your 
inspection. The quality of MENZ “EASE” and 
“AMERICAN BOY” shoes cannot be told by type 
or illustrations, one must actually see the shoes to 
appreciate their full value. 


THE MENZIES SHOE COMPANY 


FOND DU LAC 


WISCONSIN 


Trade Marks Copyrighted 











six days a week. 

















Our 2600 pair modern workshoe 
factory working full capacity 
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EDAR CLIFF SATINS are pre- 

ferred by those manufacturers 

who give greatest care to the selec- 

tion of materials used in their 
shoes. 


This accounts for the large number 
of fine shoes made of Cedar Cliff 


Satin. 


Shoes of Cedar Cliff Satin hold 
their shape and show a high degree 
of durability in retaining the orig- 
inal smart lines of the shoe design. 


a 


They are always in vogue. 





Cedar Cliff Silk Company 
251 Fourth Ave. New York City 


BRANCH OFFICES 
Boston Chicago Cincinnati 
Rochester t. Louis : 
Philadelphia 
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Two Popular Sellers 


on the Floor Ready to Ship 


FOR YOUR HOLIDAY TRADE 


Size Up Your Stocks Now—Your Wire or Mail Orders Given Special 
and Prompt Attention 


Style 1237 — Patent Sally 
Sandal. Perforated strap 
top and vamp. All French 
corded. Two small saddle 
nickel buckles. Lightweight 
Goodyear welt sole. Made 


over very attractive last, car- 
rying 8/8 heel. A, B, C; 244 
to 7. 


$4.50 






1312 Washington Ave. 








TOBER-SAIFER SHOE CO. 


Novelty Footwear in Stock 


St. Louis, Mo. 


Style 2743— Patent chrome 
La Driere pump. Three 
straps with three small cen- 
ter saddle buckles. All 
French corded. Lightweight 
sole. 16/8 Spanish Louis 
celluloid covered heel. Made 
over brand new three inch 
vamp last. A trade winner. 


A, B, C; 2% to 8. 


$4.85 
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REST <anfiirn= CURE 





The Perfected Curative Shoes For Women 


REGS 
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La France REST 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 
Brown or Black Kid. 





Pride A 















E have been making 

them iin _ steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 


them. 
La France Flexible Welts 


are tbo well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


La France “REST CURE” 


of our many agencies. 


shoes are an established success with most 








See Our Exhibit 
BOOTH 422 


N. S. R. A. Convention 
and Exposition. 


CHICAGO 


Jan. 9, 10, 11 and 12, 1922 








position most comfortable 
to the wearer. 

No shoe we know of em- 
bodies all these important 
features. 

In selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


La France Rest Cure Shoes Are Carried in Stock 
Boots and Oxfords—Finest Black or Brown Kid, AA-D 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively 
183 Essex St., Boston 
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res The K; | ng of J obs P sisi 
: Men’s Hip Rubber Boots 5 
3 All First Quality, Packed in Original Cases. z 
E Made for U. S. Army. : 
= Made by U. S. Rubber Co., Hood Rubber Products Co., and 5 
= Other Standard Makers. = 
: First Come : 
= Sold in 100 Case Lots . = 
= . sizes .as aaa First Served = 
= 30 - °30 30 10 Orders Filled in Rotation = 
= Sizes WIRE YOUR WANTS = 
= 8 9 10 11 ; = 
= Packed 12 prs. Solid = 
= Sizes to Case. = 
: ” Men’s Gun Metal Bals E 
= i nglish Toe, Goodyear We rain Leather In- = 
= pir ag PO Top F oem poe Si soy Outside Back = 
= Stay. = 
: $ : 
Z F.0.B. BOSTON TERMS NET 30 DAYS = 
_§. Rosenberg & Son | 
E 144 ESSEX STREET BOSTON, MASS. = 
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VY and color, appeals to the cus- Its superior beauty of finish U 
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¥ most in fine footwear. ods and tanning progress. V 
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OUR MISSION 


This season and every season we produce a worthwhile product. 


From the selection of the leather to the final inspection, no effort 
is spared to make French, Shriner & Urner Shoes the best ob- 
tainable. 


Our models are varied enough to please the most exacting buyer 
whether he demands extreme style or an ultra-conservative shoe. 


UR standards do not permit rushing orders through the fac- 
tory at the last moment. 


The majority of our customers realize this, and have already placed 
their initial orders for spring. 


We hope to avoid disappointing many others who have, in past 
seasons, delayed their orders so long that they were hampered in 
catering to early spring trade. 


French, Shriner & Urner 


63 Melcher Street Boston, Mass. 























One of Our Twenty Styles for “At Once Delivery” 


The Custom 


liberal measurements that give ease 
comfort. 


. 110—Black Kid Bal 


ance to the Custom. 


90—Black Kid Blucher 


tion, is ready for your request. 









Mepium round toe, slight spring and the 


and 






The Asheville is a combination model with low 
instep, and quite similar in general appear- 






A completely illustrated Fall and Winter Style 
catalog; with ptices and full ordering informa- 
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“Long Profit Builders 
IN STOCK 


for 


IMMEDIATE DELIVERY 


Men’s Fine Gun Metal Blu. Welt, 
Heavy Single Sole Lea. Heel.. 225 














Same with Rubber Heels..... ° 
Men’s Mahog. Veal Blucher Welt, 
Heavy Single Sole R. H..... $2.85 


Sizes 6/9, 6/10 and 6/11 D and E. 








R, 
ae 


G. G. Black Kid Polish. R. H. 


2.75 


Veal Pol., 





Nut Brown 


é 

G. G. Mahog. Veal Polish, R. H., 
2.75 

Wos. Mahog. Veal Polish, same 
Last., 13/8 R. H., Welt. .83.00 
Wos. Brawn Kid Polish, same 
Last. 13/8 R. H., Welt. ..83.50 
Sizes on G. G., 2%/6 C and D 


wide. Sizes on Wos, 3/7 and 3/8 
Men's Mahog. Veal Bal, 


€ and D wide. 
eS aa 2.85 
Men’s Gun Metal Bal, 
WE é0dccndsnncad ode 
Sizes 6/9 and 6/10 C and 
D wide. 








Wos. Mahog. Calf Ox., Imt. YT 
Wos. Brown Kid Oxford, Imt. Tip, 
.00 

Wos. Mahog. Calf Ball Strap Ox., 
$3.00 


Wos. Nut Brown Calf B. 8S. Ox., 
83.00 


Sizes 3/7 and 3/8 C and D wide. 


In each of our centrally located distributing houses, we carry at all times a large stock 
in readiness for your needs, great or small. Our system of quick deliveries and prompt 


refilling will be of value to you. ; Q 
Try a few cases of some of the numbers shown, and get acquainted with Long” Profit 


Builders. 


LONG SHOE COMPANY 


129 Duane St., New York, N. Y. 
2333 Washington St., Boston, Mass. 


CUMMINGS SHOE COMPANY 


436 Fourth Ave., Pittsburgh, Pa. 


45 South Wells St., Chicago, Ill. 
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BATES 


New 








“Le Temps” 


One of 17 easy-selling 
new styles IN STOCK 


Send for descriptive price 
list 


No. 6126 


Creese & Cook’s genuine 
Tony Red Calf. Sole leather 
counter. Goodyear “Wing- 
foot” rubber heel. To re- 
tail at $7.50. 


- 
* 
7 
7 
= 
© 
>. 
~~ 
~~ 
-* 
- 
- 
- 
- 
c- ae? 
“<= 


HIS stunning boot emphasizes the new squarish-toe tendency in men’s 
high-class footwear, and also has much of the smart, flat effect of the 
English lasts. 


Our use of genuine Tony Red Calf in this shoe, plus the best selection 
of other materials, makes No. 6126 an extremely salable model. 


Like all Bates Shoes, it gives highest possible value at a moderate 
price—which meets the spirit of the times and gives a valuable advantage 
to every Bates dealer. 


Style 6106 is a handsome, conservative model on our “Suburban” last, 
made of Tony Red Calf. Medium toe and plain toe-cap. It is proving 
a ready seller at Bates Agencies. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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Really (sood Solid Leather Shoes 


To Retail at $5.00 


THREE LASTS AND FOUR PATTERNS. SIX INCH SHOES AT $3.50 
AND OXFORDS AT $3.35. SAME LASTS AND PATTERNS AND SAME 
FINE WORKMANSHIP AS FOUND IN HIGH GRADE MEN’S DRESS 
SHOES THAT RETAIL FROM $8.00 TO $12.00. 


















SHOES OXFORDS 


3” 3 0 


Packed in 12 Pair Cases, Stamped 
“Red Fox” in Shanks 


A and B width—7-11, .7-10, 7-9. 

C and D widths—6-11, 6-10, 6-9, 614-914, 7-11, 
7-10, 7-9, 5-9. 

E widths—6-10, 6-11, 7-9, 6-9. 





Choice territories open 
for live-wire salesmen! 
Sample lines now 
ready! May be sold as side-line 
if desired. 


Sts sege ns tS 





SPECIFICATIONS :-— 


LASTS:—Three of the biggest selling and most snappy combination oxford lasts being used today in a high 
grade dress line retailing at from $8 to $12—(no old style or poor-fitting lasts). PATTERNS :—Especially 
made for each last. The last word in styles, embodying up-to-the-minute perforations and harness stitch- 
ing featured by exclusive shops. UPPER LEATHER:—Full Chrome Tanned small Kip of rich reddish Choc- 
olate shade and every appearance of high grade Calf skin—(no snuffed or painted large sides. of varying shades 
or fibers, no cheap foreign hides). SOLE LEATHER:—Full grain long tanned Oak bend outer soles—(channel 
stitched) with natural bottom and edges—(no painted bottoms to cover flabby irregular shoulder or belly stock). 
INNER SOLES:—First quality solid full grain straight GOODYEAR OAK INNERSOLES—(no gemmed shins 
or dry hide stock). HEELS:—full grain leather heel bases and genuine Goodyear Wing-foot Rubber Heels— 
(no combination bases or inferior unknown rubber heels). COUNTERS:—Full grain Oak sole leather, hand 
lasted counters—(no fiber or split leather moulded). TONGUES:—High grade full felt lined tongues—(no 
unlined or cloth or flannel lined tongues). HEEL PADS:—Genuine sole leather heel pads (no felt or 
imitation leather). OXFORD QUARTER LININGS:—Gambia tanned Ooze Calf quarter lining -(no split 


sides). 











Now Booking for 30, 60 and 90 Day Delivery 
Sample Cases on Request! 


FRANKLIN FOX SHOE CO. 


Milwaukee, Wisconsin 
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LAST CALL FOR MEN’S HOLIDAY SLIPPERS 


NOW IN STOCK. 
IMMEDIATE SHIPMENT GUARANTEED 


Hit 

















: TWENTY E 
= 8 awe Cab. Nee ar STYLES a = 
2 =x” hCOrrr NOW READY No. 331—Tan Cab. Everett Kid = 
= $2 7 5 a ~— Sock. English = 
S $2.75 = 
: NEWSPAPER = 
ADVERTISING Z 
= ; “4 . No. 504—Tan Cab. Everett Kid. 2 
 icamtaw hall i i oe Ae 
E $3.25 $2.50 2 
= SATISFACTION 2 
z GUARANTEED = 
= No. 320—Tan Cab. Opera Kid a es po re = 
: Lined. French Toe. Sizes 6-1 Se ee : 
z $2.75 
E ~ 2 
= BOSTON OFFICE WAKEFIELD, MASS. . NEW YORK OFFICE = 
= 110 SUMMER ST. “THE, SLIPPER HOUSE” BUSH TERMINAL BLDG. 3 
5 = 


all 
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VAL DUTTENHOFER, 
President 
Thirty-two years’ experi- 
ence in manufacture of 
ladies’ shoes and a repu- 
tation for giving the best 
values for your money. 

















Style C-548 








Style C-512 Black Satin, Cleo, One-Strap 
Black Glazed Kid, One-Strap_. Pump, French Bound, Turn. 


Spanish Pump, French Bound, Last 34, Modified French 15-8 
Turn. Last 32. 16-8 Covered Covered Wood Heel. Price 
Wood Heel. Price $5.85. $6.00. 


| Turns Made by a Master 





Probably no shoe manufacturer enjoys 
so favorable a reputation with the 
trade as Mr. Val Duttenhofer, presi- 
dent of The Duttenhofer-Stevens Com- 
pany. His.thirty-two years’ experience 
have brought him recognition as a 
leader in the manufacture of ladies’ 
fine footwear. 


It is especially in the production of 
turn shoes that Mr. Duttenhofer’s rep- 
utation shines forth. He is known as 
the best turn manufacturer in the 


THE DUTTENHOFER-STEVENS CO. 
Makers of 
Women’s High-Grade Footwear 


oe j CINCINNATI 


” 
“Sp, we 
ER sHorme' 


CINCINNA\ 


West—his product takes rank with the 
best turn shoes in the world. 


Every turn shoe bearing the Dutten- 
hofer-Stevens brand is manufactured 
from the very best material. Each is 
bench-made, turned by hand, virtually 
custom-built. Yet the expansion of 
our turn room and the low production 
costs which we have achieved enable 
us to sell them at unusually attractive 
prices. A trial order will convince you 
of their rapid selling qualities. 


ER sHOEMA 


CINCINNAS 
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BOOTS—IN-STOCK 


ALL SHIPMENTS MADE UPON RECEIPT OF ORDER 








Put Your Boot Stock in 
Shape with These Up-to- 
Date Styles. 


$4.75 






Illustrated folders show- 
ing all styles carried in 
stock sent on request. 





No. 860 
Nine Inch Black Kid Lace 
amen Tip. 13/8 Heel. .-} ee Last. 


No. 896 oodyear Welt. AAA to 
Nine Inch Black Kid Lace 


Kid Tip. Goodyear Welt. 11/8 Heel. Prin- 
cess Last. to E, 


No. 897.—Same style in Brown Kid. 
Price $5.50 






$3.50 $5.50 


BOOTHS NOS. 
103 and 104 
N. S. R. A. 


EXPOSITION 
CHICAGO 
No. 115 JAN. 9, 10, 11, 12, 


Nine Inch Black Kid Lace 


Imitation Tip. 13/8 Heel. Broadway Last. 1922 No. 899 
Imitation Welt. Nine Inch Cocoa Calf Lace 


C to E. 5 ee i | Rubb and Vamp. Goodyear Welt. 
11/8 


No. 116.—Same style in Black Pony Kid. er Psy Princess Last. 


Price $3.00 


THOMSON-CROOKER SHOE CO. 


18 STATION ST. 
BOSTON MASS. 
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POLICE DEPARTMENT 


CITY OF NEW YORE 
OFFICE OF THE 
HOME SERVICE DIVISION. 


November 15th 1921 


The Joseph M. Herman Shoe Co.,, 
Millis, Mass. 


Sentlemen:- 

It is only fair that you should know about the 
friendly words we are hearing from the members of the force, 
about your Police Shoe. 

The object of the Home Service Division of the New 
York Police Department is to assist the members of the force 
to reduce the cost of living. 

When Commissioner Uliman, the head of the Home Serv- 
ice Division, with the co-operation of the designing and 
patent department, designed the Policemen's Shoe in November 


1919, we had no idea that the majority of the force would s0 
promptly realize the comfort and durability of the new model. 


As a matter of record the present demand for the 
Herman Police Shoe is greater than at any time since we 
started to supply them to the men. 

We frequently have been delayed in obtaining enough 
shoes to take care of the demand. 

By having @ choice of lasts; viz, the "Cadet", or 
medium toe, and the "Munson" with its famous broad toe, we 
are able to take care of all branches of the service, and 
meet the requirements and personal preferences of each 
member of the force. 

The men frequentiy mention the comfort or the built- 
in arch support and the damp resisting rubber welt. 

We are glad to learn that the shoes will be regularly 
equipped with rubcer heels, thus adding still more comfort to 
this very satisfactory shoe. ‘ 

It is a pleesure to let you know that your meritor- 
ious product is properly appreciated by the men who ere on 


their feet during long long hours end are, therefore, in the 
best position to knew of the ease and durability of your 


Police Shoe. 
Very truly yours 


nn. 5 hark 


Lieutenant 


This Letter Speaks for Itself! 


POLICEMEN’S SHOE—No. 19: Munson Army Last; Gun Metal Calf; Oak 
Double Sole; Wingfoot Rubber Heel; Solid Leather Counter and Toe Box. 
No. 17: Same, except has U. S. Navy shape toe. 


JOSEPH M. HERMAN SHOE CO. 


MILLS, MASSACHUSETTS 
ooo re ny 
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JohnsonBros. 
iuyles Px fovingy 


THREE LOW CUTS FROM MANY THAT OUR SALESMEN ARE 
NOW. SHOWING 


Lasts That F it 


Attractive Styles 









; 
Shoemaking y 
, 
That Is $ 
Style 446 Unsurpassed 3 
Last 120 Style 445 
Last 121 
Patent Blucher Oxford Perforated. 
carrying an 11/8 heel. Russia Calf Oxford, Imitation Ball d 
Strap and Tip—on our new last 
that carries a 7/8 heel. 
yA 
; 
4 
Style 428 
Last 118 : 
A Black Kid Two Strap with a 
13/8 Heel and Imitation Saddle 
Strap and Tip. 
. z 
, 4 
JOHNSON BROS. $ 
ar SHOE, MIG CO. y 
MAINE é 
$ 
YA 
Made Jn The Pine Tree it 
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No. X485—Code “TRACY.” Silver Cloth 
Isabel, One Strap, 14/8 Louis Heel, 
Widths AA to C. Price $6.50 
At Once Delivery from New York Only. 





No. “FANNY.” Imported 
Silver Cloth Isabel with Center Strap, 
Pearl Buttons, 17/8 Spanish Louis Heel, 
Widths AA to C. Price 
At Once Delivery from New York Only. 


X552—-Code 
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TSrrect Dodg' e- 


FOR ALL OCCASIONS 
In Stock 





Just a few of the styles which 
we are showing in our new 


December First 
CATALOGUE 


Write for this catalogue and 
also our latest price list. 
Remember! These are up to 


Sitti tit 
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our usual standard in every re- 
spect. H 
HH | 
See our exhibit, Booth No. 75, : 
N. S. R. A. Convention and Ex- : : 
position, January 9-10-11-12, H 
1922. a5 /(\\ 33 
: : 
No. X530—Code “TIRA.” ‘Patent H Hh 
or gt eo Thee Ry ——, ® ae 
/ , . Widt to C. : ss 
Re cacisiccsacherenceessee ee $6.25 In Stock Departments at Newburyport, Mass., Ae | 
At Once a Kansas City and the following poi ts: H i 
BOSTON NEW YORK CITY KANSAS CITY H - 
Albany Bldg. 179 Lincoln St. 110 Duane Street 215 Sheidley Bldg. : Hy 
R. A. GILLETT, Manager WM. M. ANDERSON, Manager H. W. DRAKE, Manager . 
MONTGOMERY CHICAGO P cog te egy hat : 
105 Bibb Street 310 Lees Bldg., 19 So. Wells St. 770 Mission Street H : 
H. N. WHEELER, Manager A. H. HOPKINS, Manager SOLLY SCHWEITZER, Manager ‘ 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 
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STYLES FOR MEN AND WOMEN—READY-TO-SHIP 








No. 588—4 Norwegian Ox. Squa No. 684—Black Cordovan Ox. Squa No. 487—Black Norwe; Ox. Square 
wing tip. Rawhide doubler. Stitched — tip. Fibre dou bler Stitc - | wing tip. Fibre doubler.. Stitched 
heel. A, 7% 11; B, 6 to Il; C and heel. A, 7 to 11; B, 6 to I; C and heel. A, 7 to 11; B, 6 to 11; C and 
D,5 toll. The “Brute” Last. -$6.15 D, 5 to Il. The “Brute” Last. .$6.35 D, 5 to If. The “Brute” Last. .$6.15 





ast. ime an 
Widths: AA, 6% to Tr Y B, 6. 
to Il; C, D, 5 to Il Price.$5.25 








No. oe Calf C. S..Oxford, Imt. Turn. Fenway 

Las ast. ay s and Widths: AA, 6% to 11; A.B. 6 to IT; 

od > Pare a rere $5.25 Ne. 580—Brogue Last. Gallun’s 26 Brogue Gute rd. 
No. 230—Women's Dance Oxford. ee Turn. AA, 7 to I1; eA and B, 6 to 11; C and D, 5 to Il. 
25 ‘La st. A, a to 8; B, C, D, 2% to 8 Price. .$5.00 PHBME aos, POOR cel ota sss anata, kesccaanecane "$5.00 
No. 234—Women’s Patent Colt. Oxford. Plain Toe. No. 693—Brown Cordovan Oxford. Rawhide Slip Sole. 
10/8 Heel. Stroller Last. A, 4 to 8; B, C, D, oe -8. as hey Widths: AA, 7 to 11; A, B, 6 to 11; C, D, 5 
ss -S gs Mab bee 06.016: 4:64d 6 KES Cae TE | Ee a rer rar rey. 


The Dalton Company, Inc. 


Men’s. Fine Shoes 


BROCKTON, MASSACHUSETTS 
BOSTON: 183 Essex St. NEW YORK: 651 Marbridge Bldg. CHICAGO: Room 706, Security Bldg. 
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THE WONDER SHOE OF 









HEAVIEST IN 
COTTON 


Redtinean— 
SHOE LINING 


STRONGEST IN TEST 
LONGEST IN WEAR 





















fg 
DIAMOND 
‘BRAND: 
FAST COLOR 
EYELET? 





COG IN THE 


w 
IS TESTED kz 





THE 






















GUARANTEED TO OUTWEAR 


TRADE MARK 
REGISTERED 















RBO 
EACH PART oh ~“e 
STAN DARD <s> 
ITS CLASS Less wer 


The shoe 
- you know 
all about 


MS O N | 


BOSTON, 


Copyright 1921, Timson Bros., Inc. 


BRANCH OFFICES AND REPRESENTATIVES 





New York City, Jersey City, Long Island 
O. F. Countz, D. Waldman, 127 Duane St., New York City 
Western Pennsylvania and Eastern Ohio 
A. F. Bertram, 719 cotter a Pittsburgh, Pa. 


‘Ok Harry E. Coombs, 
J. A. Ridling, 212 E. 17th St., Ada, Okla. 


W. L. 





Eastern Pennsylvania and So. 
A. C. Wood, 4013 Baring St., Philadelphia, Pa. 
Maine and New Hamp 


New Jers 


shire 
333 Preble St., So. Portland, Me. 
Northwestern Ohio 
Persons, Oberlin, Ohio 
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HE TIMBRO Standardized 
Shoe for women is made up en- 
tirely of standard parts. Each part 
is nationally advertised and known 





Nos. 700 and 704 


ORLD STANDARD PARTS 


by every retailer to be top-grade 
quality. Nothing better can be 
produced in the shoe world. 


The national advertising of these 
parts in genera 1 publications, 
women’s magazines and news- 
papers for many years past has 
won for them the confidence of 
your customers. That’s why your 
clerks find it easy to sell Timbro 
Standardized Shoes. 


These shoes are made in Lynn by 
the world’s finest shoemakers. 
Snappy, staple models carried in 
stock, ready for immediate ship- 
ment—six boots, six oxfords. We 
supply window signs and news- 
paper electros which help our 
agencies to speed up sales. 


We want an agency in every town. 
Wise retailers will act quickly. 
Write us today for sample lots or 
ask us to send one of our 20 sales- 
men to show you our shoes and ex- 
plain our proposition to you. 


*700 Women’s Vici Kid Lace Boot. .Medium High Heel.Medium Narrow Toe. .A to E. . $6.25 
*701 Women’s Vici Kid Lace Boot. .Medium Low Heel. .Medium Narrow Toe..AtoE.. 6.25 
*702 Women’s Vici Kid Lace Boot, 

preg eed yg Kany bg Fe eee Medium Round Toe..Ato D.. 6.25 
x703 Women’s Vici Kid Lace Boot. .Low Heel ........ Full Round Toe ..... CtoE.. 6.25 
x704 Women’s Vici Kid Lace Boot. .Medium Heel ..... Narrow Toe ........ AtoE.. 6.25 
x705 Women’s Vici Kid Lace Boot. .Medium High .....Medium Narrow Toe..AtoD.. 6.25 


*In Stock Now 


BR O'’S.; 


MASS. 


xIn Stock Dec. 10 


Inc 


BRANCH OFFICES AND REPRESENTATIVES 


Virginia and No. Carolina 
A. B. Watson, Fayetteville, N. C. 
Southern Indiana 
J. W. S. Allen, Evansville, Ind. 
Georgia, a Carolina, No. Florida 
J. H. King, Perry, Ga. * 


Conn. and Eastern New York 
“Chester Whyte, Bedford Hills, N. Y. 
Arkansas and Texas 
C. H. Dickinson, 1422 May _— Fort Smith, Ark. 


Californ 
Fred B. Swan, 31 eeny — Venice, Cal. 
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—WALKING — Will see you in Chicago at N. 
S. R. A. Convention, January 
9-10-11-12. 






BOOTH NO. 499 


BtoD 


Specially 
Priced 


$4.00 


A Genuine Full 
Grain Tan Calf 
Brogue Oxford. 
Carrying a 10/8 
Wingfoot Rubber 
Heel — Goodyear 


Welt. 













Wadia <ER SHOE CO. Inc: 


Et OE. CO. Inc: 
HE LIVE WIRE. HOUSE. 
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“/ 74°] be a 
Stylists "rrr riginafors peeey’ Creafors - Fl 
. 138-140 DUANE ST. NEW YORK CITY allied 
: Boston Office—214 Essex St. . Philadelphia Office—119 South 4th St. 
3 GGQGDDQODDAIIDIIDIDIGIIDIDIDIIIIIGIDIVGO 











White Shoe Fabrics for the Spring 


The three popular qualities to meet the requirements of the most exacting people: 


g The improved white corkscrew cloth 
Q Y made to sell at a price and used by 
the manufacturers of the high grades 
of white shoes. 
A Bd g A special white combed yarn 
GAA Cc Duck commonly known as Sea 
Island, and used in the better 
grade shoes. 


The above white cloths , g Commonly called Beach 
are made and “nished ISeacon White Cloth and used extensively 
especially for and sold 


by the manufacturers of the 











| exclusively by medium grades of shoes. 
Cincinnati Office: JULIUS KALLMAN CO. A. gered a 
529 Sycamore Street 63 South Street Boston, Mass.. 258 Fourth Street 


WRITE FOR SAMPLES AND PRICES TO OUR NEAREST OFFICE 
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FIVE 
NEW SCOUTS 


IMMEDIATE 
SHIPMENT 


Brand New and All Ready for Same Day. Shipment 
to Live Merchants who want real business-getters 
RIGHT NOW! They’re selling like hot cakes and 
they STAND UP and HOLD TRADE—they’re full 
blooded, pedigreed members of our world famous 


BOY SCOUT tribe—nuff sed! 


Style S 252 - 
Gents’ and Youths’ All Gun Metal Bal, Goodyear Welt, Medium 
Weight Oak Leather Sole, Goodyear Wingfoot Rubber Heel, 
Neat Round Toe Last. Price: 9-1314 Gents’, $2.85; 1-2 
Youths’, $3.25. 


Style S 354 


Boys’ Chocolate Elk Goodyear Welt, Medium Weight Oak 
Leather Sole, Splendid Broad Toe Style. Price $3.45. 


Style S 253 
Gents’ and Youths’ Chocolate Elk Goodyear Welt, Medium 
Weight Oak Leather Sole, Splendid Broad Toe Style. Price: 
9-134 Gents’, $2.85, and 1-2 Youths’, $3.25. 


Style S 355 


Boys’ Brown Russia Bal, Goodyear Welt, Medium Weight Oak 
Leather Sole, Goodyear Wingfoot Rubber Heel; one of our 
latest Brogue effects on a conservative English Last. Price 
$3.60. 


Style S 255 


Is the same description, except one of our latest best- 
selling Brogue effects, on most popular gents’ last. Price 


$2.95 in Gents’ and $3.35 in Youths’. 










The Excelsior Shoe Company 
Manufacturers of 

Men’s, Boys’, Youths’, Little Gents’ 
FINE SHOES 


Portsmouth, Ohio 
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We Dont Want 
Large Orders 


if you are to be overstocked later. 


That’s the béauty of the Rice & Hutchins distributing sys- 
_ tem--no overstocking—no forced sales, to rid your shelves 
of slow sellersnothing like that. 


You buy shoes enough to supply your demand—then. size 
in as frequently as you wish, 


Our nine distributing houses located in the strategie shoe 
centers of the country make this possible. | 


You are never overloaded. 
You get increased stock turnovers. 
You get increased profits. 


Let us.keep you stocked with men’s, women’s and children’s — 
shoes. You\can get Educators (the only original orthopedic — 
shoes) ,semi-orthopedic or style shoes for men, ~vomen,and 

children from, ariy,one of our nine large distributing houses. ~ 





ING HOUSES 


; Ph Rice & Hutchins Baltimore Co. 
“The Riée & Hutchins Chicago Co. 





WHOLESALE DISTRIBU 


The Rice & Hutchins New York Ces 


The Rice & Hutchins Atlanta Co. th 
The Rice & Hutchins Cleveland Co w/The Rice & Hutchins Cincinnati Co. 


Joseph I. Meany & Co., Inc., Philadelphia * ' The Atlas Shoe Co., Boston, Mass. 
The Rice & Hutchins St. Louis Shoe Co. 


RICE & HUTCHINS, Inc. 


10 HIGH ST., BOSTON, MASS. 


See our exhibit, Booths Nos. 111-112, N.S. R. A. Convention and Exposition, 
January 9-10-11-12, 1922 
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He’s Got the 


‘Never Quit’’ 


Spirit 


What a Wholesome @ptimist the Traveling Man Is 
in His Service to You 


N the distribution of shoes can we really take 
I in the fundamental and permanent truth 


that the most valuable agent in the whole 


scheme from the factory to the store is the travel- 
ing man. Ignore him, abuse him, disappoint him and 
do what you like—he bobs up the glorious optimist 
who makes paths of style and footwear along which 
lies progress and profit. 

Why this praise of a man and why at this time? 
Only for one reason to record the fact that the trav- 
eling man has been carrying a load seldom realized 
by either the buyer at the store or the credit man at 
the factory. If there is such a thing ever created as 
an industrial medal for valor in business we want to 
bestow it upon the traveling man to symbolize per- 
severance and patience. 

Let us take you to a scene, at 8 in the morning in 
a little town out of the usual path, with the sales- 
man opening up two trays of samples before a local 
merchant. Not alone the merchant but a sizeable 
audience of idlers draped around the store, with 
more coming into join the fun. The salesman leads 
off with a flock of reasons why a tobacco town could 


use a small stock of serviceable shoes, and that the © 


merchant’s location is just right for such a business. 

Then with pad and paper he shows runs of sizes 
and styles to carry, with the retail prices. When it 
comes to inside information the breezy salesman 
slides up, alongside, of the rather rotund proprietor 
and whispers “30 per cent on the selling price for 
his profit.” The salesman carries on, spilling his 
whole bag of tricks, and breathless waits for the 
comeback. The merchant appreciative of the audi- 
ence, singling out one rural sport, says, “Jeb, hov 
many pairs do you’all buy in the course of a year?” 

Jeb looks up at the rafters and replies, “I reckon 
I finishes about seven pair considering my taste is 
for nifty kickers.” 

“Ah, you go on,” comes from the back of the 
room, you all ain’t bought a pair of boots since befo’ 
the war, what’s the idea of carrying on so?” 





1 


y has, too; what do you.all. know about my feet.” 

This cross-play wasn’t getting the salesman any- 
where, so he tried to bring the merchant back to 
values. He took the shoe up and invited the mer- 
chant to come and look it over in the sunlight. So 
out to the front they went. 

Here was opportunity for the anvil chorus to be- 
gin. One bucko says, “That hyar salesman ain’t got 
no lin, o’ talk, I could preach mo’ virtues o’ ma 
mule”; another said, “Keep quiet, you, let ’im buy, 
and we’ll put it on the books.” 

The prospective orderer of shoes swung right 
around and said, “that settles it, I’se carrying this 
town, as it is, feed, clothes and all and I’ll be damned 
if you all can’t go barefoot. No, sir, I’m much 
obliged, Mr. Salesman, for your time, come ’round 
and see me when times get better.” 

The salesman, still carrying a smile, folded up his 
grips and bought a couple of cigars, giving one to 
the merchant, and said, with a more expansive smile, 
“T’ll get you yet, and you certainly won’t regret it, 
for some day you are going to sell a world of my 
shoes.” 

It cost that salesman good money out of his own 
pocket to make that trip. He was pioneering in out- 
of-the-way places. He was trying to keep a factory 
going. He was putting all that he could into the 
selling of more pairs of shoes, and he was not going 
to let anyone see that he was downhearted. 

Day after day, week after week, all sorts of hours, 
meals and beds and how he keeps his radiant good 
humor is passing all understanding. Such orders 
as he gets are in dribbles and always subject to either 
cancellation by the buyer, or rejection by the credit 
man. Up and down the country he goes spreading 
the good word that shoes are a necessity to civilized 
life and that no better shoes are made than those 
inside his grip. 

Remember, merchants and buyers, just a courtesy 
on your part to “look them over’—buy if you know 
that you can sell again, but at any rate give him the 

(Continued on page 70) 
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American Valuation Plan Best Under Present 
Conditions, Say Officials 


that if a workable substitute for the pro- 

posed American Valuation plan could be 
offered at this time the campaign of the retail 
merchants and importers against this proposed as- 
sessment would be easily won. It appears, however, 
that the Administration will stand firm in its advo- 
cacy of the plan rather than maintain the present 
mode of assessing customs. The Tariff Commission 
and others who have investigated the American Val- 
uation system frankly admit that it is not an ideal 
arrangement but that it is the best conceivable under 
existing conditions and essential to the economic 
welfare of the country. At the Capitol and else- 
where, proponents of the plan are conscious of a 
slight reaction and a lessening of enthusiasm among 
Administration leaders. There are some Federal 
officials who have previously gone on record in favor 
of the plan and who now have grown lukewarm 
toward it and are hoping for a satisfactory substi- 
tute. 


[ D tat it a wore indicate quite clearly 


Fallacies Exposed 


There is no doubt that the change in sentiment is 
due in a large measure to the aggressive movement 
undertaken by prominent retail merchants to edu- 
cate the public and particularly Congress, as to the 
fallacies of the proposed scheme. It is possible that 
the delay in enacting a permanent tariff may turn 
the tide. Certain minority members of the Senate 
and House have received reports from field agents 


engaged in the investigation of the American Valua- 
tion plan. These tell stories to the effect that Ameri- 
can valuations fluctuate to such an extent that it is 
almost impossible to provide a working basis for the 
Treasury Department. 

These statements are officially contradicted by 
James B. Reynolds, director of the American Valua- 
tion Investigation. He told the Recorder that the 
few instances where prices were changed could be 
attributed to a misunderstanding on the part of the 
American manufacturers as to the data required by 
the Treasury Department. 


May Be Forced Through 


Postponement of the tariff hearings by the Senate 
Finance Committee shows the trend of sentiment as 
to the tariff bill. Administration leaders have said 
from time to time that they favored the continua- 
tion of the Emergency Tariff until world conditions 
assume more stable proportions. Because of Con- 
gressional elections in the fall there has been some 
talk of postponement until the regular session of 
Congress in December, 1922. There is a possibility 
that the American Valuation plan may be forced 
through at the regular session this winter and used 
as a basis for revising the rates in the House tariff 
bill. The tariff bill situation is marked by uncer- 
tainty, especially as to the effects of the American 
Valuation plan. 

Chairman Fordney of the House Committee on 
Ways and Means has received many petitions from 
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representative merchants throughout the country 
opposing the proposed American Valuation. Unfor- 
tunately, many of the leading business men used a 
form letter which failed to attract attention. Com- 
munications were received from James McCreery & 
Co., and R. H. Macy & Co., New York merchant leaders, 
who pointed out that “the American Valuation plan, 
while nominally seeming to lower the existing tariff, 
in effect will greatly increase the rates of duties to the 
point of shutting out foreign goods. With the elimi- 
nation of foreign competition, we believe that Ameri- 
can prices must eventually rise; with the immediate 
need of careful and efficient management removed, the 
cost of production will increase and with it the cost 
of living. 
Sane Objections Urged 


“We believe that the proposed plan by decreasing 
imports will deprive the European countries of their 
only means of paying for American products— 
American farmers will be unable to export their 
farm products and the American manufacturer will 
have no foreign market for his goods. 

“The retail merchants are members of a trade 


which is the great distributing agent for products of. 


the American industry. Their interests are in- 
separable from those of the country as a whole. 

“We urge your vigorous and immediate opposition 
to that part of the Fordney tariff which contains 
the American Valuation plan, for we sincerely be- 
lieve that the passage of this legislation will be 
detrimental to the interests of the American farmer, 
the American laborer, the American merchant, the 
American consumer and even the best interests of 
the American manufacturer.” 

Practically all New York merchants sent this text 
to Chairman Fordney. They pointed out that the 
American Valuation plan is not only unnecessary for 
protection, but that it will result in actual injury 
both to the manufacturer and the laborer, whom it 
is designed to assist. 


Opposition Is General 


The communication from Macy & Co. carries the 
signature of Jesse Isidore Straus, president of the 
firm, and the one from McCreery & Co., bears the 
signature of S. C. Silverthorne, vice-president of 
the company. It is apparent that the opposition to 
the plan is sweeping the Atlantic seaboard. The 
House Committee on Ways and Means has been 
swamped by letters from merchants who are lead- 
ers in their respective communities. 

M. S. Hecht, president of the Hecht Co., “The 
Hub,” Baltimore, addressed a letter to Congressman 
Chas. J. Linthicum of Maryland, in which he stated: 
“We are bringing to your attention for recognition 
a tariff that will provide adequate protection for 


the American manufacturer, thereby insuring such 


wages as would be ample for proper living condi- 
tions. We believe that the American Valuation 
plan is not necessary for such protection, but that 
it would result in actual injury to both manufac- 
turer and laborer. We would appreciate your imme- 
diate and vigorous opposition to that portion of the 
tariff bill containing the American Valuation plan.” 


Manufacturer Protests 


Another letter to the same Congressman from 
William Beohler, manufacturer of umbrellas at Bal- 
timore, in which he said in part: 
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“We desire to enter our protest to the proposed 
American Valuation plan in the pending tariff bill. 
This plan opens up innumerable possibilities for 
fraud and chicanery and will prove as vicious as the 
cost plus 10 per cent plan in operation by the Demo- 
cratic Administration during the world war. It puts 
a premium on careless and inefficient methods of 
manufacturing and makes it to the interest of the 
manufacturer to maintain his own cost high and 
from this standpoint alone it is vicious enough to 
justify its being turned down by you.” 

A. A. Brager of Baltimore, also informed Congress- 
man Linthicum that: 

“We have studied the pending tariff bill from every 
angle, and the purpose of this writing is to urge you 
to oppose the American Valuation plan. We feel 
that it would be harmful in every way to the busi- 
ness interests of the country. Full protection for 
the American manufacturer and the American la- 
borer is imperative, but any law that eliminates for- 
eign competition must inevitably increase the cost 
of production and necessarily the cost of living. 
This is only one of the many phases of harmfulness 
that would follow the enactment of the proposed 
bill and we want to record our opposition.” 


Now for the Christmas Rush 


‘Postmaster General Hays has directed all post- 
masters to solicit the co-operation of retail mer- 
chants and others in order to assure the prompt and 
economic handling of the Christmas mail. It is sug- 
gested to postmasters that widespread publicity 
should be given to the importance of preparing par- 
cels for the mail, supplying correct and complete ad- 
dresses legibly written, and affixing the required 
amount of postage and mailing a number of days in 
advance, according to the distance covered. They 
are asked to assist merchants and civil organiza- 
tions in publicity campaigns, investigations, etc., 

(Continued on page 70) 


‘| beg 
: your P 
pardon 


In the issue of Nov. 12 in the advertisement of 
the Domino Shoe Company, Haverhill, Mass., prices 
under stock No. 1074, Patent Roman Sandal, should 
have been as follows: 

Sizes 84% to 11, child’s turns, $1.60; imitation 
turns, $1.50; 1144 to 2, misses’ turns, $1.90; imita- 
tion turns, $1.80—instead of prices of $1.60 and 
$1.30, $1.70 and $1.60, as published. 










In the index of advertisers which appeared in the 
Nov. 12 issue of the Boot and Shoe Recorder, the 
address of The Menzies Shoe Company was incor- 
rectly given as Milwaukee. The correct address is 
Fond du Lac, Wis. 
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(Continued from page 67) 
hospitality of a “once over.” That i~ the thing which 
hurts the most—indifference—“I haven’t got time to 
look at them, and what is the use anyway, I can’t 
buy.” Just try to put yourself in the salesman’s 
place. 

There are merchants who make it a point to never 
refuse to look at a line, furthermore, they keep their 
appointments on time. These merchants say that 
often one idea from the salesman is worth hundreds 
of dollars to them. Most salesmen keep an eye open 
on selling methods and they invariably tell the mer- 
chant how some other store is selling shoes at a profit. 
One buyer in Atlanta makes a point of sending his 
sizing-in orders direct to the salesman’s home so 
that the traveling man can get all the credit for the 
business. 

Salesmen find it necessary to be on the road the 
year around. Home life is denied them by the new 
order of industry, but they just carry on, eager to 
serve and suggest, appreciative of orders and con- 
stantly keeping posted as to how the goods are being 
made and delivered. Actually—enough cannot be 
said in the traveling man’s favor, in seasons like the 
present one. When his books are balanced at the 
end of the year it is a good bet, he cannot show a 
profit for the work he has done. 

Here’s a hearty slap on the back to you traveling 
man, what a wholesome optimist you are. You have 
friends wherever you go, and you are a good example 
to merchants and manufacturers because of your 
“never quit” spirit—Arthur D. Anderson, Editor. 





“Tearing down’’ must cease 


HAT does it profit the knocker to destroy 
the name and even the structure of sub- 
stantial business institutions. What is 

the value of a town but in its fine buildings, good 
stores and honest people. Why tear down, just to 
be vandal of another man’s success. 

Emphatic measures must be taken to stop the prac- 
tise of attributing to the merchant a profiteering 
spirit just because he happens to have a store that 
is attractive and shows that money is spent upon its 
appearance. 
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All over the country there is a cry that every time 
a person buys an article in a finely appointed store 
that he or she is paying for the fixtures, front and 
everything. 

Advertisements picture competition as being cov- 
ered with extra costs because of mahogany chairs, 
polished glass and electric lights. That “proud 
stores” carry a huge overhead to look the part, and 
that “we don’t pay rent and not one cent goes for 
overhead.” Also the old argument “you don’t pay 
for anything but the shoes.” Such stuff is rot, piffle 
and untruth—there never was a business started that 
did not have to bear its proportion of costs in rent, 
light, selling expense and transportation. 

We have said in the RECORDER many times that sim- 
ple economics should be taught in schools and to 
the public. Nobody works for nothing. Selling 
goods at a loss is not the regular practise of busi- 
ness men. “No profit” is not a blessing to merchant, 
public or community. There must be a profit even 
in the contribution box on Sunday. 

Why let the damnable practise go on of laying onto 
the store which has the appearances of being a going 
and growing business the charges that unwarranted 
profits are being made to keep up its appearance. 
Most good stores are built by a merchant who has 
pride in being a citizen, businessman and lover of 
his handiwork. 

It is high time to tell the truth about some busi- 
nesses which claim “we don’t pay rent, don’t have 
any costs of doing business, we are the great chari- 
table organization with omnipotent powers to give 
you greater values than your dollar brings anywhere 
else in the world, because we don’t want any profit.” 

The back street and the gutter is calling for suck- 
ers. The side street and main street are declared 
dishonest. By their fronts shall ye know them to 
be profiteers. Come upstairs and be saved. Wow. 

Surely we are in a great and gullable age. If 
you have anything, and hope to keep it, rise up and 
show the public that by frugality and service you 
deserve your place in the sun; that you give greater 
values and greater service and have been doing so 
for years; that you have contributed to the strength 
and progress of your town and that business without 
a profit is neither good for merchant, town or public. 
Don’t say it with flowers—use bricks. 








(Continued on page 69) 

and to prepare in advance suitable matter for pub- 
lication from day to day in the merchants’ adver- 
tising columns or other mediums. Emphasis is 
placed upon the need of co-operation with the Traf- 
fic Department of retail stores and at postoffices 
where acute congestion occurs on account of lack 
of space. Postmasters will also arrange with mo- 
tion picture theaters to return slides calling atten- 
tion to packing, addressing plainly, etc. The Post- 
master General said that postmasters should empha- 
size upon their patrons the necessity for the careful 
observance of the following simple conditions by 
mailers. 


What To Do To Help 


Prepay postage fully on all parcels; also prepay 
fully the internal revenue stamp tax on parcels sub- 


ject to 25 cents or more postage. Address parcels 
fully and plainly. Place name and address of sender 
on all matter. Pack articles carefully and wrap 
them securely, but do not seal them, as sealed par- 
cels are subject to postage at the letter rate. Mail 
parcels early; they may be marked “Do not open 
until Christmas.” Insure valuable parcels. 

Written inscriptions, such as “Merry Christmas,” 
“Happy New Year,” “With Best Wishes” and num- 
bers, names or letters for purpose of description, are 
permissible additions to fourth-class (parcel-post) 
mail. Books may bear simple dedicatory inscrip- 
tions not of a personal nature. Other written addi- 
tions subject parcels to letter postage. Communi- 
cations prepaid at first-rate rate may be sent with 
parcels prepaid at fourth-class rate, provided they 
are placed in envelopes securely attached outside 
of parcels. 
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“fou PATHS STYLE 


The Foot Fancy Free 


HE cardinal features of the trend of style in footwear can be classi- 

fied into four pathways; first, fancy foot coverings on the sandal 
order to express youth; second, satins and patents at the crest of their 
popularity with the need for something to make more pairs; third, the 
perpetually popular oxford; and fourth, the growing demand for vigorous 
types of sport footwear. 

What are the national indications along these four paths of style and 
why a consideration of them now? 

The answer comes from a realization that the business usual to Sep- 
tember and October has been spread out over a period embracing Sep- 
tember, October, November and December. The buying of style shoes 
stopped in October and the retail shoe trade now looks to the opening 

months of 1922 for business on fresh merchandise. . 

What section of the country indicates the first types of spring 
footwear? 
The South, both east and west, where tourists seek shelter 
from the strenuous weather of the North. 
What are the indications from these Southern resort points, 
showing the trend for the earliest wearers of spring- 
like footwear? 
Our classification indicates the paths of style already 
partially traveled by the buyers of shoes for folk 
who travel southward. 
First, to a consideration of the trend of style 
in the fancy footwear. 
After a season of black leadership what 
are the possibilities for novelty colors? 
The outlook for a smart shade of 
gray is most promising—it is a 
cross between a beige and a gray 
that is beginning to be popular 
in women’s dresses. 
There is a trial of a red- 
dish shade on a fawn 
base to permit con- 
trast with the 
blacks in apparel, 





The smart one-strap right over the waist of 
the foot is the newest national feature in foot- 
wear. The trim strap comes right over the waist 
line of the foot and grips the sides preventing 
gaping and slipping. It is a style which started 
in the highest custom shoemaking and has been 
growing and is growing in popularity. It is just 
that major fraction of an inch below the regular 
ankle strap that pleases the eye and the fitting 


of the foot. 
Plain opera pumps in the junior Louis heel 
show a smart simplicity and the small tongue 


colonials have an inning providing the orna- 
mentation is attractive. 





to carry out 
the Spanish 
motif. 
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orl ARLIEST SPRING 


There is black and white, and we have with us always some tans 
that have a real lustre worthy of fine footwear. Thus in a few pert 
paragraphs we tell the whole color story. This limitation of colors 


















ee in fine footwear is a problem worthy of consideration by the tanner 
eir for more shoes are salable if colors to match and contrast with the 
the new pastel shades in fabrics can be created. 
ous The trap and cutout, revealing as much of the foot as possible, 
have not covered the country as yet. The Southern resorts are 
stocking straps in all the variety of designs because of their real oO 
ai foot beauty. It is a case of intimately studying your local conditions. es r* 
ep- The styles you order are the styles you push in your community. ‘oil 
ep- No style is dead which has a vigorous selling campaign behind it. Py Wi 
Des Heels have been changing for some time. The Spanish heel is 
ng leading today in fine footwear. It harmonizes with the shorter vamp. 


It gives the appearance of smallness not possible with the thin 
ng necked Louis heel. Heels must harmonize with the types of shoes 

purchased. When you lower the height of heels watch the pitch 
and type of heel, whether it be Junior or Baby Louis, Spanish 
or Cuban with half-Louis breasting. A caution on heels is 
timely, for height is a factor in footwear selection by the 
1g- critical woman. 

Combinations, other than black and white in high- 

style footwear, is to be avoided, and even in the 











dy 

uk black and white to be taken with caution. It was 
once thought absolutely good taste to have the 

yle hosiery and footwear in perfect matching. 
There is now an indication that in fine 

at apparel footwear should contrast with 

3? the hosiery. Maybe this is due to the 


of fact that sufficient color expression 
cannot be obtained in footwear 


a 
ay alone. The combination is not 
ar unusual for a woman to wear 

a black velvet dress, with 
d- scarlet chiffon sleeves, 
mn and she will have black ' 
n- patent opera or strap scarlet silk to match the sleeves of her gown. 
az pumps and stock- In fine footwear look for simplicity of design, 
l, ings of bright perforations, pipings and stitchings. Most of 


the designing will be in stitchings and here the 
color of thread may contrast with safety. The 
era of design by stitching is here and unlimited 
designs are possible. 

These highlights on style come from a bal- 
ancing of the latest offerings by Brooklyn manu- 
facturers with the selections made by merchants 
making a feature of Southern Resort trade. 
They are guide posts on the path of fine style 
in turn footwear. They will find their future 
developments in the great number of stores the 
country over in the early months of 1922. Spring 
will open earlier than ever and spring styles 
will appear in more stores in February than in 
: any previous season. 

There is a feeling that the spring season should 
be given a hot-house development—the flowers 
of fine footwear to be forced into earlier bloom 
—if for no other reason than to retire the low 
shoes of the vintage of 1921. 


ut 
h 
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WO sisters in black—satin and patent—have the 

center of the stage. They play together in com- 
binations, or satins do a turn to patent’s welt, or turn 
and turn. What ever their manufacture, they lead, 
Prediction is made that satin is gradually becoming 
a staple in a one-strap or pump pattern. There isn’t 
a store without a fair proportion of satins and patents, 
plain or decorated, and salable in the entire range 
of prices. The first caution is—stick to quality for 
no footwear shows its cheapness sooner than these. 


The best combination outside of sport footwear is 
patent and satin. This mixture of shine and sheen 
has Easter possibilities. The pattern matters but little 
for simple straps, and complex sindals have equal 
salability. 


No particular time or place is reserved for satins 
or patents. They are worn for functions and for 
outdoors, in cities and in towns, in automobiles and 
behind shop counters—and despite the wide use of 
each the popularity of both is national. 





Satins permit a wide use of embroidery, beading and 
stitching and every conceivable design is in vogue. 
Metal cloth in combinations for evening wear with 
either satin or patent, and now the use of velvet. 
Velvet is being reserved to the fine footwear class 
more as a matter of experience—for the cheap velvet 
run of years ago is a lesson most shoe men learned 
at first hand. 


Since satin and patent have so broad a popularity 
in a black cycle of style we look for a continuation 
of the vogue until Easter—a sweeping style has a 
tendency to longevity, so make it profitable. 


The early Spring offers a considerable latitude of 
weather—so look to the oxford for a healthy salability 
The surprise of the mid-winter demand is the call for 
oxfords to be worn with wool stockings. There was 
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no boot season worthy of the name. What prospects 
for boots rests with the sort of weather January and 
‘February will bring to the Northern states. 


All the South has been oxford enthusiastic—espe- 
cially in those stores carrying hosiery to match. The 
oxfords have been in tan calf and black calf with 
military heels and such perforations and stitchings 
as pleases: the merchant’s fancy.» A fair price has 
been possible and the future:development of oxford 
business is a problem _—: with. some degree of 
pleasure. 


Oxfords are considered safe—their continuation 
into the Springtime is assured—the only competition 
is in price and here is where the only problem lies. 
Surface appearance is not substance valuation—the 
structural quality in oxfords is something to say 
more about, and this applies both to manufacturer and 
to merchant. 


Oxfords can be given style features by ‘combina- 
tions of grain and smooth finished leathers in saddle 
or apron effects, or in quarters. Buy a number of 


blucher patterns for they are coming back with. » 


strength. Keep your oxfords to a moderate length 
of forepart and ample ball room... ‘The very heavy 
weights should be avoided in women’s wear for the 
light welt is possible and practical. Trininess on the 
foot and smartness of lines can keep the oxford par- 
tially femininé. As a footcovering it has such a man- 
nish characteristic that it has only a proper place 
in the scheme of footwear for women that implies 
walking, outdoors preferably. Sweeten your line of 
oxfords for Spring, select new perforations and pat- 
terns, try tans and blacks in grains, keep shanks and 
soles in medium weights, and see that your range of 
sizes is sufficient. 
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Variety in Men’s Footwear 


Thomas F.. Peirce & Son of Providence, R.I., recently had an excellent 

showing of men’s footwear. Grouped on a plateau with a full dress 

suit were dull kid pumps, patent leather strap pumps, patent leather 

oxfords and patent leather cloth top button boots. In other parts of 

the window were shown boots and oxfords in grained and smooth calf 

leathers, soft toes, box toes, brogued and plain. Surely something to 
attract the man—no matter what his tastes might be. 
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The Style Swing in Men’s Footwear 


Oxford Apparently Has Established Its Supremacy—Big 
Sports Season Just Ahead—Apron Effects and 
Grain Leathers to Be Popular 


in the style footwear of the nation of men. 
; This is the great feature of the first indi- 
cations for spring. Style has been a slow develop- 
ment in men’s footwear, but it is well on the way. 

A mid-winter holiday is now considered necessary 
by most men who have the price. The Southern 
resort figures are that from Florida to California 
a million men will be influenced to visit the South 
this winter. 

Most of them will golf—and most of these who 
golf will take to the knickerbocker. With the knick- 
erbocker it means either special golf footwear or 
sport footwear suitable for golf. 


'': oxford has taken the place of the boot 


Men’s Shoes Heavier 


Structurally men’s shoes have been changing for 
two years. The heavier sole, the wide ball, the com- 
bination measurements and the sturdier leathers, 
the snug fit of the upper and the comfort of this 
type of footwear makes it nationally a favorite. 

Style is swinging the men to new shoes, but of 
these new shoes be it noted that fewer pairs are 
being worn because of the increased wearability of 
these models. 

Grain leathers in tan and black—the lighter shade 
of tan and the combinations—all give a wider scope 
of selection for men. There are greater possibili- 
ties for price and profit in the sport types of shoes 
for men than in any other division 
of the trade. 


Apron Effects Called For 


The last is the standardized 
Haig. The tips are becoming 
straight; and more apron effects 
are being called for. The soles 
can be of leather or fiber and the 
heels are in the main of rubber. 

Can the shoe merchant create 
a season of men’s shoe selling by 
means of sport footwear? 

The answer is everywhere in 
the affirmative in the South. It 
points the way to a national style 
period in spring and summer, 
1922. 

There has been no “skimping” 
in this Haig model; the last is 
made full throughout. Shoes built 
on this last are comfortable shoes. 
The wide outside line adds very 
materially to the comfort of the 
foot, which is thus allowed the 
freedom of lying down perfectly 
smooth on the innersole. The 
measurements of this last make 
ample provision for the wearing 








of wool sport hosiery. 
The men’s last on the brogue type is made with a 
%-flange heel, extra wide bottom, shank and tread, 


and an outside swing. 
A Good Selling Last 


“The greatest selling last in the country,” is the 
way leading retail shoe merchants speak of this 
model. “You cannot say anything too strong in 
its favor,” says a man who wears a shoe made over 
the Haig last. The Haig last was a war product. 
It had as its inspiration the necessity for comfort- 
able and serviceable shoes which the exigencies of 
the great struggle developed. Someone has credited 
England with its birthplace—but it made its ap- 
pearance in the United States in about 1915. 

When the shoes made over this last were placed 
in the shoe store window they immediately made an 
impression, They had about them that “swagger” 
look. An air of distinction was evident in their every 


delineation. 
A Distinctive Last 


After the first Haig model was fitted the customer 
stood up in the shoe and walked up and down the 
rug in front of the fitting chair. The customer 
found that the model was a comfortable one; that 
it did not pinch anywhere, and that there was plenty 
of room for all of the toes. Style and comfort were 
here combined in a shoe with all the earmarks of 

distinction. 


“Public Getting Square Deal” 


In a report to the Toronto Board 
of Health, Charles J. Hastings, .M.D., 
Medical Officer of Health, reports sub- 
stantial reductions in the prices 
charged for boots and shoes. The 
concluding words of the report on the 
probe carried on by the department 
with two assistants are as follows: 

“From the report of this investi- 
gation, which shows that ten repre- 
sentative retail shoe merchants with- 
in the city of Toronto have made an 
average reduction of 24.2 per cent on 
the price of their goods to the public, 
and that one wholesaler, one jobber, 
and one manufacturer, show an aver- 
age decrease in the price of their 
goods to the retailer of 22.6 per cent, 
it would appear as if the public were 
getting a fairly square deal, and that 
the retailer is working on a lower 
scale of profit, with hopes for a 
greater turnover than formerly. The 
majority claim to have been caught 
with large stocks on hand when the 
drop came, which entailed to a num- 
ber of them considerable loss, as the 
old stock had to be marked at replace- 
ment value.” 
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Regina sandal, with vamp and Louis heel 
of silver brocade, plain black satin quar- 
ter. Note five-strap effect at either side of 
ankle strap. This lattice work displays 
hosiery to good advantage. Hosiery should 
be sheer chiffon black silk with Paris clock 
or chiffon silver, —_ or with Paris 
cloc: 


















Evening slipper of black satin, trimmed 
at throat with little black velvet ears and 
cut steel ornament; baby Louis heel. 
Hosiery of sheer chiffon black silk should 
be worn with this model 
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Strap Patterns Look Good 


Black suede cross strap sandal, with nar- 
row pipings of white kid; 16/8 covered 
heel, Spanish type. Plain sheer black 
hosiery should be worn with this type 


Women’s sate black satin one-strap with 
full Louis heel.. If worn for evening, hose 
should be black silk with open clock or 
lace boot. For street wear sell nude sheer 
silk or sheer gray silk, preferably both 
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Women’s plain white linen strip pump, 
trimmed with perforated bands of black 
patent leather, 

14/8 heel. .White hosiery with white or 
black. clock would be very appropriate 

















patent leather covered 


Women’s light tan calf fine colonial welt, 
tongue, in a champagne 


genuine buck 

shade, ornamented at cross-bar of throat 
with tiny cut steel bronze button, 16/8 
covered heel. With this shoe can be worn 
a light tan silk stocking with hand em- 
broidered clock of the same color, or a 
champagne to match the tongue 
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A Record Sport Season Ahead Ms 





Women’s white canvas two-strap, black, 
calf perforated wing tip, strappings 
throughout of black calf, elaborate per- 
forations. Military leather heel and sole. 
Either plain black or plain white hosiery 











Women’s white buck oxford, double per- 
forations on toe strap, on vamp and quar- 
ter trimmings, and on lace stay and top; 
white rubber sole and heel. With this 
shoe can be worn a colored sport hose 
of silk and lisle, ribbed, and preferably to 
match sweater or hat. White hosiery is 
always permissible, but is apt to be fragile 
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Women’s white canvas one-strap, baby 
Louis heel. With this shoe should be worn 
white silk hose with open or embroidered 
clock, Clock may be white or colored. 
A black clock would be very effective 



















Women’s golf shoe of champagne calf, 
wing tip, apron and back stay of brown 
Norwegian grain, with punchings. Red 
rubber knobbed sole and heel. Worn with 
lightweight cashmere or lisle sport hose. 
Ribbed type to match trim is preferable 
+ 
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One-strap linen mp, white kid trim- 
mings. hite silk hose with or without 
clock. Clock may be colored 





Women’s street oxford of white linen, 
trimmed with buck military heel. White 
silk hose with or without clock 
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Men’s white buck street oxford for morn- 
ing or afternoon wear—perforated tip, 
white rubber sole and heel. Hosiery should 
be plain white or white with colored clock 





Men’s golf shoe in tan Norwegian grain— 
soft toe, knobbed rubber sole and heel. 
Golf hose of any desired color or material 
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Apron Effects are Popular 


Women’s golf oxford of champagne calf, 

apron of dark brown calf, with punchings; 

seamless back stay of dark brown calf, 

with punchings. “Washboard” rubber sole 

and rubber heel. Sport hose to match 
brown calf 





Men’s champagne smoked elk golf shoe, 
saddle strap of dark brown calf; suction 
rubber sole and heel. Golf hose of any 
desired color or material 
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Types for Street Wear 


Meun’s tam Norwegian calf, cordovan sad- 

dle strap in darker shade of tan, leather 

sole, rubber heel. Hose matching either 
of the two colors 


Men's black Norwegian grain, soft toe, 

perforations on tip, at throat, lace stay 

and quarter, leather sole and heel. Hose 

should be black silk, black lisle or black 

silk and wool. Dark colors also permis- 
sible for street wear 
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Men’s white buck golf oxford, red rubber 
sole and heel. . White silk hose or two- 
tone sport effect 


Men’s patent leather evening oxford, box 

toe, very flexible sole. Plain black silk 

hose or black silk — embroidered black 
cloc 
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White Holds Lead As Safe Staple 


Combinations of White and. Black Also Advocated 
As Good Winter Resort Style—Softening 
of Color Tones Noted 


tion of the preparations being made by 

makers of high-class footwear for women 
who frequent southern resorts during the winter 
months, a member of the RECORDER’S staff paid a 
visit to the factories of the leading producers with 
the following results: 

White footwear in kid, buckskin and fine cotton 
were everywhere first mentioned as safe staples and 
black saddles applied to white shoes were confidently 
advocated. White and black effects were highly re- 
garded, especially for sport wear. 


Sandal Type Holds Its Own 


Apparently sandals showed no falling off in popu- 
larity since they were being made in every fabric 
adapted to footwear. The height of extravagance, 
however, was reached in a sandal made of multi- 
colored hand woven metal brocade of such fine ma- 
terial as not to appear bulky or to intensify the size 
of the foot. 

This was made possible by using the finest spun 


W to a view to gaining first-hand informa- 


silk yarns and the lightest metals obtainable. Fabrics 


on this order are woven exclusively in France and 
were imported for this especial purpose. In fact, so 
important has become the production of novelty fabrics 
for footwear that the French are giving it especial 
attention, since French operatives are skilled in oper- 
ating hand looms on which such fabrics are woven. 


Soft Color Combinations 


The color combinations were soft and artistic as 
are seen in Oriental rugs. For example—corals 
melted into dull old blue, soft, old red faded into dull 
green, violet blues mingled with pale yellows, soft 
green blues were joined to soft reds, and thus the acme 
of artistic color combinations was associated in artistic 
French fashion. 

Special orders for four pairs of such footwear were 
given by women who were assembling their wardrobe 
for a stay at Palm Beach. Nor did they stop at that 
extravagance. Strapped fur slippers made out of 
broadtail were added to their wardrobe to be worn 
en route, in the lobby of hotels, while motoring and 
during cool days at the beach, or when a “Norther” 
blows in to lower the temperature. 


Low Heeled Novelties 


One feature of the footwear prepared by the leaders 
was the elimination of strapped effects at the ankle. 
But a more marked change was noticeable in the in- 
troduction of low heels applied to novelty shoes for 
ballroom wear, especially designed. to meet the de- 
mands of young women who never leave the dancing 
floor so long as the band plays. 

A noticeable change in colors was apparent in the 
general softening of color tones. Instead of the full 


strength of chrome, which is present in all the pri- 
maries of blue, red and yellow, there was the intro- 
duction of softer tones which to some extent have 
given way to the vivid colors of yesterday. 

In this connection it should be noted that the lead- 
ing dressmakers of Paris, probably the most artistic 
in the business world, have each introduced an assort- 
ment of soft colors while retaining red for a striking 
contrast with black and with white. 


Wistaria Has Revived 


Thus there has come a revival of such a soft gray 
blue as copenhagen, and with it soft biscuit tones 
again appear with beige for ample measure in the 
high tones of the brown series. 

The featuring of coral pink for southern wear is 
another indication of a revival of soft tones. But 
the most pronounced example of the restoration of 
pastel colors is presented in the adoption by dress- 
makers of such a soft purple as wistaria. 

Again such a strong color as emerald green has 
given way to the less obtrusive gray greens which 
have the indorsement of all French color authorties. 
Then, too, raspberry reds have been dyed in suede 
leather and are confidently presented with other novel- 
ties in strapped slippers for dressy wear. 

A pleasing feature of the shce exhibit was the ac- 
ceptance of two of the RECORDER’S suggestions, viz.: 
counters in bright colors and colored backgrounds for 
cut-outs in appliqué form on vamps simulating hand- 
painted effects. aSaieenEcecameraes 


Lacing Hooks for Children’s Shoes 


A feature in the practical development of children’s 
footwear that is appealing to manufacturers of children’s 
shoes is the newly developed lacing hook which is already 
being shown on some of the newer styles of shoes for 
growing girls and boys. 

It is not only a new style wrinkle but.a point that adds 
to the ease of lacing and the adjustment of the shoe to 
the youthful foot. Children can more readily dress them- 
selves when there are no eyelets to hit or miss and no 
broken-off tips to wind and twist around the shoe in the 
vain effort to hold it together until a new lace can be 
procured. The average boy or girl likes to dress himself 
and generally dresses in a hurry and mothers will un- 
doubtedly appreciate the labor-saving qualities of the 
handy shoe hook. eet aes 


New Factory Opens 


The new shoe factory at Natick, recently erected by 
C. W. Dean & Company, is completed and cutters have 
already started work. 

Members of the firm are Charles W. Dean, who has 
manufactured shoes in Natick for many years, and his 
son Alfred T. Dean. They will make men’s and boys’ 
heavy Goodyear welts and standard screw shoes. 

The new factory is just at the south of the modern plant 
erected a few years ago by the Dean firm. 
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Tariff walls are a dangerous thing if by “keeping 
out” goods they also succeed in “keeping in” goods. 


© ¢ © * 


No he-man bubbles over with enthusiasm at the 
thought of paying high taxes for the purpose of 
helping to clean up the bungling errors of others. 


* %*+ %& 


There are always two points of view in every busi- 
ness transaction—the point of view of the man who 
has a dollar and the point of view of the man who 
wants that dollar. 

* * * *% 

If some people took greater interest in their sav- 
ings they would find a greater interest in their bank- 
books. 

*% * * * 

“Leather is somewhat lower,” he said. 

“Not that which serves as a street car hang-strap,” 
she dissented. “It is still away up.” 


* + + 


An opportunist is the man who makes two blades 
of grass grow where no grass could be grown be- 
fore. 

* * * * 

The sooner Mr. Average Man changes his “Let 
George do it” attitude of mind on public matters, the 
quicker our Congressmen will buck up and do it 
themselves. 

The paper manufacturers of Europe do not care 
to what limit currency inflation may go. When the 
world realizes that work, not printing presses, cre- 
ates wealth it won’t take us long to make a start in 
the right direction. 


* *+ + 


* % * * 


“Oft in the stilly night,” you'll smell the home-brew 


working. 
* ¥* * *% 


Altogether too many men get fatigued at the mere 
thought of work that is to be done. 
*& * * * 


Shylock would shed real tears if he had to pay 
to-day’s price for his “pound of flesh.” 








Be) 


Unemployment is a state of mind created by an 
unwillingness to work. 


* &£ *&+ 


“Die Wacht Am Rhine” is not quite so pleasing to 
the Teuton ear as it was before the war. 


* * * 


If international amity and confidence are to be 
sought why not scrap passport regulations also? 
* * *% * 


A bird in the bush is better off than two in the hand. 


* ££ #& 


It is truly a case of “mark down” with European 
currencies at the present time. 


* * * 


The world has more confidence in the man behind 
the plow than in the man behind the gun. 


* * %*+ 


A tractor in a field is more useful than a machine 
gun behind a fence. 





Cousins Store Wins Medal 


New York, Nov. 28—The Fifth Avenue Association of 
New York has awarded its annual gold medal for the best 
altered business building in the district within the past 
year to J. & T. Cousins Co., Brooklyn, New York, for their 
new shoe store at 17 West Fifty-seventh Street, at the 
association’s annual dinner on Nov. 15. The gold medal 
for the best new building went to the Textile Building, 
285 Fifth Avenue. 





Old Colony Travelers’ Orders 


Recent orders coming in from shoe travelers represent- 
ing the manufacturers of Brockton and other Old Colony 
towns are on high welts produced in the Brockton district 
for men and women. The volume, however, is not up to 
standard, that is to capacity production of Brooklyn fac- 
tories, or even to 85 per cent except in rare instances. 
The total, however, is large enough to fulfill the pre- 
dictions of a Brockton paper made a month ago that busi- 
ness will be perhaps slightly better in total employment 
in the district between now and New Year’s than it was 
in the corresponding period last year. 
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The “Soul’’ of a Shoe 


HIRTY-SEVEN consecutive years without 

passing a dividend; not a workday hour 

lost in 1920 or 1921; a new distributing 
house just opened; four hundred and twenty em- 
ployees, many of whom own their own homes and 
over one-fourth of them stockholders in the busi- 
ness. These significant facts pertain to a shoe fac- 
tory in Minnesota, devoted largely to the making of 
misses’ and children’s shoes. 

Is there any connection between the facts that 
many of the employees own their own homes and over 
a fourth of them are shareholders in the company and 
the other fact that the company did not have an idle 
day in 1920 or 1921 and has not passed a dividend in 
thirty-seven years? 

Is one “cause”’ and the other “effect”? 

Do employees put more soul into their work, into the 
shoes they make, if they are shareholders in the busi- 
ness? 

Without a doubt contentment of mind does affect 
the product a man is making and distributing. His 
thoughts naturally are woven into the things he does 
and the things he says. 

Sure it is that the effect obtained by the factory 
mentioned above is just the goal that hundreds of 
other factories, stores and businesses of every sort 
are striving for. 


Proper Spirit Holds Good Men 


A foreman in a Chicago shoe factory was recently 
offered considerably more salary than he is now re- 
ceiving if he would join another organization. After 
looking into the matter a bit he firmly declined the 
offer. 

Here, practically in his own words, are his reasons 
—“I am a stockholder, although a small one, in.this 
factory. I could not be a stockholder in the factory 
which wanted to hire me. 

“That manufacturer was offering me an unusual 
salary because he knew we were making unusually 
good shoes in this plant. He expected me to make jus 
as good shoes in his plant, but I knew I could not 
do it. He thought I alone was responsible for the 
product of this plant. But it is not me but the spirit 
of this organization that is responsible for our better 
oroduct, and that spirit did not prevail in his plant. 





“I possibly could do my work just as well, but I 
knew I would not have the backing up among the men 
in that plant that I have here. I believe in the end I 
will make as much here as I would there in dollars 
and cents, but even if I do not I know I will be happier 
and more content here, and contentment of mind is 
worth more than money.” 

The sole of a shoe may be made of the best of 
leather, as may be the upper and the other component 
parts, but if in its construction the soul of the oper- 
ator has not been put into it, and if that soul has not 
been animated by a song and happiness it’s a safe 
bet that the shoe will be wrong some place or other, 
and that the ultimate consumer will not be thoroughly 
satisfied with his purchase. 


It. Costs Money to Train New Help 


Factory organization and sales organizations of 
both factories and retail stores have changed and 
shifted rapidly within the last twelve or fifteen 
months. 

You, as a merchant, have noticed many changes 
among the shoe travelers who call upon you. Your 
own sales organization has probably been changed 
considerably in a short space of time. 

Scarcely a day passes that some man does not come 
to this office or write us seeking a new job. At the 
same time manufacturers and merchants are coming 
to us to recommend salesmen. 

Is it a lack of soul, a lack of spirit that prompts 
all these changes? If so, how much of the fault 
should be laid at the door of the employer and how 
much of it should be borne on the shoulders of the 
employees? 

If manufacturers, merchants and other employers 
of people would spend a little more time thinking about 
making men and women and less about making dol- 
lars, think more about doing constructive wrok among 
employees and less about doing more business, in all 
probabilities they would in the end make more dollars 
and cents and.do more business, because there would 
be more soul and more spirit, and consequently more 
intelligent effort and more “go-getters” among sales- 
people. It costs real money to hire and train new 
help. E. C. LOGAN. 




















92 


BOOT AND SHOE RECORDER 


December 3, 192! 














J.RORR 
PRESIDENT N.S.RA Z@ 
GENERAL DIRECTOR. 

OF THE 
CONVENTION 

= Buicpers 





“NN 


woe en oi gt 


WWLIVS GOLDBERG — 
HE PICKED THE 
MODELS 


OrTo Haéssec— 
STANDARDIZED BOOTHS 
AND 4 FAIR DEAL 


( Mlle 


VA 









s SS 
L- 
aT 


y ma, 
An) 
{ 








THE BiaatsT \ pERE 
| BUT THE BEST |. 
CONVENTION / | 


Jonny OCONNOR- 
We GENERAL 
~ CHAIRMAN 


T. &. ROSENBACH - 


THE WATCHDOG oF 
THE TREASURY 
CHARLIE 


WitciAMsS— 
THE St Louis BOOSTER, 








(aw 
SS 


















iNESS BY 
DIGGING LIKE 
HELL FOR IT 



























THIS ISA 
DEM OCROT- 
We \ic ORGA- 
me "§) | izarion 
























December 3, 1921 BOOT AND SHOE RECORDER 93 
















Have YouR 
CREDENTIALS 







Harry LEVINSON 
HOTEL 
CoMMITT EE 










We NEED 












Cae H. FLIESS BACH 

You AND You REDENTIALS 

FUN AND Need THE COMMITTEE 
CONVENTION 





net 


<i 
o 
<< 
SH 









HEtLo JOHN 
‘PHILY’ WILE ( SX 


NIK 
ony GEUTIANG ore ROSEN BACK — 


NEVER Lays Down HE Bur THE PROGRAM 




















94 BOOT AND SHOE RECORDER 


December 3, 1921 


Who’s Who Among the Convention Builders 


These Men Have Built Successful Businesses for Themselves. 
They are Building a Brass Tacks Convention 


UILDING a convention like the construc- 

tion of a building or an automobile or a 
battleship is a big job and necessitates the 
combined thought of many minds and use of ma- 
terials collected from nearby and far distant points. 

The bigger the convention the bigger the job and 
the more careful must be the selection of workmen 
and materials. It requires the combined efforts of 
engineers, architects, artists and artisans. Every 
man must be an expert in his line. 

Year by year National Shoe Retailers’ conventions 
have grown both in attendance and scope of activi- 
ties. In 1917 Chicago built a convention that was 
a wonder for the time. The following year St. Louis 
went that effort one better. The Boston conveation 
in 1920 far surpassed any previous effort and the 
statement was frequently made that Milwaukee could 
not approach that exposition and convention pro- 
gram, but Milwaukee showed the world the biggest 
convention in point of attendance and the most spec- 
tacular from the standpoint of entertainment that 
any craft had ever produced. 


The 1922 Conclave to be Bigger and Better Than 
Ever 


The convention builders for 1922 have a new con- 
dition to face. A new problem to solve. Business 
in general and shoe business in particular has been 
going through one of the “lean years.” Business tra- 
ditions have been upset; old methods of buying and 
established methods of selling have had to be aban- 
doned; wage scales, mark-ups and turnovers must 
be considered from a new angle. “More government 
in business” seems to be the continued policy at 
Washington. To be prosperous and successfully 
weather the storms a merchant must have all the 
enlightenment obtainable from every possible source. 

The officers of the N. S. R. A. are foresighted busi- 
ness men. They could foresee the condition. They 
dug down to bedrock to start the foundations. For 
the cornerstone they ordered the inscription “A Busi- 
ness Building Convention.” This done they lined up 
a general committee of builders and turned over to 
them the job of erecting the 1922 convention. 


, The Builders 


James P. Orr, president of the National Shoe Re- 
tailers’ Association, as honorary chairman, while not 
constantly present in Chicago is constantly on the 
job. All the blue prints, plans and specifications 
have been submitted to him for his O.K. Like every 
one of the convention builders he has his own pri- 
vate business interests to look after, but has given 
unsparingly of his time in the erection of the con- 
vention. The growth and development of the Potter 
Shoe Company under his management is a tribute to 
his business sagacity and his capacity for leader- 
ship. 

John O’Connor was named chairman of the Na- 
tional Convention Committee with power to appoint 


all local committees and assume the job of genera! 
overseer of the convention building. A happy se- 
lection of a big chief executive for a big job. Mr. 
O’Connor as senior member of the firm of O’Connor 
& Goldberg, Chicago, manages the finances of the 
group of eight stores and supervises buying of men’s 
shoes. Besides his shoe business he is interested in 
several other business enterprises. A hearty, con- 
genial gentleman and a keen observer of men and 
methods he has selected the best of materials and 
craftsmanship in the erection of the greatest show 
the shoe industry or similar organizations has ever 
built. 

C. K. Chisholm of Cleveland, chairman of the Ex- 
ecutive Committee of the N. S. R. A., a member of 
the general committee, is a shoe man of national repu- 
tation. The Chisholm organization owns and oper- 
ates two chains of stores. They have three Walk 
Over stores in Cleveland, besides eight Bilt-Well 
stores, two of which are in Cleveland and the others 
in several cities in the Middle West. 

Percy E. Hart of the General Convention Com- 
mittee, is a director of the N. S. R. A. and the domi- 
nating head of Cammeyer’s, New York City. Mer- 
chants and consumers throughout the country know 
of Cammeyer’s for quality, for style, for integrity. 
Mr. Hart, modest and unobtrusive, is the embodi- 
ment of the principles that have made the name of 
Cammeyer famous. He is constantly in touch with 
the convention builders, giving his aid toward pre- 
gram construction. 

A. H. Geuting of Philadelphia, one of the most en- 
thusiastic of the convention builders, needs no in- 
troduction to the shoe men of America from the in- 
ception of the N. S. R. A. he has been constantly on 
the job. He has served and is serving faithfully 
and loyally; a past secretary, past president and now 
a member of the Executive Committee. 

Charles E. Williams of St. Louis, fourth vice-presi- 
dent of the N. S. R. A. and the executive head of the 
C. E. Williams Shoe Company, has won an exceed- 
ingly warm spot in the hearts of the shoe men of 
the nation as he has in the hearts of the customers 
of his own store. The Williams Store is a real hu- 
man institution. Many of the democratic ideas of 
that institution are being injected into the N. S. 
R. A. affairs by Mr. Williams. A re-written consti- 
tution and by-laws will show the touch of his hand 
and heart. The adoption of this new document will 
be an exceedingly important part of the 1922 con- 
vention. 

John Slater, of J. J. Slater, New York, is another 
live wire member of the general convention commit- 
tee: The name Slater is synonymous with footwear 
elegance and refinement. Few men have wielded a 
greater influence in shaping the course of the na- 
tional association than Mr. Slater. On several occa- 
sions the nomination for presidency of the N. S. R. A. 
has been tendered him, but in each instance he has 
declined, preferring to do the boosting and pushing 
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rather than assume the leadership. His name is fre- 
quently mentioned as the successor of President Orr. 


The Local Committees—The Men on the Job 


I. B. Rosenbach, the “Watch Dog of the Treasury” 
ef the National Convention Committee, is the financial 
man of the Rosenbach Company, having general of- 
fices and three stores in Chicago, besides a dozen or 
more stores and departments scattered over the coun- 
try. A man of wide business experience and a stickler 
for accuracy. Assisting Mr. Rosenbach are F. E. 
Foster and John O’Connor. 

A. E. Taylor, chairman of the Auditing Committee, 
is a valuable member of the group of’ convention 
builders. Not only has he systematized the bookkeep- 
ing methods of the committees, but as buyer and man- 
ager of the Hassel stores he is familiar with every de- 
tail of the men’s shoe business. He is assisted by 
Carl H. Fliessbach. 

O. H. Hassel—every merchant who has long been 
eonnected with the N. S. R. A. or has watched its 
progress is familiar with the name of Hassel. The 
Hassel store is one of the largest in the country de- 
voted entirely to the sale of men’s shoes. When you 
come to the convention and see the simple and yet ef- 
fective standardized displays, you will appreciate the 
genius of Otto Hassel and his committee. He is as- 
sisted by W. J. Gibbs and A. E. Taylor. 

Julius Goldberg, the “G” of the “O-G” firm—who 
in the shoe business does not know Julius Goldberg, 
one of the best known designers and buyers of women’s 
shoes in the country? One of the biggest jobs of the 
whole convention construction was wished on Mr. 
Goldberg and his committee—the production of The 
Correct Costume Revue. An artist by temperament, a 
eonnoisseur of style by training aand a natural born 
executive, Mr. Goldberg is surely the right man in the 
right place. Last year he toured Europe and brought 
home with him many ideas which will be reflected on 
the “Board Walk” at the 1922 Convention. Other 
members of the committee are: Frank B. King, L. C. 
Doremus, Percy Hart, George F. Schott, M. E. Tobias, 
H. C. McLaughlin, O. H. Buehler, W. J. Gibbs, H. A. 
Meyer, F. E. Foster and O. H. Hassel. 

Reuben Metz—Publicity is an essential part of con- 
vention building. The man who successfully adver- 
tises a big affair of this kind must be a live one—never 
asleep at the switch. Mr. O’Connor knew Metz to be 
a worker, as he was an important factor in producing 
the 1917 National Convention. He has built up an ex- 
tremely profitable men’s business. Everybody in Chi- 
eago is familiar with the slogan, “Have you met Metz 
yet?” If you have any suggestions send them to 
Metz. Mr. Metz’s helpers are J. Spalo, F. I. Gross- 
man, J. Brody, Harry A. Rogers, H. L. Kisker and 
E. C. Logan. 

H. A. Rosenbach—No one man has forged to the 
front in N.S. R. A. circles faster than “Dick” Rosen- 
bach, Second Vice-President of the National Associa- 
tion. Educated for an attorney and admitted -to the 
bar, he forsook his profession and entered the field of 
shoe retailing with his father, I. B. Rosenbach. He 
is a big buyer of shoes, a competent store manager, 
and by his legal training a constructive thinker and 
erator of unusual ability. As chairman of the pro- 
gram committee he has worked faithfully, and every 
merchant who attends the convention will recognize 
the work of a master mind in the program that is pre- 
sented. To assist him he has such unusual helpers as 
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A. H. Geuting, C. K. Chisholm, C. E. Williams and 
John Slater. 

H. A. Meyer—Extending the glad hand is second 
nature with the genial head of the H. A. Meyer Shoe 
Company, who is chairman of the Reception Commit- 
tee and who sells men’s shoes exclusively. It should 
not be inferred from this that the women visitors to 
the convention will not be properly received and made 
welcome. Should Mr. Meyer, wearing a big reception 
committee badge, and a ready smile, not be at the sta- 
tion to meet you upon arrival, you may rest assured 
one of his assistants will be there to greet you and 
see that you are properly directed to your hotel. 
Here’s a list of the greeters who will assist - Mr. 
Meyer: Louis M. Grossman, S. Bamberger, M. Wolock, 
O. D. Strayer, Alfred F. Ruby, D. C. Thompson, R. C. 
Ashby, H. T. Daemicke, P. Selzer, Otto Adams, Clar- 
ence J. Stevens. 

Harry Levinson—Just “Harry” is all you see on the 
window signs of the five big stores scattered over 
Chicago that are operated by Mr. Levinson, chairman 
of the Hotel Committee. You have probably received 
a letter or two from him already urging you to make 
your hotel reservations. You may hear from him 
again, but rest assured that Mr. Levinson has the 
hotel situation well in hand, and will see to it that 
every merchant gets a room some place in the city, 
but the sooner your reservations are in the sooner 
you will get located in a good hotel convenient to the 
Coliseum. Write or wire 417 South Dearborn Street. 
The other members of the committee are: Harry 
Meyer, M. A. Mittleman, Al Ackerbert, Charles Felt- 
man and Charles F. Parkinson. 


Carl H. Fliessbach—The man who will pass on the . 


credentials is Carl H. Fliessbach. When he is not 
busy with convention affairs he is managing the three 
Walk-Over stores in Chicago and one at Elgin. Each 
delegation and each merchant can depend on getting 
a square deal at the hands of Mr. Fliessbach and his 
assistants, but better not try to put anything over on 
him. His assistants are: A. J. Metzel, A. H. Bueh- 
ler, William Masure, S. Bamberger, J. J. Thompson 
and Joseph Cline. 

Frank Hough—The registration of delegates visit- 
ing merchants has always been one of the hardest 
parts of the convention to handle speedily and accu- 
rately. Mr. Hough, who was appointed to head this 
committee, is manager of the Chicago Stetson Store. 
He is trained to eat system. There will be more mer- 
chants and more exhibitors at the 1922 Convention 
than ever before attended such a function, but watch 
Mr. Hough and his bunch handle the crowds. Regis- 


tration booths will be installed in all the principal . 


Loop hotels, and registration and distribution of 
badges will start on Sunday, as soon as the delegates 
begin to arrive. Other members of the committee are: 
M. F. McNiff, F. T. McLoney, F. S. Orth and A. H. 
Simon. 

F. E. Foster—The chairman of the Entertainment 
Committee is one of the best known shoe men in the 
Middle West. Foster and high class shoes for women 
are always suggestive of each other. Mr. Foster 
knows nothing about cheap, commonplace merchandise, 
nor does he know anything about cheap producing, 
cheap, dowdy entertainment. You will not be shocked 
or embarrassed but you will be entertained. There 
will be dances and other entertainment which Mr. Fos- 
ter and his committee do not at the present time wish 
to talk too much about, but which you and your friends 
(Continued on page 98) 
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Style Tendencies for Spring 


Coming Events Cast Their Shadows Before 


HOE styles that finish strong at the end of 
any given season can usually be counted 
upon as being safe bets at the beginning of 


the following season. Taking this as 
a premise certain definite style tenden- 
cies can be noted for early spring-sell- 
ing. 

In the lighter, more airy effect strap 
models will continue good. These 
models will have the top strap well up 
to the ankle. Some of them will have 
another strap lower down on the instep. 
Many of them will be made with the 
Grecian strap running from the vamp 
up over the center of the foot, connect- 
ing with the ankle strap. Cut outs of 
various shapes and locations will form 
the decorations. Colonials with medium 
small tongues will be featured to a con- 
siderable extent in the higher grade lines. 

There is no indication of any decided 
change in the shape of lasts or length 
of vamp, but the tendency is toward 
fuller toes and with them will be fea- 
tured heels of the Spanish-Louis type 
ranging in height from 14/8 to 16/8. 
In leathers for the lighter type of foot- 
wear patents will undoubtedly continue 
good, dull black leathers will be featured 
extensively and suedes will be used to 
a considerable extent. 

Fancy patterns and decorations of 
various sorts are proving popular now 
and will undoubtedly continue to be 
featured quite extensively for early 
spring wear. 

Satins will continue to be good and 
strap effects in black, and if the ten- 
dency toward brown and taupe shades 
develops, as is now indicated, brown 
satins will probably be featured to a 
greater exent for spring than during 
the present fall season. 

We are in an era of fancy patterns 
and there is no telling to what limit the 
decorations on footwear may be carried. 
It would not be advisable to load up too 
heavily on extreme wild patterns, but 
individual taste worked into patterns 
with more or less fancy decorations if 
bought in conservative quantities will 
probably not be amiss. 


Welt Sole Low Cuts 


Women’s footwear with welted soles 
and leather heel can well be divided into 
two general classes: 

First, the more conservative type of 
black and brown kid and black and tan 
calfskin. There is no indication of any 
radical changes in either lasts or pat- 
terns in this class of footwear. Toes 
will be medium wide, mostly of the 




















Five of the most popular 
pote in the new Wol- 
felt store. The strap mod- 
els fasten well up to the 
ankle. Fastened with but- 
tons or buckles on the side. 
Heels are of Spanish- 
Louis type 


round toe type, but some with the square toes. The 
leathers for the most part will be smooth in the calf- 
skins and the tans will be of a medium shade, neither 
extremely light nor real dark. Heels will as at pres- 


ent run from one inch to an inch and 
three-quarters. Patent leathers in the 
same types of lasts and patterns, some 
with plain toes and some with tips bear- 
ing small perforations will undoubtedly 
continue to be good sellers and safe bets 
for early spring wear. 

Brogue effects in grain and boarded 
leathers, both in black and medium 
shades of brown in five eyelet oxfords, 
will undoubtedly be good property for 
early spring. There is a_ tendency 
away from the long wing tip and the 
substitution of a shorter heart-shaped 
tip in this sort of footwear. The toes 
will be fairly wide. Some will be quite 
full toed with soft box. The heels on 
this class of footwear on some of the 
new models are quite long. The points 
of the heels extending quit far forward 
up under the shank and being cut out or 
curved considerably on the front of the 
breast. 

There is an effort being made on the 
part of some tanners to introduce a white 
calfskin into this class of footwear and 
there is some indication that the efforts 
will be rewarded with some success. 

There is some indication that strap 
effects made with welted soles and walk- 
ing heels will follow quite considerably 
the lead of the strap effects in the turn 
soles so far as patterns are concerned, 
that is to say, the tops of the shoes will 
be well up to the ankle and the straps 
will fasten high up over the instep well 
up to where the foot bends at the ankle. 

The fastening will be either buckles 
or buttons and usually well to one side. 
Some of the patterns will have buttons 
or buckles on each side pretty well back 
toward the ankle bone. 


Shaft- Pierce Shoe Company 
Opens a Distributing House 
in Minneapolis 

The Shaft-Pierce Shoe Company of 
Faribault, Minnesota, recently opened a 
salesroom and distributing house on 
Eighth Street between Hennepin and 
Nicollet Avenues, Minneapolis. 

The object in opening the Minneapolis 
branch is to have a complete stock at 
the disposition of customers at a ship- 
ping point where transportation facili- 
ties are better than at the factory. Ar- 
thur B. Shaft is in charge. 
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An “Ideal Bootery”’ in an Ideal Location 


An Excellent Treatment of a Small Space 


ARLY in November in the exclusive Rogers 

Park district of Chicago the new Ideal 
Bootery was opened at 6834 Sheridan 

Road under the management of J. E. Reedy, for- 








Along each side wall is a large walnut and cane 
settee upholstered in blue and taupe velour and beside 
these are small end tables of walnut holding reading 
lamps having old blue and gold shades. In the center 
front of the room is a larger table used for display 
purposes and for holding flowers. 
In the corners, on either side of the 
settees, making an unusually well 
balanced wall arrangement, is a 
large upholstered chair in the same 
blue and taupe velour used on the 
other furniture. In the center of 
the room and in front of the display 
cases are the fitting chairs and 
stools in walnut to match the other 
furniture and woodwork, and up- 
holstered in the same material. 


An Attractive Hosiery Cabinet 

In the center back is a beautiful 
walnut hosiery cabinet surmounted 
by a glass display case with forms 
for displaying the newest creations 
in dainty hosiery. Mr. Reedy states 
that so far silk hosiery is selling 
much better than either wool or silk 
and wool mixtures. 

Just in front of the hosiery cabi- 
net is a glass case for displaying 
fancy conceits in slippers, buckles, 
etc. Novelties, according to Mr. 





The pleasing interior arrangement of the Ideal Bootery. On 
either side of the hosiery cabinet is a door leading to the stock 
room in the rear. No shelving is visible to the customer 


merly with J. L. Brandeis of Omaha, Nebraska, and 
Rasmussen Bros. of Lake Forest, Illinois. 

The Bootery is owned by M. Gusaroff, who has 
charge of the Chicago office of the Ideal Shoe & Leg- 
ging Company. Mr. Gusaroff has aimed to have his 
shop in keeping with the beauty of this high grade 
location and beyond a doubt has succeeded in doing so. 

Upon entering one is impressed with the quiet 
beauty and dignity of the store, which has been fur- 
nished in accordance with the new drawing room 
idea. 

The walls are paneled upon a background of plain, 
rough gray paper. Inside of the panels, formed by 
brown walnut mouldings matching the cornice and 
woodwork, is a heavy gray paper with an all-over 
French pattern in gray blue: Polychromed wall 
sconces are set at intervals in the panels and mitered 
burnished gold mirrors, polychromed to match the 
lighting fixtures, are placed on each side wall. Near 
the baseboard are other mirrors in the same style 
for the convenience of customers in viewing the shoes 
being fitted. A large polychromed lighting fixture 
is suspended from the center ceiling. 

Refined Color Scheme 

The floor is covered with thick, luxurious carpet in 
a taupe shade with a small all-over pattern in blue, 
harmonizing perfectly with the taupe and blue of the 
wall panels. 


Reedy, are leading in the call for 
fall and winter footwear, patents be- 
jng first in the demand, with satins 
a close second. In oxfords the de- 
mand is greater for plain walking 
oxfords in brown calf with walking heels than for 
straps. Norwegian calf is selling particularly well. 


(Continued on page 98) 





The well-designed front of the Ideal Bootery. 
Notice the plate glass side lights on either side 
of the door. ‘ 
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(Continued from page 95) 
will enjoy—a choice of entertainment to suit different 
tastes. Associated with Mr. Foster in providing en- 
tertainment are: E. L. Kennedy, A. F. Martin, C. M. 
Schaar, W. J. Gibbs, E. R. Wilson and C. H. Daemicke. 

Frank P. Meyer of Danville, Ill., Secretary-Treas- 
urer of the N. S. R. A., heads the Boosters’ Commit- 
tee. His assistants are the presidents of the various 
state associations. The special chairman and a sub- 
eommittee of regional boosters comprising all the 
state secretaries and others. Frank Meyer is close 
neighbor, intimate friend and potential protégé of 
Uncle Joe Cannon, the sage of Danville, Ill., and what 
Meyer does not know about the game of boosting 
Uncle Joe teaches him. Help Meyer boost. 

Mrs. Reuben Metz—The chairman of the women’s 
eommittee is just as busy preparing for the conven- 
tion as any of the men on committees. The 1922 
Convention Committee will welcome all women and 
show them a good time. 

Mrs. Metz and her committee are arranging teas, 
theater parties, card parties, automobile tours and 
other forms of entertainment. Associated with Mrs. 
Metz on the women’s committee are: Mrs. John 
O’Connor, Mrs. H. A. Rosenbach, Mrs. F. E. Foster, 
Mrs. O. H. Hassel, Mrs. Carl H. Fliessbach, Mrs. Wil- 
liam Masure, Mrs. A. F. Martin, Mrs. S. Bamberger 
and Mrs Frank Hough. 

Milo Westbrook, the Executive Secretary, is by all 
means the busiest man on the job. The “hired man” of 
the committee builders; the only man who draws any 
pay for his work. Every minute of his time and that 
of the large office force which he directs is devoted en- 
tirely to the task of constructing the greatest “Busi- 
ness Building Convention” the shoe craft or any other 
trade or business craft has ever witnessed. 

Mr. Westbrook is located in the convention head- 
quarters, 417 South Dearborn Street. The latchstring 
is always out to shoe merchants. All information 
about the convention is always at the disposal of shoe 
merchants, wholesalers and manufacturers. Write 
convention headquarters for any information you may 
wish. 
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Tribute to Arthur H. Gallun 


A splendid tribute to Arthur H. Gallun, of A. F. 
Gallun Sons Co., Milwaukee, who passed away re- 
cently, is contained in the column, “All Around the 
Town,” written by E. H. Kronshage in the Daily Wis- 
consin News. Mr. Gallun and Mr. Kronshage were in- 
timate friends and companions. He writes: 

“This column would not be true to its human 
prompting did it not forsake its lighter vein to-day 
and devote its narrow limits to the memory of a de- 


parted friend. 


“You have read his name before under this head- 
ing, and always in connection with some pleasant, 
kindly incident. And that was characteristic. Be- 
cause if there was one thing more than another that 
distinguished Arthur H. Gallun among the rank and 
file of men, it was his genuine, warm and sunny na- 
ture, that irradiated all it touched. 

“Others may celebrate his business ability, his con- 
tribution to the tanning industry, his material suc- 
cess—and all this was notable and worthy—but in our 
memory and in the memory of all who knew him best, 
he will live because of his unspoiled, generous, loyal, 
sympathetic heart and what it wrought in helpful, 
kindly, uplifting service. 

“Success could not alter the fine simplicity, the true 
humanity, the friendly spirit of Arthur H. Gallun. 
Hating all sham, hypocrisy and pretence, he could in 
their presence assume an unapproachable front. But 
where he saw sincerity and good will, his hand was 
as open as his heart, and the humblest worker was as 
welcome as a prince of fortune. 

“For he, himself, had won to his position through 
hard physical and mental toil. The soft, easy berths 
were not for him, nor yet life’s pleasant social re- 
treats. Stern in his sense of duty, exacting in his de- 
mands upon himself, he still preserved a youthful 
ardor of spirit—a capacity for simple pleasures and 
old-fashioned friendships. Through all the fret and 
care and worry of his days, there lived the twinkle of 


‘his eye, his boyish laugh. 


“Somehow, with his passing, there seems less sun- 
shine in the world. But the memory of his morning 
brightness—that abides.” 








(Continued from page 97) 
The Ideal Bootery is carrying the Wichert & Gardner 
line and the Julian & Kokenge line of Cincinnati only 
women’s and children’s shoes are carried. 

With the exception of the few pairs on display, all 
stock is kept in the stock room at the rear of the 
selling room. 

The window display fixtures were furnished by the 
Decorative Fixture Company and the lighting fixtures 
by the Illinois Electric Company. The walnut 


paneled backgrounds in the display windows, the 
wall paneling and hosiery cabinet were all made by 
the Austin Cabinet Company. Fitting stools and 
chairs were furnished by the Milwaukee Chair Com- 
pany. 

Mr. Gusaroff is to be commended for the excellent 
use he has made of the small space available in pro- 
ducing an effective, well balanced arrangement and 
pleasing interior—a shop in which customers may 
select their footwear in quiet, elegance and ease. 








SPOKANE 


Rain and Snow Aid Business 


Break in Weather at Spokane Marks 
End of Temporary Depression— 
Bray Company Buys Out 
Huey Shoe Concern 


EASONABLE weather has 

finally reached Spokane and 
brought with it a rush of fall busi- 
ness which is estimated to be nearly 
60 days late and which is bringing 
the term “fair” in answer to any in- 
quiries put to store managers. De- 
spite the crowded shops around the 
retail show center at Stevens and 
Riverside, the unusually slow business 
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of September and October has been 
a severe handicap to any manager’s 
plans for turnover. 

Men’s and children’s trade has been 
particularly active since the rain and 
snow have appeared. It will require 
more than fair trade to reasonably 
satisfy the Spokane shoe men between 
now and Christmas. 

There has been little change in de- 
mand for shoe styles as forecasted by 
the RECORDER and confirmed by the 
local trade. In the women’s depart- 
ments oxfords with military heels are 
the best sellers. Brown and blacks 
are about equal in that style. Patents, 
satins and black kid are called for in 
the order named in the French heels. 
Patent straps with military heels are 
decreasing in popularity. Brogue 
oxfords with round or conservatively 
pointed toes are going well with some 
dealers. Young women are buying 
few shoes and will wear oxfords all 
year despite the cold weather of this 
region. Spokane is not taking overly 
well to the highly trimmed footwear 
sent out by overzealous manufac- 
turers. Grained leather is still an 
innovation and has not increased any 
sales volume of note. 

A brisk business in the past ten 
days is reported by Otto Warn and 
Robert Winston at their ladies’ up- 
stairs shop, where medium priced 
shoes are featured. The store is 
profiting this fall by the tendency of 
women to shop extensively before 
buying. 

Norman C. Bray, owner of a shoe 
store out of the main business dis- 
trict at 222 Second Avenue, has pur- 
chased the stock of the newly organ- 
ized Huey Shoe Company, which re- 
lieves W. B. Huey of any business 
connections in the city. The deal was 
made Nov. 8 and Mr. Bray stated he 
would dispose of the second store 
soon. Both establishments handled 
Selz shoes extensively. 

A mid-season sale has been in 
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progress at the Spokane store of the 
Buster Brown string of stores. An 
unexpected business was reported by 
Manager J. F. Austin. The Buster 
Brown people conduct twenty-five 
establishments in as many towns in 
the Northwest, with headquarters at 
Seattle. 

The new children’s department at 
the Kane-Stitz Shoe Company is be- 
ing arranged in the rear of the sales- 
room. Many original and novel fea- 
tures are being planned by the man- 
agement. 

Announcement of a closing out sale 
by the Torgerson Shoe Company on 
Howard Street was followed with a 
formal statement to the public by 
Arthur J. Torgerson that he would 
retire from the retail business. The 
stock will be disposed of in two or 
three separate sales. 

“Nothing but weather favorable to 
the shoe dealers can bring the fall 
business up to standard,” said Harry 
C. Featherstone of the Shuart Shop. 
“Being so far behind normal schedule, 
Spokane dealers must be overly en- 
ergetic in store management and 
ideas to make the finish of 1921 up to 
the standard set by spring and sum- 
mer trade.” 

The shoe styles and their popularity 
as set down in this story were out- 
lined by the M. & S. Schulein Com- 
pany, retailers, who are particularly 
up-to-date in their merchandising 
and who are as close to the pulse of 
the buying public as any dealers in 
Spokane. The Schulein store is both 
attractive and beautiful, with fall 
decorations in both windows and 
salesrooms. 

The wool and silk mixture is out- 
bidding all other materials in the 
hosiery departments in the city. De- 
spite the predicted slump for wool 
hose made by many local retailers, 
the same managers now report that 
calls for them are even above that of 
last year. 


CHICAGO 


Weather Conditions Improve Business 


Chicago Retail Stores Have Taken on 
an Old-Time Briskness Primarily 
Due to Weather Conditions 


N the opinion of one of Chicago’s 
leading retail shoe merchants 
the public has delayed buying fall 
and winter footwear because they 
were not thoroughly convinced as to 
correct styles. The windows present 
such a wide variety of lasts and pat- 
terns and such a wide range of prices 
and with the wide range of prices an 
apparent wide difference of appreci- 
ation of style values that the public 
has been all up in the air as to what 
o buy and where to buy it. 
Cold rains interspersed with flurries 


of snow have made buying necessary 
and as the earlier shoppers have ap- 
peared on the street wearing their 
purchases it has had a tendency to set 
a style pace which is now pretty well 
defined and women shoppers are buy- 
ing with more confidence so far as 
styles are concerned. 


Patents and Satins Lead 


In the lighter types of footwear 
patents and satins are running neck 
and neck for first place in the higher 
grade stores and very much the same 
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condition exists in stores with medium 
and lower grades. 

In the real high-grade shops highly 
decorated shoes are receiving first at- 
tention. Patents with hand-painted 
figures in high colors forming a very 
narrow collar and strap decoration 
are among the good sellers. The 
hand-painted decorations are to some 
extent replacing the fancy punchings 
which have heretofore been featured 
as collar and strap decorations. 

In the satins hand-embroidery in 
colors is used to produce the same ef- 
fect as is obtained by the hand-paint- 
ing on the patents. Beads in colors 
are also used profusely as decorations 
for satin strap effects. 

This type of footwear follows closely 
after French and Spanish models; in 
fact many of the shoes are imported 
but made over American-made and de- 
signed lasts. 

Jeweled heels, in garnet, sapphire 
and emerald are being used quite 
freely on patents, satins and metal 
cloth for formal evening occasions. 
The heels are selected to match a gir- 
dle or other trimming of metal or 
metal cloths decorating the gown. 


Sturdy Oxfords 


For street wear strap effects are be- 
ing used considerably less than was 
the case earlier in the season. Lace 
oxfords of a sturdy type are growing 
in popularity. These are made of 
grain and boarded leather in both 
black and tans and are very brogueish 
in their appearance. Several of the 
new models show a very long heel 
about 8/8 in height. 

Calfskin in both black and medium 
shades of tan, plain finish, is very 
popular on conservative lasts, the 
heels ranging from 12/8 to 14/8. Pat- 
ent leather on similar models is also 
in high favor. 


Boots 


Boots on conservative models are 
receiving considerable attention in the 
medium grade stores and a limited 
amount of attention in the higher 
grade stores. Welt soles and heels 
ranging from 12/8 to 14/8 in black 
and brown kid and in brown calf are 
the best sellers. 

Some of the higher grade stores are 
showing a few boots usually in the 
dull kid or dull finished calfskin with 
very close trimmed edges, welt soles 
and 14/8 Junior Louis heels. 


Four Buckle Arctics 
The first snow produced slush 


- enough to set women crazy on the 


four buckle arctic craze. One large 
department store sold approximately 
1000 pairs women’s four buckle arctics 
in two days. Every day the wind 
blows the demand for four buckle are- 
tics is very marked and then along 
comes a sunshiny day and this class 
of footwear is forgotten. Such is the 
fickleness of women shoppers. : 












































































wrens) a 









100 


Tans Lead the Sales in Men’s Stores 


Men’s heavy, sturdy oxfords are 
selling exceedingly well in the high- 
grade stores while in the lower and 
medium grade stores boots prevail and 
oxfords are receiving little attention. 

In the oxfords medium and light 
shades of tan have the heaviest call. 
Boarded leathers and grain leathers 
are selling best, but plain leathers in 
doggy patterns are receiving consid- 
erable attention. 

In boots of snappier patterns it is 
about an even break between blacks 
and tans. There is a surprising in- 
crease in the demand for straight lasts 
in black and brown kid and kangaroo. 
While this has been looked upon as an 
old man’s last many young fellows 
seem to be taking to this type for 
some unaccountable reason. 


In the Wholesale District 


The greatest stimulator in the 
wholesale section has been the demand 
for four buckle arctics and strange 
as it may seem the most of this de- 
mand has been on women’s arctics. 
In the northwest, men’s four buckle 
arctics have sold well, but all over 
the country where there has been 
even the slightest snowfall there has 
been a big demand for this type of 
footwear among women. College 
towns especially have been loud in 
their demand and it has been impos- 
sible for the Chicago distributing 
branches of the various factories and 
the regular wholesale houses to sup- 
ply the demands of merchants. 

All the Chicago wholesale houses 
are receiving shipments as fast as 
the factories can turn out the goods 
and distributing the merchandise as 
fast as it arrives. 


Men’s Factories Busy 


Chicago factories making men’s 
footwear have constantly increased 
their output during the past few 
months. Shipments are being made 
daily on orders for at once shipments 
and a considerable amount of business 
has been booked for early spring ship- 
ment. The records of one of the larg- 
est factories show an increase in ship- 
ments of 29,000 pairs for the period 


‘ 
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extending from September 1 to No- 
vember 15 of this year as compared 
with the same period of last year. The 
average price per pair during the 
1920 period mentioned was about 
$9.95; this year the average price is 
about $6.60. 

The sales manager of one of the 
large factories says his observation 
and the reports of the traveling force 
indicate that conditions which may ex- 
ist in the early spring are more of a 
problem to the merchant than the 
present price of merchandise. Or, as 
another man puts it, merchants are 
not questioning the price so much as 
they are questioning whether or not 
they will be able to get the price in 
the face of business conditions that 
may exist together with the thought 
in the minds of the public that mer- 
chandise should be cheaper. 

New Store on the West Side 


F. Karlovsky has opened a new 
store at 3916 West Twenty-sixth 
Street. Mr. Karlovsky was formerly 
in business in this neighborhood, but 
for a year and a half has been out of 
the game. He erected the building 
which he occupies and will conduct a 
general family shoe store. 


Former Chicagoan Opens New Store 
in Kansas City 

N. H. Moore, formerly with F. E. 
Foster & Company of Chicago, is 
opening a new store at Thirty-first 
Street and Troost Avenue, Kansas 
City. The store will be of the parlor 
or drawing room type, tastefully deco- 


rated, and will be devoted to women’s . 


shoes and hosiery of the higher 
grades. 
Newcomers in the Security Building 

Milton Rubel, for eight years with 
the Novelty Shoe Company, has taken 
over the management of this territory 
for the Churchill & Alden Company of 
Brockton. He has opened a sample 
room at 609 Security Building. 

E. J. McLaughlin, representing 
Duttenhofer-Stevens Shoe Company 
of Cincinnati, and Charles G. Dow, 
representing Stonefield-Evans Shoe 
Company of Rockford, Illinois, are 
jointly occupying room 703, Security 
Building. 


CINCINNATI 


Cincinnati Turns Attention to National 
Convention 


Manufacturers’ Building Samples for 


Conventions. 


There Will Be Few, 


if Any Freakish Patterns. 


S the time for the next annual 
convention of the National 
Retail Shoe Dealers’ Association 
draws nearer, the units of the local 
shoe trade are devoting more of their 


attention to the possibilities that lie in 
the gathering. That it will not be a 
carnival, a galaxy of elaborate dis- 
plays and the like, but that it will be a 
“brass tacks” convention, one that has 
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for its purpose a more practical u 
derstanding between all units of ti. 
industry at large, is causing retaile~ 
manufacturer and jobber in this vicin- 
ity to look upon the event with cor: 
siderable interest. The manufactur. 
ers of this market are well pleasec 
with the policy of the convention com- 
mittee favoring uniformity in market 
exhibits. They feel that the attention 
given by the merchants in attendance 
to their individual lines, will be more 
valuable on the whole. In fact the 
Chicago convention is expected by al! 
to be a better place to do real busi- 
ness than was the Milwaukee gather- 
ing. 

The factories here at this time are 
building fresh samples based upon the 
style predictions for spring thus far 
made. They plan to go to Chicago 
with lines embellished with the last 
word in style. One outstanding fea- 
ture, however, is the fact that on the 
whole no freakish or faddish patterns 
will be displayed from this market. 
Though nothing definitely new involv- 
ing radical style changes for spring 
will be shown, the qualities that lie in 
the fineness of the finished product 
from the Cincinnati market will be 
thoroughly displayed. New patterns 
in white shoe combinations as well as 
sport effects, show signs of being very 
much in evidence. The general trend 
towards broader toes both in men’s 
and women’s lasts, of course, is be- 
coming more noticeable. Low heels 
in ladies’ lines show indications of 
continued popularity according to last 
manufacturers. 


1922 to be Good Year 


The local shoe manufacturers of 
this city as well as the retailers look 
forward to the year 1922 with a 
greater degree of confidence than is 
probably the case with those of some 


.other centers. The diversified nature 


of the Cincinnati industries has been 
a very valuable factor during the de- 
pression of 1921. According to a re- 
cent report by Babson, this city will 
enjoy better business generally during 
the coming year than any other city 
in Ohio, and the diversified nature of 
the industries here is given as the rea- 
son. For January, 1922, Mr. Babson 
places the buying power of this city 
at seventy per cent of what it was for 
last January. 


Style in Men’s Shoes Must Continue 


The element of style in men’s shoes 
is considered by G. R. Van Meter, of 
Van Meter’s Bostonian Store, to be 
the essential factor to volume business 
in men’s shoes this season. Mr. 
Van Meter finds that there is a class 
of men that will always take to some 
new pattern; that this kind of busi- 
ness has to be handled quickly and 
carefully. Of course, the backbone cf 
the men’s business is dependent upon 
the sale of the more or less staple pa‘*- 
terns, but as Mr. Van Meter states: 
“Style has put the pep into the men’s 
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shoe business.” Wing’ tip ‘brogues 
are expected to become less popular, 
according to Mr. Van Meter. 


Emerson Store Moves 


The local Emerson Shoe Store on 
Vine Street, between Fifth and Sixth, 
has made plans to move in the new 
Keith’s Theater building on Walnut 
Street. The change makes possible 
practically twice the floor for stock 
and fitting. 


Jung Arch Brace Widely Used 


The Jung Arch Support made by 
the Jung Arch Brace Company of Cin- 
cinnati, is gaining a consumer accept- 
ance far beyond the expectations of 
the manufacturer. The first of the 
year about one-quarter-million pairs 
were in use. To-day over one-half- 
million pairs are in use. The Jung 
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Arch band is a radical departure from 
the usual arch supporting devices. It 
is designed on the suspension prin- 
ciple. 


In the East 


E. K. Woodrow, sales and advertis- 
ing manager of the Krohn-Fech- 
heimer Company, returned last week 
from an eastern trip. While in the 
East he attended the annual conven- 
tion of the Association of National 
Advertisers. 

Both George R. Vollman and 
Arthur W. Lawrence of the Vollman, 
Lawrence Company were in the East 
last week studying style tendencies 
for spring. 

Bill Graves, sales manager of the 


‘Roth Shoe Manufacturing Company, 


is at present in the East laying his 
plans for spring styles. 


MILWAUKEE 


Holiday Business Starts Off With a Vim 


Factory Situation Improves 


OLIDAY trade has started 

out with a vim, and in the 
next two or three weeks Milwaukee 
boot and shoe merchants expect to 
turn over a considerable volume of 
merchandise other than goods re- 
quired for ordinary needs. Early 
Christmas shopping already done in- 
dicates that a good many ‘pairs of 
street and dress shoes are going to be 
given as presents, and in addition 
more than the usual quantity of house 
slippers in leather, felt and other fab- 
rics are being purchased for gift pur- 
poses. 


Children’s Wear Moves Well 


It is not unusual for boot shops to 
experience a good demand for chil- 
dren’s footwear in December, but this 
year it seems that this class of trade 
is going to exceed past averages. This 
is probably due to the fact that be- 
cause of conditions many parents are 
buying boots, shoes, slippers, etc., for 
the children as some of the most use- 
ful gifts it is possible to give. Such 
buying is being encouraged by sug- 
gestions made in store windows, news- 
paper advertisements, circulars in- 
serted in bundles, and other promotion 
literature issued by merchants. 


Boots in Better Demand 


The call for ladies’ boots is becom- 
ing greater daily under the stimula- 
tion of winter weather, the sales are 
running ahead of expectations. While 
it is believed unlikely that the boot 
will attain its former popularity this 
winter, those merchants who stocked 
in reasonable proportions expect no 
difficulty in making prompt disposi- 
tion and have little carryover for the 
January clearance sale season. The, 
younger folks are adding a boot to 
their purchases of pumps and oxfords, 


but the present ratio of sales is about 
three low cuts to one boot. 


Hosiery Trade Excellent 


Milwaukee boot shops dealing in 
hosiery usually have been induced to 
broaden this line of activity to a ma- 
terial extent by reason of the unusu- 
ally good call from customers. Even 
the men are looking to shoe stores for 
their supply of novelty hose this win- 
ter. In the last two to three weeks 
there has been a large movement of 
all-wool sport hose for women, as well 
as the silk-wool combinations. All- 
silk hosiery, too, is selling very well. 
The brown heather shades take best 
in sport goods, while blacks lead in 
silk-wool and all-silk, with a good 
many pairs of all-silkks in brown 
shades being sold. Spats are in good 
demand. Buckle arctics have had a 
revival since the first snows of the 
winter came. 


Factory Situation Improves 


Greater activity is to be noted in 
the boot and shoe manufacturing in- 
dustry in Milwaukee as well as 
throughout Wisconsin. New business 
is being booked largely on a prompt 
delivery basis, but a good many 
merchants are placing orders for 
spring delivery. The improvement is 
reaching into the sources of raw ma- 
terials. For instance, the Fred Ruep- 
ing Leather Co., at Fond du Lac, 
Wis., resumed a normal basis of pro- 
duction Dec. 1, and by New Year’s 
Day about 400 men will be added to 
the tannery payroll. On Nov. 1 the 
Rueping plant was operating 60 per 
cent, and on Oct. 1, about 50 per cent. 


To Seek Export Trade 


The European Shoe Mfg. Co. is the 
style of a new $25,000 corporation 
which was chartered during the week 


at Milwaukee. Its backers are Leo 
Koronios, James Mavrokolas and 
Philip Moloitis, 243 First Avenue, 
who intend to engage in the manufac- 
ture of work shoes, with the markets 
of southern Europe largely in view. 
Distribution also will be sought among 
people of foreign birth or extraction 
in this country. Further details of 
the enterprise wi!l not be divulged un- 
til later. 


Employment Increasing 


A special bulletin analyzing em- 
ployment conditions in Wisconsin fac- 
tories and workshops has been issued 
by the State Industrial Commission, 
which shows that at the end of Octo- 
ber boot and shoe factories were em- 
ploying 13.7 per cent more men than 
at the end of September, while tan- 
neries experienced an increase of 
about 4 per cent. Compared with 
July, 1920, employment in shoe plants 
increased 4.5 per cent, while tanneries 
were still 10.1 per cent under. The 
showing of boot and shoe factories is 
especially good, as most industries are 
far below July, 1920. 


Holeproof Increases Capacity 


The Holeproof Hosiery Co. of Mil- 
waukee, recalled as the first concern 
to market hosiery on a guaranteed 
basis a decade ago, is making further 
provision for greater capacity. Work 
has been started on a new branch mill 
at Thirty-first Street and Meinecke 
Avenue, in the northwestern part of 
the city, which offers a good neighbor- 
hood labor market. The main plant 
and other branches are being operated 
at full capacity, but the company is 
still far behind on orders. All Mil- 
waukee hosiery mills are in a similar 
condition, a feature of business being 
the large volume placed for spring 
and summer delivery. 


New Store at Janesville 


Arthur Healy, formerly of Neenah, 
Wis., has recently opened a new retail 
boot shop at Janesville, Wis., a lead- 
ing railroad center and seat of one of 
the world’s largest tractor industries. 


Inspects Newark Stores" 


A. H. Williams, special representa- 
tive of the Newark Shoe Stores, with 
headquarters at Baltimore, has been 
spending a week to ten days in Wis- 
consin, inspecting the numerous prop- 


erties of the chain. Mr. Williams 


said the Newark organization has ex- 
perienced a very encouraging increase 
in business throughout the fall and 
looks for good conditions all winter, 
with good prospects for spring. In- 
variably, Mr. Williams said, the boot 
and shoe merchants who have any 
complaint to make concerning business 
are the ones who do not advertise.’ 


New Plant Contemplated 
The Milwaukee Hosiery Co., 520- 
524 State Street, Milwaukee, manu- 
facturing “Best Knit” hose, is figur- 
ing on the erection and equipment of 
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a new and larger plant during the 
coming spring, in order to properly 
handle the rapidly growing volume of 
business. The present mill is run- 
ning twenty-four hours a day on silk, 
silk-wool and all-wool socks and stock- 
ings for women and men and has 
orders for delivery well into the 
spring and summer. Joseph H. Zens 
is president and general manager. 
The sales department has been en- 
larged and strengthened by the ac- 
quisition of D. C. Hegner, formerly 
with the Monarch Shoe Co. of Racine, 
Wis., as director of sales. 


Meeting of Directors Wisconsin State 
Association 


Plans for a vigorous participation 
in the national convention at Chicago 
Jan. 8 to 12, and arrangements for 
the 1922 State convention were made 
by the Board of Directors of the Wis- 
consin Retail Shoe Dealers’ Associa- 
tion at a recent meeting held at the 
Hotel Wisconsin in Milwaukee. 

An vatstanding feature of national 
convention plans is that accommoda- 
tions have been secured for a delega- 
tion numbering about 100 of the rep- 
resentative merchants of the Badger 
State. The State Association will co- 
operate with the Milwaukee associa- 
tion in these plans. 

With respect to the 1922 State con- 
vention, the dates of Tuesday, Wed- 
nesday and Thursday, Aug. 8, 9 and 
10, were definitely selected. The seat 
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of the convention is Appleton, the 
home of President J. B. Langenberg, 
whose city was selected immediately 
after he was elected chief executive 
at the 1921 State convention held in 
Sheboygan, Wis. Appleton is a city 
of about 20,000, with excellent hotel 
facilities and is the seat of Lawrence 
College, a pioneer co-educational in- 
stitution of the Northwest. 
Sentiment at the meeting favored 
a resumption of convention exhibits 
on a moderate scale. Following the 
extensive exposition held in connec- 
tion with the 1920 State convention in 
the new State capitol at Madison, this 
feature was dropped in 1921. The 
Shoe Travelers’ Association of Wis- 
consin is interested in showing sam- 


ples at the 1922 convention and it is: 


believed some plan will be worked out 
whereby this will be permitted with- 
out imposing an undue’ burden on 
manufacturers and wholesalers or 
furnishing distractions to the mer- 
chants who attend conventions for the 
purpose of “Getting More Shoes Sold 
Right,” which is the RECORDER’s slo- 
gan. 

Among those attending the execu- 
tive committee meeting in Milwaukee 
were President Langenberg; Secre- 
tary Harry H. Lucas, 731 Third 
Street, Milwaukee; A. B. Caspari, 
Milwaukee; Gene Meyer, Watertown; 
C. R. Newell, Waukesha; S. J. Brou- 
wer, Milwaukee. 


ST. LOUIS 


Weather Causes Retail Business to 
Slump 


Few Cool Days Show Activity—Low 
Levels on Warm Days—Men’s 
Business Fairly Brisk 


HE early part of this week 

experienced a rise in temper- 
ature and on the 16th day of No- 
vember it reached 70 degrees. So far 
this fall there has been no really sea- 
sonable weather. The few cold rainy 
days proved that days of like char- 
acter are necessary essentials to 
“pep” up the business. 

Last Saturday the weather was 
crispy and cold and the manager of 
one of the best.stores in the shopping 
district declared that 45 per cent of 
the days’ business was for high boots. 
Other stores reported similar inci- 
dents, stressing the fact that business 
on this particular day was excellent. 
Grave concern is being felt, as there 
only remains December to clean up 
the stocks before the advanced spring 
showings will be displayed. Not a 
great deal of future buying is being 
done. Shoes are being bought on 
rather short deliveries and being 
forced out as soon as they are on the 
floor. 


Women’s Patent Brogue Oxfords Good 


Perhaps the two notable features of 
the week were the increased demand 
for patent lace brogue oxfords, as 
well as plain toe effects, and the ap- 
parent slowing up in the demand for 
buckle three-strap patterns. Buckles 
are doubtful beyond the fall season. 
The low heeled welt oxfords in patent 
seemed to have taken up the slack in 
the sandal and buckle style of shoes. 
There is a decided preference on the 
part of the fair sex for walking heels 
and welted soles. 

Tan calf oxfords continue to be the 
best bet in practically all stores. 
There is some evidence of the toes 
being a trifle broader and the vamps 
slightly shorter. 

Little complaint is being registered 
as to prices provided they are not 
beyond the $10.00 range. “The sell- 
ing,” stated one manager, “is much 
harder, and more effort has to be ex- 
pended to close the sale.” Satins 
show little activity. 
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Men’s Business Shows Gain 


What seems unfathomable to mos! 
retailers is the brisk business in the 
men’s end of the selling. Some stores 
which feature women’s shoes state 
that the men’s business is the better. 
Between 80 and 90 per cent of men’s 
business is for high shoes. There 
may be an exception or two where the 
trade is a bit more exclusive and the 
purchaser of the younger type. In a 
store of this character the average 
will be about a 70-30 split between 
high shoes and Oxfords with the 70 
per cent for high. While tan repre- 
sents the big end of the color choice, 
particularly in high shoes, black is 
gaining ground in the brogue oxford 
field. Slightly wider toes are being 
selected and soft toes are enjoying 
some popularity. 


New ‘Manager for Shoe De- 
partment of Klines 


C. P. Williams has recently been 
appointed manager of the large bal- 
cony shoe department of Kline’s 
women’s apparel store. Mr. Wil- 
liams, who hails from Kansas City, is 
a shoe man of wide experience, hav- 
ing been connected with Radford- 
Powell Shoe Company of that city 
during the past year. He has been 
engaged in the shoe business since 
he was sixteen years of age and is 
well known among the traveling men 
of the country. 


Sensenbrenner’s Pushing Felt 
Slippers. 


Sensenbrenner’s have been making 
a strong appeal for the slipper busi- 
ness of the city. They are vigorously 
pushing women’s felt slippers in both 
the leather sole as well as elk sole 
types. 


Swopes Showing New Arch- 
Tuch Shoe 


Swopes have placed on sale the 
Arch-Tuch shoe designed for preven- 
tion and cure of weak arches. A bit 
of constructive. salesmanship has 
been given to the salesmen by Arthur 
E. Ebbs, which was reprinted in the 
‘Shoe Horn,” the monthly house or- 
gan of the company. “Do not try to 
sell the Arch-Tuch shoe as a cure all. 
It is a medicine for ailing feet, but 
like medicines it has its limitations. 
It’s not to be used for flat feet where 
arch supports are needed.” 


St. Louis Shoe Manufactur- 
ers and Wholesalers Com- 
pleting N. S. R. A. Con- 
vention Arrangements. 


Final arrangements are _ being 
made by the St. Louis Shoe Manu- 


* facturers and Wholesalers who will 


attend the N. S. R. A. convention in 
Chicago in January. A special train 
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will carry the delegation to Chicago 
on the C. & A. R. R. The Retailers 
will also accompany the Manufac- 
turers on the trip. Special effort is 
being made to bring the retail mer- 
chants of this territery attending the 
convention through St. Louis. A. let- 
ter will go out shortly to every shoe 
retailer in this territory asking him 
to join the St. Louis delegation on its 
special train. The headquarters of 
the St. Louis delegation will be at the 
Morrison, one of Chicago’s finest 
hostelries. 


Boyd’s Shoe Department 
Selling Many Brogues 


Manager A. C. Lewis of the shoe 
department of Boyd’s men’s apparel 
store stated that brogue oxfords as 
well as high shoes were having brisk 
demand. 25 per cent of the shoes 
sold were of the oxfard style. The 
color demand was an even choice be- 
tween the black and tan. Quite a 
few patents were being sold. 


Arthur Ebbs on Buying Trip 
in Kast 

Arthur Ebbs of Swopes, one of the 
best known shoe men in this locality, 
is in the East visiting the style mar- 
kets and making a survey of condi- 
tions. While away Mr. Ebbs expects 
to do considerable buying for Spring. 
He will remain in the East for two 
weeks. 


Genéral Line Manufacturers 
Doing Peak Business— 
Women Specialty Factories 
Experience Slight Lull 


The business of the big general 
line manufacturers continues to go 
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forward in leaps and bounds. Orders 
from the salesmen are pouring into 
the house in large volume. The bulk 
of this business is coming from the 
small towns and lesser communities, 
where business slumps are least felt. 
The Southern territory is contribut- 
ing a goodly share of the volume, due 
to its extended purchasing power cre- 
ated by the rise in the cotton market. 
Merchants are buying more freely, 
with a preference for a better grade 
of merchandise than was being 
bought a year ago. 

About 50 per of the orders being 
sent from the various territories are 
for futures. Much satisfaction is be- 
ing felt over this condition. It is ap- 
parent that retailers are viewing 
market conditions as staple and are 
placing their Spring business now to 
assure deliveries when the Spring sea- 
son approaches. Patent leather is re- 
ceiving very favorable choice and 
from all indications will prove a big 
seller in the Spring trade. Of course, 
oxfords with low heels and some 
perforations with a tendency for the 
medium broad toe, in welts, are oc- 
cupying a major portion of the order 
sheets. 

Orders for white goods somewhat 
reflect the demand that retailers are 
looking forward to during the Sum- 
mer season. Sport oxfords are going 
to enjoy a tremendous following this 
Summer, and it is predicted that the 
season will be much larger than the 
past one. The great majority of pat- 
terns now being shown in the Spring 
line, in white goods, are of the 
trimmed type. Golf straps, saddle 
straps and toes of black patent, calf 
or tan calf are the trimmings most 
added to the white footwear. 








CLEVELAND 


Rainy Weather Helps Rubbers 


Another Week of Rain and Snow at 
Cleveland Helps Merchants to 
Move Stocks of Overshoes 


LEVELAND merchants were 

given another opportunity 
during the third week in November 
to move stocks of rubber goods that 
were purchased. The old reliable 
Galosh that has been a strong favorite 
with women and children for several 
winters also was passed over the 
counters in great numbers. 

This city has experienced two 
weeks of inclement weather, and while 
the weather conditions may have hurt 
other lines of retail trade, the demand 
for boots and overshoes that set in 
has certainly increased the volume 
of sales in the shoe stores. 


The streets have been muddy and 
sloppy, and the nights cold and raw. 
On the first day of the week snow fell. 
It was a heavy damp snow, the kind 
that strikes through the body to the 
bones and causes cold shivers. 


Women who had been wearing low 
shoes talked about the coldness of 
their ankles and the next day they 
went downtown and either purchased 
Galoshes or boots. 

The sales of boots during November 
have been in excess of similar sales 
during the corresponding month a 
year ago. The sales of Galoshes dur- 
ing the month have not been as numer- 
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Men’s Business Improving 

The men’s business particularly 
has shown constant improvement in 
all of the houses. 

The children’s end of the business 
is being done in abundance. One of 
the combined specialty houses here 
has greatly increased their produc- 
tion on children’s shoes and are still 
unable to fill the requirements. 


Slight Slump in Women’s 
Specialties 

Boots have not as yet been sought 
with any degree of volume. The few 
orders that are coming in for imme- 
diate delivery are for the most part 
from small towns where this type of 
footwear will always be sold regard- 
less of style conditions. A _ great 
many wholesalers and jobbers have 
some boots carried over from last 
year. Very few have placed orders 
for additional patterns. With a 
break in the weather, which must 
occur during November or December, 
a great many anticipate enough de- 
mand to clear the floors of stocks 
now on hand. 


McElroy - Sloan —_ Officials 
Visiting Craddock - Terry 
Factories 
W. F. McElroy, Vice President; W. 

M. Sloan, General Manager, and J. 

T. Dyer, Secretary, all of the McEl- 

roy-Sloan Shoe Company, are visit- 

ing the Craddock-Terry Company of 

Lynchburg. 

W. B. Yater, for many years lead- 
ing salesman of the travelling men, 
sent in for one day orders amount- 
ing to $99,160.86. Yater travels West 
Virginia, Eastern Kentucky and 
Eastern Tennessee. 


ous as they were last year, although 
the volume has been gratifying to 
those merchants who have ordered 
the goods in large quantities. 

The experiences of the Cleveland 
merchant thus far lead him to pre- 
dict that if lowered sales of Galoshes 
during November count for anything, 
there will be more boots sold than a 
year ago. 

Spats, which in a measure is a sub- 
stitute for the Galosh, has not taken 
a very strong hold on the fancies of 
the Cleveland wearer of shoes, al- 
though there is still time. 


Notwithstanding that boots have 
come in for increased demand, there 
are merchants who have found it 
profitable thus far to push the oxford 
and a line of heavy woolen hosiery to 
accompany them. The heavy woolen 
hose makes a special appeal to women 
who admire a tasty oxford, and there 
are thousands of them in every large 
city. 
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The Stone Shoe Co. is making an 
appeal along the following lines: To 
be really smart, women’s street foot- 
wear must have a mannish or at least 
an English look and that’s just what 
these women’s oxfords have to a 
generous degree. Of black, tan or 
pebbled leathers the squared off toe, 
blucher last, low heel and perforations 
are featured. They have a swagger 
effect when worn with woolen hose 
and they have that sturdy build which 
winter demands. 

This store, by the way, has been 
going steadily ahead throughout the 
last year. Although the quarters of 
the company have within the last 
year been greatly enlarged, until now 
three floors in one of the largest build- 
ings in the downtown shopping dis- 
trict are occupied, the space has been 
found to be conservative. 


Novelties Selling Well 


After walking through the down- 
town shopping district and observing 
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the display windows of the shoe 
stores, one can not but help coming 
to the conclusion that the ingenuity 
of men and women designers has 
been taxed this year to the limit to 
produce models that would attract. 

The period for novelties still exists 
in this city, and the average merchant 
still has his eyes out for something 
new. One of the prettiest models is 
a sandal-like affair, which is so cut 
up that it is nearly all strap. Em- 
bellishments have been provided in 
various form, punch work being the 
most popular in this city. 

The displays of footwear for eve- 
ning wear are especially attractive. 
Various fabrics have been used with 
telling effect. Fur, American broad- 
tail and velvet have been very popu- 
lar with the trade in this city. 

The old reliable patent and satin 
are to be seen in large quantities and 
they are having their usual runs of 
popularity. 


SAN FRANCISCO 


Retailers Show Appreciation of de 
Official Style Report 


Style Report Proved to Be a Good Guide 
in Forecasting Style Tendencies 
for Spring Selling 


ETAILERS have shown keen 

appreciation of the Official 
Style Report which was drafted, 
about a month ago, by a committee 
of the California Shoe Retailers’ 
Association. When questioned re- 
garding the reception accorded to this 
report, Al. Katschinski, president of 
the Association, said: 

“The Style Report of the California 
Committee has gone out to all retail- 
ers and is generally conceded to be 
the most complete style report ever 


promulgated by any state organi- 


zation.” 


The Style Report, which was issued 
on Oct. 25, has since been very gen- 
erally studied by retailers who seem 
to be a unit in saying that it is prov- 
ing a very valuable guide in forecast- 
ing the style tendencies for spring 
selling, in late February and early 
March, 1922. The committee, of which 
Chester Herold was chairman, con- 
sisted of Fred White, Al. Gude, Frank 
More, Russell Werner, Ralph Baker, 
Paul Jesburg, Jas. McGiffin, W. E. 
Seacomb, A. B. Young, Bert Heartte, 
Michael Levy, Wm. Innes, Chester 
Herold ‘and Max H. Sommer. The 
report is devoted to women’s, men’s 
and juvenile footwear forecasts. It 
emphasizes the belief that “Garment 
fashions, originating in Paris and 
New York, will wield a powerful in- 
fluence on footwear ‘styles.” © 


Speaking of styles, as indicated by 
the demand in San Francisco to-day, 
H. A. Ballentine, manager of Hanan 
& Sons, said, for the Boot & SHOE 
RECORDER: “The patent leather craze 
is still good, as indicated by the de- 
mand at the Hanan shop.” Picking 
up a very neat-looking shoe, he added: 
“You see the patent leather turn, and 
the three straps, each with a small 
center buckle. This shoe has a Box- 
wood heel. It is one of our best 
sellers.” Mr. Ballentine further said 
that patent leather is being worn for 
all occasions, especially for street 
wear. 

“Fancy novelty patterns, on French 
lasts, are the things that are selling,” 
said Roy .Whalander, manager of the 
City of Paris shoe department. “The 
call for French lasts is increasing 
every day. Patent leathers and satins 
are in big demand.” 

Manager Schaefer, of the Flors- 
heim-Schaefer Shoe Co., said: “This 
is exclusively a men’s store and, at 
present, heavy oxfords are going very 
strong. There is a marked increase 
in the demand for blacks—especially 
for black oxfords. The Florsheim 
shoe is running pretty strong with 
us. 

Arrangements are being made and 
reservations accepted for a special car 
which will leave San Francisco on 
the evening of Jan. 5 to carry local 
shoe men to the Chicago convention. 





December 3, 192: 


The car will run as part of th: 
Limited and will reach Chicago on the 
morning of the eighth. Al. Katschin- 
ski is chairman of the car committee 
and he states that, provided there are 
sufficient reservations, two cars will 
be chartered, but that all depends on 
the number of those who desire to visit 
the convention. 


New Werner Store 


Frank Werner is completing ar- 
rangements for opening a men’s shoe 
store at the corner of Montgomery 
and Bush streets about Feb. 1. This 
is in the Wall Street district of San 
Francisco, usually alluded to locally 
as “the financial district.” The store 
will occupy a large part of the ground 
floor of the new sixteen-story Alex- 
ander Building, a Class A structure, 
to which workmen are now putting 
the finishing touches. The Frank 
Werner Co. already has two exclusive 
shoe stores in this city, one for men 
and women, at Market and Powell 
streets, and one exclusively for men, 
on Ellis Street. Speaking of the plans 
for the new store, W. Russell Werner, 
manager of the firm’s men’s depart- 
ment, said: “It is planned to deal in 
shoes that retail from $9 to $15, 
medium and top grades only. The 
architectural plans call for a fitting 
room designed in the style of a men’s 
club room. There will be no boxes in 
sight, the stock being kept in a rear 
room. The furniture will be a 
mannish adaptation of the Mission 
style, leather-upholstered as to seats. 
There will be smoking stands and 
solid comfort everywhere. The store 
windows will be only about three and 
a half feet in depth and about three 
pairs of shoes will be shown in each 
window—not more. The firm has a 
ten-year lease on the location.” 

When W. Russell Werner gave out 
the foregoing information, he was on 
the eve of leaving for the East, to 
purchase stock for the new store and 
for those already owned by the Frank 
Werner Co. He expects to be gone 
some three or four weeks. 

“The Block & Levy shoe depart- 
ment in the Stockton Street store of 
the Joseph Magnin Co. will be oper- 
ated by Block & Levy as heretofore 
but, after Dec. 1, it will be an exclu- 
sive agency for Blockley footwear.” 
The foregoing statement was given 
out by Mr. Block of Block & Levy. 
The firm is, at present, holding spe- 
cial November sales. 

G. O. Allen, manager of the Bootery 
here, has left for the East with C. 
H. Wolfelt, president of the firm. 
They will attend the opening of the 
Chicago Bootery and also plan to at- 
tend the opening of the shoe Studio, 
which C. H. Wolfelt Co. is opening at 
27 West’ Fifty-Seventh Street, New 
York City. After this, the plans of 
Mr. Wolfelt and Mr. Allen call for a 
return to the Coast, to be present at 
the opening of the new aia in 
Los Angeles. 
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R. O. Dunhill, manager of the Walk- 
Over stores, finds that business has 
proved even better than was expected 
at the newest Walk-Over establish- 
ments. The store on. Post Street, 
near Grant Avenue, is in a retail 
shopping location that could hardly be 
improved upon and the judgment 
shown by the firm in opening it is 
being justified. The new Oakland 
store is also finding business very 
good. ; 

The down-stairs store of the Phil- 
adelphia Shoe Co., of which B. 
Katschinaki is president, has been do- 
ing so much business that it is now in 
process of reconstruction and is be- 
ing doubled in size. H. Cantroweith, 
buyer for the men’s and women’s de- 
partment of the Philadelphia, has 
just returned from a business trip 
East. 
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J. Jackson has again become a 
member of the San Francisco Bootery 
force, which he left some time ago 
to sell stocks and bonds. “There is 
not the demand for stocks and bonds 
that there is for shoes apparently, and 
I am glad to be back at shoe selling,” 
said Mr. Jackson. 

A new shoe store has been opened 
by B. Wait in the Gross Building, 
Petaluma, Cal. 

S. Rosenblad is the new proprietor 
of Cohen’s Sawtelle store, Sawtelle, 
Cal. He came to California from 
Phoenix, Ariz., where he was with 
the Boston Store for twenty-two 
years. Mr. Cohen will still be inter- 
ested in the business, to a certain ex- 
tent, but his health will not permit 
him to devote his entire time to it. 
The Walk-Over shoes have just been 
added to the firm’s lines. 


INDIANAPOLIS 


Rain Has Put a Crimp in Retail Shoe 
Business 


Merchants Carrying Hosiery Lines Are 
Well Pleased with Holiday 
Outlook 


rents in Indianapolis for the 
last week or so and as a result the 
local retail shoe merchants are not 
very boastful about the volume of 
business done in that period. While 
it appeared for a time that the rain 
would have a tendency to stimulate 
the sale of women’s boots, these hopes 
were soon shattered. In fact it has 
rained so much recently that few 
women have ventured out to do any 
kind of shopping. 

November started out in the good, 
old-fashioned way with some real crisp 
early winter weather, but this soon 
gave way to a warm spell and then 
rain, which has continued since about 
the tenth. During the early part of 
the month shoe sales were very satis- 
factory, the merchants say, and it 
looked for a time as if business would 
be almost as good as it was last year 
in November. However, with the 
change in the weather, it soon became 
apparent that the merchants would 
have to get a move on themselves if 
they expect to pass the volume for 
November, 1920. 

Despite the unfavorable weather 
conditions at this time, the merchants 
generally are satisfied with the vol- 
ume of business under present condi- 
tions. Some of the leading stores re- 
port an increase in the number of 
pairs as compared with the corre- 
sponding period of last year, and a 
few—a very few—have been able to 
show a slight increase in the amount 
of the sales in dollars and cents. 
Edward Haldy, manager of the 


pF ge has been falling in tor- 





Fashion Shoe Shop, one of the lead- 
ing women’s shoe stores in the city, 
says the records of the store show 
that many more pairs are being sold 
now as compared with the number 
sold in the same period of last year, 
but the margin of profit is not nearly 
as great as it was then. This, of 
course, cuts down the volume in 
dollars and cents. 

Mr. Haldy says that while there 
has been a slight increase recently in 
the demand for boots, the indications 
are that low shoes are going to hold 
the center of the stage throughout the 
winter. Practically all of the boots 
that are being sold are those having 
military heels and welt soles. Some 
few boots with Louis heels are being 
sold, but’ only in cases where stores 
are closing them out at reduced 
prices. The Fashion Shoe Shop, Mr. 
Haldy says, has only about 100 pairs 
of Louis heel boots on its shelves, 
while in other years at this time it 
would have from 1200 to 1500. 

Walking oxfords, ranging in price 
from $10 to $14, have been among 
the best sellers at the Fashion Shop. 
About 40 per cent of these have been 
blacks and. 60 per cent tans. Patents, 
satins and Russias have been in ex- 
tremely good favor here. The 
Fashion Shop recently staged a sale 
on walking oxfords, regularly priced 
at $10 and $12.50, at a special price 
of $7.85, and received an excellent 
response. Announcements of the sale 
were mailed to about 2000 of the 
store’s customers. 

Business in men’s lines has been 
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holding its own fairly well in spite 
of the inclement weather. There is 
quite an active demand for boots, 
largely in brogues, semi-brogues and 
other novelties in blacks and tans. 
The more staple patterns also have 
been having a good run. 

Shoe merchants who carry hosiery 
lines in their stores are well pleased 
with the hosiery business and the out- 
look for a good Christmas and holi- 
day trade. One leading shoe mer- 
chant said the sales in the hosiery 
department indicate that no matter 
how little money seems to be in sight, 
women are going to have their silk 
hosiery, even if they have to go 
hungry to do it. 

“Sometimes we advertise a few 
specials in cotton or lisle hosiery,” he 
added, “and we hardly get any re- 
sponse, but when we advertise spe- 
cials in silk hosiery the women come 
in droves. 

“Times may be improving very 
slowly,” he continued, “but one thing 
is certain, and that is that this is not 
going to be a bad season for the deal- 
ers in silk hosiery. Women seem to 
be willing to cut down the family’s 
eating allowance and skimp in all 
other directions wherever they can in 
order to pay from $2.50 to $6 for silk 
stockings. The continued vogue of 
low shoes serves to help this along 
very nicely.” 

The continued vogue in low shoes 
also is going to make wool hose very 
popular again this year. There were 
several local shoe merchants handling 
hosiery who thought that wool hose 
was merely a fad and that last season 
would see the end of it. The cool 
weather the early part of the month, 
however, indicated that the demand 
for wool hose is going to be almost as 
great this year as it was last. 


Jacob Klingel, South Bend retail 
shoe merchant, has taken a lease on 
one of the business rooms in the New 
Palace theater building and will open 
an exclusive woman’s shoe shop there 
when the structure is completed. The 
present location of Mr. Klingel’s shoe 
store on North Main Street will be 
devoted to men’s shoes. 


Business Tide Rising 

We have the following reports 
from the large majority of our 
clients: 

Fourteen report business still poor, 

Sixteen report business poor but 
improving. i 

Nineteen report business good after 
a depression. 

Seventeen report business best 
(either in dollars or in units of sale) 
they ever had. 

Two report they felt no depression 
this year. 

These firms represent practically 
every type of industry. — Batten’s 
Wedge. 
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LOS ANGELES 


Stores Taking on Holiday Atmosphere 
Nettleton Man Sees Good Outlook Ahead 


HE shop windows are gradually 

taking on a holiday appear- 
ance and with the weather turned 
a little cooler things are looking 
brighter for the merchant. Mr. Chas. 
MeWilliams, of the Nettleton Shoe 
Company, who recently returned 
from an extended trip through the 
West and the Northwest with the 
Nettleton line, found conditions every- 
where even better than he had 
anticipated and decidedly on the up- 
ward grade. The merchants also 
were more optimistic and while they 
are not buying in any large quantities 
there is a better feeling and they 
realize that all must pull together 
and each do his share to get back to 
normalcy. Mr. McWilliams is de- 
cidedly optimistic about the future 
and sees good business ahead for all. 


New Young Shoe Store Opens 


The latest Young Shoe Store opened 
its doors auspiciously Saturday, Nov. 
12, at 514 South Broadway. This is 
the sixth store that Mr. A. B. Young, 
veteran shoe man, has opened in Los 
Angeles. The new _ store, which 
occupies the site of the original Young 
Shoe Store, which had outgrown its 
quarters, presents an entirely new 
appearance, ‘with its massive front 
and additional space in the rear run- 
ning back to the alley of the Alex- 
andria Hotel. The building offers 
excellent possibilities, being free from 
posts in front and with a very high 
ceiling. There is a floor space 125 
feet deep and 30 feet wide, all free 
for fitting purposes. The shelving 
extends some 8 feet in height with a 
narrow balcony running the length 
of the store on which is kept reserve 
stock. 

The front consists of two windows 
of zig-zag shape, extending inward 
about 25 feet, with black and gold 
marble around the glass and gray 
Tennessee marble in the entrance. 
The entrance presents the appearance 
somewhat of a theater. with its high 
oval ceiling, following the zig-zag 
lines of the glass. The interior is 
finished in walnut and it is understood 
no expense has been spared to make 


this store one of the finest in the coun- 
try for medium grade shoes. Mr. W. 
Lanagan, formerly with the Broad- 
way Department Store, is in charge. 

Only one-half of this store is de- 
voted to men’s shoes, the other half 
being operated by Dace & MacKenzie, 
owners of the College Boot Shops, 
with a complete stock of women’s foot- 
wear at popular prices, featuring 
especially their “Peacock” brand. In 
charge of this department is Mr. 
Mer! D. Irvin. 


“Princess Pat’ Week at Walk-Over 


The Walk-Over Boot Shops are 
featuring “Princess Pat” shoes dur- 
ing “Princess Pat’ Week. A little 
story, entitled ‘“Mildred’s Secret,” 
was run in the newspapers in serial 
form, without any clue to its identity, 
and at the completion of the series 
the “Princess Pat’ Week was _ in- 
augurated. There are twenty-six 
numbers of this popular shoe and a 
window of the Broadway store is de- 
voted to them, with a life size wax 
figure wearing a pair of them. 


New Wolfelt Store Nearly Ready 

for Occupancy 

Mr. C. H. Wolfelt, who is now in 
the East, is planning to be in Los 
Angeles in time for the opening of 
the new Seventh Street Store, Dec. 1. 
It was originally hoped to have the 
store ready for occupancy the middle 
of November, but on account of 
building material delays the opening 
date has been delayed. 

There will be many new ideas em- 
bodied in the new store and, needless 
to say, it will be an artistic expres- 
sion of the ideals of the house of 
Wolfelt. The interior cannot be very 
fully described at this time, owing to 
its incomplete state, but the store will 
have about the same amount of floor 
space as the Broadway store: A pre- 
removal sale has been in progress for 
some time at the old store and has 
been very successful in cleaning out 
a lot of merchandise. This store will 
continue to carry the odds and ends 
of stock and the more staple lines, 
while the new store will carry shoes 
which appeal to its high class trade. 


COLUMBUS 


Industry Is Reviving 


Several Steel Plants Have Increased 
Their Number of Employees 


ITH the railroad workers’ 
controversy settled, at least 
temporarily, 


Columbus industries 


begin to show a revival of their 
former production. Several of the 
largest employers of labor in the city 
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look for a gradual resumption of 
former activities and have already 
added quite a number of additional 
workers in their several plants. 

The several steel plants have added 
additional men to their forces and 
contemplate increasing the number 
of employees gradually. These plants 
have received orders for a quantity 
of steel rails for immediate delivery 
which shows that the railroads are 
contemplating an extensive rehabilita- 
tion of the lines. 

The shoe manufacturing plants 
running at capacity, The Lape-Adler 
Company, The C. & E. Shoe Company 
and The Fenton Shoe Company have 
been compelled to add several addi- 
tional cutters to their already large 
force in‘order to keep up with the 
orders for immediate delivery. Mer- 
chants are placing orders for January 
and February business, but are loth 
to place any orders for later delivery 
only on the styles that they “know 
will be in style at that time.” One of 
the leading merchants of this city 
stated that his company had handled 
more different styles of shoes this 
season than had been the custom of 
handling in an entire year in the past 
several years. This was due, he said, 
to the ever changing styles of women’s 
footwear, and they were at a loss to 
know what would continue to be “good 
sellers.” , 

At present the “Toddle” pump is 
one of the best sellers, but when 
present stocks are cleaned out this 
style will be among the discards. The 
past week has seen one of the leading 
downtown stores place a quantity of 
this style on sale at the price of $5 
in order to clean up as quickly as 
possible. When these sales are 
staged at the height of a style’s popu- 
larity it means that that style is 
doomed, as far as the critical buyer 
is’ concerned, and the merchant can 
only hope to sell them to the bargain 
hunter. ‘ 

Tan calf oxfords with flat heel are 
much in demand and many strap 
effects .in tan calf, black kid and 
patent leather in both plain and fancy 
patterns are being sold, these styles 
are about equally divided with the 
Cuban, Baby Louis and Military 
heels. science 
The Climax of Many Years of Faith- 

ful Service to the Merchant 

The Marion Rubber Company is 
now in its handsome new home at 57 
East Chestnut Street and is again 
ready to take care of the rush orders 
for rubber footwear with more dis- 
patch than formerly. Their new 
home is the last word in building for 
jobbing business, being five stories in 
height and with a large deep base- 
ment covering a ground area of 30 
by 150 ft. This building is modern 
in every respect and contains niany 
modern conveniences for the welfare 
of their employees. Mr. Harry 
Lushey is to be congratulated. 
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The Biltmore 
“Bench” 


Silver Cloth 


$2 50 


3 wk. delivery 


CORNELL SHOE CO. 
Makers 
BROCKLY N 











EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN’T PULL OFF 


Supply Your Customers with 


“HUBTIP” NO-METAL-TIP SHOE LACES 


- a 
; & MOUBITIP 
i te PAT. OCT. 18 


“HUBTIP” Shoe Laces nsequently, they 
it WIACK Never S 


\ wear twi 





TIPS NEVER 
PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 


TODAY'S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro.Laces, 2.70 54 in. per gro.Laces, 3.30 72 in. per gro. Laces, 4.10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied. Order from Your Jobber Today 


FRANK W.WHITCHER CO.., Mfts., Boston and Chicago, U.S.A. 
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This editorial from the 
Chicago Tribune has 
been heeded profitably 
by many leading shoe 
manufacturers. 






















rt 
a3 * e\ got? am C400 
ANS Sash \ pe report 


gene gwl2?, ns oO 
Sh 
e' fm) v ao C2" 
sf ee 50a * por we Das ¥ 
CBO nh ot 














wae for men are featuring 


—LACING HOOKS 








Many of the new styles 
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FABRIC 


IN STYLE IN STOCK 


NOVELTIES 










B-730—White Satin Turn Opera 

Pump, ?-~ full Louis heel, A to 
48-700—Black Satin Turn One D. 2% * pateng Gre a 5 $3. 50 
Strap, Black silk finished buttons, 
Beaded vamp ornament, 16/8 half 
LXV heel, A to D........ $3.35 


B-740—Black Satin Turn Opera 
Pump, 16/8 ful Louis we 
D. 2 tO SB. ccccccccece 
B-705—As above except with % to 

Raby LXV heel .......+. $3.35 


B-1110—Black Satin Turn One 
Strap, Rhinestone buttons, 16/8 
half LXV heel, A to D... $3.25 
B-1145—As above except_ with 
Baby LXV heel .......... $3.25 
Terms—2% 10 Days, Net 30 
Minimum —— 1 dozen 
pairs. 


ANNAHSON 
SHOE CO. 



















B-750—Black Velvet Turn One 


Stra Rhinestone buttons, 16/8 B-800—White Satin One Strap, 
fall XV heel, A, B, ©, D, 2% HAVERHILL, MASS. Pearl buttons, 14/8 Spanish Junior 
o0beeusseecacedecen $3.5 heel, B, C, D. 2% to 8..$3.50 

See our Exhibit Booth No. 79, N. S. R. A. Coni vention 

and Exposition, Chicago, January 9, 10, 11, 12, 1922 





REPCO—the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 
Repco is made in all the fashionable 
; ; ; ; shades: white, ivory, light gray, dark 
It is —_ applied—a brush with _— pray, champagne and Havana brown. 
Ry So. For sale by shoe findings jobbers. 
.It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


Your customers like it because 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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TWO CORRECTLY 
STYLED MODELS 


In Stock 





These growing girls’ welts are “Edwards” 
quality and especially suited for immedi- 





ate demand. 





No. 935—Girls’ Pony Cut 
Lace, Medium Shade, Tan Calf, 
Last 52, 12/8 Heel. 











AA to D, 2% to 7... .$5.25 




















PHILADELPHIA 


Ask Also for Our New Catalog 





ps ae rls* Pony Cut 
um Shade, Tan 
or Last 37, 11/8 Heel. 


AA to D, 2% to 7... .$5.25 
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No. 961 
Tan Norwegian Grain 
Foxed Oxford, 
» Blucher or 
Stitched 
» Good- 
year Wingfoot Heel. 
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In Stock Now! 









































A quarter of a century spent in 
delivering satisfaction is the rec- 


ord of this company. 


Remember this very important 
fact in selecting your styles for 


men, to retail at $5 to $9. 


New York Office, H. Harris, 1328 
Broadway, Marbridge Building. 
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“ARCH FORM” 


Children’s Turn, 
First Step 


For the Little Folks Pr 
30 
31 
82 
83 
s10 B 
Increased business comes to +4 
the merchant who is pre go 


pared with a complete as- ens | wid * Baisen, 
sortment of “Arch Form” Beaver brown top... 1.15 


First Step Turns. Sums: © ger aet Aes 
Real Values— 
Buy by Comparison 
Send for sample dozen or sample pair. 


Co-Operative Shoe Co. 
Juvenile Footwear 
309 Main Street, Cincinnati, O. 





































































































Goods Well Displayed Are 
Goods Half Sold 


. The Economic Sells Heavy 
Rubber Footwear—by dis- 
laying them properly. 
Read the testimonial letter 
received from C. F. Shears, 
shoe merchant of Bernards- 
ton, Mass. 


Gentlemen :— 

The Boot Rack arrived O. K., and I 
have it set up and filled with rubber 
goous. It is a great time saver, as 
well as a silent salesman. Jt gets the 
goods out where every one coming 
into the store has to see them.******* 

Cc. F. SHEARS, 
Bernardston, Mass. 


The Economic Case has capacity for about ten cases of Men’s 
Boots Combinations, Perfections and other heavy goods. Four- 
teen styles sized out and displayed in forty inches of floor space. 
Revolves without friction. Folds compactly for storage. 


Write for Prices. 
Batavia Specialty Company 


Batavia, New York 
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Hi-Pen—Made to fit same 
as a leather shoe, but all 
rubber, water-tight, strong, 
light and durable. The 
extra high top makes it 
ideal for sportsmen and 
for outdoor work in 
marshy or very muddy 
places. The Pennsy is a 
similar shoe, but with a 
lower top. 














Good, Solid Comfort 


on the Profit Side! 


T’S truly remarkable, the kind of business you can build 

around Snag-Proof Rubber Boots, Shoes and Arctics. It’s 
the kind that every dealer wants, founded on enthusiastic, 
repeating customers, who, year after year, come in and 
demand the good Snag-Proof Products. 


And, rightly, too, for Snag-Proof Rubber Footwear is 
made to please—to give unusual satisfaction in long wear, 
comfort and water-and-weather-proof qualities. They are 
steam cured in vacuum and under pressure—a process 
which fits them for the heavy demands of outdoor men. 


Snag-Proof dealers have exclusive rights to sell Snag- 
Proof Products in their own territory. The Snag-Proof Line 
includes every type of rubber footwear to suit every need. 
There are boots, short and high—shoes for all climes and 
all wear—arctics for comfort in the very cold 
weather. 


Write us about our éxclusive proposition. We 
back your efforts with a strong-selling national 
advertising campaign. 

LAMBERTVILLE RUBBER COMPANY 

Lambertville, New Jersey 


sav 


Top Sawyer—A cold weather rubber shoe with 
bellows tongue, making it absolutely water- 
and-weather-proof. Made 
wear over woolen socks. 
similar shoe in the extra high top like a leg- 
ging and made full and wide for heavy socks. 


full and wide to 
The Hi-top is a 











Look for this green oval 
when you want satisfaction. 


Four Buckle Arctic—To be 
worn over leather shoes. 
Easy to pull on or take 
off—a perfect protection 
for the feet during the 
coldest, wettest weather. 
Made in models from one 
buckle to six. 


“SNAG-PROOF” Py hherlootwear 
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Opportunity 





That snow storm may come to- 
morrow or next week, but it’s 
bound to come. It’s your chance 
for a quick turnover and profits 
in “U. S.” Boots 


If you are short of sizes, send an 
order for “U. S.” Boots today. 
A quick shipment will follow. 
















United States Rubber Company 


ia. 




















Always speci 

SPRING-STE | 
Rubber Heels 

when ordering 

leather shoes-~ 

THEY WEAR LONGER 
































































































































































See our exhibit at the N. S. R. A. Conven 
tion January 9th to 12th, Booths 240 to 250. 
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Canvas Footwear For Palm Beach 


The Selling Season Is Now On—Dress and Sport 


Types Attractively Displayed By Retail 


HE Southern Winter resorts 

season will soon begin and 

large numbers of Northern 
people will flock to the Southland 
in order to escape the hardships of 
the Winter season. 

This exodus is:preceded by exten- 
sive buying of canvas footwear by 
people contemplating pleasure trips 
South. Inasmuch as Northern folk 
leave cold weather to spend the Win- 
ter under Summer conditions, the 
problem of footwear is one which in- 
terests them keenly, and wide awake 
retail shoe merchants are at this time 
preparing to display attractive types 
of canvas footwear to meet this de- 
mand. 


A Two-Fold Demand 


Unquestionably, canvas ‘footwear 
answers this demand perfectly. The 
demand is two-fold; first, high class, 
rubber-soled canvas footwear made 
over regulation fancy shoe lasts; and, 
on the other hand, athletic canvas 
footwear for tennis play:ng, boating 
and other sports—and an item not to 
be forgotten; namely, bathing shoes. 
Better class stores will find a ready 
sale for canvas footwear under the 
above mentioned classes. 

A shoe which is sure to receive ap- 
proval in this market is a woman’s 
Oxford, extension edge sole, with at- 
tractive trimming. Another’ shoe 
which will make a tremendous appeal 
is the one-strap pump in the same 
class. These shoes are very carefully 
made of white Sea Island duck, white 
Kendex sock lining, fibre insole and 
counter, steel and fibre shank, canvas 
covered wood heel, with a white rub- 
ber sole and top lift. These shoes 
being steam pressure cured, will re- 
tain their shape after many days of 
wear. A woman’s pump with high 
heel, and an oxford with military heel 
are popular models for wear at South- 
ern resorts. 


Tennis 2 Good Number 


The above shoes are all made on 
two lasts, the difference being the 
length of the vamp; the Oxford with 
shorter vamp is in line with this ten- 
dency in the manufacture of tennis 
shoes. The equipment of vacationists 
going South will not be complete with- 
out a tennis shoe. These are made in 


all sizes: and are especially designed 


Shoe Merchants Will Mean 


Many Extra Pairs Sold | 


for the various courts of the country. 
Another item in canvas footwear, 
particularly. fitted for vacation use in 


the South: during the Winter, is the . 


canvas shoe for‘tramping and hiking, 
cool on the feet, and ¢apable of giving 
an entire seasSon’s wear. 


Don’t Forget Bathing Shoes 


Bathing shoes must not be forgot- 
ten by the retail. merchant: who dis-: 
plays canvas footwear to attract this 
trade. The neatness, lightness. and 
wearing qualities of these shoes have 
made them very popular with all 
women who follow bathing as a sport. 

Retail merchants, especially in: the 
larger buying centers, who carefully 
display and specialize on canvas foot- 
wear of the above types should find a 
ready sale for these goods during the 
next six weeks, and this business 











A woman’s Palm Beach oxford 
of canvas made by Hood Rubber 
Products Co. 








should make a very appreciable addi- 
tion to the general footwear business 
at the present time. 


Storms Move Rubbers 
The snow and rain storms with ac- 
companying freezing temperatures, 
which have visited various parts of 











A woman's Palm Beach pump of can- 
vas made by Hood Rubber Products Co. 





the country during the past week, 
have boosted the sale of rubber foot- 
wear. Big demands for immediate 
deliveries have been made on rubber 
manufacturers and jobbers. This 
would indicaté that many retail shoe 
merchants have not had much rybber 
stock. on hand ‘and just as soon as 
winter made its appearance, they 
found. themselves without sufficient 
stock to meet. the consumer demand. 


Goodyear on Solid Ground 


One of the recent significant events 
in the financial world was the state- 
ment covering the past seven months, 
as made by President E. G. Wilmer 
of The Goodyear Tire & Rubber Com- 
pany. Acceptance of the fact that 
Goodyear was on solid ground by the 
business world was seen in the cir- 
cumstance that the $27,500,000 issue 
of Goodyear debentures, issued at the 
same time, was immediately oversold 
by between 10 and 20 per cent. The 
Wilmer statement covering the period 
up to September 30, during which the 
new management has been in charge, 
shows substantial reduction in oper- 
ating, administrative and distributing 
expense at the same time that the 
volume of sales has made a substan 
tial gain over the same period for 
1920. 

Total sales for the seven months 
aggregated $62,421,179, with a profit 
of $6,838,486 available for interest 
charges. Deducting total interest 
charges on bonds, debentures and 
loans, amounting to $2,319,604, and 
other amounts for liquidation and loss 
on property, adjustments of invest- 
ments in subsidiary companies, etc., 
there remained as of September 30 
a net surplus of $3,395,853. 

The company does not owe a dollar 
in bank loans, and present sales are 
holding up exceptionally well, com- 
pany officials report. 


Crepe Rubber Soling 


Sport shoes with soles cut from un- 
vulcanized plantation crepe rubber 
have been introduced in England. A 
showing of the new type of sole at the 
rubber exhibition last Summer popu- 
larized the idea, and boot and shoe 
manufacturers are now preparing to 
make sport shoes with the new soles 
readily available for the trade. Trade 

(Continued on page 121) 
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THIS IS THE HEEL 


to have on the shoes you sell 
for the pleasing first impression 
created by its trim appearance 
—for the spring it puts in the 
wearer's step—for the extra 
service it gives before showing 
signs of wear—for the way it 
“stays put,” maintaining a per- 
manently tight joint. 


You can specify DRYDEN 
DOUBLE-WEAR_ Rubber 
Heels with the utmost confi- 
dence as to appearance and 
service. 


The quality is supreme—and 
they cost no more than ordi- 
nary rubber heels. 


Dryden Rubber Company 


Chicago 
Boston — Detroit — St. Louis 


“ THERES DOUBLE WEAR 


IN EVERY PAIR” 





stand the extra wear re- * 
ouired for Women’s Heels, = 







===> Note the eight Nailing ar- © 
vi < 


Gents’, Youths’ and 
Heels, 



































i Men's 
%: Note the correct placing 
< of the eight Nail Holes. 
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FAILURES 


Boston—David P. Cummings, shoes and 
leather, reported filed voluntary peti- 
tion scheduling liabilities $58,627.67, 
and no assets. 

West End Cut Sole Co., (42 Wall 
Street) leather, reported assigned to 
Simon Cohen. 

Brockton, Mass.—Burke & Peters Shoe 
Co., wholesale shoes, reported peti- 
tioned into bankruptcy. Reported 
creditors claims amount to $4,926.80. 

Haverhill, Mass.—Boilard & Bailey, top- 
lift a reported assigned 
to Clifton G 

Lynn, Mass.—James EB. Jones, shoe man- 
ufacturer, reported petitioned into 
bankruptcy. 

Standard Heel Co., manufacturers, 
reported assigned to Charles H. Dow. 

Bridgeport, Conn.—D. & A. Greenbaum, 
(Congress Shoe Store) shoes, reported 
assets as follows: $7,521.50; liabilities, 
$10,316.01. An offer of compromise 
of cash was submitted to 
creditors. 

Los Angeles, Cal.—Carter Shoe Co., shoes, 
reported Monte Carter trading as the 
Carter Shoe Co., and Monte Boot Shop, 
filed voluntary petition listing lia- 
bilities of $32,951 and assets of 


2,812. 

bee - D. C.—J. Berman, shoes, re- 
ported at meeting of creditors ma- 
jority accepted offer of settlement 
of 50%, payable 20% cash and the 
balance in notes of 10% each matur- 
ing in three, six and nine months. 
Liabilities stated to be $4,200; assets, 
$6,000 at invoice cost, but only $3,000 
at a value 

Mechanics Falls, Me. * Williams Clothing 
and Shoe Store, shoes, etc, reported 
petitioned into bankruptcy. 

Live Oak, Fla.—Paul Kramer & Co., shoes, 
etc., reported assignment. Assignee 
proposes to sell assets and make a 
distribution pro-rata if creditors 
agree. 

Waynesboro, Ga.—R. C. Neely Co., shoes, 
= a petitioned into bank- 

ptcy ported assets, $530,039; 
liabilities. Sito, 083; stock of merchan- 
dise is listed at $172,000. 

Chicago, Ill.—Maxwell Clothing Co., (M. 
Port) shoes, etc., reported assigned 
to Frank J. Rost. Liabilities esti- 
mated $8,000; assets at book value 
about $8,000. 

Denton, Md.—Hix Long, (Long & Beall), 
shoes, etc., reported petitioned into 
poor A — about $20,000; 
assets, $10. 

Baltimore, Md. Maryland Leather Co. 
(Clarence K. Freeman, proprietor) 
reported offering to compromise at 


10%. 

Mechanics Falls, Me.—Williams Clothing 
& Shoe Store, shoes, etc., reported 
bankruptcy. 

Clarksdale, Miss.—The Booterie, (T. C. 
Buford, proprietor) shoes, reported in- 
voluntary petition filed. 

Lewiston, Me.—Mayflower Shoe Co., man- 
ufacturers of infants’ shoes, last 


month was_ reported that’ they’ 


were preparing to ask for an exten- 
sion, and they have now sent out 
notices that this extension is to be 
for a year from November 1, 1921, 
and during the term of this extension 
the business will be under the over- 
sight of Creditors’ Committee com- 
prised in George L. Herrick, repre- 
senting the State National Bank, of 
Lynn; Burt W. Rankin, of the Hunt- 
Rankin Leather Co., of eee. and 
John D. Rollings, of Frank W. Hunt 
& €e., ef Boston. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 
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Grand Rapids, Mich.—Rindge, Kalmbach, 
Legis Co., wholesale shoe man- 
ufacturers. Reported that at a meet- 
ing of their stockholders it was de- 
cided to liquidate the company’s 
affairs, endeavoring to pay the out- 
standing indebtedness, and to distri- 
bute the residue to the stockholders. 
A bill was filed with the circuit court 
and a Receiver appointed. The re- 
ceiver is the Michigan Trust Co. It 
is said the nominal assets amount to 
$214,299.38 and liabilities, $190,193.15. 

Detroit, Mich.—Abe Feinberg, shoes, etc., 
reported petitioned into bankruptcy. 

Windom, Minn.—G. A. Peterson & Son, 
(Golden Rule Store) shoes, etc., re- 
ported involuntary petition filed 
against Anna M. Peterson, Chester 
R. Peterson and Percy T. Peterson, 
trading as above. Assignment. also 
recorded to G. A. Marin. 

Watertown, N. Y.—Barter & Co., shoes, 
etc., reported involuntary bankruptcy 
petition filed against Ralph H. and 

ry S. Barter, trading under the 
above style. Henry A. Hickok and 
Fred W. Emphall appointed receivers. 

Rochester, N. Y.—William Hoyt & Co., 
Inc., boys’, youths’ and children’s shoe 
manufacturers, reported creditors 
committee have taken charge of this 
concern’s affairs, who will’ act as 
trustees for the benefit of creditors. 

Michael Wildofsky, Wildofsky Shoe 
Co., manufacturers of infants’ and 
children’s shoes, reported petition 


led. 

New York City—Kramer & Seidman, (855 
Tremont Avenue) shoes, etc., re- 
ported offering to compromise at 20%. 

Handleman Shoe Co., wholesale 
shoes, reported after a number of 
conferences offer of settlement origin- 
.ally proposed has been increased from 
25ce. to 33% on the dollar, all in cash. 

M. Topper & Son, shoes, reported 
creditors were offered a settlement 
of 30c. on the dollar. Liabilities are 
stated to be $5,000. 

Brooklyn, N. Y.—Greenzeig & ber re 
Ine., shoe manufacturers, reported 
involuntary petition filed. Liabilities 
estimated at $7.500; assets, $3,500. 

Benjamin Gold, shoes, reported in- 
voluntary petition filed. 

Morris Maisel, shoes, etc., reported 
involuntary petition filed. The liabil- 
ities estimated about $20,000; assets, 
$5,000. 

Tulsa, Okla.—Bond & Owen Clothing 
Company, shoes, etc., reported in 
financial difficulties, owing it is said, 
over $30,000 and paving assets esti- 
mated at about $25 ‘ 

Atoka, Okla.—Harry C. ll shoes, etc., 
reported petitioned into bankruptcy. 

Enid. Okla.—Hunt Department Store, 
shoes, etc., reported petitioned into 
bankruptcy. 

Shawnee, Okla.—E. C. Aldrid Co., shoes, 
ete., reported petitioned into bank- 


ruptcy. 

Philadelphia,. Pa.—Hyman Klein, shoes, 
reported involuntary petition filed. 
Newport, R. I.—Manuel A. Silvia, shoes, 

reported assigned 

Hallettsville, Texas—Kreisman _ Bros., 
Dry s Co., shoes, etc., reported 
petitioned “into bankruptcy. 

Lovelady, Texas—J. M. Satterwhite & 
Son, shoes, etc., reported petitioned 
into bankruptcy. 

Portsmouth. Va.—H. Silverman & Bros., 
shoes, etc., reported involuntary peti- 
tion filed. 

Bealeton, Va.—H. Zirkle & Co., shoes, 
etc., reported en to compromise 


at 10%. 
Chatham, Va. (also South Boston)—D. 
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Globman, shoes, etc., reported peti- 
tioned into bankruptcy. 

Petersburg, Va.—Brockwell Shoe _ Co., 
shoes, reported offering to compromise 


at 80%. 

Milwaukee, Wis.—Louis H. Marks, oe 
reported petitioned into b ptc: 

Hull, P. Q.—Francois Bourgeois, sneee, 
reported assigned. 

Lomoilou, P. Q.—Ferdinand Donaldson, 
shoes, reported assigned. 


CHANGES 


Boston—Boston Leather Trimming Co., 
leather trimmings, dissolved partner- 
ship—succeeded by Jacob Lander. 

Pag ey & Burke, Inc., have voted 
uce their capital ‘stock from 
32, 023, 000 to $950,2 

Hudson, Mass. —Apsley ,n Co., filed 
a certificate changing their name to 
Firestone-Apsley Rubber Company. 

Lynn, Mass.—Andrews Shoe Co., have 
voted to issue $8,000 of the capital 
stock. They have also increased the 
capital stock from $20,000 to $30,000. 

Allen, Foster, Willett Co., shoe 
manufacturers, removed to South 
Boston. 

Chelsea, Mass.—Beacon Shoe Mfg. Co., 
(177 Fifth Street) boys’ welt manu- 
facturers, recently commenced busi- 
ness here. 

Chelsea Leather Co., Inc., wholesale 
eaer and findings, Katzman & 
Freeman sold out. 

Haverhill, Mass.—Gale Shoe Co., have 
bought the George R. Jones Co.’s 
business at Manchester, N. H. and 
will move there. 

Sorin Mass. —Leonard Shoe Store, 

i bo shoes, reported sold out 
- ge. 

Webster, Mass. —The A. J. Bates Co., 
shoe manufacturers, incorporated to 
transact business in Illinois. The 
| Nero meme is be Bates and the 

. Cra 


ry E. 
Dubiin, . ten Bailey © hitoons, shoes, 
P. Adams retires. 

Cutumiiee, Ind.—J. V. Dehler, shoes, re- 
ported sold out. 

Harper, Ia.—John Striegel, shoes, etc., 
succeeded by John Mangold. 

Webster City, Ia.—Webster City Mercan- 
tile Co., shoes, etc., succeeded by J. M. 
Whitson & Son. 

Ishpeming, Mich.—J. Sellwood & Co., 
shoes, etc., reported sold out. 

Bayonne, N. J.—Jacob Eger, (403 Broad- 
way) shoes, succeeded by A. Cohen. 

New York City—La Belle Smart Footwear, 
incorporated with capital of $10,000. 

Watford, N. D.—Losk Bros., shoes, etc., 
succeeded by Golden Rule Store. 

Philadelphia, Pa.—W. Paul Knittel, (1836 
Columbia Avenue) shoes, reported 
sold out. 

Steelton, Pa.—David H. Morrison, shoes, 
= out branch store at Hagers- 
own, 3 

Clinton, Tenn.—William Tidwell, shoes, 
etc, reported sold out. 

Huntington, W. Va.—All American Shoe 
a ‘son ote. incorporated with capital 
° 

Milwaukee, Wis.—Melstone Shoe Co., Inc., 
shoe manufacturers, succeeded by 
Notack Shoe 


NEW SHOE STORES 


M. Girdy, Union Ave. and E. 118th St., 
Cleveland, Ohio. 

Ben Weiss & Brother, Kinsmand Road 
22 E. 116th Street, Cleveland, Ohio. 

C. Thompson, Orlando, Fla. 

Little Shoe Shop, (Reedy & Dunn) 
Sacramento, a. 

J. E. Nixon, Orlando, Fla., women’s and 
children’s shoes. 
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Two National Favorites 











B.L:C. 


Van 
DyKe R 


The ee ay Brown Boarded Red—Flat 


hade 








Van 


B. L. C. 


uba 


Grain 











HEN you order 


shoes made 
from and containing 
these two famous 
leathers you simply 
cannot go wrong. 











BARNET LEATHER CO 


H eadquarters 
81 Fulton Street, New York, N. Y. 


Tanneries: Little Falls, N. Y. 


N. E. Selling Agent 
BARNET LEATHER CO., INC., OF MASS. 
9 -100 South St., Boston, Mass. 


" AN DYKE”’ 
calf and ‘‘ Van 
Ruba” calf are among 
the 10 BARNET 
LEATHER CO. 
Inc., specialties in 
high grade leathers. 


.. Inc. 


See Our Exhibit 


Booth No. 217 


N.S.R. A. 


Convention and 
Exposition 
January 9-10-11-12 
1922 
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Don’t Tell Your Customers That 
Leather Is High Priced 


With Upper Stock at One Quarter to One Third of Its 
Peak Price and Sole Leather at About One 


CUSTOMER in a retail shoe 
A store asked what made prices 
of shoes so high, and he was 


told that it was on account of the 


prevailing high price of leather. This 
may have been an isolated case, and 
without exact figures it is perhaps to 
be regarded as an anonymous story 
which does not carry much weight 
unless it were known to be a general 
custom of retail shoe salesmen to 
place this as a reason for any high 
prices presented to the consumer. 


Shoe Prices Lower 


Prices of shoes from the manufac- 
turer and from the wholesaler and 
also as named by the retail merchant 
today are a large percentage lower 
than a year ago, but for the sake of 
avoiding a misunderstanding on this 
subject, let it said to be an injustice to 
the tanners of this country who have 
sustained stupendous losses during the 
past 18 months to place the blame on 
high price leather for the prevailing 
prices of shoes, even to-day, as sold to 
the consumer. 


Accurate Explanations Difficult 

It is doubtful if the average sales- 
man in a retail shoe store could come 
anywhere near explaining to the con- 
sumer what entailed even the cost 
which was asked for the shoe. This 
is something which is difficult for 
technical men well versed in the situ- 
ation to answer correctly without fear 
of argument or refutation. But when 
a right answer cannot be given by a 
clerk it is not justifiable to place any 
blame on the upper leather which 
costs approximately one-quarter to 
one-third and sole leather about one- 
half of what it did at the peak prices. 
There may be some shoes still held 
over into which high priced leather 
went, on which retail merchants are 
still trying to obtain their original 
cost and profit. It is our impression 
that this custom is largely passing. 


Side Leather Greatly Reduced in Cost 

For purposes of comparison let us 
state that side leather which is prob- 
ably most used in staple shoes ranges 
in price from 22 to 28 cents per foot 
for full-grain colors. This is good 
substantial, tough, well appearing 
leather. It is leather which during 





Half It Doesn’t Ring True 


the peak prices brought from 80 to 90 
cents per foot. This great drop in 
prices is not recent, for side leather 
at similar prices has been available 
for many months. 

In addition to this, for the past 
six or twelve months, long enough for 
the retail shoe merchant to have had 
the shoes in which the leather went, 
there were numerous sales of bargain 
leather sold in liquidation process at 
prices all the way from 15 to 30 cents 
per foot, not only of side leather, but 
of good grades of calf, veal, elk, kip 
and other staple leathers. 


Liquidation Not General 


Had all branches of industry, in- 
cluding the retail end, taken their 
losses in the manner that the tanners 
and leather dealers of this country 


did, it is needless to say that business 
at retail would have shown a much 
larger volume, and hence there would 
be need today for the placing of much 
larger orders than have been in evi- 
dence this fall. 
Bargain Stocks Diminishirg 

There is some misconception of the 
amount of bargain stocks of leather 
still remaining, but the best authori- 
ties maintain that such stocks are be- 
ing rapidly diminished and prices 
which have prevailed during the past 
six months are not likely to continue, 
and certainly not indefinitely. The 
new production coming along could 
not be sold at some of the prices which 
our. big shoe manufacturers have paid. 
The cost of tanning could not be cov- 


(Continued on page 121) 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ......... $0.32 a $0.35 $1.40 a $1.50 $0.65 a $0.70 
Calf, smooth, colored, top grade. .28a _ .30 1.40a 1.50 50a  .55 
Calf, smooth, black, top grade.. .26a  .28 130a 1.40 45a .50 
Side leathers, colors, top —-- 18a  .22 -75a 1.00 22a .28 
Side leather, black, top grade... .16a .20 65a .90 20a .26 
White buck, top grade Pseeveses 28a .30 90a 1.00 35a .40 
Elk, heavy side Beads «kde eid 24a 26 65a .70 22a «24 
Kid, colors, best fancy .......... 25a .40 1.40a 1. 65 80a .90 
Kid, colors, top grade.......... 25a 35 1.35a 1.60 90a  .60 
Kid, black top grade........... 28a  .30 1.35 a - 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a .50 
Kid, medium, black ............ 18a 22 60a 1.00 25a .40 
ET EE ails ca'sonsc6dae 06a .12 20a .36 oe ae 
Chrome patent sides ........... 25a  .30 85a 1.05 35a .45 
Sole Leather (price per pound). 
Pn TG 854 6 os iso t4000% 22a 33 56a  .58 ar 
DUE cn Giada ded decaabmd-ting cess a Mee. 4. 40a .50 
No. 1 oak Daes.....6...0. - 28a 39 92a .95 55a .58 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use. — 115a 1.25 -70a_ .80 
Raw Hides ‘ Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ set 2% 52a «.55 eo ae 
Heavy Texas steers, for sole ; 

| AEE ET IO EO ‘owt gap ct 2a owe ae 
Light native cows, for side upper 

je ee rert rT etter eer er on S14 1.1218 om se 
Branded cows, for light sole 

MING Fico cacéendadcuee Jos M0, LIM er ee ae 
No. 1 buffs for heavy upper and 

SE I in 5, desea cake ee we 45a  .50 07a .08 
No. 1. Chicago City calfskins for 

fine calf leather ......cwegss 33.8 20% 80a 1.02% 15a 4.19 
Kips for upper leather ...... 208 A6% 65a. .80 10a 418 
B. A. hides, for hemlock sole : 

PO Beer rrr ee a 42a 446 14%a 15 
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«Constant Comfort” 


AMERICA’S BEST COMFORT SHOE 


Black Kid Turns 


Holiday Styles 
Quality Built 


In-Stock 





No. 38—Best Quality Black Kid 8” 
Polish, 13/8 Heel. 









No. 17---Same shoe with imitation : 
tip. Both In Stock A, B, C, D. No. 11—High Grade Black Kid, 7” 
Price Polish, 9/8 oe Paw Heel. In 
$4.75 Stock ©, 

No. 25—Black Kid, 7” Polish, 12/8 

Cat’s Paw Heel. $4.15 

No. 28—Same shoe in_ Blucher. 

Both In Stock B, C, D, E. 

$3.40 


No. 285—High Grade Black Kid, 
2-Strap Pump, 12/8 Heel, Gray Ooze 


Lining. 
$2.85 


No. 282— eae pump in 1-strap. 
Both in stock A, B, C, D. 


















‘ $2.75 

No. 37—Black poe oa 6%" 
*olish, 9/8 Cat's Paw eel. n * 
Seerk B.C, DE, EE. You’ll Find the 

$3.35 “Constant Comfort” No. 27—Black Kid Jumbo. Polish, 
al !  w style in oxford. In .~ —— 4 a one ae sizes 
ss wi i i an. = le 

$2.75 $4.00 

Ault-Willi Shoe C 
ult- W lllamson oe Lo. 
MANUFACTURERS 


AUBURN - - MAINE 


Los Angeles Office: 109 E. 8th Street. Boston Office: 139 Lincoln Street 
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(Continued from page 119) 
ered, let alone any profit. The fair 
price for side leather today is from 
22 to 30 cents per foot. Calf leather 
should bring from 45 to 55 cents per 
foot for the best tannages in colors. 
Top grades of suede bring from 60 to 
70 cents, with lower prices according 
to the quality wanted, but the prices 
of practically all of the best and new 
stocks of calf leather are virtually 
one-third of what they were at the 
peak. 7 
It is plain to see that if this liqui- 
dation had been carried through the 
labor market and other costs, and gen- 
eral expense of doing business that 
even shoes could be marketed on a 
lower level than today. 


Wage Earners Stubborn in Matter of 
Reductions 

Wage earners in the tanneries and 
shoe factories, particularly the latter, 
have been very stubborn in the matter 
of the slightest reduction. When we 
consider that one of our greatest shoe 
centers has had a long-standing quar- 
rel on its hands because labor de- 
mands that a war bonus still be main- 
tained, together with the existing 
wage scale, it is not fair to seek the 
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causes of so-called high priced foot- 
wear. As a-matter of fact it is not 
high by comparison. Not only are 
tanners’ profits extremely low, if ob- 
tained at all, but shoe manufacturers’ 
prices to the retail merchants and to 
the wholesalers have sustained a re- 
markable reduction within twelve 
months. 
Big Losses by Tanners 


If one will take the time to analyze 
leather costs he will cease to use them 
as arguments for the maintenance of 
high prices. The loss of $21,000,000 
by one of the largest sole leather cor- 
porations coupled with a similar or 
larger loss by another sole leather cor- 
poration, tells something of the story 
of how we can buy much cheaper 
leather which is now going into shoes. 
The public are apt to say that they 
had it tolose. If they did it was repre- 
sented in stocks of merchandise which 
have been marked down to represent 
these gigantic losses. So if they had 
it to lose the public is getting it or 
will get it. 

Little Change in Recent Weeks 


There is substantially little change 
in the leather market during the past 
few months. The advancing tenden- 
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cies of hides and skins have occa- 
sioned more. firmness than existed a 
few weeks ago. 

Good sales continue on glazed kid 
which is one of the favorable features 
of the upper leather market. Tanners 
of kid refuse to purchase beyond their 
needs excepting at what they consider 
the right price. The best grades of 
colored kid still run from 65 to 80 
cents per foot, and some very choice 


stock even higher, and as has been 


very often pointed out the range runs 
downward to the cheapest which is 
around 10 cents per foot. The bulk 
of our medium, fine and staple kid 
footwear, however, is made from a 
leather which ranges from 25 to 40 
cents up to 55 and 60 cents. 

An active call continues for patent 
leather, with prices unvaried from the 
past few weeks. 

The sole leather situation is more 
encouraging with better sales and 
values firmer. Sole cutters report a 
quieter business during the past few 
weeks, especially on soles for women’s 
shoes. The factories using the most 
men’s weights seem to be these who 
make a low priced shoe for the agri- 
cultural and mining sections where 
there is a demand for a solid shoe. 











(Continued from page 115) 


Commissioner Hugh D. Butler reports 
that Englishmen playing tennis on 
Far Eastern rubber plantations dis- 
covered that they got much better 
wear from crepe rubber soles than 
they did from that which had been 
put through the vulcanizing process. 

Shoes soled with the raw crepe rub- 
ber are said to present a most attrac- 
tive appearance, as the rubber is of a 
bright golden color with corrugated 
surfaces. Only blanket crepe, which 
is close knit and gristly, is deemed 
suitable for the raw rubber sole. They 
are exceptionally resilient since they 
contain many times as much rubber 
as the ordinary vulcanized rubber 
sole. Shoes equipped with the new 
type of sole have not proved thus far 
to be as cheap as shoes with standard 
vulcanized sole, but it is the opinion 
of the promoters of the project that, 
as soon as the new soles are made in 
quantity, they can be sold at a price 
not much higher than a good grade of 
standard shoes. 


An English Sport Type 


There is a very large market in 
England for durable sport shoes. The 
most popular type is known as “Plim- 
soll,” which is a cheap canvas shoe 
used for any purpose for which shoes 
with rubber soles are needed. Their 
average life is two or three weeks, 
and the trade would therefore wel- 
come a sole which offers more sub- 
stantial service. 





Rubber Quotations 





Para—Up-river, Ib. .......-. 24 Pew 
*Up-river, coarse ........ 14 @.. 
ee 22 “e 
Island, coarse ........... 10 - 
*Caucho, ball, upper...... 13%@.. 
Caucho, ball, lower....... 11%@.. 
PE Se rr ey ee 11 oe 

Plantation—First latex, crepe 18%@.. 

Brown crepe, thin, clean.... 7 5% 

Brown crepe, rolled........ 15%@.. 

Ammar— MO 2 acc ccscccccs 18 ace 

\ Se rer ee 16%@.. 
i re ree 17 oe 

Smoked ribbed sheets....... oS @.. 

*Centrals—Corinto ......... @12% 

ee eee ere @12% 
*Mexican scrap ......... @11 
*Guayule, wet .......... @12 
i A, a: eee eee @ 26 
*Balata, block, Trinidad. . @56% 
*Balata, block, Colombian @44 
*Balata, Panama §....... @42 
SHAIBER, GROG 2.2 bcccces @68 


*Nominal. 
Scrap Rubber—The market remains 


dull and featureless. 


Boots and shoeS..........0- . 
Arctics, trimmed .......... 2% g nd 


ee ee ere 2 
Biome, GhORM, Bre. 2266.0 000- %@ % 
Inner tubes, No. 1........ i«: Cale ay 
Arctics, untrimmed ........ 1%@.. 
Tires—Automobile ......... % @ = 


Bicycles, pneumatic ........ 


Hamilton-Brown Shoe Com- 
pany to Sell Stock to 
Employees 
A proposition to reduce the par 

value of stock of the Hamilton-Brown 
Shoe Company from $100 to $25 a 
share in order to make it easier for 
employees of the company to acquire 
stock will be submitted at the annual 
meeting of the stockholders of the 
company on January 16, 1922, accord- 
ing to an announcement made yes- 
terday. 


Pedigo-Weber Salesmen Out 
with Spring 1922 Line 


Two new men added to the sales 
force of the Pedigo-Weber Company 
are A. B. Crowe, who will carry the 
Pedigo line in the principal cities of 
the Northwest, and Clarance E. Mos- 
ser, formerly with Lape & Adler, of 
Columbus, Ohio. Mosser will travel 
both: the Carolinas, Virginia and 
Maryland. 


New Men’s Store 

A men’s shoe store was opened 
November 19 by Arthur Wallace, at 
332 Washington Street, corner of 
Milk Street. In this new store Mr. 
Wallace will carry out the Wallace 
idea of selling shoes at one price. The 
store’s interior is furnished through- 
out in circassian walnut. The store 
is well lighted and its decorations are 
in excellent taste. Flowers added a 
pleasing touch to the store’s atmos- 
phere on opening day. 


Boston Visitors 


W. A. Edmonds, president of the 
Edmonds Shoe Co., Milwaukee, Wis., 
was a visitor in the Boston market 
recently. Mr. Edmonds reports that 
his factory is making about 3000 pairs 
of men’s welts per day. 

Harry D. Hurd, of the Hurd & Fitz- 
gerald Shoe Co., Utica, N. Y., visited 
the Boston market recently; also 
Frank C. Rand of the International 
Shoe Co. 
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The Saturday Evening Post carries our advertisements regularly, 
thus popularizing “Arnold’s Glove Grip Shoes’ and stimulating 
demand for styles in stock. Keep your store in line with our 
advertising for success. 


Sport Style on Our “y”’ Last 



































REAT popularity for sport shoes is predicted for the Spring and Summer of 

1922. The big call now for Arnold’s sport styles—men’s and women’s— 
shows how the style winds are blowing. This winter’s showing among the smart 
set at our Southern resorts, will accelerate the sport-attire movement. already 
under way. Be prepared, is our advice, for a big turnover on sport shoes. The 
style illustrated is our Number 63, white buck modified orthopedic shoe on our 
“Y” last. The National Board of the Y. W. C. A. and orthopedic surgeons have 
placed their endorsement on this newest “Arnold” model. It is only one of many 
sport styles in the “Glove-Grip” construction and emphasizes the possibilities of 
stylish footwear made over “ARNOLD” orthopedic lasts. 


M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON, MASS. 


Meet us at Booths 87-89, N. S. R. A. Convention, January 9-12 
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Meet the National Officer; 


Dave Davis, Treasurer, is in the Ring. 


HENEVER the name of 
“Dave” Davis is men- 
tioned, there comes to the 


minds of his friends — first, the 


thought that he is a big business pro- 
ducer, selling the biggest trade in the 
country—second, that he is_ the 
Treasurer of the N. S. T. A. Yes, 
“Dave” has been selling shoes for 
some years and with but few changes 
in representation. He was connected 
with the traveling sales force of ‘The 
T. D. Barry Co. for. years and served 
with the shoe hustlers for Thompson 
Bros. in the larger cities of the Mid- 
dle West. To State Street, Chicago, 
Dave is as familiar as the trolley 
cars. Every buyer knows him and 
every hotel man is his friend. 


The Treasury Watchdog. 


To the N. S. T. A. he is known as 
the watchdog of the treasury, having 
held that position for years, and with- 
out a cent for salary. His careful at- 
tention to his office of trust is 
remarkable; his financial reports are 
clear and comprehensive. “Dave” is 
always on the job and the wonder of 
it all is—How does he do it? Bank- 
ers in Chicago call him “Treasurer 
Dave,” because of the many valuable 
loans, bearing good rates of interest, 
which he has negotiated. That he has 
his untiring eyes on every cent going 
out and asks for proper vouchers can 
be attested to by the National Secre- 
tary in Boston, who more than once 
has been told to “Go Slow” on expen- 
ditures. 


A Successful Salesman. 


But “Dave” is at his best at 
National Conventions, when big ap- 
propriations are being considered— 
it is then that he shows his banking 
knowledge to good advantage. 

As a shoe traveler, he is well known 





throughout the Middle West, as few 
big stores have been able to “pass up” 
Dave’s line of argument, backed up 
by the genuine honesty which his per- 
sonality radiates. That he is success- 
ful can be attested to in two ways— 
He is still “on the job” and he has a 
nice bank-roll to back it up. 

He is in every affair for the pro- 
motion of the shoe traveler and aims 
always to help out the honest fellow, 





Jim Meek of Cincinnati, a 
booster for the N. 8S. T. A., 
was in Detroit recently lining 
up the big trade, and inci- 
dentally boosting the coming 
convention of the National. 
“Jim’s” slogan is: “Philadel- 
phia, January 16-18” 


to eliminate the shirker, and to give 
valuable suggestions to the other fel- 
low. He can invariably-be found on 
the firing line at Style shows and 
retail shoe merchants’ conventions. 


T. A. D.’s Tribute. 


T. A. D. says:—“Dave is as busy 
as the proverbial flea and as zealous a 
worker as a beaver—always doing 
something of merit, and always 100 
per cent for the advancement of the 
shoe game, whether it be that of the 
retail shoe merchant, or that of the 
shoe traveler.” 
there is anything you wish to know 


When in Chicago, if. 





in regard to the shoe business, seek 
Dave. 


A Mixed Golf Score. 


However, and it is with much sad- 
ness that we feel compelled to state 
this fact (but we are “writing his- 
tory” and we must treat carefully 
every phase) Dave Davis, being 
human, is liable to err occasionally— 
and the occasion is golf. He is a good 
one in taking down sizes and often 
mixes up his golf score with his order 
book. Some day, tho’, his one pet 
ambition may be realized, provided 
he gives a little more time to link 
practice. In confidence, we would 
state that “Dave” really wants to be 
an expert golfer and he has issued 
the statement that just as soon as he 
can make 18 holes in 120 strokes, he 
will accept a°* medal and retire—but 
he wants to have his skill recorded 
through an honest count. 

If there is any reader of the 
RECORDER who is not acquanited with 
Dave Davis, we would suggest that a 
copy of this page with Dave’s picture 
in its ring, be used to identify him at 
the big National Convention of the 
Shoe Travelers, to be held in Phila- 
delphia, at the Bellevue-Stratford 
January 16-18. There Dave will be 
seen in fighting trim, and although as 
quiet and retiring as Marechal Foch 
in peace, in times of war, or when the 
guns of convention activities are roar- 
ing, he will be found in his favorite 
position—at the front. 


Golden Has Big Prospects 


A. G. Golden ran into the RECORDER 
Office the day before Thanksgiving to 
report big prospects for the Gregory 
& Read Co’s line. He stated that he 
had finished part of one trip, and a 
very successful one at that, through 
New York State and as far West 7° 
Buffalo. “Some buyers.” ke said, 
“are putting off buyin, until Decem- 
ber or January, but they will then 
come across, I am positive. Every 
man who has had a chance to look at 
the G. & R. shoes thinks that they 
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LADIES’ STOCK OXFORDS 


READY FOR IMMEDIATE SHIPMENT 











STOCK No. 411 
PRICE $5.50 


Barnet’s Vanadium Black Calf ox- 
ford. “Wellesley” last. Perforated 
vamp, foxing, lace and cap with cen- 
ter punch. Invisible eyelets. 12/8 
inch heel. 


ORDER TO-DAY 


Sizes: AAA, 5-814; AA, 414-8; A, 
4-8; B, C, D, 3-8. 


Visit Our Exhibit, Booth No. 11O—N. S. R. A. Convention and 
Exposition, January 9 to 12. Welcome to our office, No. 402 Lees 
Building, Chicago. 


STOCK No. 404 
PRICE $6.50 


Gallun’s No. 4 Tan Viking 
Calf, Grace Last No. G, Per- 
forated Lace, Top, Vamp and 
Quarter, Wing Cap With 
Center Punch, Invisible Eye- 
lets, 10 Iron Edge. 


ORDER TO-DAY 


Sizes: AA, 41% to 8; A, 4-8; 
B and C, 3-8; D, 3-7. 
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Whitman & Keith Company 
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Designers and Makers of Men’s and Women’s Fine Shoes 


i ie Brockton, Mass. Chicago 








San Francisco 
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are wonderful at the prices quoted. 
I am very optimistic about my line.” 
Mr. Golden left on Monday, Novem- 
ber 28, to continue his trip down 
through Massachusetts, Connecticut, 
and then up to Western New York. 


“Jack” Brennan on Trip 


John B. Brennan left Boston re- 
cently on his rounds for spring busi- 
ness. “Jack” has been taking it easy 
the past few months, playing an 
occasional game of golf to liven 
things up a bit. “Jack” is now “on 
the job” in earnest. He states that 
he hopes to meet his trade in a good 
buying attitude, with orders all made 
out, so that he may be at home by 
Christmas time. 


Boozer Covers Carolinas 


S. E. Boozer covers the Carolinas 
for the Thomson-Crooker Shoe Co. 
He has been with this house for the 





Ss. E. BOOZER 


Covers the Carolinas for Thomson- 
Crooker Shoe Co. 


past year. Prior to making connec- 
tions with the Thomson-Crooker Co., 
Mr. Boozer spent one year covering 
Mississippi, Louisiana, and Arkansas 
for the Manss-Owens Shoe Co.; he 
also covered for this latter house 
for one year and a half the States of 
Eastern West Virginia, Virginia and 
North Carolina. “Business has been 
very good” writes Mr. Boozer. “I am 
well pleased with the first year’s bus- 
iness in this territory and am strong 
for Thomson-Crooker shoes.” 


Meade Visits His Family 


Tommy Meade, Jr., of the Williams, 
Kneeland Co., came to Boston re- 
cently for the purpose of getting 
acquainted with his family who reside 
in Dorchester. Tommy has two pairs 
of twins at home and just so often 
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they drop “papa” a line to let him 
know they want to take in some par- 
ticular festivity—they prefer football 
games and as Papa Meade, Jr., was 
in the Hub on the day of the Boston 
College-Georgetown game, he “made 
good” by escorting them to the field 
in person. Monday, November 21, 
saw Tommy “on the job” again. 


Melvin Kelly in Boston 


Melvin Kelly, who travels the Mid- 
dle West for the W. L. Douglas Co. 
reached Boston recently. Mr. Kelly 
reports that his business on his last 
trip was some above that of last sea- 
son. “ ‘Mel’ is one good fellow,” says 
T. A. D. “and his first name should 
be ‘Hustler.’ ” 


Joy, Clark & Nier Men 


Joy, Clark & Nier, Inc., have re- 
cently made two additions to their 
selling staff. Earl Ganung, formerly 
with Williams and: Hoyt Co. will cover 
the Northwest, Harry B. Swanson, 
formerly a retail shoe merchant in 
Lewiston, Idaho, will cover the states 
of Washington, Oregon, Idaho, and 
Montana. 





Southwestern Travelers’ 
Convention 


The eleventh annual convention 
of the Texas Shoe Retailers’ As- 
sociation will be held in conjunc- 
tion with that of the Southwest- 
ern Shoe Travelers Association, 
at the Texas Hotel, Fort Worth, 
February 13, 14 and 15, 1922. 











Philadelphia Travelers’ 
Luncheon 

R. W. Franklin, President of the 
Philadelphia Shoe Travelers Associa- 
tion, announced that a very successful 
luncheon meeting was held today, 
December 3, at the Hotel St. James, 
Philadelphia. 


Phillips-Cram Men 
The Phillips-Cram Corporation, 


Haverhill, is represented this season 


by a strong sales force covering the 
country from coast to coast. Eugene 
Fancher is covering New England, 
New York, New Jersey and Northern 
Ohio; Gordon Goldsmith the large 
cities of Maryland, Virginia, North 
Carolina, South Carolina, Georgia, 
Florida, Alabama, Mississippi, Louis- 
iana, Tennesee and Kentucky; Joseph 
L. Rau is assisting Mr. Goldsmith in 
the smaller cities of Virginia, North 
Carolina, South Carolina, Tennessee 
and Kentucky; A. L. Wilhelm, Iowa, 
Kansas, Nebraska and Missouri; W. 
A. Ramsdell, Michigan, Minnesota, 
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Wisconsin, North Dakota and South 
Dakota. 


I. Miller Men 


The I. Miller & Sons, Inc., salesmen 
left during the week of November 14 
on selling trips for shoes to be deliv- 
ered in January and February. M. 
Nordheimer is covering the Middle 
West; I. Telling, Chicago to Denver; 
E. Manheimer, the South and John 
Reedy the Pacific Coast. Irving 
Grossman in charge of publicity and 
the promotion of new Miller agencies 
also left for a trip through New Eng- 
land to open up new agencies for the 
firm. 


Cowan, Jr., With Sachs 


James Cowan, Jr., made arrange- 
ments the first of this month to cover 
Alabama, Mississippi and Louisiana, 
for The Sachs Shoe Mfg. Company. 
Mr. Cowan, Jr., will leave for his ter- 





JAMES COWEN, Jr. 


ritory with a complete line of samples 
January 1. Mr. Cowan is well ac- 
quainted with the retail shoe mer- 
chants in various sections of the 
country. He formerly traveled for 
the Queen City Turn Shoe Co., Cin- 
cinnati. 


Frank Terhune on Trip 


Frank Terhune, of V. K. & A. H. 
Jones & Thomas, is on a four weeks 
trip, through the West and South, 
with new samples of spring shoes, for 
the wholesale trade. 


Bailey With Miller 


G. D. Bailey has joined the sales 
force of the Miller Shoe Co., of 
Salem, and is taking a line of its 
misses’ and infants’ shoes through the 
South. 
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Helvete! -felocto! -felweto! 


P-TO-THE-MINUTE MANUFACTURERS ARE USING THE WELL- 
KNOWN “BEA VERTON” SHOE VEL VETS—Made especially for the 
shoe trade. This is the same quality which was in so great a demand a few 


ERTON 


MADE IN 12 DIFFERENT QUALITIES. RANGING IN PRICE 
from $1.00 to $2.60 per yard. Backed 
All are GUARANTEED FAST BLACK 


Sold Exclusively by 





ce 


529 Sycamore Street 63 South Street Boston, Mass. 258 Fourth Street 
Address our nearest office for samples and prices 


Ginsoos’ JULIUS KALLMAN CO. ,¥irgutes 82 
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Style No, 1551. 
Royal Last. Black 
Boarded Calf Oxford. 
Single Sole. Goodyear 
Wingfoot Rubber Heel. 


433 Marbridge Bldg. BROCKTON, MASS. 


OCOMOOOOOOOOOOOOOOOOOOSGOOOOOOOOOOOOOODE 





Real Quality Is Our 
First Consideration. 
Our Prices Will Sur- 
prise You. 








Rubber Heel. 


78 Lincoln St. Poole & Johnston, Inc. 


New York 


Chicago (Campello Sta.) 


407 Security Bldg. 








Style No. 1544. 
. Panama Last. Glazed 
Kangaroo Blucher Ox- 
ford. Single Sole. 
Goodyear ee 
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Young on Pacific Coast 


Geo. H. Young has sold Walk-Over 
shoes on the Pacific Coast for many 
years. He went on the road for the 
Geo. E. Keith Company in 1889, and 
is the oldest salesman in point of ser- 
vice in the organization. 

He is also the Pacific Coast repre- 
sentative of the Company, enjoying 
an enviable reputation among com- 





GEORGE H. YOUNG 
Who travels the Pacific Coast for 


George E. Keitn Co. 
petitors for his ability and knowledge 
of the shoe game. 

He visited China several years ago, 
the Chinese store signs now hanging 
in the Walk-Over Club being a part 
of a superb collection of relics that he 
accumulated while there. 

Mr. Young, although a son of 
Massachusetts, has resided in San 
Francisco for a great many years. 
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Meader in West 


W. B. Meader, salesman for Her- 
bert Humphrey & Son, is on a trip 
through the West with a new line of 
samples for infants, misses, children 
and growing girls. Also, he is carry- 
ing some samples of a new line of 
comfort shoes, which his firm is 
making. 


Murphy Takes “Side” Trip 


Tim Murphy of Welch, Moss & 
Feehan took a day off recently to 
make the city of Nashua, although it 
is not in his territory. “Tim’s” 
daughter teaches languages in the 
High School of Nashua and had been 
most persistently inviting her father 
to “make Nashua,” so “Tim,” nat- 
urally proud of his accomplished 
daughter, took this “side” trip. 


Adams With Gray Bros. 


Robert Adams, who formerly trav- 
eled West for John E. Dollan & Co., 
is now located in the East and is sell- 
ing shoes for Gray Bros., Inc., of 
Syracuse, N. Y. 


In Tennessee 

Among the prominent shoe travel- 
ers who visited Western Tennessee 
recently were: John A. Walsh, out of 
Cincinnati; Harry Wheeler, repre- 
senting Nathan D. Dodge Shoe Co.; 
Forest Mitchel, representing Jos. I. 
Melanson & Bro.; Harry Race, repre- 
senting Bliss & Perry Co.; Al Carpen- 
ter, representing C. H. Alden Co. 


Buckley Shoe Co. Men 


The selling staff of the new Buck- 
ley Shoe Co., includes Thomas Ham- 
mill in Pennsylvania; W. A. Noyes in 
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New York, George H. Mongeau in 
New England, J. J. Santry in Ohio, 
J. A. Lawrence in the South and Fred 
Kilgour in the West. 


Maichle With Kreep-a-Wa 


Henry Maichle, will again carry 
Kreep-a-Wa felt slippers during 1922. 
He will travel in Minnesota and part 
of Ohio. During the many years that 
he has been with the Blum Company 
he has experienced a most successful 
sale throughout his territory. Mr. 
Maichle has a most favorable ac- 





HENRY MAICHLE 


Who will travel Minnesota and part of 
Ohio for the Blum Shoe C 


quaintance with the trade and one 
that is of long standing. He is eager 
to get under way with his 1922 line 
and is looking forward to a very good 
season. 

















Buying in Bulk 


Grocers used to display their wares by placing them in bushel baskets on the sidewalk. In 
those days customers often paid for dirt when they were buying coffee. 

Then came the day of standardized merchandise. 
wares in sanitary packages trademarked for definite quantity and quality. 
Advertisers used to buy space in publications “‘in bulk.” 
tomers, they frequently received as much refuse as ‘‘coffee.”’ 

The Audit Bureau of Circulations has done for advertising what standardized merchan- 
dise has done for the consumer. It has marked circulation with the stamp of accuracy. 

In the Boot and Shoe Recorder's circulation an advertiser buys a definite and known quan- 
tity. Its records are audited by the A. B. C. 


Grocers gradually learned to sell their 


Like the old-time grocer’s cus- 


\ 
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A STYLE THAT STARTS SALES 


SHIPMENTS FROM STOCK 


No. 67. Women’s tan Calf lace boot, 9/8 heel. B, 
C, D widths. Price $5.00. 


No. 66. Same style in Gun Metal, 12/8 Heel. Price 


$5.00. 
No. 64. Same style in Black Vici, 13/8 heel. Price 
$5.00. 
No. 0251—Black Vici Oxford. B, C, D No. 0250—Tan Vici Oxford. B, C, D 
widths. 11/8 Heel. Price $4.25. Widths. 14/8 Heel. Price $4.50. 
No. 0284—Same shoe as No. 0251. Gun No. 0248—Tan Boarded Calf Oxford. No. 
Metal Calf. Price $4.25. 104 P. V. Leather. 11/8 Heel. Price 
No. 0372—Tan Calf Oxford. B, C, D $4.25. 
widths. 11/8 Heel. Price $4.25. No. 0246—Red Tan Boarded Oxford. B, 
No. 0370 as No. 0372 on 14/8 Heel. C, D Widths. 9/8 Heel. Price $4.25 


Our full line of men’s and women’s Goodyear 
W elt Shoes is in the hands of salesmen. 


FEDERATION SHOE CO. 


HAVERHILL, MASS. 
We Are Large Users of Goodyear BOSTON SAMPLE ROOM, 183 ESSEX STREET, ROOM 504. 






























Wingfoot Rubber Heels. 


& TWINKLE” 


STRAP 


PENDANT 


A NEW “DALCO” CREATION 


A shining illustration of “Dalco” originality. Our 
cut tells the story. The glistening spear pendants 
are loosely attached to beaded collar, which is easily 
fastened to the strap of the shoe. It is an extra 
touch of style for present-day footwear patterns, 
which influences more sales and profits. 

Many other novelties to be shown in following “Recorders.” 


Look for them. Better still, order samples now and have 
your ornament line up to the minute. 


Dalrymple-Pulsifer Co. 
HAVERHILL, MASS. 


MAKERS OF SHOE ORNAMENTS FOR WORLD TRADE 
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Improvement Is Reflected in Many 
Lines of Industry 


- Course of Bond Prices Is Upward and Building Boom Sweeps 
Country — Domestic Business Has Surely 


*4 HE improvement in the fi- 
nancial situation in this 
country since the begin- 

ning of the reaction against infla- 

tion has been pronounced and well sus- 
tained,” says a statement issued by the 

Guaranty Trust Co., of New York. 

“Since Nov. 5, 1920, when total dis- 

counts of the Federal Reserve System 

were at their maximum, and since 

Dec. 23, when Federal Reserve note 

circulation was highest, almost con- 

tinuous progress has taken place in 
the technical position of the banks. The 
extensive liquidation reflected by the 

Reserve System has been closely fol- 

lowed by distinctly easier money con- 

ditions and a stronger investment 
market. 

“Regardless of whether or not the 
security markets accurately forecast 
the future of general business, the re- 
cent remarkable improvement in the 
money and investment markets as- 
suredly must have a beneficial effect 
on the fundamental elements in the 
situation. A long-time decline in 
money rates almost without exception 
has been a sequel of great wars; and 
the price of money, a real factor in 
the cost of commodities, usually fol- 
lows the downward trend of price 
levels. The present situation is no 
exception. 


Bonds at New High Levels 


“The course of the bond market in 
recent months is an excellent gauge of 
the trend of money. In the first week 
of November more than two hundred 
bonds listed on the New York Stock 
Exchange reached new high levels for 
the year. Swiss Government 8s floated 
at par on July 1, 1920, went above 112 
during November, and more than 
twenty other foreign government and 
municipal issues made new highs for 
the year. Victory 434s touched par 
and there were marked advances in 
prices of all Liberty issues. 


Corner Has Been Turned 


“There are multiplying evidences of 
the fact that domestic business has 
‘turned the corner’ and is gradually 
but surely emerging from the defla- 
tion period that began about the mid- 
dle of last year. Two of the outstand- 
ing indications of this improvement 
are cheaper money, with its concomi- 


** Turned the Corner ’”’ 


tant—easier credit, as has been pointed 
out, and the more or less wide-spread 
industrial revival. A building boom 
is sweeping the country. There is de- 
cided betterment in the textile trades. 
The shoe and leather industries re- 
port progress. Our surplus copper is 
gradually being marketed at prices 
that tend upward. There is increased 
output of iron and steel, and the rail- 
roads are coming back into the mar- 
ket. Business failures are less nu- 
merous. Unemployment generally is 
decreasing, and savings are increas- 
ing. 
Banking Situation Improves 


“The banks of the country have 
been able, since the establishment of 
the Federal Reserve System, to aid 
in effecting a more orderly general re- 
adjustment of industry following a 
period of inflation than was possible 
so long as our banking system re- 


mained extremely decentralized. Such 
service, particularly in the last year 
and a quarter, has been of incalculable 
benefit to the nation’s business. But 
the avoidance of a gerieral collapse of 
credit, such as was repeatedly expe- 
rienced before the organization of the 
Federal Reserve System, has neces- 
sarily tended to prolong the period of 
readjustment. 

“Meanwhile, through the gradual 
liquidation and utilization of accumu- 
lated stocks of commodities, the way 
has been prepared in a number of in- 
dustries for an increased volume of 
production for current consumption. 
The check to the downward course of 
general prices in this country and 
abroad has lessened the incentive to 
defer contemplated purchases, and 
this condition supplements the deple- 
tion of hold-over stocks in creating an 
enlarged demand for current produc- 
tion.” 








BROCKTON 


Great Sport Year to Come 


Opinion of the Brockton Trade Is That 
Coming Season Will Beat All Records 


66 AM firmly of the opinion,” 

I remarked a member of the 
Brockton shoe manufacturing trade, 
“that we are headed for the greatest 
sport clothing and shoe year this coun- 
try has ever seen. Indications in the 
large cities, beginning with New York, 
are to the effect that department 
stores are planning for a big sport 
season in women’s clothing. A signifi- 
cant fact in this direction is that one 
large department house in New York 
City has ordered for delivery early the 
coming year ‘200,000 pairs of women’s 


wool hose. There is no doubt that in 
placing an order of this size the house 
figures on selling from 50,000 to 60,- 
000 suits in skirts or knickerbockers 
for women to wear with this hosiery. 
I believe that knickerbockers for 
women as well as men will be worn 
to a greater extent next year than 
ever before. They will be seen every 
day on the streets as well as at win- 


ter and summer resorts and for sport- 
ing events of all kinds.” 


Brockton’s Sport Shoes Will 
Be Ready 


Women’s welts as well as men’s 
welts are being freely sampled at the 
present time by retail and department 
store buyers who are anticipating 
their purchases of sport footwear for 
the spring and summer of 1922. 
Black and white in various combina- 
tions seem to be the best bet at the 
present time. These include almost 
innumerable combinations of buck in 
gray, brown and white, also plain 
colors and combinations of black and 
brown leathers. Patterns are of great 
variation with fancy oxfords leading. 
Manufacturers say that 1922 will beat . 
all records in the demand for men’s 
and women’s made in Brockton sport 
footwear. By another month Brock- 
ton factories will be well sup- 
plied with orders for these goods in 
every way to respond to the demands. 
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Where to Buy 


Women’s Shoes 


a rar 














THE WESTCOTT-WHITMORE CO. 


Syracuse, N. Y. 
& In Stock Specialists of 
’ a \ Women’s Shoes, Party 
Atey x Slippers and Novelties. 
c ~. 
———— Write for Catalogue 











BOUDOIRS AND BALLETS IN STOCK 


Fine Chevrita Kid Hand 
Turned —.. Gaited 









en’s Tine Black 
- oe chee 
Bench Sewed Turns. Sizes 2 $1.60. 
Same in Misses’ 11% to 2, $1.50. ‘Soe ‘10 days. 
SALEM SHOE CO., Salem, New Hampshire 






























COLLINS & STAPLES 
Makers ofttendVuracdLewCute 
Sat. 


shank. 
Widths ic, Price %4.4, 


118 Phoenix Row, 
« Haverhill, Mass. 








BLEECKER STYLES 
4re the last word in footwear 
fer stylish women 


































Was in Medium and? f/f 
E> IGH GRADE ae 
A, Bolo Suppers 49 


all style“ made of Dome. 
Imported 5 Satin Brocaderand Metal Cloth 


4 2.25 per pair and up 
ee. 
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BOUDOIRS IN STOCK 
Trade Catchers 


WEW YORK 












Black ..... $1.10 
. eerrer 1.20 
BOM <ccccce 1.20 


Less 2%—10 dayn 


BAY STATE SLIPPER COMPANY 
Haverhill, Vaas. 








Boudoirs, bl eee *... $1.00 
Boudoirs, red and tan ..... $1.15 


Terms 2% ten days 
Carried in Stock 


THE RAYMOND FOOTWEAR CO. 
Haverhill, Mass. 
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Shoe Manufacturer Speaks 
on the Golden Rule 


President O. M. Fisher of M. A. 
Packard Company, shoe manufactur- 
ers of this city, speaking recently at 
the Unitarian Church in Melrose, 
Mass., at the “Laymen’s Sunday” 
Service, declared that the Limitation 
of Armament Conference now being 
held in Washington is the forerunner 
of an international understanding 
that will make for a better world. “We 
are talking. about prosperity,” said 
President Fisher, “and looking for it. 
Yet prosperity cannot long exist with- 
out a fine sense of honor in the busi- 
ness world, without which real pros- 
perity is impossible. We are standing 
upon the precepts of the Golden Rule, 
asking nothing but what we will free- 
ly give. Other nations are eager to 
join with us in showing that only 
men of courage and a true vision are 
needed, and the world will follow. No 
readjustment, except it be the result 
of mutual co-operation, will be per- 
manent. 


Factory Superintendent 
Married 


A recent wedding of trade interest 
was the marriage of B. Harrison 
Cort, superintendent of Stacy-Adams 
Company’s factory in Brockton. The 
bride was Miss Letha Olive Francis 
of Providence, R. I. Miss Francis 
is a daughter of the late William P. 
Francis, who for many years was ac- 
tive in shoe manufacturing circles in 
Brockton and vicinity. Mr. Cort is a 
member of Stacy-Adams Company 
and for several years has been super- 
intendent of the plant. His father, 
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the late Henry Cort, was one of the 
prominent shoe manufacturers of 
Newark, N. J. 


Will Make Shoe Laces 


The Kan-Go Company, a recently 
established concern with $10,000 
capital, is incorporated with Oliver J. 
Howe as president; also Louis B. and 
Charles L. Weston as directors. Shoe 
laces will be manufactured in the 
neighboring town of Avon, Mass. 
Messrs. Howe and Louis Weston have 
been associated with the Mawhinney 
Last Company of Brockton. 


Concern Making Boys’ Shoes 


The Guaranty Shoe Company, Inc. 
of Brockton has been incorporated 
for $25,000 to manufacture boys’ 
shoes. The officers are: John K. 
Alexander, president; Edmund L. 
Reed, treasurer, and George A. Dun- 
bar, clerk. 


Inspecting New Factory 
Location 


Charles McLaughlin of Bresnahan- 
McLaughlin Shoe Co., manufacturers 
of women’s shoes in Lynn, was in 
Brockton recently as the guest of the 
Plymouth Country Ideal Factory As- 
sociation. This organization has a 
model manufacturing plant which was 
recently completed in Brockton. It is 
financed by money provided by the 
business men of this city. The con- 
cern of which Mr. McLaughlin is a 
member is considering making a 
change, and the new Brockton fac- 
tory was inspected as a possible loca- 
tion. 


PROVIDENCE 


Business Shows Improvement 


Big Season on Low Shoes and Woolen 
Hosiery Predicted—Attractive Window 
Displays—Public is “Shopping” 


S the colder weather and the 
holiday season approaches, re- 
tail business in most lines seems to 
be improving although not stimulated 
to the extent that merchants, who are 
looking forward to a good, brisk men’s 
as well as women’s trade, would like. 
Low shoes predominate and many are 
of the opinion that low shoes and 
woolen hosiery will go as “big” as 
last season. Oxfords are very notice- 
able on the passersby in both black 
and brown. 

Regarding boots, several merchants 
assert that both black and brown have 
sold fairly well since the initial snow- 
fall of the season here, on November 


8. Woolen hosiery is the reigning - 


number in the hosiery line with a less- 
ening demand for silk. 


Retail merchants, in anticipation of 
the holiday season, are making every 
effort to keep the business coming by 
attractive window displays, liberal 
newspaper advertising, and better 
store service through extra clerks, as 
the public is still shopping carefully, 
usually visiting more than one store 
before making a purchase and many 
times coming back to purchase the 
shoes first contemplated, as he or she 
wants quality—at a price. 


Popular Oxford Model 
A most popular, exclusive Walk- 
Over oxford model with poised heel, 
straight inside lines and plain tips is 
attractively displayed in brown calf- 
skin at the local Walk-Over store, on 
Westminster Street. 
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Manager “Bert” Thomas, who is 
vice-president of the Rhode Island 
Dealers’ Association, 
states that business is holding-its- 
own with November in advance of 
October, which went forward of Sep- 
tember. 


Women’s Boots Featured 


Gladdings, oldest Providence dry 
goods store, on Westminster at 
Mathewson Street, featured recently 
a showing of women’s boots of the 
season’s latest numbers in tan, black 
and brown, at $10-$12. Manager 
David Hughes states that business 
is improving. 


Storm Sells Rubbers 


The first snowfall here, on Novem- 
ber 8, accompanied by rain and hail, 
seemed to have a stimulating effect on 
the shoe trade, especially in the rub- 
ber line. Retail merchants welcomed 
this snow, it being their first oppor- 
tunity to sell rubbers. The old “rub- 


LYNN 
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ber” signs were dug out and put in 
conspicuous view of the trade in both 
window and aisles of the stores. 


Gray Hosiery Popular 


Gray hosiery, said by many mer- 
chants to be on the wane some months 
ago, seems to have come to earth 
again after a sudden lull. In the 
dance halls, in transit and on the 
street, gray hosiery with low shoes 
(mostly black) is very prominent, be- 
ing resurrected in most all of the 
Rhode Island cities by the High School 
students as a fad, and said to be the 
“90,” 


Merchants .Meet December 6 


The next regular monthly meeting of 
the Rhode Island Shoe Retailer’s As- 
sociation will be held Tuesday even- 
ing, December 6. Plans regarding 
the National Convention at Chicago, 
together with the program for the re- 
maining winter months will be dis- 
cussed. 


r 


A Style Talk 
Boots for Winter—Novelty Boots for Next 


Fall—Health Shoes Gain—Blended 
Sport Shoes 


66 BIG boot year is coming in 
1922,” remarks Natt Weiss 
of the Rialto Co.; “not necessarily 
a big one, but certainly a good one. 
“People these days, by the way, are 
not looking so much for bigness as 
they are for goodness, and that ap- 
plies to everything from heads to feet. 
“Boots will sell through the winter 
and into the Spring, and next Fall we 
will have a fashion of novelty boots.” 
“More of our health shoes are we 
selling in New York,” reports Charles 
Cotter, of the Cotter Shoe Co., “for 
the metropolis is carrying on the 
greatest public health campaign in 
the world’s history, and health shoes 
certainly are one foundation for it. 
“Note, by the way, that the Health 
Exposition in New York advocates 
walking as a means to long life. Shoes 
have much to do with that. Also, note 
that the death rate in New York has 
dropped to a new low mark. In other 
words, people live longer. Shoes have 
something to do with that.” 


Blended Types 


A part of the art of style making 
is to blend types to get new types. 
For instance, at the Watson Shoe Co. 
they are blending sport types with 
business types, to make a new type 
of sport shoes for street wear, and, 
also, they are blending sport types 
with dress types, to get new styles for 
informal dress wear. 





Among these new types, for street 
wear, is a white buck oxford, with a 
tip and apron of pebbled patent colt, 
a special stock, and a leather sole and 
heel, the edges of the bottom being 
finished up like a regular walking 
shoe. 

Shoes with sport style uppers and 
walking style bottoms are made by 
the Watson Co. Incidentally, this 
company is showing more leather 
soles on its sport shoe lines. 

Its sport styles, for dress wear, are 
of black and white, black and brown, 
or all white, and are of plain patterns, 
devoid of perforation or pinking, but 
finely stitched with twin rows of 
stitches, perhaps of a contrasting 
color. 

In regulation sport shoes, there are, 
for immediate sale, a two-tone calf 
shoe, having an apron over the instep, 
square eyelets of brass, and a welted 
bottom with a white midsole. For the 
coming season there are smart sport 
shoes of smoked horse, pearl elk, 
and boarded calf leathers, some with 
fibre soles, corrugated,. cupped or 
disced, and others with leather bot- 
toms. 

In these and other ways are the 
Watson designers, by blending types, 
creating new styles in footwear. 


New Stock Enterprise 


Gain there is these days in the prac- 
tice of selling shoes from stock car- 






Where to Buy 


Women’s Shoes 














WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 

















Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 


MAID-RITE — SLIPPER CoO., 
35 York st. "Teectivn, N. Y. 








E. A. & M. C. Witherell Co. 


Manufacturers 
Women’s Turn 
Boots and Slippers 


Fact i A 
Haverhill, Mass. 
Boston Office 
Rice Bidg. Room 406 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 


















Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries ee AR- 

swered 
Samples o: mn Request. 
Felst ner-0’Connell 
hoe Co., Inc, 
41 Waship St. 
verhill. Mass. 





Boston Office, 92 Beach 



















Phillips-Cram 
Makers of 
— 's Turn 
lippers 
Et wa 
207 popes 0 a. 


| Where to Buy 


Shoe Trees 




















“V"' GRIP ap SHOE 


TREES 
STABLE FOLDING 
TING 
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| Where to Buy 


Women’s Shoes 

















SES 505-29 a =. 
ROOKLYN, NY 


———E———— 








Howard & Foster Co. 


Men’s and Women’s Welts 


Address all Communications te the 
factory at 


Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Spectalieing 
in High Grade Novelties 
gd YORE BOSTON 
(ell 215 Besex St. 
a. o Bernard Durgin 
Factory 
Haverhill, Mass. 


















WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is ‘‘hitting on high.” The 
high-quality standard will be better pain- 
tained than ever before. 


TESSIER & BOWDOIN 





172 Washington St., Haverhill, Mass. 














| Where to Buy 


Shoes at Auction 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


oF 
SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Shoe Illustration 
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ried in Lynn, and the newest enter- 
prise of that sort is the Smith Shoe 
Co., at 266 Broad Street, which has 
on hand a line of Goodyear welt ox- 
fords for women, to be retailed as 
“The Best for $5.00,” and also boots, 
to be retailed at $6. 

Harry Smith, president of the new 
corporation, merchandised for 20 
years for Hosmer, Codding Co. of 
Boston, Tufts & Friedman, of Lynn, 
and other concerns. He will manage 
the new business and, also, will spend 
a part of his time on the road, show- 
ing samples of the styles that he has 
in stock. 


Buying and Selling Trend 

Showing one trend of buying and 
selling shoes is this advertisement by 
Almy. Bigelow & Washburn, of Salem. 

Here’s How We Did It.—The shoe 
manufacturer—one of the most repu- 
table in the East—recognizing the 
possibility of keeping his factory 
operating at full capacity if he 
could procure our winter and spring 
orders. To do this, however, he was 
obliged to cut his profit per case 
to a far lower figure than he has ac- 
cepted in several years. But, rather 
than let his plant lay idle and throw 
his operatives out of work, he took 
our order, and with leather at a lower 
price than it has brought in a very 
long period, it is possible for him to 
supply us one of the best shoes made 
at a price which, we believe, is what 
the prudent person wants to pay. 


Lynn Brieflets 


Shoe repairing outfits are being 
sent to Palm Beach, Pinehurst and 
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other winter vacation resorts by the 
Victor Shoe Machinery Co., of Lynn. 
Evidently the tourist must have his 
shoes mended. 


Little motor trucks are used in the 
Hilliard & Merrill factory for hauling 
leather and other goods. The trucks 
can be run onto the elevators and 
taken to the top floor, and then run 
along the factory traffic routes. 


“Far be it from me to say that 
automobiles lessen sales of shoes,” re- 
marks one shoe man, “but I will have 
to say that I have not worn out a 
pair of shoes this summer, because I 
have ridden so much in my automo- 
bile. And I might as well add, for 
truth’s sake, that the doctor tells me 
that I must get out and walk, and re- 
duce my weight, or I will take my 
final ride at a date much earlier than 
the allotted time. 


Maybe the anti-smokers’ league 
will put a ban on smoked leather, 
and tread on sport shoes made of it. 
You can actually smell the smoke on 
the leather. Some tanners hang up 
the leather in a smoke loft. Others 
just use an artificial smoke compound 
that is mixed up in the chemical 
laboratories. 


Incidentally, sales of incandescent 
lamps, by North Shore manufacturers, 
break all records this fall. Which 
shows that many a store will be 
brightly lighted this Christmas time. 


TAMPA 


Many Tourists Here 


Continued Warm Weather Blamed for 
Slow 'Trade—No Lack of Money 
—-Business Adjusting Itself 


ETAIL merchants point out 

that the first month’s opera- 
tion of the tourists’ bureau of the 
Tampa Board of Trade has shown 
the registration of double the number 
of tourists during the first month of 
registration last year. Caring for a 
number of winter visitors almost 
equal the number of inhabitants of 
Tampa is an industry in which most 
of the citizenship participates and one 
second, perhaps, only to the cigar in- 
dustry. 

Continued warm weather is blamed 
for a slow trade in a greater degree 
than any other one thing. Blankets, 
heavy underwear and other merchan- 
dise match shoes in moving slowly, 
says J. B. Buntin, in charge of the 
shoe department of Cracowaner’s de- 
partment store. There is no lack of 
money here, he adds, pointing out the 


attendance at local theatres, football 
games, a recent big circus and at 
other local events. 

“Business conditions,” says. Henry 
F. Vatterlin, proprietor of one of 
Tampa’s oldest exclusive shoe stores, 
“are merely adjusting themselves to 
normal times. People just naturally 
complain of high prices and did so 
when a good pair of shoes was obtain- 
able for about $3.50 just as freely as 
they complain now. It’s a bargain- 
hunting instinct,” says Mr. Vatterlin, 
“yet for every $5 pair of shoes sold 
at the persent time eight or nine pair 
of $9 shoes are sold.” Mr. Vatterlin 
tries to give medium priced shoes 
preference in his line, he adds. 


Gray Shoes Popular 


A veteran Tampa shoe dealer, Mr. 
Vatterlin comments on the noticeable 
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demand for gray shoes which is sur- 
prising the younger Tampa shoe men 
this season when factories failed to 
show gray to any great extent the 
past season and traveling representa- 
tives advised the merchants to let gray 
alone. Gray is a great favorite for 
winter wear in Tampa and has always 
been, Mr. Vatterlin declares. No mat- 
ter how few gray shoes are on the 
market Tampan’s want gray shoes for 
the winter season. 


Mannish Lows Favorites 


Women’s low shoes continue to sell 
in Tampa almost exclusively, . says 
Mr. Buntin. Not more than a dozen 
pair of boots have been sold by the 
Cracowaner firm in the past month, 
he declared. It is noticeable, as well, 
that the low shoes are getting more 
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mannish, in that the heels are lower 
and that wing tips and toes are gain- 
ing favor. Two-tone shoes are still 
good, he adds, and sport goods will be 


shown in Tampa at least thirty days - 


ahead of the usual time. 


Baby Louis’ Boomed 


The shoe department of Adam Katz 
& Co.’s department store in the Latin 
section of the city is pushing baby 
Louis heels. Salesmen are pointing 
out that there is little difference in 
height between the baby Louis and 
the military heel and that there is a 
little more style in the former. The 
two heels, they tell customers, may 
be worn interchangeably. The Latins 
are fanciers of high heels, it has been 
said. 


LYNCHBURG 
Strap Pumps Are Still the Rage 


Various Patterns and Materials Combined 
To Make Effective Footwear 


TYLES that started out in pat- 

ent leather are now beginning 
to appear in other materials, and 
from the way the new models are tak- 
ing with the public it seems as though 
the vogue of some of the patterns in 
satin or dull kid will soon rival that of 
the varnished leather. 

Pumps with one, two and three 
straps, with buckles or with buttons, 
with heels of almost every height are 
being shown in varied materials. 
Some satin styles, with several straps, 
cut out in the sandal effects are at- 
tracting the careful dressers. Some of 
the younger business women are wear- 
ing walking pumps in tan with two- 
buckled straps in preference to a simi- 
lar model in patent. 


High Heels Somewhat Stronger 


For dress wear, several stores are 
showing almost identical models in 
several materials, among which is al- 
most invariably patent leather. And 
for dress occasions most women are 
purchasing pumps with the full Louis 
or the Spanish heel although some of 
the younger generation prefer a flat- 
ter type. 

Grey hosiery, instead of being on 
the wane, as it seemed early in the 
fall, is becoming increasingly popular 
and more than one merchant who a 
month ago had visions of closing out 
his line of grey stockings has reor- 
dered again and again. 

Hosiery of silk is by far the most 
popular but with cooler days the wool 
stockings are becoming more plenti- 
ful. For semi-dress wear many 
women have taken to grey wool hose, 
usually clocked, which they wear with 
high heeled pumps. Browns and 


heather mixtures are, however, gen- 


erally the most popular shades and 
the fad for blue wool hose which 
seems to have a death grip on some 
neighboring cities seems hardly to 
have affected Lynchburg. 


Craddock-Terry Men Hold 
Conference 


Directors of the Craddock-Terry 
Company and managers of the differ- 
ent departments in various parts of 
the country were in Lynchburg re- 
cently for the semi-annual conference 
and discussion of sale and style poli- 
cies. Matters of business for next 
spring and summer were discussed. 
Among those attending a dinner at 
the Virginian hotel were W. F. Mc- 
Elroy, W. M. Sloan and J. T. Dyer of 
the western department, of St. Louis; 
C. O. Chapline and W. H. Bione of the 
northwestern department, of Milwau- 
kee; Charles B. Easley and Dexter 
Otey of the George D. Witt, Lynch- 
burg department, and John W. Crad- 
dock; John W. Craddock, Jr., A. P. 
Craddock, A. P. Craddock, Jr., Charles 
G. Craddock, Gilmer G. Craddock, R. 
A. Dirom, Edward F. Sheffey, A. 
Horsley Easley, T. M. Terry, W. C. 
Goode, W. S. Bowman, R. A. Ralph, 
T G Curry and J. C. Greenlay of the 
Craddock-Terry headquarters. 


Beasley Factory Re-Opened 


About 150 expert shoe workers 
have been employed by the Beasley 
Shoe Company who have reopened the 
factory formerly owned by the Fritz- 
Richards Company, which they pur- 
chased several -weeks ago. It is 
planned to increase the force in the 
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near future. Walter C. Beasley has 
been placed in charge of the factory 
with A. L. Phillips factory superin- 
tendent. All leather shoes for women 
will be nianufactured in the plant 
which was constructed in 1921, but 
which has been used only part of the 
time since. The Beasley Company 
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which started in a small way about 
15 years ago has by gradual stages 
built up a concern which last year did 
a business of over $2,000,000. The 
shoes that are being made at the 
newly acquired plant will be distrib- 
uted through the existing machinery 
of the company. 


HAVERHILL 


The Sport Footwear Demand 


Women Shoe Manufacturers’ Anticipate 
Large Sale of Turns, McKays and 
Welts; White Buck A Favorite 


HERE is no doubt in the minds 

of Haverhill shoe manufac- 
turers making women’s turn, Mc- 
Kay and welt footwear, that as soon 
as buying starts for the Spring season 
there will be a big call for sport shoes. 
The demand for this class of foot- 
wear, which took a good start last 
season will, from present indications 
be increased in a marked degree for 
1922. 

White buck in combinations with 
tan and black, plain and fancy pat- 
terns in straps or oxfords, will be, in 
the opinion of the trade here, big 
sellers as soon as Spring buying is 
fairly under way. White canvas, 
always a staple line of women’s foot- 
wear through its popular prices, will 
be a leader the coming season. 


Will Display at Chicago 


Haverhill manufacturers are pre- 
paring full lines of samples, some of 
which are for the purpose of present 
display. Others will be prepared for 
the Shoe period at Chicago, not only 
by Haverhill firms which are to ex- 
hibit at the Show, but by those who 
will show their lines in Chicago offices 
and hotels during the Exhibition. 
These include a goodly proportion of 
the leading shoe manufacturers in 
Haverhill. 


One Straps Are Features 


Among Haverhill manufacturers 
the forthcoming Convention and Style 
Show at Chicago in January is an im- 
portant topic of conversation. Manu- 


facturers and salesmen calling on the ~ 


retail trade in various localities say 
that there will be a large representa- 
tion of merchants at that convention 
and that a substantial amount of buy- 
ing is looked for. The idea is that 
merchants by that time will be “sit- 
ting pretty” as to what they want 
in styles. There is a belief among the 
Haverhill trade that the one-strap 
will be an important factor in Spring 
buying and that the broad strap, up 
to an inch in width, will be a good 
bet. The button strap is a leader in 
style designs with the decorative com- 


binations in pendants, tassels, etc. 
Some Colonial effects will be shown, 
these also with a tendency towards 
decoration. 


Verdict for Manufacturer 


Joachim Rickard of Rickard Shoe 
Company, Haverhill, was_ recently 
awarded in the Superior Civil Court 
the sum of $6,806.67, the full amount 
he asked from J. Walter May of Cam- 
bridge, Mass. The original amount 
was $6000, the additional amount be- 
ing interest from August 1, 1919. The 
suit was brought as a result of a 
stock transaction. It is stated that 
May acted as confidential agent for 
Rickard in securing stock in a Haver- 
hill shoe concern. 


Women’s Welts in Stock 


Appreciating the-importance of the 
demand on the part of merchants for 
seasonable footwear in stock the Fed- 
eration Shoe Company has inaugu- 


ated an in stock department for 


women’s welts. In addition to welt 
boots of staple designs, sport footwear 
for men and women will be carried 
in stock. These latter are in apron 
effects, with smoked horse and other 
leather combinations, also white can- 
vas and white buck in plain toe and 
tip patterns. 


Gale Moves to Manchester 


The Gale Shoe Mfg. Company, 
which has been located in Haverhill 
for many years, has purchased the 
George R. Jones Company factory in 
Manchester, N. H., and will remove 
their local business to that place. The 
Manchester factory has a floor area of 
about 75,000 square feet, with a daily 
capacity of from 4000 to 5000 pairs 
of women’s shoes, and will employ 
about 500 hands. The Gale Company 
now operate factories in Portsmouth 
and Exeter, N.H. These plants will 
be continued. The Gale family has 
been prominent in Haverhill shoe 
manufacturing since 1861. Herbert 
E. Gale, the present owner, has been 
associated with the concern, since 1888. 
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NEW YORK 


Business Is Spotty 


Certain Lines Cut by Sales, But Higher 
Priced Goods Sell Well 


HE general situation here 

during Thanksgiving week 
showed little change from that 
earlier in November. Business con- 
tinues spotty, with good days follow- 
ing bad days in the retail stores, and 
many merchants entering the cut- 
price sale field in an effort to stimu- 
late volume buying and to reduce 
stocks. November has seen many 
sales, not only among the medium and 
popular priced stores, but in some of 
the exclusive shops as well. Alexan- 
der, Shoecraft, Slater, Henning and 
Kohn are among the high-class Fifth 
Avenue shops that have run special 
sales. The reaction to these has been 
watched closely. In the main it can 
be said that results have not been ex- 
traordinarily large. On the other 
hand, some new customers have been 
made. One of the surprising results 
of some of these sales has been the 
fact that with certain lines cut, the 
higher priced, regular merchandise 
continued to sell as well as it did pre- 
viously. Usually a sale brings out 
“bargain shoppers,” to the exclusion 
of customers who are buyers of regu- 
larly priced merchandise. 

While some of the sales have been 
confined to special offerings, the two 
Shoecraft shops, one at 714 Fifth 
Avenue and the other at 28 West 
Thirty-eighth Street, offered a flat 20 
per cent reduction on their entire 
stock. 


One Straps Lead 


Little new in the way of styles are 
being offered at present. Since fairly 
warm weather has ruled throughout 
November so far, strapped models 
have continued to lead in sales in most 
stores. The best opinion now favors 
the one strap models, with a fairly 
broad strap in turn shoes and the two- 
strap ped models fastening with 
buckles in the welt shoes. In the 
higher grade stores there is a more 
noticeable tendency toward plainer 
effects and a continuation of the low 
heel trend. 


A Talk on Heels 


The boxwood heel has appeared in 
evening slippers and is rapidly being 
taken up by the social leaders, ac- 
cording to several of the Fifth Ave- 
nue merchants. On the other hand, 
some complaints against the low heels 
are being received from women who 
have recently swung to them after 
wearing high heels for a long time. 
Instances are recorded where those 
who have tried low heels have imme- 
diately discarded them for the high 
heels which they are used to wear- 
ing. 


Men’s Highs Favorites 


Merchants have been surprised at 
the proportion of men’s high shoes 
that are now selling. In most stores 
the proportion of high to low shoes in 
men’s footwear is running two to one. 
Earlier in the season it was figured 
that the proportions would be about 
even and many retail merchants now 
confess that they made a serious mis- 
take in overstocking on oxfords and 
understocking on high shoes. The 
straight tips and darker shades of tan 
apparently continue to hold good, de- 
spite predictions that highly decora- 
tive effects and lighter colors would 
be in strong demand this fall. Prac- 
tically all retail merchants agree, 
however, on the fact that blacks are 
running stronger than for many sea- 
sons past. 


Men’s New Dansant 


The London shoe stores, conducting 
a chain of men’s footwear retail es- 
tablishments in this city, have de- 
signed a one-piece dancing oxford 
under the name of the “Dansant,” for 
which a patent and copyright have 
been applied. The shoe is of patent 
leather, of the bal type, with a single 
seam up the back. It has obtained a 
wide vogue in the theatrical and danc- 
ing set and is selling well in the Lon- 
don store on Broadway near Times 
Square, the heart of the theatrical 
district. 


NEW HANAN STORE 


Attractively Arranged—Some Novel 
Features 


The fourth Hanan & Son retail 
store on Fifth Avenue and the elev- 
enth in Greater New York was opened 
on Nov. 20 at 634 Fifth Avenue, be- 
tween Fiftieth and Fifty-first Street, 
directly opposite St. Patrick’s Cathe- 
dral. Both men’s and women’s shoes 
are carried in the new store, which is 
flanked by a number of high-class 
women’s and men’s tailoring estab- 
lishments and apparel shops. In the 
same building are four of the best- 
know men’s tailors on Fifth Avenue. 

The new store is large for a Fifth 
Avenue shop, running 120 feet in 
depth and ‘being about eighteen feet 
in width. A single window runs across 
practically the entire front, with the 
doorway set on an angle at the side. 
The interior woodwork is American 
walnut, the entire back of the store, 
between the selling room and the of- 
fice being of this wood. A novel fea- 
ture is the manner in which the show 
cases have been made to appear “built 
in.” This effect was obtained by 
building out the wall above the cases, 
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almost to the edge of the top case 
molding. 

The floor is covered with deep 
bright blue velvet carpeting and the 
bright blue which obtains in other 
decorations has been carried out in 
the beautiful chandeliers which are of 
satin finished silver. The chairs are 
tapestry covered. A hosiery case and 
closed drawer space occupies the mid- 
dle of one side of the storeroom. Men’s 
shoes are carried in the front of the 
store and women’s in the rear. 

The new store is under the man- 
agement of H. B. Osterhoudt, who 
formerly managed the Hanan store 
at Thirty-eighth Street and Broad- 
way. 


Women’s Tongued Pumps 


Tongued pumps for women are be- 
ing displayed again. Frank Brothers 
have an attractive display of opera 
pumps fitted with velvet tongues of 
purple or black with large square 
steel buckles. 


PERFECT FOOTED WOMAN 


Wears High-Heeled Shoes — Wins 
Health Show Prize 


Shoe men here are still laughing at 
some of the medical men who graced 
the recent health show. The reason 
lies in the fact that the prize for the 
most perfect foot was won by a 
woman who has worn high-heeled 
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shoes for several years. The medicos 
contented themselves with the state- 
ment that if she continued wearing 
high heels she won’t have perfect feet 
much longer. At any rate the honor 
for having the most perfect feet that 
appeared at the contest held by the 
Health Show in the Grand Cen- 
tral Palace went to Miss Elizabeth 
Doyle, a trained nurse, who wears a 
4B shoe. She entered the contest to 
confute some of the doctors for whom 
she worked. Dr. R. H. Gross, who 
examined her feet and awarded the 
prize declared that the perfect foot 
is one without corns or callouses, with 
the toes moving freely and the arch 
perfectly formed. 

“T never wore high-heeled shoes 
when a child,” said Miss Doyle, “as 
I had to wear what my mother bought 
for me. Now, however, I buy my own 
and I wear high heels when I want 
te.” 


Shoes Sold at Cost 


A sale of 25,000 pairs of shoes, to 
be sold at cost, started here recently 
and continued for a week. The sale 
is being conducted by the Retail Shoe 
Dealers’ Association of Brooklyn in 
response to a demand that merchants 
cut the prices of their goods so that 
those in moderate circumstances can 
properly clothe themselves during the 
cold of winter. Only army officers’ 
shoes will be offered at the sale. 


MONTREAL 
Footwear Prices Reach Lowest Level 


National 


Shoe Retailers’ 


Association 


Executive Council Makes Report. 
All Branches of Industry 
Co-operating 


HAT the prices of footwear 

have reached the lowest level 
possible for some time to come was 
the announcement made at a meeting 
of the executive council of the Na- 
tional Shoe Retailers’ Association. 
This conclusion was based on a thor- 
ough investigation of the whole situ- 
ation affecting the shoe trade just 
completed. Reports from representa- 
tives present from all parts of Canada 
indicated that no further reductions 
could) be made for a _ considerable 
period, and, in fact, that prices on 
certain lines had recently shown ad- 
vances. 

Speaking on this subject, President 
E. A. Stephens of Ottawa said that 
there were a great many uncontrol- 
lable items which still have an effect 
on the present price of shoes, most 
important of which were labor and 
high overhead costs. He emphasized 


the fact that, at the present time, re- 
tail shoe merchants were co-operating 
with the other branches of the indus- 
try in their endeavor to keep retail 


prices at a minimum. The retail 
merchant, he stated, had reduced 
prices from 25 to 35 per cent in the 
past year. 

A 40 to 50 Per Cent Drop 


R. H. G. MacLean of the Hartt 
Shoe Co., Ltd., also expressed the 
view that there is little possibility of 
a drop. “In most instances,” said 
Mr. MacLean, “you will find that a 
manufacturer will choose only the 
best hide that can be procured. The 
packers’ hides are taken off with more 
care and they have a better system of 
handling and storing than the man 
who kills but three calves a year. The 
best hides are from Europe, and we 
use them exclusively in the manufac- 
ture of shoes. All our stock has 
dropped in price between 40 and 50 
per cent in the last eight months.” 

Other merchants thought that the 
prices of cheaper lines might drop 5 
per cent, but no more. Nathan Cum- 
mings, wholesaler, declared that the 
price of the higher grades of shoes 
will certainly not drop. 
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Shoe Making Study Urged 


Joseph Daoust of Daoust, Lalonde 
& Co., boot and shoe manufacturers, 
called the attention of the Montreal 
Chamber of Commerce to the fact 
that, although. the boot and shoe in- 
dustry is of the utmost importance to 
Quebec province, there is no course 
in the trade of boot and shoe making 
at the Montreal Technical School, a 
provincial government institution. 
Mr. Daoust pointed out that the boot 
and shoe industry ranks sixth in im- 
portance among the trades in Canada. 
Of the shoes worn in Canada 95 per 
cent are made in the Dominion. The 
province of Quebec alone manufac- 
tures 67 per cent of the shoes sold in 
Canada. This amount is made up of 
44 per cent manufactured in the dis- 
trict of Montreal and 23 per cent 
manufactured in the _ district of 
Quebec. 


Ludger Gravel, representative of 
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the Chamber de Commerce on the 
board of directors of the Montreal 
Technical School, said that the pro- 
posal to have such a course estab- 
lished was a good suggestion. He 
promised to recommend it to his 


colleagues on the board. The meet- 
ing was presided over by President 
Alfred Lambert, himself a shoe manu- 
facturer. 


Quebec’s Output $41,689,124 


Latest statistics show that out of a 
total annual production of boots and 
shoes in Canada to the value of $63,- 
319,128, Quebec province is respon- 
sible for an output value of $41,689,- 
124 from ninety-one establishments 
capitalized at $24,894,251. 


Increased demand for both leather 
and rubber footwear is reported dur- 
ing the past week, due to the early 
snowfall. 


MEMPHIS 


Cold Weather Stimulates Business 


Outdoor Sports and Indoor Social Events 
Sell Shoes for the Occasion—Indus- 
trial Activities at Various 
Southern Points 


ETAIL shoe merchants in 
R. Tennessee cities have had a 
better November trade than many 
of them expected. Business has not 
been tremendously brisk, but it has 
been much more satisfactory than 
spring or summer business, and the 
rush holiday period and the very cold 
weather, always productive of good 
trade, is yet to come. During some 
recent cold weather, accompanied by 
rains, heavier shoes, rubbers and 
boots have been in request. The 
opening of the quail season, a good 
time for the hunters and fishermen, 
and the resumption of activities in 
some of the logging camps have added 
to the sales of rubbers and heavy 
footwear. 

The theatrical season at its height, 
many social events have been pro- 
ductive both at Nashville and Mem- 
phis of good trade in dress shoes. 
Thanksgiving football games at 
Memphis and Nashville sold sport 
footwear. Most of the cotton is 
picked and the market is still in good 
shape. 

Stuttgard, Ark., puts on a rice show 
the next few days. Natchez, Miss., 
closed a Cotton Carnival recently, and 
while the autumn fairs have closed, 
a good many industrial events are 
being staged. 

Much interest is evinced in busi- 
ness circles by Henry Ford’s plans 
for Muscle Shoals, and the directors 
of the Southern Commercial Congress 
have indorsed the plan at a meeting 
held in Memphis. 


Great interest is felt at Memphis 
in the development of the River and 
Rail Terminal. The United States 
Government will loan $450,000 and 
$500,000 of city bonds have been pro- 
vided, so with $950,000 at their dis- 
posal the Commission will give 
terminals in every way worthy of the 
freight and transportation needs of 
Memphis, already quite a railroad 
hub. 

Vicksburg, Miss., 200 miles South, 
is also spending much money on her 
River Terminals. 


New Shoe Interests 


The Yerkes Shoe Co. has opened 
the last few days an office at 27 South 
Second Street, on the ground floor, in 
a very central business section. H. C. 
Yerkes and his two sons will conduct 
the business. Mr. Yerkes, for a great 
many years, was with Goodbar & Co., 
wholesalers, as buyer and office man- 
ager. That firm retired from busi- 
ness recently. The last year or so 
Mr. Yerkes was on the road for 
Atlanta people. He intended, with 
Memphis associates, to open a large 
wholesale house, but that plan did not 
‘materialize. His firm will represent 
several shoe agencies out of Mil- 
waukee and Cincinnati selling to the 
retail trade. 

Walter Jackson, formerly with 
Goodbar & Co., is now representing 
some Northern shve factories. Mr. 
Jackson is located at 752 Bullington 
Avenue. 
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Engraving and Printing 

















COLOR PRINTING 


DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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183 Enoex St Boston 
71 Rentia. St Brockton, 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











1000 Sales Letters 
All ready to mail 
3c Each 


F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 
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Children’s Shoes 

















Ready to Ship 
Infants’, Children’s, 
Women’ roan kone 
CONSOLIDATED 
SHOE CO. 


Lancaster, Pa. 











IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 


and 

Popular Priced Stitch- 
sizes 5 to2 
Sent Prep 


O*ROCHESTER,N-Y. 
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Where to Buy | 
Shoe Ornaments 
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SHOE ORNAMENTS 


For Particular People 
Beaded Buckles 
Straps—Rhinestone Ornaments 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 








RHINESTONE SHOE BUTTONS 
IN BIGGEST DEMAND NOW 
Can be attached by machine. 

write for samples. 


NOYES MFG. CO. 


Manufacturers of Buckles and 
Shoe Ornaments in Large Variet 
63 Fulton St. New York, N. Y¥. 











* SHOE BUCKLES 


DETACHABLE STRAPS 


a SHOE BEADING 
seaoeo METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 


ee eee BROOKLYN N.Y 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. I. 











NEW YORK, N. Y. 
SHOE BUCKLES, STRAPS AND 
EVERYTHING IN SHOE OR- 
NAMENTATION, IN C LU DING 

BEADING 
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Carruthers Again Active 


Carruthers Shoe Co. are again. 


active in the wholesale shoe trade, 
having adjusted their recent financial 
embarassment. They are enterpris- 
ing people, favorably known in the 
Southern trade, and their renewed ac- 
tivities are welcomed. 


Wholesale Shoe Briefs 


The Specialty Shoe Co. is active in 
the wholesale trade, covering men’s, 
women’s and children’s shoes. They 
have auto facilities to reach the city 
trade and ship to most of the 
Mississippi Valley States and some to 
Central America. 

The Lee Wholesale Shoe Co. is 
sending several men into the cotton 
States and reports business good. 

Scheibler & Co., Paul Hyatt, man- 
ager of the sales department, with 
Mr. Scheibler, find trade active in 
leather findings, to which they give 
good attention. 

Towner & Co. are active in rubber 
boots and shoe lines, wholesale and 
retail. They are an old firm. 

The United States Rubber Co. re- 
ports brisk November trade. They 
have several salesmen out of the 
Memphis branch in city and country 
trade. Mr. Murphy is manager here. 

The Murray-Dibrell Shoe Co. of 
Nashville reports wholesale trade 
activities good for November. Nash- 
ville jobbers staged a special sales 
event in November. Murray-Dibrell 
Co. lost their able and efficient secre- 
tary, W. C. Dibrell, by death, a few 
weeks ago. Deceased was a promi- 
nent man in banking and mercantile 
circles of middle Tennessee and a 
brother of the late Frank Dibrell, 
State Comptroller. 
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Retail Shoe News 


Poe’s at Little Rock mentioned in 
their ads the recent Charity Ball and 
called attention to their fine line of 
dress shoes. During Arkansas State 
Fair week, just held at Little Rock, 
many visitors and customers were in 
the city. 

The Sample Boot Shop offered spe- 
cial values in women’s shoes Thanks- 
giving week. Their attractive and 
popular priced oxfords and pumps, 
in Louis heel effects, at $4.95, $5.95, 
$6,95 and $7.95 have proved very 
popular with the Memphis trade. A 
recent feature was one pair at regu- 
lation price and an extra pair for that 
sale at 50c. The original pair was 
a fine shoe and at a moderate price. 
This is one of the most attractive little 
stores on South Main Street. M. 
Fedder, proprietor, has had many 
years of experience in the shoe trade 
and their windows are among the 
best. 

Zellner’s offered several cash prizes 
for the best idea submitted by cus- 
tomer or friends for Store Sales 
Progress, Improvement and Service. 
There were many good answers. The 
capital prizes went to Mrs. R. M. 
Maxey, Box 3113, Station G, and Mrs. 
J. A. Sample, 1182 Minna Place, 
Memphis. 

Memphis shoe merchants and mem- 
bers of the Tri-States Shoe Retailers’ 
Association will send many delegates 
to the National Shoe Retailers’ Asso- 
ciation, at Chicago, Jan. 9-10-11-12. 

Joseph Pietzuch of Boston, recently 
gave an interesting two-day demon- 
stration at Bry’s department store of 
the Queen Quality Osteo-Tarsal shoe. 
Manager R. M. Gray of the Queen 
Quality section at this store reports 
brisk autumn trade. 


BOSTON 


The Christmas Atmosphere 


Interiors and Windows of Retail Shoe Stores Attractively 
Trimmed 


HE Christmas spirit is here in 

earnest. Retail shoe stores 

are resplendent with the Christmas 

red and green and more than ever 

this year are shoes, hosiery, buckles, 

spats and other accessories presented 
as beautiful and practical gifts. 


The biggest holiday sellers in shoes 
for men and women are the comfort 
slippers, in felt or in kid, while lace 
patterns in hosiery in a geometrical, 
rather than floral designs, are favo~ 
rites; also the fancy wool weaves in 
light greys and taupes with contrast- 
ing colors. A popular seller in the 
shoe ornament variety is the rhine- 
stone button with pendants, the cen- 
ter representing a precious stone. 
Spats in light shades sell the best in 
the twelve-button patterns. 


Palm Beach Styles 

After the Christmas holiday, the 
thoughts of Boston’s fashionable set 
turns to Southern resorts. Anticipat- 
ing this demand, retail shoe stores are 
displaying some snappy models. The 
plain white linen strip pump with 
baby Louis or 14/8 covered heel is 
good; sometimes this pump is trimmed 
with a narrow perforated band of 
patent leather at the throat, and be- 
tween vamp and quarter, with patent 
leather covered heel. The one strap 
in white canvas, linen or linen, white 
leather trimmed, with baby Louis, is 
a popular number. In men’s Palm 
Beach footwear, white buck in plain 
patterns, usually with rubber sole and 
heel, is a ready seller. Golf shoes 
for men and women are noted in many 
charming combinations—a favorite 
being a champagne calf, with brown 
calf apron. 
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Evening Slippers Selling 


James H. Creed, manager of the 
second floor of Thayer, McNeil Co., 
truly presides over the realm of the 
exquisite in women’s footwear. In Mr. 
Creed’s department are to be found 
the lovely gold brocaded mules, some- 
times the color contrasting with the 
gold is purple, sometimes a rose, and 
an attractive lining is a gold satin. A 
new effect in a radiant cloth is called 
the Regina slipper; this has an ankle 
strap and a 16/8 Louis heel. 

Another novelty design is shown in 
white kid with white buck underlay, 
on vamp in a cobweb design; a white 
buck cut-out was shown on the quar- 
ter; the slipper was in sandal effect, 
and the heel was of the Spanish type 
in a 16/8; the same effect was very 
lovely in a black patent, with black 
buck underlay. Evening slippers for 
Christmas parties in satin, brocaded 
metallic cloth, and kid, with and with- 
out buckles, are the heaviest sellers. 


At Frank Bros. 


Frank Brothers’ Fifth Avenue Boot 
Shop has a branch in Boston. This 
store is located on the eleventh floor 
of the Little Building. Joseph W. 
Diffee at the Boston Shop reports an 
excellent business on “stylish staples 
for the most exclusive men’s and 
women’s trade.” The demand for 
Palm Beach footwear at this store 
commencced about the first of No- 
vember. 


From Elk to Buck 


“The favorite shoe for the seasons 
of 1922 will be gray and brown buck, 
both for men and women,” said a 
well-known retail shoe merchant. The 
big call the past seasons in a sport 
shoe has been for elk leathers, but 
this demand is swinging around to 
the buck. We have for the past couple 
of years carried a wide range of 
strip pumps. Small tongue Colonials 
have recently begun to sell well with 
us. And next year will be the big- 
gest ever in the sport line. I would 
not be surprised to see business men 
in large numbers adopt the four-piece 
tweed golf suits for business—they 
can thus leave directly for the links 
from the office. With these togs they 
will also wear the golf stockings and 
of course sport footwear in the gray 
or brown buck oxfords with rubber 
sole. As to women’s shoes, I believe 
that a strap in a welt is pretty nearly 
dead. 


A Window Special 


Two little dolls, one dressed in the 
Yale blue and the other in the Har- 
vard crimson, made their appearance 
in the women’s shoe window of 
Thayer, McNeil Co. on the day of the 
big Harvard-Yale game. These little 
dolls were created by dressing up two 
of the “V Grip” shoe trees. The heads 
of the dolls were the part of the shoe 
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tree which adjusted itself to the heel 
of the shoe. To make the “disguise” 
more complete these dollies wore hats. 
One of the dolls represented the men’s 
folded adjustable-folding-ventilating 
V Grip, and the other the women’s 
model. 


Kid Slippers Favorites 


Men’s kid slippers, made in North- 
ampton, England, are Christmas fa- 
vorite sellers at the men’s shoe de- 
partment of Jordan-Marsh Co. These 
slippers sell readily at $5.50, and the 
men seem to prefer them to the other 
varieties; the slippers are of tan and 
black kids. ‘We are way ahead of 
last year as to business,” reports J. 
J. Duggan, manager. 


Retail Business Brisk 


The retail shoe stores and shoe de- 
partments in general report a much 
larger October, 1921, business than 
‘they experienced during October, 
1920. A much increased men’s busi- 
ness is a pleasing feature. The Fed- 
eral Reserve Bank states that from 
reports received from eight of the 
largest departments October sales 
were the greatest for any month of 
this year and were 5.8 per cent above 
the sales of October, 1920. Now that 
the cool weather is here people have 
begun to realize that they need foot- 
wear. 

The big demand is for medium- 
priced shoes. As these shoes are made 
of the cheaper grades of sole and upper 
leather, this has had a tendency to 
reduce the medium qualities of lea- 
ther and offal which have been hold- 
ing down leather values for some 
months. 


At 65 Per Cent Capacity 


Shoe factories of New England are 
operating at about 65 per cent of full 
capacity. Nine of the largest fac- 
tories which report to the Boston Fed- 
eral Reserve Bank, turned out 64.9 per 
cent of their maximum output in Sep- 
tember, compared with 69.7 per cent 
in August of this year, and 52.4 per 
cent in September, 1920. 


Thomas F. Boyle Dead 


Thomas F. Boyle, leather merchant, 
died at his Boston home on the morn- 
ing of Nov. 17, after a brief illness. 
Mr. Boyle was about sixty years. of 
age. He received his education in the 
Boston schools and entering the leather 
business as a young man; he estab- 
lished a business of his own in 1889. 
Mr. Boyle was not only well known 
throughout the State in his business 
capacity, but attained a high degree 
of prominence as a public official. He 
was for a number of years a trustee 
of the Boston Public Library. He 
leaves a wife, his mother and three 
sisters. 
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Ballet Slippers 











HARD TOE BALLETS 


In stock. All colors. All sizes, Latest and best. 
Outwears six pairs other makes. 
$2.50 Black Kid 
Black Kid ballets soft and semi-hard ne oe 
$1.75, $1.60 - a. grades. 5e, 
5e. less n misses. All } a In tec 
JOHN E. vets. Haverhill, Mass. 

















326 WMONROE ST 
CHICAGO 
W2 SUMNER SMITH 











Ballet Slippers 


IN STOCK 
No. 12398. Black Ballet, 8-11, $1.30° 
11%-2, $1.40; 2-7, $1 1 50 
No. 1233, White Ballet, 8-11, $1.55: 
11%-2. $1.65; 2-7. $1 15 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











GYMNASIUM SHOES 
Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 
Child’s, 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 











Where to Buy 


Miscellaneous 




















“SILVERITE’ 
Lamb Wool Soles—Bound and Cord Ed; 
Write for our new No. 65 Lamb Wool In- 
sole—"‘A Service Trade Builder.” Send for 
our complete catalog of Shoe Findings. 
TheSilverite Co., Mfrs.,81 High St., Boston 








Manufacturer—Attention 


Littlefield Heels—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and pr , which 
you will find correct in every way. 
LITTLEFIELD HEEL co. 
High Street, Amesbury, Mass. 






















Perfection Pneumatic ‘ 
‘Arch Cushion 
et ee 
ELASTIC TIP COMPANY \ 
» Boston, Mass., U.S. A. 
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KO-REG-TOE 


TRADE MARK 


a06. os. Par. 








Tailor-Made 


Juvenile Shoes 


Factory Stock Service 





H. H. FREELAND 


Manufacturer 
Established 1896 ROCHESTER, N. Y. 





Catalog on request 
A salesman in every State 





Children’s 
Shoes 


are the profit makers of to-day, 
and the business builders of the 
future. Are you handling a line 


| in your store whose quality will 
hold old customers and _ attract 
new ones? e atest ty es 


We make a durable all leather REQUIRE 
shoe and our lasts are unsurpassed 
for fitting qualities. For instance, 
the shoe illustrated above is a 
full grain, calf skin, all leather 
construction with heavy oak bend 
soles. It is a trade getter. 













9804 Gun Metal Calf Polish 
Carried IN Stock 
Sizes 2144-7 A-D 


Price $4.60 


Our new In-Stock Booklet is 
just off the press. Ask for vour 
copy. 


* THE L. D. STICKLES 
SHOE COMPANY 


MANUFACTURERS 
Red Wing Minnesota 





















(GUARANTEED) SILK HUB GORE 
—_— In Various Widths to 
Match Prevailing New Shades 

of Colored Leather. 


EVERLASTIK, INC. 


Webster and Spencer Aves. 
CHELSEA, MASS. 
395 Broadway, New York City 





















Buyers’ Easy Reference Directory 
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APPROVED BY 











surgeons recommend its use. 


PATENTED 





BURKLEY 
SHOE CO. 


Retails, $2, $3.50 


MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 


Make your stock of 
vEenTiiaTions children’s shoes 
complete by sending 
your order today. 
Phone Brockton 2183 
for immediate action. 


eee ee ee ee eee ee ee 


1156 No. Main St. 
Brockton, Mass. 
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Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
Boston, Mass., U.S. A. 


106 Beach St. 





THE MARTINIQUE 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District— 
Adjacent to Theatre Section 


Entrance from Hotel to New York Subway 
and Hudson Tubes affording direct commun- 
ication with the Pennsylvania and Grand 
Central Stations, also general Post Office and 
Railroad Stations at Jersey City. 


The Restaurants offer a truly McAlpin Sery- 
ice—with Club Breakfasts, Special Luncheons 
and Dinners, also a la Carte Service. All 
at moderate prices. 





PLEASANT ROOMS FRANK E. JAGO, 
FROM $2.50 UP 600 Rooms Resident Manager 














Write for my SEA- 
SONABLE CATA- 
LOGUE No. 32 with 
illustrations in colors 
of Everlasting Decora- 
tive Flowers, Plants, 
etc., mailed FREE 
FOR THE ASKING. 





Frank Netschert 


No. 32861—Holly Wreath, na- 
tural prepared, everlasting; 16 61 Barclay St. New York 
inches diameter, with red bow. 
each $1.00, per dozen $10.00. 


























Hotel 


New York City 


and Suites by Day, 
or Year. 














Belleclaire 


Broadway at 77th St. 


In _ the very centre of the city, 
only a few minutes from the shop- 
ping and theatrical district, A 
hotel of the highest class; easily 
accessible to all lines of transit. 


10 MINUTES TO WALL ST. 
Very Attractive Rates on Booms 
Week, Season 


HIGH CLASS CUISINE 





FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 


Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 


Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 








On Ocean Front 


Che Breakers 


ATLANTIC CITY, N. J. 


Unusually attractive during Autumn and 
Winter Season. _Rates greatly reduced. 


L UXURIOUS, heated Solarium, bathed in Sunshine, over- 

looking the ocean, where charming afternoon musi- 
cales and complimentary ‘‘Five O’clock” Tea Service in- 
vites complete relaxation after your return from an outing 
on the exhilarating Boardwalk, or from the Golf Course. 


American and European plans 
i New Golf Club Privileges 


SS83SSSei2S8t Sse stesessss: 
seeeeeees: 











BLOODED-STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the a the owner said, 
— See wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
Gedigres. you would not need to take the man’s word for it. 

e pedigree would show his ancestry and race and give you 
an idea of the animal's capacity for speed and endurance. 


It’s the same in buying osing spece. Some publica- 
tions sel] “just a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot & Shoe Recorder is blooded-stock. An A B C 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. : 
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No. 20 Toe ws ‘ oi : No. 5 Toe 
Goodrich Men’s Slippers 
IN STOCK 


We are affording the trade an unusual opportunity to obtain, without delay, rapid retailing 


styles from this famous line. 
HAVANA BROWN KID, OPERA 


BATTLESHIP GREY KID, OPERA 
ON 20 AND 5 LAST 


BROWN GLACE GOAT, BRIGHTON, ON NO. 6 LAST 
2¢ LAST AND 5 LAST—SIZES 6/2-11, C WIDTH; 6-11, D WIDTH 


$3.50 Net and Not Less Than 12 pr. Lots 








See our exhibit at the Chicago Convention, Jan. 9-12, Booth 82 
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Hazen B. Goodrich & Co. Haverhill, Mass. 
24 DADA DAT HT ETE ETE NH NA 
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(G4C CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid - : 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION - - - BOSTON 
J. K. KRIEG COMPANY, NEW YORK 


UNITED SHOE REPAIRING MACHINE CO. - - - - BOSTON 
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Made Co Order 


Unlined Seamless Elk Bal, Good- 
year Welt, Stitched - in - Counter. 
The most comfortable and longest 
wearing shoe which we can pro- 
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dice. 



















Once you have marketed this Ensign 
model, three important things will 
have been accomplished—your cus- 
tomers will be more satisfied with their 
boy’s shoe purchases than ever before; 
your re-sales will be easier; and your 
good standing with your trade will be 
fully maintained 


THE ENSIGN SHOE CO. 
Belfast, Maine 
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HOTEL 


Csaex 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


The ‘‘Essex’’ is so conveniently located, and the service is so uniformly satisfactory, that it 
has become popular with an ever increasing number of tradesmen, who visit the Boston 
market at regular intervals throughout the year. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 

































Groping in the Dark 


Time was when the purchase of advertising space was a “blind groping in the 
dark.” Advertisers had no means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records . 
are audited by the Audit Bureau of Circulations. 
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FOR LEASE 





MISCELLANEOUS 





MISCELLANEOUS 











SPACE TO LEASE 
FOR SHOE DEPARTMENT 


The largest department store in 
Fresno (60,000 people) and the 
largest in all Central California— 
with a trading radius of 100,000, is 
considering leasing out a section of 
their big store for a complete 
ladies’ and children’s Shoe Depart- 
ment. Only thoroughly, financially 
and morally responsible persons or 
corporations will be considered. In 
answering state all facts clearly 
and give references, as those who 
apply for this concession will be 
thoroughly investigated. 


E. GOTTSCHALK & CO., 
FRESNO, CALIF. 

















FOR SALE 





Milbradt Rolling 
Step Ladders 


are made in a great 

styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 
Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 











MONEY making, high class Up- 
Stairs Shoe Store, carrying 
ladies’. misses’ and children’s shoes. 
Established fcur years, best loca- 
tion in Live Southwestern City, 
cheap rent, stock Eight Thousand. 


Address C-942, care Boot & Shoe 
—e 207 South St., Boston, 
ass. 




















WANTED TO PURCHASE 








Shoe Sample 
Cases 
Three Oak Shoe Sample Cases 


wanted for office and factory 
salesroom, 6-8 ft. Upright style 
preferred, but sectional cases will 
be considered, if price is right. 
A. R. Hyde & Sons Co., 432 
Columbia street, East Cambridge, 
Mass. 








SHOE STORE 
CHAIRS : 
SETTEES 







WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 











WANTED TO PURCHASE 












Ideal Line Rolling Step 
Ladders 
Life-time. 
Write for catalogue. 

a Daynite 
Furniture Mfg. Co. 
213 Chouteau Trust 
Bidg., St. Louis, Mo. 














Wanted—Retail Shoe 
Store 


| am looking for an opportunity to 
purchase interest in a well-estab- 
lished retail shoe business in New 
England. Am young man _ with 
practical experience and some cap- 
ital. ! want a partner who is a 
live-wire, knows the shoe business, 
is ambitious and can deliver the 
goods. Best of references required 
and given. Address C-956, care 
Boot & Shoe Recorder, 297 South 
St., Boston, Mass. 


DO YOU CONTEMPLATE 


Retiring ar going out of business? 
1 will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


418 Broadway, New York. Tel. 9531 Canal 











ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting cons’ ents of general 
lines of —, = “4 also make liberal 


cash eavenece * 
CANT Re “WOLPERT, INC., 
=n ctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 


166 Pulaski St. Brooklyn, N, Y. 
Phone Williamsburg 8410 











CASH PAID 


merchandise. n 
send a representative to Seca and make offer 
upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway New York City 
Phone 5160-5161-5162 








Send all replies to Root & Shoe Recorder, 207 South ¢&tf.. 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


write sr THE CHICAGO 
ond’ Price WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 























Beautiful Glass Fixtures 


Our celebrated line 
shown 

~ & i Catalog G. F. 

ws @5 Large line of 


| Co 








Medinah Blidg., Wells & Jackson 
CHICAGO 


NEW YORK SHOW ROOM 
65-67 E. 12th St., bet. Broadway & 4th Ave. 











WANTED TO PURCHASE 








We quick and pay highest cash price 
for retail and = stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our speciaity. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














_The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway 
New York City, N. Y. 


WILL Slow Sellers FOR 
BUY : Surplus Stocks i CASH 


Entire Stocks 


Roston, unless otherwise noted in advertisement 
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page per issue: 


Space 1 time 7Ttimes 13 times 


1 in... $5.00 $4.00 $3.50 
2 in... 10.00 8.00 7.00 
3 in... 15.00 12.00 10.50 
4 in... 20.00 16.00 14.00 





“Recorder” rates for space less than one-eighth 


26 times 652 times $1.25. 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 
For other ‘‘Want” advertisements, seven cents 
per word for each insertion: Minimum amount accepted, 
Ads under this heading will be received up to 
noon, on Friday of week preceding publication date. 


insertion. 
cents. 





$3.00 $2.50 When advertisers desire answers to come in care of 
6.00 5.00 office, twelve words must be allowed in each advertise- 
" ° ment for address. When advertisers desire replies for- 
9.00 7.50 warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
12.00 10.00 ingly. Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 











WANTED: REAL SHOE SALESMAN 


A Cincinnati manufacturer wants a REAL SHOE SALESMAN for the state of Michigan, where they have a large established 
trade in women’s shoes. We will consider applications from successful salesmen who have had proper training in women’s 
shoes, and of course prefer a man who has sold a woman’s line in this State, who lives in the territory or will move to 
Detroit. The man we hire MUST BE A WORKER, who can submit high grade references with application, giving age, all 
qualifications and experience in first letter. 
expense money. Your application or inquiry will be treated in absolute confidence. 
810 Second National Bank Building, Cincinnati, Ohio. 


Will give drawing account and advance 


Also sales for the past four seasons. 
Address C-950, care Boot & Shoe Recorder, 














ALESMAN for Ohio, Michigan and 
Pennsylvania, to sell the famous FOX 
line of Infant’s Soft Sole Shoes. Small 
snappy sample outfit. 10% commission, 
and for a real salesman, no better side 
line in this country, and very easily 
handled. Leading styles in stock, and a 
line which for more than twenty years, 
has set the pace. In application, state 
length of time on the territory, and full 
particulars. F, J. FOX, manufacturer, 
Rochester, N. Y. 








S&eVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 

Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676. care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














ANUFACTURER of strongest line of 
Men’s and Boy’s all leather dress 
welts in the East, prices $3.60 to $4.60, 
will have the following territories open 
January Ist: California, Nevada, Utah, 
Colorado, Iowa, Nebraska, Ohio and 
Virginia. Only high grade men with 
established trade in above territories need 
apply. Will consider side line men carry- 
ing work or Ladies’ or Children’s shoes. 
Send references and photograph and 
statements of shipments with application. 
Address C-946, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





A-l SALESMAN of good, reputation, 

selling to big trade only, for 
Brooklyn line of Ladies’ up to minute 
novelties, to be made up in three weeks’ 
delivery, on strict commission basis. All 
territories open. Give trade references in 
first letter. Address K-534, care Boot & 
Shoe Recorder, 127 Duane St., New York. 








Wanted: Salesman 


for territory comprising Delaware, 
Maryland, Virginia and District of 
Columbia to sell well-known line of 
Boys’ and Girls’ McKay In-Stock 
Shoés to retail trade. Will consider 
only experienced men who have 
been working this territory. Sal- 
ary, commission and expenses. 
Address C-929, care Boot & Shoe 
Recorder, 207 South St., Boston, 
Mass. 











SALESMEN WANTED—During the next 
six weeks we will consider applica- 
tions from salesmen devoting their en- 
tire efforts to the sale of Children’s Shoes. 
We manufacture for the retail trade ex- 
clusively, a complete line of First Step 
Turns, sizes 1 to 5 and Spring Heel Turns, 
wheeled edges, sizes 4 to 8 and 8% to 11, 
at popular prices. Line is extensively 
advertised in leading trade papers. We 
pay the highest rate of commission and 
every number shewn is carried IN 
STOCK. We have a real proposition for 
real salesmen having established shoe 
accounts. State territory desired. Ref- 
erences required. IMPERIAL  CHIL- 
DREN’S SHOE ORPORATION, 
Rochester, N. Y. 


ANTED—Salesman for Southern ter- 
ritory and one for Chicago and 
West. High grade Ladies’ Turn Shoes. 
Address THE SHIRLEY SHOE CO., 45 
York Street, Brooklyn. N. Y. 











WANTED—Shoe salesmen to sell 
the General Trade in Illinois, Indi- 
ana, Wisconsin, Michigan and Mis- 
souri. Must be good hard workers. 
It isn’t necessary to have sold 
shoes before, as long as your sales 
experience is such that will prove 
satisfactory to us. We can soon 
equip you with sufficient knowledge 
in shoes so that you can success- 
fully sell our line. 

State in your first letter your 
experience and how small a draw- 
ing account you will start with. 
No big drawing accounts will be 
allowed and no snaps to offer, but 
if you are a plugger and willing to 
work you can do better with us 
than anywhere else. Address-C-952, 
care Boot & Shoe Recorder, 189 W. 
Madison St., Chicago. Ill. 














O SELL an extremely fine line of 
Ladies’ bench made turns in New 
York City, Philadelphia, Baltimore, Wash- 
ington and all big cities, east of Chi- 
cago. An unlimited opportunity for the 
right man. PHILMALL, INC., 147-153 
Waverly Pl., New York City. 


ANTED WORK SHOE SALESMAN— 
Big established business. Texas and 
Iowa. Straight commission, no drawing 
account and no _ advances. STEVEN 
STRONG SHOB Co., Milwaukee, Wis. 


WANTED SALESMEN—One man for 
Louisiana and two men for Texas, ready 
about January ist. Misses’ and Children’s 
Stitchdowns and McKays, also ns, 
about 75 Samples. Must be experienced 
shoe road workers, who have been cover- 
ing territory for some years. Otherwise 
do not apply. State territory. Give home 
address for correspondence. No objec- 
tion to non-competitive factory line in 
connection. HAGERSTOWN SHOE & 
LEGGING CO., Hagerstown, Maryland. 








Send all replies to Boot & Shoe Recorder, 207 South St.. Boston. unless otherwise noted in advertisement 


ALESMAN for high grade _ Ladies’ 

Brooklyn Turns, with’ established 
trade through the South and«Middle West. 
In reply give full particulars and refer- 
ence as to past experience. RIALTO 
SHOE MFG. CO., 141 Roebling St., 
Brooklyn, N. Y. 





WANTED—First class Shoe Salesman, 
to introduce a line of Infants’ and 
Children’s, fine McKay Shoes to the 
jobbing trade of New England. Commis- 
sion basis. References required. Address 
C-959, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





[IVE WIRE SALESMEN—Line Infants’ 

and Children’s Square-edge Turn, 
sizes 1-11. Stock proposition. 6% com- 
mission. All _ territories. References. 
Address C-937, care Boot & Shoe Re- 
ecorder, 207 South St., Boston, Mass. 








SALESMEN WANTED—Several 
good established territories are 
open for experienced salesmen of 
proven ability to sell a manufac- 
turer’s line of Brooklyn made welts, 
turns and McKays, infants’ to 
growing girls’, popular prices, stock 
proposition. Liberal commission. 
Address K-536, care Boot & Shoe 
Recorder, 127 Duane St., New York. 














W ANTED—Rubber Footwear Salesman 
for Boston and vicinity, to handle a 
well known and established line of rubber 
footwear, on commission, with drawing 
account; position open Jan. 1, 1922. Only 
those having sold rubber or leather foot- 
wear in above territory will be considered. 
In applying state age and experience. 
All applications will be re; ed confi- 
dential. For interview address C-911, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 








SALESMAN WANTED 


We have desirable territory open 
for experienced salesman to sell 
a well known and representative 
line of infants’ shoes and moccasins 
as a side line on a commission 
basis. Prefer one having experi- 
ence in selling infants’ wear de- 
partments. We make better grades 
only and have an established trade 
of 17 years, catering to leading ex- 
clusive infants’ wear and shoe de- 
partments and retail shoe trade 
throughout the country. Answer 
stating reference and experience. 
HYMAN BROS., 84 North &t., 
Rochester, N. Y. 
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LINE WANTED 


LINE WANTED 


FOR SALE 














SHOE MANUFACTURERS 
Reply to this Ad 


If you want your line sold in Greater New York, New Jer- 
sey and Pennsylvania. Two young men with established 
trade who co-operate in selling to retailers and wholesalers 
and have an office want to hear from you. Address C955 
care Boot and Shoe Recorder. 











YOUNG MAN of ability, organizing 

sales force for central states, desires 
connections with factories making 
Wonen’s Fine and Medium Grade Welts, 
McKays, Turns. Address C-949, care 
Beot & Shoe Recorder, 189 West Madison 
St., Chicago, Il. 


ANTED—Two live wires desire manu- 

facturers line of medium priced shoes 

for North East and Eastern Pennsylvania. 

Commission, Address C-932, care Boot 

S Shoe Recorder, 207 South St., Boston, 
ass. 











A SMA RT SPECIALTY IN STOCK Side- 

line of Women’s, Misses’ or Children’s 
quality shoes, for Pennsylvania, Mary- 
land. Delaware and city of Washington, 
bv experienced salesman with large estab- 
lished trade. Address C-933, care Boot & 
| Recorder. 207 South St., Boston, 

ass, 


HB SALES EFFORTS -of the solid 

leather, full vamp BISON BRAND 
Service Shoe Line will be extended con- 
siderably in January. AN OPPORTUNITY 
WITHOUT PARALLEL IN THE SHOP 
SELLING PROFESSION IS THEREBY 
OFFERED TO SHOE SALESMEN OF 
PROVEN ABILITY. The truth of this 
statement can easily be verified by ad- 
dressing applications to the PORTAGE 
SHOP MFG. CO. of PORTAGE, WIS- 
CONSIN. 




















INE OF SHOES’ WANTED—College 
graduate who understands shoes and 
shoemaking thoroughly, is desirous of 
representing a manufacturers line on the 
road. Looking for an opportunity where 
hard work and ability will count. Ad- 
Gress C-940. care Root & Shoe Recorder, 
207 South St., Boston, Mass. 








POSITION WANTED 


POSITION WANTED 








Retail Store Position 
Wanted 


Am 36 years of age and have had 
ten years’ practical experience in 
the retailing of shoes. Also have 
had three years’ experience as 
assistant sales manager of retail 
stores for large manufacturer op- 
erating own stores. Am especially 
well-equipped at system work, 
stock records, store conduct, etc. 
Prefer position where efficiency 
man is needed. Best of references 
given. Address C-957, care Boot & 
Shoe Recorder, 207 South St., Bos- 
ton, Mass. 














RE YOU IN NEED OF A REAL GOOD 
MAN? An all around business man of 
40 years, 20 years actual experience, as 
Salesman, Adv. Writer, Buyer and Man- 
ager—with a thorough knowledge of mak- 
ing window trims pay—Orthopraxic Spec- 
jialist bolding three certificates, wide 
knowledge of System, and Handling of 
Help. In a confidential capacity could 
supplement the principal in a most un- 
usual way. Accustomed to responsibility. 
Wide knowledge of firms and merchandise. 
Address C-953, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





HOE MANUFACTURER—Publicity or 
Sales Dept. Proposition wanted by 
competent executive Jan. ist. Pro- 
motional and educational work on correc- 
tive footwear. Highest credentials. 
Particulars, address C-941. care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 





ACTORY POSITION WANTED—I am 
a young man 25 yearsof age,a grad- 
uate of Yale University and have had 
actual experience of three years with a 
large and representative shoe manufac- 
turing concern. I am desirous of secur- 
ing a position in the producing end of a 
large factory in order to learn still more 
about the manufacturing process and pre- 
pare myself for a position where I will 
have opportunity for advancement and 
success. I am willing to work hard and 
feel that I can produce results for the 
right firm. Best of references furnished. 
Address C-951, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





XPERIENCED retail shoe salesman 
seeks position. Twelve years experi- 
ence. Capable of buying and managing. 
Address C-960, care Boot & Shoe Re- 
apene, 189 West Madison St., Chicago, 





ANTED—Shoe line representing man- 
ufacturer or jobber in Western New 
York and Pennsylvania. Married. 
Present firm discontinued business, reason 
for this ad. E. SNYDER, 560 Flower 
City Park, Rochester, N. Y. 





HELP WANTED 


Shoe Factory for Sale 




















This finely equipped shoe factory 
operated by CHAS. KEIGHLEY & 
SONS at VINELAND. N. J., for 
over 40 years, has 50.000 sq. ft. floor 
space in the main brick buildings 
and 30,000 sq. ft. in adjacent frame 
buildings not shown in the cut. 
Equipped with fire doors and auto- 
matic snrinklers. Has own electric 
power, light and water plant, paper 
carton, wood packing case plants 
and machine shop. READY FOR IM- 
MEDIATE OPERATION. Equipped 
to make ladies’, misses’ and chil- 
dren’s welts and McKays, and 
men’s and boys’ welts. Made 1,000 
pairs daily army shoes during the 
war period, 700 ft. from P. R. R. 
freight station. 35 miles south of 
Philadelphia, 30 miles from Atlan- 
tic City. Reason for selling, retir- 
ing from business. Price low, terms 
to suit purchaser. Inspection by 
appointment. Address Chas. P. 
Keighley, Vineland, N. J. 














OR SALE—Retail Shoe Store Stock, 
lease and fixtures. Large double 
store in busy market district, good lease. 
Reason, dissolution of partnership. 2279- 
2283 Ontario St., Cleveland, Ohio. 





ques - oo enn 2 


HOE STORE FOR SALE in heart of 
the business section of manufactur- 
ing city of 125,000 population in New 
Jersey. Established 8 years. Business 
$25,000: last year. Low rent, stock $6,000. 
No reasonable offer refused, owner wishes 
to retire. Address C-943, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 








ANTED—High class and experienced 
shoe buyer. One thoroughly familiar 
with the market and capable of handling 
an up-to-date department and doing a 
volume of business. In first letter please 
state past experience and salary wanted. 
All applications will be treated in con- 
fidence. Address C-944, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





ANTED—Competent Shoe Buyer to 
take charge of a popular priced shoe 
department located in a department store 
in a growing city; one competent to 
select proper merchandise and manage 
department and help in an efficient man- 
ner. Address C958, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





TO LET 


FFICE SPACE and SAMPLE ROOM 

for shoe salesman. Address K-533, 

care Boot & Shoe Recorder, 127 Duane 
St., New York. 





FOR LEASE 








FOR LEASE 


Completely equipped shoe dep’t— 
shelving, seats, etc., on first floor 
highest class ready-to-wear store 
in Lexington, Kentucky; store 50x 
200. Best location in Lexington. 
Exceptional opportunity for high 
class shoe dep’t. No stock to take 
over. Meyer & Hinkle, Lexington, 
Ky. 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 
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SALESMEN WANTED 


SALESMEN WANTED 








Salesman 


We have an opening for a 
man, with an extensive acquain- 
tance among the wholesale and 
large retail shoe buyers of the 
country, to carry our line. We 
make Women’s and Misses’ 
Welts and have a capacity of 
1500 to 2000 pairs daily. 

We will cpnsider either salary 
and expense or straight com- 
mission proposition. 

Only the highest type of sales- 
man able to produce big results 
will be considered. Address 
C945, care Boot & Shoe Re- 
corder, 207 South. St., Boston, 
Mass. ° 








What Do You Know 
About— 


Indiana and Ohio 


Tennessee, Alabama, Mississippi 
and Louisiana 


Oklahoma, Texas & Arkansas 


Well-known house wants three ex- 
perienced salesmen to sell high 
grade line of infants’, children’s, 
misses’ and growing girls’ shoes In 
those territories. in reply state age, 
lines previously sold, territory cov- 
ered and three references. Address 
C-948, care Bcot & Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 

















WANTED— Good experienced, shoe sales- 
men who have faith in own ability 
to handle line of high grade work shoes 
and hunting boots to retail trade on seven 
per cent ‘commission basis in following 
territories: Virginia and West Virginia, 
North Carolina, Georgia and _ Florida, 
Texas, Oklahoma, Kansas and Nebraska, 
Ohio, and Indiana. Commission payable 

' first of month after shipments. Only 
live shoe salesmen with established busi- 
ness will be considered. Address C-873, 
189 West Madison St., Chicago, Ill, 


ALESMEN WANTED to carry our 
lines of Children’s First Step and 
Spring Heel Turn Shoes in New England 
States, N. Carolina, Va., West Va., 
Kentucky, Indiana, Ohio, Illinois, Iowa, 
Nebraska, N. & S.° Dakota, Utah, 
‘Wyoming, Idaho, Montana. We carry 
every number in stock and pay highest 
rate of commission for selling. Will only 
consider applications from salesmen hav- 
ing established trade. Apply STAUD 
SHOE CORPORATION, 183 St. Paul St., 
Rochester, N. Y. 


REAL PROPOSITION FOR REAL 

SALESMEN—Several good territories 
are open, for capable salesmen, to sell 
an exceptionally well made line of 
Women’s hand-turned comforts, at right 
prices. Commission basis only. An in- 
stock proposition. Also resident sales- 
men wanted for New York City and Chi- 
cago. Applicants must have established 
trade and furnish best of references. 
Address C-938, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 














Wanted—Shoe Salesmen 


10 SALESMEN TO CARRY 
FELTS AS SIDE LINE 
Write 
FELT CITY SLIPPER CO., 
Dolgeville, N. Y. 











T° CARRY a well known line of Ladies’ 
Turn Boudoir Slippers, in all colors, kid 
and quilted satin, also ballets and gym- 
nasium slippers. In_ stock proposition. 
P. O. Box 76, Haverhill, Mass. 





ANTED a young man with a lot of 
pep, thorough knowledge of shoes, 
and ability to buy shoes and help in a 
general way to run a high e shoe 
store in a good live town of 150,000. Must 


- have $6,000 to $10,000 to buy interest in 


store, only one having money to invest 
need apply. All correspondence strictly 
confidential. Address C-925, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 





S ALESMEN WANTED — nig grade 
specialty men wanted. e have 
several good territories open at this time 
for live wire shoe salesmen. Address 
C-910, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED—Side line salesman for un- 
usually strong Women’s Specialty 
Line. Entire line carried in stock in 
Chicago. Will.sell anywhere. A splendid 
opportunity for wide awake salesman. 
Answer giving territory covered. Ad- 
dress C-947, care Boot & Shoe Recorder, 
189 West Madison St., Chicago, Ill. 








THOROUGHLY EXPERIENCED 
SALESMAN is desired with small 


‘capital to carry a line of high grade 


Ladies’ leather Brooklyn made turn shoes. 
Capacity 400 pair per day. Must be well 
known to the buyers. Address K-535, care 
Boot & Shoe Recorder, 127 Duane St., 
New York City. 





WANTED—2 Live Wire Salesmen for 
factory making a fine line of Stitch- 
down Shoes and Sandals, Infants’, Chil- 
dren’s and Misses’, for western and south- 
ern territory, for jobbing and large retail 
trade. Address C-954, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 
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CONTINENTAL OFFICE: William Sals- 
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P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
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Fuhrimann, Gerente. 
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SPAIN: Gerente, Leoncio de Miguel, 
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| Note:—If they bear the 
trade-mark bottom stamp, 





“Better Than! Expected” 


One of the big buyers writes us, 








“The Children’s shoes which you re- 
cently shipped me were received and 
I want to commend you in that they 
were better than I expected them to 
be.” 


You, too, can get shoes better than 
you expect if you buy COMMUNITY 
STITCHDOWNS. 

The style will appeal to the boy—the 
quality to the mother! 


You don’t have to take our word for it— 
send sample order and judge for your- 


we repair them for your 
customers at cost. 





This is a humdinger 


A Real Waterproof Shoe 
for School Wear 
Storm Blucher—Choc- 
olate Elk uppers, solid 
oak outsole, waterproof 


slipsole. A REPAIR- self. 
ABLE STITCHDOWN ren” Rape 


We or our distributors do it at cost. 





A little gent’s shoe in 
mahogany, tan and 





Sizes eee $1.90 

pa Ng = “= black. Lined and with 
ee ee ae heel, from 814, to 1314 
ms int oi | the COMMUNITY SHOE MFG. CO,n $1.90 








351 Classon Avenue, Brooklyn, N. Y. 
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TRADE aes 


Kana POWDER | 
CLEANS & RECOLORS | 


| 
| 
| 
|sueo DE AND NAPPY LEATHER FOOT WEA 
| Up im mu € 





Griffin Suede Liquid 











Griffin Suede Powder 


In the pad bottom tin. Oleans 
and restores color and surface in- 
stantly. d is absolutely 
effective. In chamois, 
fawn, field mouse, gray fawn, 
champagne, ivory, light, medium, 
dark and gray castor, light olive, 
seal and nigger brown, light, 
medium and dark sreys black. 
$20.20 Gross; $1.85 Doz. 


Dressing 
This dressing, which is suplied in 
white, black, pearl gray, is used 
for cleaning and restoring suede 
shoes to their original color. It 
will not rub off te 
through the leather, 
=— = positively does not lay 

Put up in 8% oz. 
bottles. With Tampico brush. 


Griffin Quick Cleaning 
Fluid 


The proper article for cleaning 
Satin Footwear. Non-inflammable, 
stainless, dries quickly and is 
effective. Removes spots from 
spats. Gross, $22.50; doz., $2.00. 








FOUR LEADERS IN A LINE OF SHOE 
DRESSINGS THAT HAS NO PEER 








Griffin Lotion Cream 


In white, black, light tan, Havana 
brown, dark brown, light gray 
and dark gray. Oleans, softens = 
and polishes all kid leather. Con-& 
tains no injurious acids. It is 
to the leather what cold cream is= 
to the skin. 38 oz. size, $21.00 = 
gross; $2.00 dozen. = 


We particularly recommend white = 
or black lotion cream for black= 
patent leather shoes. 





There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET 


NEW YORK, U. S. A. 
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Wear the Correct Shoe 
for Each Occasion 


N advanced style in a gentleman’s Good- 
year Welt dress boot with Diamond 
Brand Fast Color Eyelets. 


United Fast Color Eyelet Company 


Boston, Massachusetts 
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VERY TIMELY 


BOSTON 


York, N. Y. 
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for $1.35 


Black Felt Romeo 
Leather Sole 
Stitched Down 


Sizes 6 to 11 
Stock Style 
X3580 


X3581, Same in Gray 


for $1.20 


Brown Felt Everett 
Leather Sole 
Sizes 6 to 11 
Stock Style 
X1861 
X1859, Same in 
Black, $1.15 


for $3.00 


Black Felt 
Kang. Foxed 
Plusb Lined 


Sizes 8-12 
Stock Style 
X2421 





Men’s Felts and Warm Boots 
In Stock 


for $1.00 


Khaki Felt Everett 
Felt Sole 
Leather Outsole 


Sizes 6-11 


Stock Style 
X1874 


X1872, Same in Gray 
X1857, Same in 
Black 


for $1.30 


Brown Felt Everett 
Leather Sole 
Stitched Down 


Sizes 6 to 11 
Stock Style 
X3582 


for $3.85 


Black Felt 
Kang. = 
Lamb’s Wool Lined 
Rubber Heel 
Sizes 6-12 


Stock Style 
2406” 


- PARKER, HOLMES & CO. 


“The House That Helps” 





Vol. 80, No. 12. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 
Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 
gress of March 3, 1879. Subscription price $5.00 a year. 
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Patent Logs 3 Field Mouse Top, 























Awaiting Your Order! 


The two numbers shown here are In Stock—ready 
for at-once shipment. They’re the kind of chil- 
dren’s shoes that create activity in your Juvenile 


Department. 


We are manufacturers also of Infants’ Turns from 
5 to 11, McKays from children’s to women’s in all 
leathers and styles, and women’s Black Kid Com- 


fort Turns. 


These shoes are all the well-known 3 W’s LENOX 
line and are always in stock. Test the 3 W’s LENOX 
service today—the promptest delivery of thorough- 
ly satisfactory footwear. 





























Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. PHILADELPHIA, PA. 


a een iil 
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misetgip Lace, Saap Last TBI 8 80 Bogen ooo SM 
SAIN Foe oe ig ici<222°3:93 MINIT ram, 1034, Ay, Tarn, Button, 
SIRS eI ig FES So ee ice ER 





1921 


liz 


SMA 
























UUNTVVUAIVVLATLALLUTVLLTULLLVLLLL TALL... ALLL Leech ALLL LoL eho ioL LLnL nLLL oho cb LLnL Do 


December 10, 1921 





SS 


= S—— == ~y " 
\ =) base 7 
a we" = 




















BOOT AND SHOE RECORDER 










































customer good will — 


When you fit the 
growing lads with 





that’s built into these all-leather shoes. 


There are RED WING “BOY” SHOES for all 
work, play and dress requirements—in lasts that 


fit correctly. 


Skates won’t cut into your 


RED WING 
‘Boy Shoes” 


Many a shoe man has lost many a customer be- 
cause of what skates did to the boys’ shoes he sold. 
Strong bottoms, strongly attached make RED 
WING “BOY” SHOES virtually “skateproof.” 


That’s just one phase of the surpassing service 


RED WING SHOE COMPANY 
RED WING, MINNESOTA 






















y 








No. 314—Boys’ 11” Brown Chief, 
two buckles, full double sole, High 
Cut, nailed and sewed. Boys’ sizes, 
214,—514, $3.95; Youths’ 1214—2, 
$3.60. “In stock.” 





$3.60 


“IN STOCK” 


—_ 
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What’s in a Name? 


Much or little according to the standards by which a business concern is guided. 


We want the name of 


HOLBROOK 


to stand amongst dealers in footwear as a synonym, not alone for the most 
reliable trading principles, but also for the best values obtainable in SHOE 


LININGS. 


To this end we devote the most thorough study and painstaking effort to 
the solution of the problem of producing cloths which are so constructed as to 
have great practical value when used for this particular purpose. 


We want the name of HOLBROOK in connection with Shoe Linings to 
immediately suggest dependability, originality and progress, so that our spe- 
cial products at whatever price or under whatever designation offered may be 


accepted with confidence as representing 
FULL VALUE IN SHOE LININGS 


Our gauge of value is not along the measure of dollars and cents. 


Service and Cost in combination (and only in combination) affords the one 
dependable method of arriving at the value of anything. 


On this basis the merchandise we offer is always worth’ what we ask for it, 
and we are always prepared to back our offerings with reasonable explanations 


and convincing demonstrations. 


With these principles and purposes back of the name, and considering 
well its choice of expressions, 


W. H. Holbrook — 
Boston, Mass. 
Offers 





THOE LINING “ SHOE LINING 











RIGHT CONSTRUCTION PRODUCES MAXIMUM EFFICIENCY 





JER LININGS FOR ‘LESS MONEY 
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“Faithful to the Last’’ 











for dre 





them. 


NUNN, BUSH & WELDON SHOE 


Milwaukee, Wisconsin 
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Hosiery 


Reg USPat. Orfice 


“Onyx 





For Formal Wear 


Winter, the busy social season, calls for 
silk hose of a more elaborate character than 
are usually worn. 


Hose of cobwebby sheerness, hose with 
lace inserts, hose with openwork insteps or 
clocks, hose with hand-embroidered ankle or 
instep—-all are de rigeur this season. 


We have them from $36 a dozen and up- 
wards. 


Emery 6 Beers Company, inc 


Sole Selling Agents for 


PAUL GUENTHER, Inc. 


Manufacturer of Full Fashioned Silk Hostery 
BROADWAY AT 24TH STREET New York 


December 10, 1921 
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Lace shoe, 34 vamp, 
low heel, Last No. 98, 
12-iron double sole, 
fudged edge, perfo- 
rated stock tip, vamp 
and eyelet stay. 











| 






| 


= 
Tip 







IN STOCK 
Glazed Horse. 
















= No. 436, 8% to 11, D 
' ee $2.15 
No. 437, 11% to 2, C 
rere $2.50 
Brown Side. 
No. 440, 8% to 11, D 
aS |. ere $2.20 






No. 441, 11% to 4 '¢ 
dD $2. 


eee eeeeee 


CHUKRAFI. 
Quality “footwear 


SEASONABLE SHOES 
REASONABLE PRICES 

















WO big factories—with a combined 
capacity of 8500 pairs per day— 
- assure economies of production and 
exactness of service that have been 
all-satisfying factors in building up 
a profitable relationship between 
thousands of shoe merchants and 


GHUKRAFL) Quality Footwear. 


All that you want in reasonably priced, popular style and 
easily salable footwear for women, misses and children is 
contained in SHUKRAFL. Let us send you our In Stock 
Catalog. 


me & E Shoe Co. Columbus O 
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AS USED BY QUALITY SHOEMAKERS 


The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 











G & HSPECIALTY LEATHERS 
Meowshery Grein Calf, Nat. Color.......No. 89 
B.  k.k 0 60-048% No. 88 
* fies: =... -.No. 66 
Sehes.. ‘ ' Sle. 126 
“ Scotch-Tan ....No. 139 
- ” ...No. 116 
Black ..No. 90 
” No. 16 
Shrewsbury Shendinevien Grain Calt ceca Black 
....+-Brown 
Goose é Hickey Soten Scotch, Tan...... No. 30 
. Black ....No. 90 

BEWARE OF IMITATIONS 








A leather with a reputation for excellence 
maintained over 100 years has much to 
recommend it to discriminating buyers of 

‘ footwear. Shrewsbury Grain Calf is a 
leather which puts quality into shoes. It 
does it at a price which makes retail shoe 
sales possible at attractive profits. 


Style by 
T. D. BARRY COMPANY 
Brockton, Mass. 





Are you taking advantage of the “G&H Tag Plan” of 
identifying Shrewsbury Grain Calf Shoes? This plan 
is destined to prove a most helpful idea in shoe mer- 
chandising for the manufacturer and dealer. Write 
us for details. 















ESTABLISHED 1782 


DONA On 


GREEN @HIC (EY LEATHER CO 
15 “Ti. ae 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 


INCORPORATED 1900 















— 
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Special Offer 
U. S. OFFICER a U. S. ARMY 
| SHOES 


Both styles 


$2.35 


IN STOCK 





IN STOCK 





Lot No. 1772 Lot No. 1773 
Mah “oe by .T Goodyear Welt. 
Full "Leates. Trimmed, "‘tieed Tan Lotus Calf, Seamless, Soft 
Tongue, Goodyear Welt, Heavy Tip, Munson U. S. Army Last, 
Grain Leather “KT aa Goodyear Welt, Heavy Grain 
Oak Outersoles, ite ibre 
Middle Sole, Wing Foot Rubber ' ncneee ~~ soendene 

Heel. utersoles. 
24 Pair Cases ° 24 Pair Cases 
Sizes, 6-9, 6-10, 6-11 Sizes 6-9, 6-10, 6-11 


All New Fresh Goods 


R. E. MCDONALD COMPANY 


118-128 Lincoln Street 


BOSTON MASS. 
We Sell Case Lots Only—Terms, Net 30 Days, F. O. B. Boston 
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DISTINCTIVE SHOES 


FOR MEN 


BROCKTON MADE 


(UNION STAMP) 


Our shoes represent great values. Sales are 
steady to the best trade. Fifty-five weeks’ speedy 
production has been required to get our volume 
business through. One hundred and ten weeks 
without a shut-down is strong evidence that our 


line is right. 
HERE’S OUR MERCER 


RUSSIA CALF , COLLEGE BAL 



















Mr. Joe Holmes and 
Mr. Doyle are now 
calling on large 
wholesalers. If not 
now our customer, 
and you are _inter- 
ested, wire at our ex- 
pense for appoint- 
ment. 


We will exhibit at 
N. S. R. A. Conven- 
tion and Style Show 
at Chicago, January 
9-12. 











Jobbers seeking shoes that will enable them to make a hit 
with the headliners of big cities and towns will profit by tak- 


ing our line on. 


WALL-DOYLE & DALY, Ine. 


MAKERS OF RETAIL QUALITY MEN’S SHOES FOR THE JOBBING TRADE 


BROCKTON, MASS. 


BOSTON SALESROOM, 207 ESSEX STREET 


WE’RE STRONG FOR THEM 
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BUTTON SHOE 


5600—Cherry Chrome Button, 
5601—Black Chrome Button. 
5614—Full Grain Cherry Lotus Button. 


5 to 8 8% to1l 11% to2 
5600 $1.35 1.55 1.75 
5601 1.35 1.55 ; 
5614 1.60 1.85 2.15 





BAL LACE 


5400—Cherry Chrome Bal. 
5401—Black Chrome Bal. 
5413—Full Grain Smoked Elk Bal. 
5414—Full Grain Cherry Lotus Bal. 


5 to 8 8% to 11 11% to2 
5400 $1.35 $1.55 $1.75 
5401 1.35 1.55 1.75 
5413 1.60 1.85 2.15 
5414 1.60 1.85 2.15 


That in plain English means nothing to 
you. Just like the ordinary stitchdown. 


Quite the contrary to RAMSEY’S PATENTED 
PROCESS SHOES for School and Play, which to 
thousands of shoe merchants who are buying them, 
mean deliverance from all the troubles, trials and 
tribulations which have always accompanied stitch- 
downs. 


In plain English the , RAMSEY PATENTED 
PROCESS shoe means a good deal to those mer- 
chants who desire to build up a Children’s Depart- 
ment—who wish to give their customers the best 
obtainable — who appreciate a shoe carrying a 
guarantee— 


“A new pair if the stitching loosens up or the out- 
sole rips off.” 


We don’t ask you to buy them. Just write for 
samples. You will then ask us to take your order. 


“Content with what we have, we seek nothing 
that is another’s.”’—President Harding. 





The Awakening Conscience of 20th Century 
Civilization condemns and holds up to public 
scorn all those who take or attempt to take that 
which is another’s. 


Beware of Infringements. 











RAMSEY’S PATENTED PLAY SHOES 


THEY CANNOT RIP 


“TT’S IN THE MAKING” 


DOUBLE GOODYEAR “War? WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. 


BROOKLYN, N. Y. 
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Two National Favorites 








B.L.C. 


Van 
DyKe 


The Approved Brown 
Shade 











HEN you order 

shoes made 
from and containing 
these two famous 
leathers you simply 
cannot go wrong. 











B. L.C. 


Va 


Ruba 


Boarded Red—Flat 


Grain 


rh 











BARNET LEATHER CO., Inc. 


H eadquarters 


81 Fulton Street, New York, N. Y. 
Tanneries: Little Falls, N. Y. 


N. E. Selling Agent 


BARNET LEATHER CO., INC., OF MASS. 
98-100 South St., Boston, Mass. 





“Q7AN DYKE” 
calf and ‘‘Van 
Ruba” calf are among 
the 10 BARNET 
LEATHER CO,, 
Inc., specialties in 
high grade leathers. 


See Our Exhibit 


Booth No. 217 


N.S.R. A. 


Convention and 
Exposition 
January 9-10-11-12 
1922 
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2A) 
a Sein one of the snapp 
styles featuring our presen 


line of Ultras” ‘She skeleton 
saddle ~~ usedin different 


color leather makes this 


sport oxford one of our — 
most attractive numbers 


Can be made on order 
within 4weeks. 


MOORE- ATAFER 
AH OE °“ MFG ° CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIOGE BLOG,8WAY AT 34ST. 
JACK E.JESTER MGR. 











Lillian O-Titus. 
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The spring season will see a large and active demand for 


Sport and Recreation Shoes 


Kinnickinnic Veal Sides have for years been recognized as the 
premier upper leather for athletic and sport footwear on account of 


its special tannage, producing 
Elasticity 
Mellowness 
Fineness of Grain 


Uniform Shades 
Long Wear 


Ask for our color cards showing cuttings of this leather attractively 


displayed. 


FRED RUEPI 
FOND DU LAC, WIS, USA. 





Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Est. 1854 


BRANCHES 
Cincinnati Milwaukee 
Chicago San Francisco 
Northampton, England 








] 
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ANNOUNCING 
OUR-WOMEN’S-FACTORY SPECIALIZING 


IN 
SMART WELT LOW SHOES 
CARRIED-IN-STOCK 








SOFT 
FLEXIBLE 
and 
GLOVE 
FITTING 
VALUE 
UNSURPASSED 












100 Last, 1 Inch Heel, in Stock as Follows 
Widths and Sizes, AA, 5\to 9; A, 4 to 9; B, C and D, 2% to 9: 


Stock No. 80—Black Norwegian Golf Perforated, as above. Price.......... 
Stock No. 50—No. 4 Tan Norwegian Golf Perforated, as above. Price...... 
Stock No. 140—Patent Plain Toe, Perforated Vamp and ee 









You Are Invited to 
Visit Our 


Booth No. 322 


Chicago Market Display 
Greer Bldg., Adjoining 
Coliseum 















llth Annual Convention 
and Exposition 


National Shoe 
Retailers’ Ass’n 











Chicago, Jan. 9, 10, 11, 400 Last, 134 Inch Heel, in Stock as Follows 











12, 1922 Widths and Sizes, AAA, 5 to 9; AA, 5 to 9; A, 4 to 9; B, C and D, 214 to 9: 
Stock No. 70—Patent Perforated, as above. Price.............eseececeeees $5.25 
Stock No. 20—Tan Russia Calf, Perforated, as above. Price.............. 5.25 
Stock No. 60—Bright Mirror Calf, Perforated, as above. Price............ 5.25 
Stock No. 30—Tan Koko Kid, Perforated Tip only. Price................ 6.25 
Stock No. 40—Black Kid, Perforated ED WHEN / BU 0.50 h6005% deesewees 5.75 





J. P. SMITH SHOE CO. 671 No. Sangamon St. CHICAGO. 
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Ww, 


Mether 9° Ameri 
OOK TO LYNN!” might well be intro- 


duced as a modern proverb express- 
ing the feelings of the wise men of the 
Competing manufacturers 
look to Lynn for style innovations; mer- 
chants, for quality merchandise and im- 











shoe trade. 


























mediate deliveries. 























EXCLUSIVELY 


! nag 
ng cups> 
RE 





Este 





































HENNESSEY 
. MAXWELL & 
\ e e HENNESSEY 5) 


GREGORY 
& READ CO, 





WHITE BUCK WELTS 
for GROWING GIRLS. 












SHOE CO. 
She Shoes You, 





FOOTWEAR 













































i SS sO! sSCs|seee 
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a o 
cad See Making 
Each is rewarded for the looking. Ac- 
curacy in Lynn style is proverbial. Op- 
portunity for buying presents itself and 
shoes are shipped on time. Shoemaking 
is hereditary with Lynn manufacturers. 


They have never been surpassed in their 
craft—never intend to be. 
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A 
> Sardiner 
So @a SAX 





WELTS 
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WE INVITE YOU TO 
VISIT OUR EXHIBIT 


National Shoe Retailers Association 
at Chicago, January 9-10-11-12, 1922 


Booth 209 


and See Us Demonstrate 
the Merits of 


BRIGHTEX 


BEECHTEX 


J. EINSTEIN, Ine. 


7-11 Spruce St. New York City 


Boston St. Louis Cincinnati Milwaukee 


Montreal Buenos Aires 





We, 


nia 
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WE HAVE THE §’TOCK 


~~ ON 


No. S 3369—Mahogany Kipp.. _No. S4049—Black Satin 14/8 Heel 
$5.75 


No. S 4051—Black Kid 16/8 Heel 
$5.00 












Imitation Welts. 
AA to D Widths Up to Size 9. 
Also carried in One-Strap Patterns 
Turns. 


AAA to D Widths Up to Size 9. 


ARCH REST 
. § 5146—Black Kid........ $5.00 
No S 5147—Mahogany Calf. 5.00 
. §5148—Hav. Brown Kid. 5.75 
er to D Widths Up to Size 10. 
ARCH REST 


"ARCH REST No. S 2939—Black Kid. Stout 8 in. 
No. S 2944—Hav. Brown Kid. 8 in. $6.00 
$7.50 











No. S 2937—Black Kid. 8 in. 


No. S 2950—Black Kid. 8 in. $6.50 Combination Last... . $6.50. 
AAA to D Widths Up to Size 10. A to D Widths Up to 10. 


ARCH REST 


THE SHOE THAT JOINED FOOTWEAR 
SATISFACTION TO SERVICE AND STYLE. 


THE IRVING DREW CO. 
PORTSMOUTH, OHIO 
SEE THE ARCH REST AT THE CHICAGO CONVENTION N.S.R.A., BOOTH 197. 
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ARMORTRED 


Why 1s tthat- for four years past our heels 


have been exclusively used by 
one of the best known manu- 
facturers of men’s best grade 


shoes? 


Because we make heels that 
go with their shoes in beauty 
of design as well as quality. 


Their looks are no better 
than their quality. 








Quabaug Rubber Co., North Brookfield, Mass. 
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PROCESS 


“RITZ ONE STRAP” 
No. 32—Black Satin, Junior Louis Covered 
Heel, Rhinestone Button............. $4.35 
No. 33—Same style, Full Louis Covered 
ORR S PEP ATI D2 9 Re $4.35 
Sizes: A, 4-8; B, 3%4-8; C, 3-8. 


“THE THREE STRAP” 
No. 34—Black Satin, Full Louis Covered 


Sizes: AA, alt nk ore 4-7%; B, 3-7% ; 
%-7%. 


IN STOCK 


ANY SIZES 
WANTED 





“SCOTTY” 
No. 22—Soft Scotch Grain Calfskin, 10/8 
Heel, Fairstitch. Newest Effect for Fall and 
REO eee rE IEE $3.50 
Sizes: B, 4-8; C, 3%4-8; D, 3-8. 





“MARY” 
No. 23—Black Ooze Calf, Full Louis Cov- 
ered Heel, Beaded ......---seee-e08 
No. 24—Same style in Black Satin, Beaded, 








Sizes: A, 4-7%; B, 3%-7; C, Yee ‘ “PALAIS ROYAL” 
= CHANGE OF POLICY Beck Ooze Calf oniy Smartest 2 


Sizes: A, 4144-8; B, 4-8; C, 2%-7. 








Any number of pairs, in any width, 
or any number of widths at prices 
listed. Continued requests from our 
customers have convinced us that 
this service is necessary. 





ORDER THE SIZES 
THAT YOU WANT 








Terms: 2% 10 days; net 30 
Our Exhibit will be in 





No. 29—Brown Kid 8% Inch Boot, Fair- 





— 12/8 Heel, Newest Last...... $5.00 

No. 35—Black Castle Kid, 9 Inch Whole BOOTH 102 No. 28—Same Shoe, Rubber Top Lift.85.00 

Quarter Boot. Leather ~~ ag ae . x74 No. 30—Same Style, Plain Bdge, in Se 
No. 36—Same in Deewn Castle BM. 2 PEitnnwse Tee Oo Oo DO. See BE nk 4h isd dscsdetesscesestioomes 

Sizes: A, 5-8; B, 4%4-8; C, 4-8. Chicago, Jan. 9th to 12th, 1922 Sizes: A, 4-8; B, 314-8; C, 3%-8; D, 8-8. 


BANCROFT WALKER COMPANY 
MAKERS OF SMART SHOES FOR WOMEN 


Boston Office: 405 Rice Building. Factory: 13 Wormwood St., So. Boston, Mass. New York Office: Room 1205, 110 W. 34th St. 
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The Mark 
They Look For 


&S 
WORKERS UNI 


UN 
xactory 


When purchasing merchandise, several million Union 
workers instinctively look for the seal. which tells them 
that the product was made by their fellow associates. 





Shoes are a large item in their yearly budget, and Union- 
made shoes are bought by them to the exclusion of foot- 
wear which does not bear the Union Stamp. 


Make your store the center of this Union trade by supply- 
ing it with shoes whose honest value is guaranteed by the 
Stamp of the Boot and Shoe Workers’ Union. 


Feature the Union Stamp in your local Advertising. 


BOOT AND SHOE 
WORKERS’ UNION 


The Union that has an agreement with manufacturers 
settling all wage differences by ARBITRATION 


246 SUMMER STREET BOSTON, MASS. 


COLLIS LOVELY, Gen’l Pres. 
CHAS. L. BAINE, Gen’l Sec’y-Treas, 
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Administration Building, Carthage, Missouri 


THE HIGHEST GRADE LINE OF MISSES’ AND 
CHILDREN’S GOODYEAR WELT SHOES 


THE LASTS 
Last No. 20—Corrective 
Last No. 55—City 
Last No. 25—English 
Last No. 15—Footform 
Last No. 10—Health 


PRICE CLASSIFICATION 
Class “A”—All Real Brogues, Saddle Straps, Long Wing Tips and Sally Sandal. 
Class “B”—All Imitation Brogues, etc., all Fancy Perforations, and Stitching. 
Class “C”—Plain Toes, Imitation, Straight Tips or Cap Toes. 


PRICES, MISSES’ 6%-INCH TOP BOOTS 


Full Grain Mahogany and Black Calf, all Colors ; 
of Elk Patent Leather, Black & Mahogany Kid Black and Mahogany Side Only. 


12-2 84-11% 5/8 12-2 8%-11% 5/8 
Wy $4.00 $3.65 $3.25 $3.75 $3.50 $3.15 
“SB 3.85 3.50 3.10 3.60 3.35 3.00 
= 3.75 3.40 3.00 3.50 3.25 2.90 


MISSES’ 6-INCH TOP BOOTS 


“— $3.85 $3.50 $3.15 $3.60 $3.40 $3.05 
— A 3.35 3.00 3.45 8.25 2.90 
“<— 60 8.25 2.90 3.35 3.15 2.80 


REGULAR HEIGHT BOOTS 


—" $3.40 $3.10 $3.50 $3.25 $3.00 
s 3.25 2.95 8.35 3.10 2.85 
“c” 3.15 2.85 3.25 3.00 2.75 


OXFORDS 


a $3.25 $3.00 $3.25 $3.00 $2.75 
a 3.10 2.85 3.10 2.85. 2.60 
“Cc” 3.00 2.75 3.00 2.75 2.50 





























Delivery three to four weeks. Terms, net 30 days 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MISSOURI 
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BREAK THE SHACKLES 


That Chain You to Traditions of the Past and 
Emerge into the Light of Better Business 


Come to this Wonderful Business-Building 


CONVENTION AND EXPOSITION 


OF THE 


NATIONAL SHOE RETAILERS’ ASSOCIATION 


Hear the Country’s Foremost Shoe Merchants Tell How They Have 
Met and Conquered Many of the Present Day Perplexing. Problems. 


BUSINESS FIRST "For THE MEN. 


Be on Hand to Meet 15,000 Live Retail Shoe Merchants 


BRING THE LADIES—A Program Has Been Arranged for the 
Ladies Never Before Equalled. Grand Opera Stars Will Entertain 
the Ladies at the Hotel Drake, Where Card Parties Will Be Held and 
Afternoon Tea Will Be Served. Shopping Tours, Sight Seeing Trips, 


Dances and Theatre Parties. 


CHICAGO 


COLISEUM AND ADJOINING BUILDINGS 
JANUARY 9-10-11-12, 1922 


Convention Headquarters Will Supply Details and Take Care of Your 
Hotel Reservation—Don’t Delay—Address 417 South Dearborn 


Street, Chicago, Ill. 
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E offer to Shoe Merchants the Most Wonderful Shoe that 
has ever been placed on the market. 


tains more 


- Not a “cure’”—not a shoe for cripples. 


A shoe that con- 


“Foot Saving” features than any other ever made. 
It is, however, a boon 


to humanity, because of the relief it gives to tired, aching feet, 
strained or weakened arches. 


The “FOOT SAVER” Shoe 


The “Foot Saver” 
shoe controls the 
arch, gently but 
firmly, moulding 
and shaping it to 
correct lines. The 
arch control feature 
is not mechanical 
not a prop of metal, 
but a scientific prin- 
ciple. Any tendency 
to weakness of the 
bony structure, flab- 
biness of the mus- 
cles, fleshiness or 
malformation is cor- 
rected and future 
perfection assured 
by the Foot Saver 
Shoe. 


which controls the arch 














Properly fitted and 
worn consistently, 
this shoe will posi- 
tively insure a per- 
fect foot from Youth 
to Old Age. 


The “Foot Saver” 
relieves pain at the 
joint of the great 
toe (bunion joint). 
The lasts over which 
the shoe is built pro- 
vide room for cor- 
rect expansion and 
spread of the foot in 
walking. 


THIS IS YOUR OPPORTUNITY TO INCREASE BUSINESSS. 
WOMEN WHO HAVE BOUGHT THESE SHOES TELL US THAT 
THEY NEVER KNEW REAL FOOT HAPPINESS BEFORE. 


The Foot Saver Shoe will not slip up and Shoe. 
down at the heel. The heel is fitted com- 
fortably but firmly, which is one of the 
greatest advantages of the Foot Saver 


Merchants: 





The boot is shaped to mould a 
trim and shapely ankle. The Foot Saver 
Shoe takes all imperfections into con- 
sideration and makes them perfect. 


We are closing territories rapidly. Act quickly when our sales- 
man calls, if you want the agency for this wonderful shoe. 


The CSULIAN & KOKENGE G 


(Man ufacturers of 
CINCINNATI, O. 


(oe y Women's fine Shoes 
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Stock No. 800—Brogue Bal, 


Stock No. 850—Style like No. 800, 





Gallun’s No. 
Norwegian. Square wing tip on “British” last. 
One inch broad flange heel. 15 
Stitched heel and rawhide doubler. 


Black Norwegian, made with a white fiber 
doubler. 
Price $6.65 





Stock No. 














iron sole. 
Price $6.65 IN 


in Gallun’s 


STYLES 




























861—Bal, Tony red Calf. Per- 


forated throughout. Fancy center perforation 
in tip. Goodyear “Wingfoot” rubber heel. 
4 “Vogue” last. Heavy single sole. 


Price $6.00 








Men’s 
Stock No. 871—Style like No. 861, P & V No. 
Cc Relay Bal 104. Perforated throughout. Fanc center 
rforation in tip. Goodyear “Wing foot” rub- 
= Sor heel. 13 iron single sole. On “Our Ad- 
= vice” last. Price $6.00 
= 
= 
2 
Stock No. 804—Tan Grain Bal, perforated and pinked 
throughout. Rawhide doubler. Stitched heel. Stock No. 103—Women's Gallun’s No. 4 Tan Nor- 
Brogue last. Widths, A-D. wegian Oxford. Square wing tip. 10/8 heel. Last, 
Price $5.65 135; Code Apple; Widths, AA-D. 
Stock No. 854—Same as above in black grain with Price $6.59 
white fibre doubler. Stock No. 104—Women’'s Black tats ~' Oxford. 
5 Price $3.65 Sizes as above. rice $5.50 
5] 
(Send for our latest catalogue) 
Charles A. Eaton Company 
: “The Sterling Shoemakers of New England” 
a BROCKTON, MASS. 
BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
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What Makes Genuine Comfy’ 
Slippers Different? 


Practically everybody admits the superior ten 
of Daniel Green Felt Slippers, but not every one 
understands the reason for this difference. 


We are often asked to explain it. 


In the first place, felts vary widely in quality. Some 
are made of cotton, some can be made of cotton with 
a wool face, but the best is made by the blending of 
certain grades of wool. 


Many manufacturers use an all-wool felt, but be- 
cause of its light weight and body, or poor blend, it 
is but little better than heavy cotton felt. 


For years we have called our specially selected felt 
“Comfy” felt, because we are the only manufac- 
turers using this special blend of heavy all-wool 
felt from which Comfys are made. 


We use but few workmen trained in other factories 
by varying standards. Practically all our workers 
are taught in our own factory, where they know no 
other but the highest standards of workmanship. 
Consequently, we have approached as far as pos- 
sible in modern manufacturing that fine old ideal 
where the workman took a personal pride in the 
high character of his product. 


Lastly, our process of manufacture is patented and 
is the result of years of experimenting to get that 
degree of style, fit, and wear so difficult to obtain in 
felt slippers, yet so characteristic of Comfys. 


The extra quality of Daniel Green Comfys is ex- 
perienced by the user in terms of longer wear, and 
1eer) 3 by the dealer in greater satisfaction to his cus- 
=“PATEN TER. JULY. 28, 19OB = tomers. 





DANIEL GREEN FELT SHOE COMPANY. 


New York Sales Rooms: General Offices: 
116 East 13th Street Dolgeville, N. Y. 
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BOOT AND 


EN are registering 
their unmistakable 
demand for good shoes, 
priced at $5-$9. 
The better value you provide at 
these prices, the more firmly will 
you cement their patronage. 
Sell them Weber Union Made 
Shoes and watch how they come 











for more. 


New York Office, H. Harris, 
1328 Broadway Marbridge Bldg. 
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Style No. 617 
““P and V”’ Lotus Calf, Foxed Bal, Sport 
Last, Stitched Around Heel, Wingfoot 


Rubber Heel. 





WEBER BROS SE 
RTH ADAMS, MASS 




























No. 40, N. 





No. 603— 


OR scores of retailers, these Wobst-made 
Be comior and Felt Shoes have been the 
fastest-selling numbers in their stocks. 
Sensibly-stylish, long- wearing and good fitting, 
they require little more than a “try-on” to 


clinch the sale. 

Comfort shoe tnade-of finest select leather 

McKay sewed. Felt shoe made of high-grade. 
wool-felt (no combination of cow-hair 
and glue); genuine fibre counters and’ 


full grained leather where leather is used 
Send for Sample Dozens Today 


WOBST SHOE CO. 


Vliet & 4th Sts., Milwaukee, Wis. 


Manufacturers of Comfort 
Shoes, Comfort Slippers 
and Felt Shoes 











No. 603 







Genuine Glazed 
Kid Comfort 
Bal with Lea- 

Rubber Heels. One Width. 





ther — and 
[ 3°" aCe aaa cies H: 
N Same as above, Box Sides.......... $2.50 
No. 608—Same as 606, except with Tip and 
Sh Se GD 0s ccecéccvecccscenseeed 2.65 
No. 605—Old Ladies’ Kid Bal, Wide Ankle, 
EI Prt Fre reer 
No. 607—Same as 605, except with Box Sides, 
$2.50 


IN STOCK ALWAYS READY TO SHIP 
No. 755—Men’s 9” Heavy BLACK Felt Bal—Box Side 
Foxed—Grey Felt Lined—Combination Felt and Leather 
Sole—Rubber Heel. Width, EB; Sizes, 6 to 11 yo ¥-4 
No. 754—Men’s—same as No. 755 except 6” Bal..$3.05 

Felt Shoes Made in full sizes only. 








See Our Exhibit, Booth s. 
R. A. Convention and Exposition, ii 
January 9-12, 1922. 
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WRITE FOR A COPY 








STYLE 12 STETSON LAST 


Brown Glazed Kid Blucher. Cap Toe. 
Outside Backstay. Square Edge. 
Single Sole. Medium Heel. 

IN STOCK. Sizes 7-11, Width AA. 
Sizes 5-12, Widths A-E. 

Sizes 6-11. Width EE. 

















The Stetson Shoe Company, Inc. 
South Weymouth, 90 Mass. 





BOSTON 
Little Building »- NEW YORK 
cor. Bush Sales Building 





Tremont and Boylston Sts. 180 West 42nd St. 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 


OF NEW YORK, Inc. 


D. H. Chandler Shoe Co. Parisian Shoe Co. 
166 Livingston Street 226 Varet Street 
BROOKLYN BROOKLYN 
Bert E. Drake Shoe Co. Perfect Shoe Co. 
235 Park Avenue 2941 Atlantic Avenue 
BROOKLYN BROOKLYN 
DEGEN LIPP, Inc. Dr. A, Posner Shoes, Ine. 
138 Floyd Street 141 Roebling Stree 
BROOKLYN BROOKLYN 
ANDREW GELLER Rogers & Davis 
240 Broadway 1615 East N. Y. Avenue 
BROOKLYN BROOKLYN 
A. Garside & Son Strassburger-Stiles 
Webster & 7th Avenues 99 y oll —— 
LONG ISLAND CITY 
Griffin White Co. Chas. w. Strohbeck, Ine. 
DeKalb and Grand Avenues 809 Johnson Stree 
BROOKLYN BROOKLYN 
Julius Grossman, Inc. Vogel-Miller 
872 DeKalb Avenue 4th Avenue & Baltic Street 
BROOKLYN BROOKLYN 
Wm, Henne & Co., Inc. S. Waterbury & Son 
957 Kent Avenue 232 Throop Avenue 
BROOKLYN poconten 
R. H. Hoskins Co. S. Weil & Co. 
89 6th Street 879 DeKalb Avenue 
LONG ISLAND CITY BROOKLYN 
Horn Shoe Co Algier Shoe Co 
145 peewee Ah Street 188 Broadway, Cor. Bedford Ave. 
‘ ‘ BROOKLYN 
F, S. Kauder T Shoe Co. Julius Altschul 
10 Leo Place 220 Varet Street 
BROOKLYN BROOKLYN 
American Shoe Co. Kozak & McLoughlin 
166 Livingston Street 14th Street & Governor Place 
J. J. Lattemann Shoe — oo 
°° “Mtg. Co ‘ George W. Baker Shoe Co. 
St. awards 1 Place 848 Classon Avenue 
BROOKLYN « 
Baker-Chandler Co., Inc. 
Mactrich F 1g The 641-#49 Lexington Avenue 
a Cohen & Frank C 
I. Miller = ‘Sons, Ine. ohen ran oO. 
1 Carlton Avenue 756 Stone Avenue 
BROOKLYN "Owe p 
Morse & Burt Co. J. & T. usins 
1 Carlton Avenue 369 DeKalb Avenue 
BROOKLYN BROOKLYN 
Pincus & Tobias , John Cramer & Son 
17 Lexington Avenue 199 Steuben Street 


BROOKLYN BROOKLYN 
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T is often said, in connection with foot- 
wear, that real style is elusive. This is 
not so when actual creative ability and intelli- 


gent effort join forces. 


Brooklyn-made shoes embody real style— 


not mere flippancy, but elegance, appropri- 
ateness, distinctiveness. 


And the reason they do is that in Brooklyn 
the profession of determining style is founded 
upon sound knowledge of what is artistic, plus 
earnest application to the ever-present prob- 
lem of refining women’s foot-covering: 
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The Wonder Shoe of 
World Standard Parts 









CHAIN is as strong as its 
weakest link—and a shoe is 
as strong as its weakest part. 





Arch 
port 

supPos 

SHANKS 







Every link in this Timson 
chain has been tested. 






Standard parts of top-grade 
quality! 






There are dollars in this 
Timbre line for you. 






\ — 


Goodyear \ 
WELT 





\ 


STANDARDIZED 





















Tepde-Meck Shoe for Women 


WOMEN’S VICI KID LACE BOOTS 
ALL $6.25 


*700—Med. High Heel, Med. Narrow 
Toe. A to E. 

*701—Med. Low Heel, Med. Narrow 
Toe. A to E. 

*702—Low Heel, Med. Round Toe. 
A to D. 





+703—Low Heel, Full Round Toe. 
C to E. 

+ 704—Med. Heel, Narrow Toe. AtoE. 

+ 705—Med. High Heel. Med. Narrow 
Toe. A. to D. 


Copyright 1921, 
Timson Bros., Inc., 
Boston 






*In Stock No. In Stock Dec. 10. 
Send for a sample lot today. 





No. 701 
We supply window signs and 


newspaper electros which help our 
agencies to speed up sales. — 


TIMSON BROS., INC. 


620 Atlantic Avenue, Boston, Mass. 
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The Ultimate Sole 







N years past, the problems of the retail shoe merchant have 
been given too little attention by the manufacturers of find- 
ings and parts of shoes. In late years, it has been the custom to 
study those problems and, in so doing, improve the nature of 
the product that goes into the shoe. 


The Larkide Company has at last devised a sole—Larkide—which 
will neither crack nor deteriorate while shoes are being kept on 
the merchant’s shelves. Larkide also dispenses with the cus- 
tomer who brings back shoes with the soles bulging after a few 
weeks of wear—for Larkide will not bulge. Larkide is water- 
proof and cannot rot, another good selling argument. 


We will gladly mail booklet entitled “The Ultimate Sole’ upon 
receipt of your name and address. 


THE LARKIDE COMPANY 


OFFICE 201 DEVONSHIRE ST.,BOSTON 




















34 BOOT AND SHOE RECORDER December 10, 1921 


~ foi “Wy 6 years this irade-mark 
Ss assured SECURITY 


, SS - 










HAVANA EROWN No.10 
LIGHT BROWN No. 8 
LEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 

I RONZE No. 34 


WINE No. 6 

SEA GULL GREY No .23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 






RETR BRO 


yj ai Waa 


LL the years in which we have been manutfac- 

turing Scherer's ** Flower City”’ Kid are typified 

in our trade mark—likewise our reputation for beauty 

of texture. color and quality in finest kid shoe 
leather. 


It all sums up in the one great factor—Security. 
Security to the manufacturer of shoes, security to 
the retailer who sells them, security to the customer 


who buys them. 


Oscar Scherer & Bro., Inc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 


~— Sch erers 


flower 


K i 2. 
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GLOVE LN GU SHOES 











Our booth at the Milwaukee Convention and Style Show of last year is 
shown above. Hundreds of shoemen were impressed by this broadside 
display of Arnold’s Glove-Grip Shoes for Men and Women. A far more 
attractive showing of this popular footwear will be made at the Chicago 
Convention January 9 to 12 in Booths 87 to 89. We bid you welcome! 
The merchant who is in on this line commands the best trade in his terri- 
tory. He can speed up turnover. We make this possible through close 
sales co-operation. Arnold Glove-Grip Shoes are extensively advertised 
in the Saturday Evening Post. Electros of our National Advertising are 
furnished dealers free. Other sales aid is given in the form of display 
material. He can increase his profits. The shoes move readily at prices 
assuring the widest margin. What has been done can be done by any 
merchant eager to capitalize the desire of the public for footwear provid- 
ing unexcelled style and fitting quality. 


M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON, MASS. ~ 


wal Tits 


/ ARNOLD 
GLOVI 
GRIP 
SHOES 
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“The smallest 








Did You 


Get Yours? 





sure tip on 
a braid” 


N December 5th our dis- 

tributors sent samples of 
“Sure-typ” shoe laces to the 
retail shoe dealers in their dis- 
tricts. 
There did not seem to be a 
better way toconvince you that 
“Sure-typ” shoe laces are all 
that is claimed for them than 
to have you wear a pair yourself. 
If for any reason you did not 
receive yours, if you will so ad- 
vise us we will put you in touch 
with the distributor in your 
district 





THE HUTMACHER BRAIDING Co. 
Braiders of Good Shoe Laces 
PATERSON, N. J. 

There’s a wholesale “‘Sure-typ”’ distributor in 


your district. If his salesman has not reached 
you yet, write us for his name. 




















December 10, 


1921 














for your 


HARD-TO-FIT 


Customers 








IN STOCK 
Black Vode Kid 


Boot ‘4 00 


4 Oxford 3 50 
5% 10 Days 


looking 


good 

shoes; they want trim ankles; 
they want to be fitted correctly— 
these “‘hard-to-fit’» women cus- 


HEY want 


tomers. 


Our large ankle oxfords and 
boots are flexible welts, comfort- 
able and durable, made of fine 
plump kid with plump outer soles 
and rubber heels. 


They are carried IN STOCK for 
INSTANT SHIPMENT so that 
merchants can carry a complete 
and therefore active stock at all 
times. 


Smith Shoe Co., Inc. 
Manufacturers 
266 BROAD ST. 
LYNN, MASS. 


M 
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“H and E” 


NOVELTIES 


THE BEST BET FOR 
A QUICK TURNOVER 























No. 137—Gun Metal Calf vee by sg Stra Center 


Brass Buckles, Cuban Heel, AA » &8; B, 2%-8; 

a e ian 666 66 505.6-65:6.0:445.05050050 50000008 00 
o. ver oth ye bod Strap, 16/8 Louis No. 135—Black Patent Leather wf Three Strap, Brass 
Heel. Widths AA, 4-8; A, 3-8 2%-8; O, 2-8. Center Buckles, Cuban Heel, AA, 4-8; A, 3-8; B, 34se 
WR .ake nctescedetunadenctac. tases 42 cad $7.00 Gs WE, PE o laces cnsnsceadescccnaakccosaneton 28 


“Every Shoe a Business Builder” 





We will be at the 
Chicago Conven- 
tion, January 9- 
12, Booth 74, in 

















charge of Mr. 
C.P. Ellis 
No. 131—Black Patent Leather Three Strap with Black 
No. 130—Black Satin C. S. One Strap, like above. Suede Saddle, — —_ Heel, Diamond Perforation on 
jo REE ES CE AE, AS ht Ry $5.25 Vamp. AA, 48; A, 8-8: B, 2%-8; ©, 2-8. Price...$6.00 
No. 129—Black Kid C. S. One Strap, Perforated Strap No. 132—Black “tiie Three Strap with Black Patent 
and Quarter, Junior Louis Heel, No. 90 Last. AA, 4-8; Leather Saddle, Diamond Perforation on Vamp, Junior Louis 
A, 8-8; B, 8-8; O, 28. Price........ ECE DOG, Fe. $5.50 Heel. Sizes as above. Price..........+++seeceeees $7.00 


These styles are the most in demand. Each one will 


AT be found a producer of profitable trade for you. To AT 
omit any one of these.models from your stock would 
ONCE be a mistake. We suggest an assorted order today. ONCE 


The very best materials and workmanship are clearly 
DELIVERIES revealed in these values. Buy what the other fellow DELIVERIES 


doesn’t have. Order early—now. 


HopKINS AND ELLIS HAVERHILL, MAss. 
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AN ANNOUNCEMENT 


OF NEW DESIGNS IN 
“ELITE” SHOE BUCKLES 

















No. 1067 No. 1069 








No. 1368 No. 1369 


No. 2139 


(Assembled to strap 
without stitching) 


With the object of perfecting our assort- 
ment of “Elite” Buckles for Footwear, our 
designing department has added several 
new patterns to our line. 


Authorities agree that strap slippers will 
be worn extensively in 1922. Most shoe 
dealers want slippers adorned with buckles, 
which brighten up their show windows, at- 
tract attention and appeal to the customer’s 
sense of beauty. To furnish attractive 
buckles is our constant aim. 


We shall be pleased to furnish to shoe 
manufacturers, without charge, a sample 
card showing our new designs. Drop us a 
line today and your name will be listed to 
receive a card promptly. 


Let Us Help You to 
Build Beauty and Prac- 
ticability into Your Shoes 


NORTH & JUDD MFG. CO. 
New Britain, Conn. 
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Real Reason 
Back of the Vogue 
for Satin Footwear 


So long as Dame Fashion calls for 
silk in gowns for street and evening 
wear, there is bound to be an ex- 
tensive use of Satin as footwear ma- 
terial. 


Satin is in strict accord with present 
day style tendencies. It is also a 
practical material for shoe purposes. 


Shoes of Cedar Cliff Satin have that 
particular charm which comes from 
a lustrous surface and _ flexible 
strength. 


CEDAR CLIFF SILK COMPANY 


251 Fourth Ave. New York City 
Branch Offices 


Boston Chicago Cincinnati 
Rochester Philadelphia 
St. Louis 
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$7] .00 









































| IN STOCK 


No. 
No. 
No. 
No. 
No. 

No. 

No. 
| No. 
No. 


for Immediate Delivery of 


the Following Colors 


. 0101I—Old Rose 
. 0103—Pink 


0104—French Blue 
0105—Lavender 
0107—Purple 
0108—Orchid 
0110—Light Blue 
0112—Nell Rose 
0116—Dark Gray 
0117—China Blue 


0118—Emerald Green 
Sizes 244 to 8 








Do You Know— 


that “Queen of Comfort” All Wool Felt 
Slippers are made according to the high- 
est standards—finest materials, best 
workmanship, and style. 


All colors—Ribbon trimmed—durable 
chrome sole—at present in stock—ready 
for immediate shipment. 


Remember—They are all wool. 























ROSENWASSER BROS. Inc. 


28 Orchard Street 


Long Island City New York 
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i- never 
been 
any other. 


See Our Exhibit 
BOOTH 218 


National Shoe Retailers’ 
Association 


Convention 





and 
Exposition 
CHICAGO 
Jan. 9, 10, 11 and 12 





33 Years of World Wide 


Acceptance 


That is the history of VICI KID. 


Since its origination VICI KID has up- 
held the new standard of shoe leather 
quality it then set. 


It must and will continue to merit the 
confidence its past service and satisfac- 
tion have registered with the public. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia - - ~- Pennsylvania 
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iy you want the utmost in quality for your 
shoes retailing from $5 to $6, see the lines 
made from our 


COLOR 18B 





aes vu &$ A 


SNUFT SIDES 


Reg. U. &. A. 
Write, if you wish a list of users 


C. D. KEPNER LEATHER CO. 


139 South St., Boston, Mass. 212 W. Lake St., Chicago, Ill. 
Write for samples. ‘ 

















Yes If you 


need them 


quickly 





6-11 
40 Erown Kid Romeo, double sole.... 2.15 
41 Black Kid Romeo, double sole.... 2.15 
McKAY ‘5-8 81-11 113-2 23-8 
214 Mahogany Ox. wide toe, wedge.. 1.40 1.60 
214H Mahogany Ox. wide toe, heel.... 1.60 1.85 
1214H Mahogany Ox. Eng. toe, heel.... 1.85 2.15 
414 Mahogany Pclish, Medium High 
Be, SDs cca cect icbdacnes 1.50 1.75 
414H Mahogany Peclish, Medium High 
CE MAAS wk koe nd wawnadkeaode 1.75 2.00 
1414H Mahogany Polish, Medium High, 
Cut, NOs Be. tO... <0 2.00 2.50 


Hagerstown Shoe & Legging Co., Inc. 
HAGERSTOWN, MARYLAND, U. S. A. 
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Goodyear Welt 


| Form a LEV OC cceatt Se 












Rubber Heel 


IN 


“Wingfoot” ob 











er eoonm 


No. 92 
Modified Hitt 





Formative 
Black 
Kid 
$5.00 | 





i ee, 

















HE Cuban heel of every one of 
Pat the several styles of Modified 

Formative Shoes for Women has as 
its top-lift a Goodyear ‘“Wingfoot” 
Ne rubber heel. 


Being of standard quality in every 
other part, it was essential that the Goodyear Welt 
heels be standard. Therefore we took Leather Heel 
Goodyear as being the best known 
and best-rated. : IN STOCK 














“az 
aS toe 
SOD Once ehatenneee © anamesaraunn cannes 
a 


Re E:T CUTTS ALT 
ene ae 





It was one of the ways we chose for 
satisfying the demands of our dealer- 
customers for ready salability. 

ALL STYLES CARRIED IN 

STOCK 

















REGULAR—Styles and Prices 
No. 14—Black Kid Blu. Oxford. Price....%5.00 
No. 15—Brown Kid Blu. Oxford. Price.... 5.85 
No. 16—Black Kid Blu. Boot. Price..... 6.00 
No. 17—Brown Kid Blu. Boot. Price..... 7.10 
No. 18—White Beechtex Blu. Oxford, Price 4.35 


j 

i 

i 

1 

MODIFIED—Styles and Prices 
i} All fitted with Goodyear “Wingfoot’’ 
j 

; 

} 

t 

| 











et OL ETS man ermennns 





No. 16 


Regular 


Rubber Heels 


Formative 
No. 92—Black Kid Oxford. Price........ $5.00 Bl - 
No. 93—Brown Kid Oxford. Price........ 5.85 AC! 
No. 94—Black Kid Boot. Price.......... 6.00 Kid 
No. 95—Brown Kid Boot. Price......... - io 
No. 96—White Beechtex Oxford. Price... 4.35 $6.00 








ith Formative Shoes will be displayed at the Chicago Style Show 


COTTER SHOE COMPANY | 


MASS. 
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WHO SAYS LYNN IS NOT 
MAKING ANY SHOES ? 


Shipment of No Nov.30, 1921 From Factory of A Fisher +Son 
3276 Pair-91 Cases Meris! Slippers and Womens Comfort Shoes 

EVERY PAIR ON DIRECT/ORDER 
NO STOCK ; SHOES 
















































































<7 i KID 
| 33 Cases : | 58 Cases 











In Lynn the factory of A. Fisher & Son, 
266 Broad Street, is called the “50 week” 
shop. Since July 1, 1921, we have been 
turning out over 2000 pairs daily of our 
excellent grade, medium priced slippers 
and comfort shoes. 


oA: rsuer SV ON 


LYNN, MASSACHUSETTS 
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No. 456—KID 
POLISH, Medium T 
only, 45 Last 


Quality 


In Stock 


Twenty-six sty 
forts of all ki 


oxfords and Juliets. 
and hand nailed. 


pendable black 


long wearing soles. 






wINININ aAava' AS 


4 


SHION Ss 


STOCK TIP, 7 INCH 
oe, 9/8 Rubber Heel. B 
. 83.00 


No, 401—% 


Rubber Heel. 


Comforts 


les in stock. Com- 
nds—boots sandals, 
Hand lasted 
Made from de- 
kid. Equipped with 
Complete cat- 


PLAIN TOE KID, 7 INCH Polish, 
Cc, D, E, 20 Last.$3.25 


No. 208 
12/8 Rubber Heel. 


alog on request. 






FOX KID, Stock Tip Polish, 
Press Vamp and Quarter, 
A to E, 40 Last......83.75 


H. K. GARDINER CO. 


Please Addrcss All Mail to the Factory 


Factory: 680 Washington St., 
Lynn, Mass. 


Boston Sample 








12/8 Cat’s-Paw 


at Lynn 


134 Lincoln 


Room: 
Street 











No. 2208 





No. 2204 


Beautify and Focus 
Interest 


. 2220 
The “look” of a thing is an important point to consider. 
Good fixtures add to the attractiveness of your store. 


By judicious selection and arrangement, Display Fixtures 
draw and focus the attention of your prospective customer 
upon the merchandise you wish to sell. Convert this pros- 
pective customer into an immediate buyer of your merchan- 
dise by using the best fixtures you can buy for your windows. 


Our catalogs completely describe the designs we can supply. 


Shall we mail you a set today? 


“Make Buyers Out of Passersby” 


Hugh Lyons & Company 


700 South Street, Lansing, Michigan 
New York Chicago 














No. 2292 
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| Barry Beauties | 
| IN STOCK cael ‘bin y f ; 
Ready to Ship—NOW - 





No. 906—Gallun’s No. 3 Norwegian 
No. 911 Calf Oxford. = Vor 
. and Perforated. eavy Single Sole, 
Barry's Aberdeen Round Edge. Stitched Heel Seat. 
A 7-11; B 6-11; C and D 5-10 


Price $6.00 





No. 911—Gallun’s No. 11 = No. 909 
dark) Norwegian Calf Bal. Vamp Tip, ° 
Heel Foxing Perforated. Heavy Single Barry’s Aberdeen 
Sole. Stitched Heel Seat. : 

A 7-11; B 6-11; C and D 5-10. 


Price $6.60 


No. 909—Gallun’s No. 3 Norwegian 
Calf Bal. Vamp, Eyerow and Tip pinked 
and perforated. Heavy Single Sole, 
Round Edge, Stitched Heel Seat. 


A 7-11; B 6-11; C and D 5-10. 
Price $6.35 
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“One Pair Sells Another” 





“2== 























T. D. BARRY CO. 


BROCKTON, MASS. — 


STOCK DEPARTMENTS: 


At the Factory: 200 Fifth Ave., Room 608 
Brockton, Mass. New York City 
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How About Repeaters? 


The steady folks, the ones that know you by name 
and whose folks you know. You fitted them and 
pleased them and their friends, too. 


They are your bread and butter, 
and ours, and years ago the foun- 


ders of this business knew it to 
be so as you know it to-day. 


To win continued patronage 
we ve got to put stuff and style 
a and comfort into shoes. For 56 
The Modified Brogue Last in various Years we ve done it. 


styles and patterns is in stock at 
our distributing houses. 





That’s why our trade is not tran- 
sient but is made up of repeaters because we make 
shoes that are repeaters for the Dealer. 


Give the public a shoe that will sell itself after you 
sell it for economy, comfort and style, and the pur- 
chaser will come back. So will his family and 
friends. Try it. 


Rice & Hutchins, Inc. 


10 High St. Boston, Mass. 
Distributing Points 
The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 
The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 
The Rice & Hutchins Cleveland Co. The Atlas Shoe Co., Boston, Mass. 
The Rice & Hutchins St. Louis Shoe Co. 


See our exhibit, Booths Numbers 111 


ml (a 

















and 112, N. S. R. A. Convention and 

















Exposition, January 9 to 12, 1922 
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How Are You Handling Styles 


Too Many Stores Hold On to the Left-overs Endangering 
Stocks and Profits 


your carry-overs littering the shelves to 

the destruction of present and future busi- 
ness? There really is a very marked necessity 
on the part of all merchants to consider well their 
method of handling styles. Styles cannot be treated 
like staple footwear. You can sometimes treat staples 
like styles in the matter of turnover, but styles are to 
themselves an independent problem. 

In the purchasing of styles, a merchant is in trouble 
if he buys extreme novelties right across the board in 
sizes and widths to the tune of 128 pair to simply give 
him one of each. The merchant has to pick his styles 
in the quick selling sizes. The most successful 
handlers of style in average sized stores may place an 
order for 144 pair, but amend it so as to have the ship- 
ments come in in lots of thirty-six pair over a period 
of four weeks to two months. This gives a freshness 
to the merchandise and a sparkle to the selling, and at 
the same time does not over burden in store inven- 
tories. 

Now let us presume that out of the 144 pair, 120 
have been sold over a period of eight weeks. The style 
then drops in its popularity, and the merchant puts 
it up on the mezzanine. Here it lingers and accumu- 
lates overhead for many weeks. The merchant tries to 
sweat the stock down by P. M.’s, but the distance from 
the floor and the sizes being odd, still leaves on the 
shelf sixteen pairs of shoes. In many cases they are 
left there for months, and are forgotten, except at in- 
ventory time—when by the error of some methods of 
merchandising they are listed at cost price. The store 
doing business in this fashion soon eats up all its avail- 
able money, and instead of being either a style or staple 
store—it becomes a gathering place for odds and ends, 
worth less than 10 per cent of the cost thereof. 

Consider the other method of merchandising. The 
four lots of thirty-six pair came in, in their turn, and 
the salesmen did their very best in making a profit 
for the store, a commission for themselves and a repu- 
tation in the town for being right up to the minute 


RE you handling styles at a profit, or are 


on style. Twenty-four pair remain on the shelves in an 
immovable condition. The merchant immediately 
shifts them over to his special sales section, which 
may be a division of his selling racks further back in 
the store, but instantly available for the sales at the 
fitting stool. 

The salesmen are then made acquainted with the 
sizes and widths and new prices and the particular 
bonus which will be given them for the moving of this 
merchandise. It is invariably true that if the bonus 
is sufficient, the goods do move. However, on all 
“P, M.” merchandise, the merchant should impose a 
penalty for misfitting, equal to the amount of the 
sale, so that the clerk will know that forcing the sale 
and misfitting is a menace to good store service. Now 
if these shoes work down to a remainder of eight 
pair, this merchant puts them in his clean-out dump 
at $1 per pair. Invariably these shoes get out of the 
store at this price. You can readily see that a method 
of merchandising of this sort cleans the merchandise 
out of a store in at least a period of six months. The 
merchant has safeguarded himself so that his profit 
is secure in the sales made at regular prices. What 


comes in the clean-ups is but insurance and reserve 


over and above the measure of profits which he was 
satisfied with when the shoe was popular. 

Such intelligent handling of style permits the 
merchant to go in the market for more styles. In 
many parts of the country merchants have shipments 
arriving daily instead of the old practice of having 
the bulk of the goods coming in just previous to the 
two big seasons of the year. 

It is important in a consideration of style to estab- 
lish some sort of plan for the merchandising of this 
perishable footwear. Too many stores believe that 
merchandise should always bring its original cost, no 
matter when bought or how long carried. 

It is going to take the combined experiences of 
many merchants to arrive at a real policy of handling 
styles. So many merchants have already expressed 
themselves that the January and July automatic 
periods of buying in volume have given way to a pur- 
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chasing of shoes when wanted. This means a con- 
stant interest in the buying of new shoes and a con- 
stant attention on the selling floor in the distribution 
of them. The two are inseparable. 

Merchants who anticipate their season of selling 
are planning to have spring styles and sport footwear 
on sale in February. To do this, ordering must be 
done in December. The very lateness of the Chicago 
convention hinders to some extent the merchant who 
makes style the basis of his business. To him there 
is no automatic date for buying: he is in business to 
make a profit every month in the year. He can only 
do it by watchful attention to the style program, the 
ins and outs of sizes and widths and the refreshment 
of the stock by new numbers. 

ARTHUR D. ANDERSON, Editor. 


What Climate Did to Boots 


If You Have Any Louis Heel High Boots, 
Clean Them Out for You Will Be 
Giving Them Away Later 
Go the length and breadth of this country and all 
you hear is that climate has knocked the stuffings out 
of the season. Slippers and cutouts, oxfords and sport 
footwear, patents and satins, but ncthing doing on the 
old reliables—boots. The mildness of the weather has 
been national in character, and the end of this un- 

seasonable weather is not yet in sight. 

If you possess boots of the vintage of 1919—move 
them at any price. All the high kid boots with Louis 
heels are worthless after this winter season. There 
are manufacturers who will give you marvellous bar- 
gains if you have a store in a community which can 
dispose of boots. One manufacturer has 36,000 pairs, 
costing him approximately $9.40 per pair, and he 
stands ready to sell the lot at $1 per pair—any and 
all takers. The boots are in brown and combinations 
of kid, and as style many degrees below zero. ’Tis 
said his salesmen are crossing the Mexican border to 
sell the un-enlightened women of that land the boots 
for footcoverings, and there is doubt. that the Mexican 
women will want them. 

How can it come to pass that shoes are kept until 
worthless and even then preserved on the shelves in 


the hope that some unsuspecting customer will buy. 


Once there was a wide gap between the styles on 
Fifth Avenue and the styles back in the farming and 
mountain district. Never again will this condition 
exist, for merchants in these remote places are alert 
enough to place standing orders with style creators 
—‘“ship us twenty-four pairs of each new style the 
minute you build them, and we will accept them sight 
unseen.” Why, these alert merchants are only the 
few days behind New York that it takes the express 
company to deliver the shipment. To show boots after 
a community has been trained in such style activity 
is to court the title of back number. 

Boots can be moved with the right tactics. Find 
out how many pairs of high Louis heeled boots are in 
stock and skilfully plan a campaign to sell them. Be 
mighty careful of the bargain counter stunt unless 
the price is so low that it looks like a gift. Take your 
sales staff into consultation and put up to them the 
problem of moving these boots. Tell them that the 
colder weather may be an excuse to move these old 
timers and that for every pair moved the bonus to the 
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clerk will be from $1 to $3. No matter if the boots 
cost you $9 a pair, it is better to dispose of them 
at $4.85, with $2 of that sum in the clerk’s pocket 
than it is to keep them indefinitely. 

But make sure that the sale is in the correct fit- 
ting and size and that the customer is pleased and con- 
vinced that there is an appropriateness and merit to 
her purchase. 

Remember that all boots are not dead numbers by 
any manner of means—walking boots in the heavier 
leathers and the military and Cuban types of heels 
are salable in January and February at regular prices. 
The season of wet and inclement weather is approach- 
ing. It is the time of year for boots, and your un- 
divided effort should be upon boots in these two 
months. Otherwise you have a summer stock the year 
around. Boots are a matter of health in mid-winter 
and some sensible women still remain. 

ARTHUR D. ANDERSON, Editor. 


The Useful Wholesaler 


Have you noticed what a utility the wholesaler is 
in the new order of things? Have you noticed that 
he has changed from the stock keeper of a few years 
ago, who kept, everything and anything, and sizes 
and widths on a thousand numbers, so that all the 
wants of feet could be served? The truth of the 
matter is he has been forced to change his methods 
with the times. 

To-day the wholesaler cannot give his order eighteen 
months ahead, so that the merchant could get his shoes 
six months ahead, and then fill in sizes right through 
the season. What the wholesaler has had to do is to 
create a magnified shoe store, serving shoe merchants, 
and try to think thirty days ahead of that merchant. 
The wholesaler has been forced to condense his lines 
and to keep only good sellers. He can’t carry staples 
as of old, for there are few staples in any stock—his 
style speed must be real. The sure buys, if waited 
for, would throw him hopelessly out of the season, so 
he ventures on his best style judgment and profits 
or suffers accordingly. 

Look the country over and see the same line-up of 
reputable wholesale concerns, still in the ring, and 
playing the game hard. Few of them went under 
despite the tremendous volume of cancellations. Go 
into a wholesale house and you will see compact and 
workable stocks and not the old-time spread of goods 
from cellar to garret. 

The coming year looks better for the wholesaler, for 
his staff can make frequent and regular visits to stores 
for small sales. If style merchandise is wanted the 
wholesaler can consolidate his little orders and ap- 
proximate his demand in sizes and widths. What is 
best, the wholesalers can purchase cases on one width, 
and thus reduce factory expense. He then distributes 
the small lots and renders a real and timely service. 
The substance and worth of a good wholesale house 
in the economical distribution of shoes in small lots 
merits approval. 


Students of Values 


Merchants are carefully reading the market reports 
as to costs and supplies of materials.. They are then 
making comparisons between the cost of the finished 


(Continued on page 64) 
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Distribution Costs Bar The Way Toward 
Lower Prices, Says Federal Board 


By WILLIAM L. DALEY 


Washington Correspondent of BooT AND SHOE RECORDER 


lems of marketing and distribution con- 

vinces the Joint Commission of Agricul- 
tural Inquiry that consumers cannot expect lower 
retail prices until many of the elements which make 
distribution costs high are eliminated. 

The Commission is now inquiring into the price 
situation in the dry goods trade and is applying four 
standard tests in an effort to measure the well-being 
of agriculture as compared with other industries. 
They inquire as to the purchasing power of the 
farmer’s dollar; the absolute price of agricultural 
products as compared with prices of other commodi- 
ties; quantity production of agriculture as compared 
with quantity production of other industries; and the 
rewards for capital invested and labor employed in 
agriculture as compared with rewards for capital in- 
vested and labor employed in other industries. 


No Unreasonable Profits Unearthed 


It is significant to note that the Commission has 
found that little evidence of unreasonable spread 
exists between producers’ and consumers’ prices. In 
a statement this week Chairman Sidney Anderson 
said: 

“The costs of distribution were increasing slowly 
but steadily prior to 1913. So far as we can ascertain, 
they have about doubled sinces 1918, and today the 


(CC ems of marke of the inquiry into prob- 


costs of distribution represent about one-half of the 
price which the final consumer pays. These increases 
in costs do not occur in any one place in the line of 
distribution. They occur as a part of the price of 
every element of service performed in connection with 
the distribution of the product all along the line. 
This means that the spread between the producer’s 
and consumer’s prices must, for the most part, be 
reduced by more efficient methods of distribution, by 
reducing unnecessary transportation hauls, by more 
efficient merchandising methods, by more closely re- 
lating output to market, by speeding up turnover, by 
reducing unnecessary stocks, and otherwise shorten- 
ing and speeding up the steps between the producer 
and the consumer.” 


Mellon Favors American Valuation 


Secretary of the Treasury Mellon is in readiness 
to appear before the Senate Finance Committee and 
the House Committee on Ways and Means in open 
advocacy of the American valuation plan. Despite the 
support of such powerful officials as the Secretary of 
the Treasury, sentiment both in legislative and admin- 
istrative circles is gradually turning against the plan. 
Doubt is freely expressed as to its practicability. 
Those opposing it are elated over the turn in the situ- 
ation and. are pressing their new advantage to the 

(Continued on page 76) 
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F you were to take your desk off the mezzan- 
I ine or out of the corner near the dust bin 

and move it up front in the store so every 
customer could say “Howdy do”—you would be do- 
ing what I have been trying to do these past four 
weeks, setting up my moveable editorial office in 
merchants’ stores in every state from Massachusetts 
to Florida. You are customers of the RECORDER 
and RECORDER advertisers, and your welcome has 
been right loyal. There is something to be said for 
audacity tempered with some measure of inspira- 
tional adventure—or is it that I don’t pack a grip 
of samples and the gladness comes from not being 
asked to buy. Well, whatever it is, I can commend 
the practice to every man in the shoe and leather 
industry to just travel and shake hands and “dig 
in.” There is no friendlier bunch of men in the 
world than shoe men and they will tell you anything. 


Strategy and Tactics 


Speaking about “anything”—that was my initial 
trouble. If I were to gossip by 
the hour my audience never 





such a charming thing that it covers frankness with 
a welter of words. 

I enter each store with an open mind and hope to 
leave it without an empty head. But I can’t help 
commenting upon the fact that the open mouth of 
calamity has and is still pouring out its bile—what 
is the use of such bunk—it won’t stick. 


Composite of All Merchants 


I earnestly tell the merchant that I am not sur- 
veying conditions, “for every self-appointed bank 
and bunk optimist is pounding the base drum of 
silvery hope” and that what I am after is hard facts 
about the store and its business at a profit. Also I 
say, “speak to me very frankly for I will probably 
visit one thousand merchants before I finish this 
trip and by that time your identity will be merged 
into a composite merchant—and our knowing him 
as he actually is may be helpful. And so I actually 
get an opportunity to “dig in:” 

To date my trip has been from store to store— 
large and small, and with more contact with the 

small because there are more of 
them and in the aggregate they 





diminished, but I got into a sys- 
tem, all my own, which, how- 
ever, I will have to change 
after merchants read this be- 
cause my pilgrimage is not half 
over. After the shake I sprung 
this, “the man who has a thing 
to sell and goes and whispers 
down a well, is not so apt to 
collar the dollars as the man 
who climbs a tree and hollers.” 

After springing this “nifty” 
introduction, smilingly, and 
following it up with “what are 
you doing to get a profit?” If he 
hemmed and hawed and hesi- 
tated I just closed up the fold- 
ing typewriter and hopped to 
the next store. Courtesy is 


isting. 





Getting the Facts 


The article beginning on this page 
is one of a series to be prepared by 
Arthur D. Anderson, Editor-in-Chief 
of the BooT AND SHOE RECORDER, now trial 
on a tour covering the entire country 
east of the Mississippi River. His trip 
was planned and is now being taken 
because we firmly believe that only by 
frequent and personal contact with 
the retail shoe merchant can we get 
the accurate knowledge of his prob- 
lems which is necessary before we 
can render that constructive assist- 
ance which is our only excuse for ex- 


Everit B. Terhune, Publisher. 


sell the greater volume of 
shoes. You can chart the trip 
by geographical classifications 
of states from Massachusetts 
to Florida, but I would rather 
carry the route along its indus- 
paths. At the start 
through cities and towns where 
apparel machinery and paper is 
made taking me through Massa- 
chusetts, Connecticut and New 
York. Then to coal and iron 
and steel in Pennsylvania, 


shunting back to those indus- 
trial centers of Long Island and 
Jersey and also not forgetting 
Washington, Decreased Cannon 
and now into regions where 
furniture 





tobacco and fine 
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strangely together abide carrying me along the Vir- 
ginias to the Carolinas and eastward to tar, turpen- 
tine and pine and Georgia cotton. Also an early 
look into the coming tourist season which is an in- 
between crop in Florida. Such a route is not straight 
nor easy, for railroads and jitneys follow the path 
of trade through valleys, up mountains and along 
rivers. 
A Cross-Section of Opinion 


Thus you see a cross-section of opinions following 
these many labors of man ought to give an idea of 
what the composite merchant serving him looks like 
from a business point of view. 

Oftentime I felt like a bewildered traveler in an 
unrestful country. As I went on and on recording 
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The Call for Cheapness 


There never was such a call for cheapness—such 

a fight against price—and it takes all the courage 
and resources of upstanding merchants to stick to 
their standards. Go to Troy, Wilkes-Barre, Nor- 
folk, Greensboro, Savannah and other towns and see 
for yourself the insidious growth of cheap merchan- 
dise and cheap methods. It’s now a fight of the back 
street against the side street with Main street al- 
most a “deserted village.” How about sixty-two 
places in Pensacola in five blocks and every one 
carrying shoes as an incidental to a general or in- 
discriminate stock. Think it over—and back up with 
all the re-enforcements of good style and good serv- 
ice those valiant merchants who believe that a shoe 
store with skilled shoe men 


experiences I tried to bring 
them together so as to make 
them available to the busy 
reader who might find bur- 
densome a narrative of each 
and every store, detail by 
detail. 


The “Forward Stride” 


There is something ver- 
bally symbolic in this one 
observation of mine arrived 
at after digging into hun- 
dreds of stores—what the 
retail merchant is striving 
for mostly is the “stride 
forward,” a betterment of 
his community and his cus- 
tomers and a hope that he 
can be part of that forward 
movement. It is not imme- 
diate profits that he wants 
for he is fighting forward 
with his community and 





The War of 1922 


“There never was such.a call for cheapness 
—such a fight against price—and it takes all 
the courage and resources of upstanding mer- 
chants to stick to their standards. Go to Troy, 
N. Y.; Wilkes-Barre, Pa.; Norfolk, Va.; 
Greensboro, N. C., or Savannah, Ga., and see 
for yourself the insidious growth of cheap 
merchandise and cheap methods. 

“It’s now a fight of the back street against 
the side street—with Main Street almost a 
deserted village. How about sixty-two places 
in Pensacola, Fla., and every one carrying 
shoes as incidental to a general or indiscrim- 
inate stock? 

“Think it over—and back up with all re- 
inforcements of good style and good service 
those valiant merchants who believe that a 
shoe store with skilled shoemen is an institu- 
tion for public good—even though it must 
make a profit.” 


is an institution for public 
good—even though it must 
make a profit. I have gone 
into some of these back 
street stores in cities, towns 
and little hamlets and the 
answer to my query, “are 
you making a profit on these 
shoes” is, invariably, “I 
think so, but if I don’t it 
brings me more customers 
and that space wouldn’t be 
used anyhow.” Some of 
these shoes are sold to the 
dealer with long credit, 
others on consignment with 
collectors on the job every 
two weeks. 


A Bitter Dose of Cheapness 


Maybe we are in for a 
bitter dose of medicine on 


‘this subject of cheapening 








not as a nibbler off of the 


shoe values and shoe dis- 





prosperity of that commu- 
nity. There never was a 
better “home town spirit’ 
in him, and the merchant is striving to set the pub- 
lic right on the service he is giving. In this he is 
long-headed for he knows that public opinion has 
become more powerful than all the influences of 
trade, despite the millions back of merchandise. 


Looking for “Right Light” 


The shoe merchant has not stood in the right 
light with the public for some time—resistance still 
exists—it can only be made friendly by explanation 
and patience. It is the first battle front, and no bet- 
ter method of handling it than for the merchant him- 
self to be right down on the fitting floor talking it 
out with each customer. 

You may read this, may scoff at it—public be 
damned—and all that, but explain why it is that 
hundreds of new places are carrying shoes, includ- 
ing every general and variety store. People are 
buying trash and cheap footwear and when they do 
so say, “I’ll be double damned if I’ll go into a shoe 
store and pay for that man’s fine front, fine automo- 
bile and fine matters.” 

It is a case of resentment—fostered by politicians 
and press—and it is smouldering and in many cases 
re-kindled by back-street competition. 


DUAN 


tribution—the step back- 
ward can be taken any- 
time by most anybody. To 
reduce the standards of footwear and service is so 
repugnant to men who have spent their lives in 
building up businesses that it is assured that such 
a move won’t be taken without a struggle. The 
“stride forward” is possible if merchants will stick 
together on that principle—otherwise they will hang 
separately. Manufacturers can help if they too will 
stick to quality. 


Pulling Service Down 


The shoe store is being harrassed on all sides. 
The Piggly-Wiggly grocery store with its serve- 
yourself stunts has been imitated by “U-Tote-’Em” 
stores, and everywhere the cheap campaign has as 
its motto “why pay for service, you don’t need it.” 
Then unseasonable weather has given blossom to a 
strange flower—the “No Profit Sale,” and these you 
will find in New York, Albany, Washington, Atlanta 
and Jacksonville, and nearly every small town joins 
in the delusion to both public and itself. 


What Strides Are Made 


What is the biggest stride forward that you have 
noted, you may ask. My answer would unquestion- 
ably be in three words—Style, cash, selling. 








SR 


poner 5 as a 


pacer 
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Movable Display of Shoes on a Miniature Stage 


The display is to represent a miniature stage, with miniature stage background. The shoes, eight in number, are 
arranged on a canvas endless belt in width about five inches. The shoe entérs on one end of the stage and 
travels acroéss to the other end, where it drops down out of sight and is carried over to the opposite side and again 
enters and begins its trip across the stage and so on. The device is so geared down by a series of gear wheels 
concealed that they take about one-half minute to travel across the stage opening. Three gears of 12-inch 








diameter are used, coupled to an ordinary electric fan motor to reduce it to the proper speed. The front of the 
display is constructed from beaver board cut to any design which may _ be desired. The machine is about 70 
inches in length by about 18 inches in depth, thus taking very little space in the rear of a window 


= 








STYLE has a meaning all its own in the shoe 
business. And, by the way, the word comes from 
the Latin, stilus, an iron-pointed pen used for writ- 
ing on wax tablets. From recording facts and fan- 
cies in Rome the word comes through the centuries 
to us in a new and valuable form to illustrate the 
manner in which footwear becomes pleasurable and 
profitable. 

Snapping out of this description, I want to here 
and now take off my editorial hat to Miss C. H. Grif- 
fin of Emery’s, Albany, and Mrs. J. L. Evans of 
Lewis & Reilly, Scranton, for being two of the most 
aggressive and progressive merchants that it has 
been my pleasure to meet in this Digging In party 
of mine. Style is what has made these two ladies so 
successful that they stand out conspicuously in any 
compilation which might be made of the One Hun- 
dred Merchants who did a real business in 1921. 

Of Mrs. Evans, one traveling man told me, en 
route between Nineveh and Ararat on the D. & H. 
R.R.: “I wouldn’t exchange her opinions on style 
for any I get anywhere.” Both of these ladies have 
served in shoe stores for years and believe that 
through style the regular shoe store can achieve pub- 
lic confidence and some profit. 


Style Is Everywhere 


The sisters of industry are not the only ones to 
play styles, immediately they are sprung, for let the 
truth be known far and wide, style is everywnere. 
The smallest village shoe store is selling straps, 
satins, patents and sport footwear and removing for 
all time the argument that. you have to go to the big 
cities for style. 

You cannot create them too fast for some of these 
specialty shops—even moccassins move merrily—and 
most of the merchants say that if it wasn’t for style 
they wouldn’t have any chance at all with the back 
street fellow. The problem of getting the styles 
quickly is the high cost of sending salesmen to these 
smaller places, for the merchant can only place small 
orders. Several have expressed a wish for a regional 
style show four times a year where style merits can 
be compared. 


Cut Out Credit—Sell for Cash 


The second word CREDIT is one which prompts 
me to throw off my coat before I write further—I 
want to pick a fight with the man who started the 
credit business in shoe stores. Let me tell it all in 
a true story: 
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December 10, 1921 


This store is in the South where credit, cour- 
tesy and class are the three little sisters of 
most shoe stores, to date. Let me make you ac- 
quainted with the owner of this business, up- 
right and honorable citizen and ready at all 
times with his check book to aid charity, etc. etc. 

Comes a day not long since when his friend, 
the manufacturer, telephones all the way down 
from up North, and asks as a favor a check of 
$4,000, and to make it more interesting says 
“take off an extra 2 per cent because you al- 
ways did discount your bills.” 

This middle of the month call made the mer- 
chant look at his bank balance and he was lame 
by about $2,000. He asked his bookkeeper what 
the outstanding indebtedness of customers was 
in total. The figure was slightly over $50,000. 

The merchant had statements issued on some 
of the oldest accounts and sent his seven sales- 
men out on a’collection hunt. In five hours they 
were back, having collected the magnificent sum 
of $15. The merchant got mad and took a bunch 
of statements out on a personal hunt and got 
less. One customer said to him, “Ha, ha, I won’t 
give you a penny, you old profiteer; you know I 
pay my bills every six months and I guess you 
charge enough to cover the interest, all right.” 

Blood runs high when such stuff is thrown at 
a man and merchant, and he called a store con- 
ference and said, “To-morrow morning: this 
store goes on a cash basis and I want every 
man to stay and re-price these goods, for my ad- 
vertisement is going to wake this town up.” 
They toiled far into the night and when the 
store opened next day, Saturday, as luck would 
have it, the customers came in and walked right 
out again. For weeks the merchant grinned 

and bore it, and swore 
he would let clerk after 
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Bocken at Richmond, who put cash and carry into 
his store by a remarkable method of shopping 
checks. In 1920 Carl Bocken was impressed 
with the idea that the retailing of shoes had to 
be radically changed and under the slogan “put- 
ting your best foot foremost” he threw away 
nine ledgers and now carries shopping checks 
and cash in a little tin cash box. He did it to 

a business which for five generations has been 

selling shoes in Richmond. 

The “kill credits” movement is sweeping the coun- 
try—what are you going to do? Let this concrete 
illustration dispose of the fallacy that people buy 
more shoes under the credit system—they don’t; it 
only seems more on the perpetually open ledger. 


Public. Is Sold Footwear 


Compared with the old and experienced merchant 
who knew shoes and leather in its making, fitting 
and values, what can be said of the new merchant 
who has come into the business in the past five years? 
The old-timer was a master and maker of his own 
business and environment. He knew shoes and feet 
and if he chewed tobacco and put in twelve hours a 
day in his store he did it because he loved the game. 

I am not going to pin any medals on him, for in 
one case he was a wonder at service but in the other 
a fool and a coward. 

Would that the newer merchant delved into the 
article he is selling, even sewed a few pairs on the 
repair machine, so that he could know what ought 
to be in a shoe to warrant the price. Some of the 
newer merchants think stitched aloft means one form 
of overhead in the shoe factory. 

The wonderful veteran at shoes could tell sole 
substance by his knuckles and uppers by the feel, 
but he wanted people to buy—instead of going 

out and selling them 
footwear. 








clerk go until only he was 
left in the store, for cash 
would be the only thing 
in that business there- 
after. He worked as he 
never did before, think- 
ing up new methods of 
telling the public. He 
tempted them with style, 
service and store per- 
sonality. 

Slowly and gradually 
the people came back, 
and to-day the business 
is thriving on a cash 
basis and the merchant 
is proud to say that he 
“doesn’t owe a cent, or in 
turn is owed a cent by 
anyone.” But it cost 
him $21,000 in uncollect- 
able accounts and he 
Says it is worth it, be- 
cause if it had run along 
further it would have 
been twice as much. 


Threw Nine Ledgers 


The 
Beaumont 


staple combination. 


sa Away : of the Cornell Shoe Co., Brookiyn 
This merchant lives 
miles away from H. C. 









Patent and gray seem destined to become almost a 
The two models illustrated, both 
of which are selling well, were selected from the line 


That is the first and 
marked difference  be- 
tween the types which 
have come under my ob- 
servation between the 
time twenty years ago 
when I wiped the bloom 
off leg boots, and just 
yesterday when I tried 
to clinch a sale of a cor- 
rective shoe by just one 
more argument. 


Weak on Window 
Washing 


On this trip I have 
seen many stores which 
were strong on solid 
shoes but weak on win- 

. dow washing, up-to-date 
store helps and advertis- 
ing. What an opportu- 
nity and advantage these 
veteran merchants have 
in passing on to the pub- 
lic what they know about 
that most complex part 
of the human body—the 
foot. Also when I harsh- 
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ly said “fool and coward,” do you think it is neces- 
sary to put all one’s life into the shoe store? Health 
is worth something. It is likewise cowardly to give 


such expert services without getting a profitable re- ° 


turn therefrom. Which is master—you or tyour 


store? 
What Merchants Are Doing 


All this is preamble to SELLING. 

I found Enright of Pittsfield with a pumpkin con- 
test bringing in the customers; Millard of Troy tap- 
ping the rural communities for miles around with a 
circular offering a home-utensil free; Simon Long’s 
store at Wilkes-Barre tries ornaments on every pair; 
Rodney’s of Harrisburg gets business with a remark- 
able hosiery and footwear campaign; Hofheimer of 
Richmond is selling all footwear and baggage to 
complete his leather store; Robert Coats of Norfolk 
features men’s shoe specials; William Heller of Ra- 
leigh gives such service as to warrant a letter from 
a customer, saying “it is the first time in ten years 
that a shoe man has put the proper footwear on my 
feet”; Bob Sills of Greensboro, keeping a system of 
tracing shoes from source to final customer-satisfac- 
tion; R. E. Blair, by catching men with shoes and 
even clothes to measure; Charles Brady of Muse’s 
Atlanta is bringing new customers by the thousands 
through clever personal letters; A. S. Nichols of Sa- 
vannah is preaching one shoe shape is not enough 
for all feet and thereby he is selling more, and the 
Children’s Bootery in Jacksonville which jumped 
from a hole in the wall to a store, serving from cradle 
to college, in one year due to styles, widths and spe- 
cialization on children’s footwear. I could fill a 
book with the details of these and other selling 
methods. Remember, these are not features whipped 
up just because business was dull—they are cam- 
paigns based on SELLING THE CUSTOMER—not 
on will he or she come in and buy if I am open for 
trade. 

The difference is in the attitude of the merchant 
—it is not length of store life that brings business; 
it is going out and digging for it. Those who dig 
get it; those who don’t join the slow procession. 


Look at Your Customer—Give Him a Business “Once- 
Over” 


The only reasonable place to begin is at the be- 
ginning—the customer. The most practical thing in 
the world is to begin to ask what that customer likes. 
Believing that you know what the customer likes is 
it not reasonable to bring the customer up to the 
thing. Then put your wits to work to see that the 
customer leaves the store with the article and you 
in return get the cash. This is a step forward for 
both you and the customer. 

Let me say to the merchant readers of the Re- 
corder that this Digging In party of mine is not 
mine alone—it is yours also—for wherever I go I 
always feel that I have with me twelve thousand sub- 
scribers and as many more readers as there are in 
that many stores. We can all do a lot of digging in 
—most stores can find something to do which will 
help it and the industry to make this STEP FOR- 
WARD. For my own part, digging in will help make 
the Recorder a still better instrument for you in 
your profitable service to the public. 


(To be Continued) 
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Plan your work—then work your plan—this is the 
slogan forced on me by train schedules and one night 
stands—mails are variable but the Recorder comes 
out with a regularity which knows no convenience 
to me. 

* * * * 

At Warren, Mass., I saw a wind-break made from 
old cow hides and the farmer told me they were 
worth more as fencing than as shoe leather, at the 
price the collector would offer. 

* * * * 

Never have I seen fields so beautiful in colorings— 
in New York every sort of shade from field mouse to 
fawn—is it any wonder that the Frenchman in se- 
lecting new colors goes right to nature for them. 
The slate shade in Pennsylvania; lava reds or the 
new copra color in the clay of Virginia; soft shades 
of green in the Carolinas, cordovan in Georgia and 
in Florida a champagne sand shade worthy of more 
than children’s boot tops. 

* * * * 

Stop-over at a tank station at Ararat, Pa., gave 
opportunity to talk with railroad men. They believe 
in shoes for special tasks—no longer the cast-off 
Sunday shoe for the tops of trains but a heavy work 
shoe, rubber heeled. 

*% * * * 

In the hill country where the chills sweep down 
from Canada the girls insist upon wearing silk 
stockings—two pair at a time for both warmth and 
appearance, likewise two pair give a greater sheen. 

* * * * 

The only women wearing boots of 1919 vintage in- 
variably wore wide wedding rings. The band of wed- 
lock usually was a full half inch wide. Is there a 
gulf of style between the wide anchor to wedlock 
and the slim orange blossom ring of platinum. 

* * * * 

Store salesmen get mighty close to customers. In 
Jersey a salesman was asked to step out on the side- 
walk to appraise a horse which a farmer contem- 
plated buying. 

‘ * * * * 

The old trick of slipping in a wool ‘sole to make a 
boot fit was worked to the limit in a sale of a pair 
of boots to a boy wearing size 13 and the boot was a 
low heel woman’s boot, size three. 

* * * * 

What a boon to business is seasonable weather— 
froze in the Alleghanies, sweltered along the Blue 
Ridge and threw everything aside to swim in the 
Gulf. More weather curses for meres than 
would dam a river of trade. 

* * * * 


The inconsistencies in business are the interest- 
ing things—for example—in the grime and smoke 
of coal mining at Nanticoke, Pa., there are flourish- 
ing silk mills where the miners’ daughters work in 
delicate materials, to be later sold in New York style 
shops. 

* * * * 

Once was when the only shoes sold in the South 
were in light weight soles and uppers—shoes were 
climatically arranged. Now heavy soled welts with 
Scotch grain uppers for men, and women wear man- 
nish oxfords with wool stockings. 


(Continued on page 59) 
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There Is No Mystery About Hosiery 


No. More Complicated Than Selling Footwear and Presents 
Limitless Possibilities of Real Profit if Department 
Is. Properly Conducted 


time seen the possibilities latent in every 

retail shoe store for developing a large and 
profitable hosiery trade. It is a self-evident fact 
that hosiery is as indispensable to the feet as are 
shoes. They are worn together and it is our opinion 
that they should be sold together. This is the new 
idea and the sooner you take it up the more to your 
advantage it will be—for it is inevitable that hosiery 
will become an integral part of every shoe store. 


T HE BooT AND SHOE RECORDER has for some 


The Constant Demand for Hosiery 


We have been studying this problem for months 
and have found it invariably to be the case that a 
retail shoe store, by adding a properly conducted 
hosiery department, has obtained splendid results. It 
is practically a case of two sales growing where there 
was one before. Any one who has been sold a new 
pair of shoes can be sold one or more pairs of hosiery 
at the same time by the same salesman, if he will 
bring them to the customer’s attention. 

And right here is a good point in hosiery salesman- 
ship—if you haven’t a stocking in stock which ex- 
actly matches the shoes 
which you are selling, 
show something which 
will CONTRAST. 

Remember this in your 
window display and in ¥y, 
dressing your display 
cases. If you have not ° 
the exact match, be care- 
ful not to show an off- 
shade, but play up con- 
trast for all it is worth. 
We all know from our 
own experience that hos- 
iery, no matter how well- 
made or of what excellent 
quality they may be, will 
not wear forever. We are 
continually needing new 
ones. So the market for 
hosiery is constant and 
always growing. 


Others Have—Why Can’t 
You? 


We are not asking you 
to try selling hosiery in 
your store as an experi- 
ment—but telling you 
that in every instance 
where hosiery has been 
introduced into retail shoe 
stores, the result has 
been more than satisfac- 





















oxfords on the cold days o; 


a 
tory. the Emery & Bone de. 


Ribbed sport hose of the type so popular with women who wear 


li and winter. From the line of 
, Inc., of New York City 


Take such leading firms, for example, as the 
Thayer-McNeil Co., or Henry H. Tuttle Co., of Bos- 
ton; Cammeyer’s or Frank Bros., of New York—if 
their hosiery departments did not show a profit and 
be invaluable to them otherwise—they would not for 
a minute allow it to occupy space which is at such a 
premium in the large cities. 

But, because these are metropolitan firms of na- 
tional repute, do not think that the same thing is not 
applicable to you in the‘average, medium-sized, pros- 
perous town, which is so characteristic of our coun- 
try. You will find that if you install a hosiery de- 
partment and give it a fair share of your attention 
and advertising, that your success in hosiery will be 
just as real, just as tangible as, if proportionately 
smaller than, that of the firms mentioned above. 


Reluctance Not Justified 

We understand that there has been some reluctance 
on the part of the retail shoe merchant to introduce 
a hosiery department, due partly to the novelty of the 
idea and partly to his own lack of knowledge on the 
subject of hosiery. He may know shoes from the 
ground up, but hosiery is an unknown quantity to 
him, and as such he looks at them askance. 

Get over this reluctance; face the problem and 


: master it. Study hosiery—the subject is not hard and 


will prove a very profitable one. Above all, do not 
get the idea that hosiery must be handled separately 
from your shoes—lay in a conservative stock of the 
always necessary black, browns, including both cordo- 
van and the newer Russia calf shades, white, silver 
and gold, if you handle evening slippers, with possibly 
a few fancy numbers for attractive display to attract 
attention; keep a full range of sizes, concentrating 
on the average sizes, i. e.,.9, 94 and 10’s; buy the 
well-known makes which have an established reputa- 
tion for quality behind them. 
Field Has Infinite Possibilities 

You are all familiar with the service for which 
the Boot and Shoe Recorder stands in the shoe 
trade—that it is an authority to consult in times of 
need, a friend and helper always. We want to make 
this new hosiery depart- 
ment stand for exactly 
the same things to you— 
we are always at your 
service—to help you is 
our aim and the reason 
for our existence. Here 
then is the field—a new 
one of infinite possibili- 
ties for the man who is 
not afraid to be a pion- 
eer; we’re here to help 
you in every way we can; 
won’t you give hosiery ‘its 
rightful place in your 
shoe store? 
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Ready for the Sport Shoe Harvest 


The outlook is for white as the base of all these out: 
door types—Combined colors will be black, 





Just as an index of sport footwear possi- 
bilities—the rubber companies have been 
covering the Southern resorts and have 
greatly increased their quota of rubber 
soled and vulcanized novelties in sport com- 
binations built up on a great volume of 
whites. After black comes white in their 
category of style. 





green, red and tan. 


The greatest possibilities for Spring are along the 
pathway of sport footwear. Already the Southern re- 
sorts are planning sales of sport footwear four times 
the volume of any other type. According to the sport 
the selection of footwear is made. 

The knicker movement in women’s attire is greater 
than any rational stylist would have predicted a month 
ago. This means a particular type of footcovering— 
a sport shoe in smart combinations. 

The outlook is for white as the base of all these 
sport types and such color combinations as black, green, 
red and tan in the order named. This order of com- 
binations may be a surprise to most shoe men but it is 
most apparent in Southern resorts. The splashes of 
color on the white are modified—the saddle or apron for 
the broad use of a color and usually the leather is 
grained. The minor movement is for a use of pipings 
in color. The piping, collar and simple use of colored 
leathers over white is in keeping with the refinement 
of sport footwear. 

Colored stitchings on white and perforations which 
show a color below the white are new features in sport 
footwear. Most of the numbers selected are upon the 
oxford type though the one strap and broad waistline 
band have a call. 

Plain whites in buck, washable leather and canvas 
are always stylish and popular—and in a partially 
economical season very salable. 

The drift of “climatic cowards” or Southern resort- 
ists is already apparent—many more people of limited 
and average means are coming South. They strive to 
keep in the swim by attire the equal of that worn by 


those of the “blue book” class. The Southern resort 


therefore as a guide to style in the Spring season has 
a value right through the country, in city and town, 
and the prime index is that sport footwear is the lead- 
ing number in all stores in 1922. 
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Gustave Levor, Tanner, Is Dead 


Was Head of New York Company Which 
Was Among First Successfully to 
Tan Cabretta Skins 


USTAVE LEVOR, 
& head of G. Levor 
& Co., Inc., and 
one of the oldest and best 


known men in the leather 
trade in this country, 
dropped dead on his way to 
his office at 100 Gold Street, 
New York, on Monday morn- 
ing, November 28. Mr. Le- 
vor was nearly 75 years of 
age. 

He was born in Germany 
and came to this country 
when a young man in his 
teens, settling in Glovers- 
ville, where he entered the 
tanning business. In 1875, 
he embarked in business for 
himself under the name of 
G. Levor and in 1903 entered 
into partnership with Sidney 
New, now of the Newcastle 
Leather Company. The firm 
of Levor & New continued 
until 1910, when Mr. New, 
who married a daughter of 
Mr. Levor, withdrew from 
the firm. Mr. Levor con- 
tinued the business under 
the name of G. Levor & Co.. 
and in 1915, the firm ‘was 
incorporated. 


Pioneer Cabretta Tanner 


Mr. Levor was among the 
first tanners in this country to successfully tan cabret- 
tas and at the time of his death, his company was 
said to be the largest tanner of this leather in the 








(Continued from page 56) 

Heavy high boots with bellows tongues and side 
leather tops seem to be the rage in the Carolinas, 
for teamsters, lumbermen and even grocery men 
wear them—showing once more that climate has 
nothing to do with footwear. 

* * * %* 

The shoe store without its hosiery department is 
a strange shop in every state that I have visited. 
The one outstanding reason outside of matching of 
colors is that customers know that shoe men pick 
quality in hosiery and never dabble in seconds. 

* * %* * 

The alligator crop is on the increase. Joe Rich- 
ard, once shoe salesman, now has an alligator farm 
back of his Souvenir Shop at Jax, Fla. 





GUSTAVE LEVOR 


country, if not in the world. 
He successfully produced a 
white cabretta which had a 
wide vogue and_ recently 
brought out a white goat- 
skin, which has given great 
promise of attaining wonder- 
ful popularity. 

In 1913, Mr. Levor’s tan- 
nery at Gloversville was de- 
stroyed by fire but was re- 
placed the next year by one 
of the finest fireproof plants 
in the country. 

Mr. Levor, who resided at 
525 West End Avenue, New 
York, is survived by his 
wife, Louisa L. Levor and 
three daughters—Sylvia L. 
New, Grace L. Rothschild 
and Rose L. May. Samuel 
Rothschild, one of Mr. Le- 
vor’s sons-in-law, is treasur- 
er and vice-president of G. 
Levor & Co., Inc. 

Mr. Levor was Vice-Pres- 
ident of the Fonda, Johns- 
town & Gloversville Railroad 
and for a time was a director 
in the City National Bank of 
Gloversville. 

He was active in charita- 
ble works and his loss is 
keenly felt, not only in the 
leather trade, but through- 
out the business and social 
world of New York, Glovers- 
ville and other up-state cities of New York. While 
he was best known in his chosen industry Mr. Levor’s 
capabilities obtained him recognition in other fields. 











From the orders placed for rubber soled and vul- 
canized specialties the coming summer stands al- 
ready recorded as the greatest sport season ever. 


* * * * 


Cotton country is moaning the boll weevil blues 
—and along comes Enterprise Alabama and plants a 
monument to the weevil which taught the South di- 
versity of crops. Long and loud has the Recorder 
preached Diversity of Materials—and yet we have 
patent and satin dominating the season. 


* * * * 
Fred Meier of Jax, Fla., puts a customer for shoe 
repairs in a coop, three feet high and square, a 


cushion for the feet and a magazine “while you wait” 
--the stunt is a good one. 











—What To Do 
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————-/\ Contest 


A Contest for 
Boys and Girls 


By JOHN A. VAN COEVERING 


ETTING your advertisements read is one 

of the open secrets of successful advertis- 
ing. The Contest which is fully outlined in 
the ads herewith, will not only get people to 
read your ads, but they will be talked about 
about and preserved for the length of the 
contest. 


The duration of the contest, prizes, etc., can 
be determined as you deem best. The former, 
would, of course, depend upon the number of 
ads you include. We believe two or three 
weeks is about right. Ten or fifteen ads 
should be run during this period. Number 
them consecutively. 


The prizes mentioned in the ads herewith 
are merely suggestions. Cash prizes may be 
offered according to the size of the town. Two 
or three school teachers, or possibly an ad- 
vertising man, can be secured to act as judges. 


The “Special Surprise Cards” mentioned 
may be sent to one-half of the contestants. 
These offer as a reward a five or ten per cent 
discount on all purchases the contestant may 
make before Christmas. This will actually 
reward the holder of the card, while it will at 
the same time be a very strong inducement for 
buying from you. Instead of the discount, 
some souvenir may be offered with the next 
purchase. 

As this contest will bring many children, 
and grown-ups too, into your store, take es- 
pecial pains to make them feel welcome, ana 
take the opportunity to show shoes in which 
they may be interested. 


A Contest for Boys and Girls 


“Say, Bud, here’s the paper! and all about the 
contest, too! 


“Lemme see it quick! What must we do to win 
a prize?” 


“Right here it is—read—” 
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For Boys and Girls 


“Say, Buddy, have you heard of the new con- 
test Blank’s Shoe Store is going to have?” 

“No, Sis, what is it?” 

“All right. Listen: Il read it to you. It 
starts this way: 

“DO YOU READ ADVERTISEMENTS?” 

“Sure I do,” interrupted Bud. 


“Well, then you will be interested in our new 
contest. There are good prizes, too. A pair of 
brand new shoes to the boy and a pair of brand 
new shoes to the girl taking the first prize. Also 
Ten Special Prize Cards, worth ONE DOLLAR, 
and a lot of Surprise Prize Cards, for extra good 
answers.” 

“I’m in for that, Sis. I want a new pair of high 
top shoes. I’m sure I can win in that contest.” 

“So’m I, Bud. But it says: WHAT TO DO will 
be told in tomorrow night’s paper.” 

“Must we wait *til tomorrow? Believe me, I’m 
going to jump for tomorrow night’s paper—you 
bet!” 

NAME 


P. S. Full details of “What to Do” will be given 
tomorrow night—Watch for our ad. 



































Buss 


Ad No. 2 


Ad No. 1 


TEXT OF THE SECOND ADVERTISE- 
MENT 


“Say, Bud, here’s the paper!—and all about 
the contest, too!” 

“Lemme see it quick! What must we do to 

win a prize?” 
“Right here it is. Read—” 
Cut out the advertisements of Blank & Co. 
for the next three weeks. Be sure you get 
every one. Each will be numbered—00 in 
all. 
2. Take a sheet of stout paper about 8 x 10 
inches, and fold it once. This will be a 
cover in which to keep the ads. 
When at the end of three weeks you have 
collected all ten advertisements, pick out 
the one you like best, and on a sheet of 
paper, about the size of your folder, tell us 
why you think the ad you picked was the 
best one. 

4. Finally, on the front side of your paper 
cover, draw up an original “ad” of our shoes. 
Do your best on this. 

5. When the above has been done, write: 
1, your name; 2, address; 3, parents’ name; 
4, age and grade you are in at school, on the 
back of the paper folder and take your 
folder with the ads inside to Blank’s Shoe 
Store before . You may mail it if you 
wish. 

THE PRIZES—One pair of shoes to the best 
set sent in by girl. One pair of shoes to the 
best set sent in by boy. 

TEN Special Prize Cards, worth ONE DOL- 
LAR in merchandise. 

Numerous Honorable Mention Surprise Cards. 
The first advertisement, No. 1, will ap- 

pear 


- 
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(Continued on page 74) 
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The New Government Inquiry 
Another Reason For A Strong National Association 


ciation was formed the chief object was 
to make better the condition in stores 
and promote the well-being of the individual 


merchants comprising the body. 

The founders realized that there were many im- 
provements that might be made in retail distribut- 
ing methods that would render the conduct of busi- 
ness more pleasant, probably more lucrative and 
place it on a higher ethical plane. Their efforts along 
this line have borne fruit. 

Fortunate indeed it is that merchants have become 
better bookkeepers, have become alive to the neces- 
sity of keeping accurate records of business trans- 
actions and have adopted better stock and cash ac- 
counting methods. 

Little did the charter members realize the wide 
range of activities the association would have to 
cover and the heavy burdens they would have to 
assume in the future years of its existence. 

That the association would ever grow to its present 
proportions and function in so many different ways 
was beyond the wildest dreams of its founders. 

Time has demonstrated that craft and business 
associations are an absolute necessity and that they 
are just as necessary to the government as they are 
to the individuals composing their membership. 

Time and again during the war and since the 
N. S. R. A. has proven its right to existence. It has 
demonstrated itself to be the most practical media 
through which the government could acquire wanted 
information concerning the industry and has proven 
a powerful factor in fostering wise legislation and 
combating that which was unwise. 


Wi the National Shoe Retailers’ Asso- 


N. S. R. A. Again Called to Assist the Government 


Again the Association is being called upon to work 
with the government commission in securing data, 
facts and figures which if properly collected and 
rightly disseminated will go a long way toward put- 
ting the public right on retail shoe prices and dis- 
proving the charge of profiteering. 

This time the association and its individual mem- 
bers are to work with the Joint Commission of Agri- 


cultural Inquiry which consists of five senators and 
five representatives. 

The resolution which created the Commission and 
condition under which it is operating is so broad in 
its scope that its activities are limited only by the 
desires of its members to investigate or inquire into 
business conditions and relations. 

The Commission states that the purpose of the in- 
quiry is to stimulate economic conditions through- 
out the country, through the co-ordinated efforts of 
retail merchants by giving conclusive evidence in 
facts and figures as to prices and profit; the accuracy 
of which will be attested to by congressional body. 
To show if possible that the spread between whole- 
sale and manufacturers’ prices and the prices of 
merchants to the ultimate consumer are not exces- 
sive. 

The investigation so far is covering foodstuffs, 
dry goods, clothing, footwear and will probably be 
extended to many other lines. Even banking and 
transportation are within the powers of the inquiry 
body. 

Evidently particular stress is being brought to 
bear to determine first, “The cause of the difference 
between the prices of agricultural products paid to 
the producer and the ultimate cost to the consumer.” 

Second, “The relation of prices of commodities 
other than agricultural-products to such products.” 

Nobody questions the honesty or sincerity of the 
congressional investigators and no industry will more 
cheerfully welcome the opportunity to lay its cards 
on the table, produce the facts and figures asked for 
and lend every assistance to the congressional com- 
mission than the shoe industry. 


Questionnaires Already Out 


President J. P. Orr, after a consultation with the 
Commission of Agricultural Inquiry, appointed a 
committee of twelve retail merchants, of which A. 
H. Geuting was made chairman. This committee has 
formulated and sent out the questionnaire to retail 
shoe merchants in order to collect the data desired 
by Congress. 

The retail merchants have nothing to fear from 
this investigation. The information will go a long 

(Continued on page 64) 
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A Style Show Plus— 


A Portrayal of Correct Costumes and Footwear for Occasions 


Shown by Trained Models. 


A Promenade of 


Gorgeous Hues and Wondrous 
Scenic Beauty 


HEN Julius Goldberg was made chair- 
W man of the Correct Costume Revue he 
was given wide latitude. Not only was 
1e given permission to select his own committee 


but was asked to “produce the most instructive shoe 


style promenade ever shown on any runway, platform 
or promenade in the history of the shoe industry.” 





The convention builders realize that there are a 
hundred thousand shoe buyers in the country who 
cannot afford the time and expense necessary to make 
frequent trips to the big shoe manufacturing centers 
to acquaint themselves with styles and the newest 
modes in footwear fashions. Yet among these are 
several thousand merchants who are live wires and 
vitally interested in shoe fashions. Since over half 





The largest and most imposing promenade ever designed for any style exposition of any craft. Seventy-five models will 


appear on the promenade at one time. 


He was also told that expense must be a secondary 
consideration. The success of the enterprise, the cre- 
ation of a style revue that would stand without a 
peer, must always be uppermost in the minds of the 
committee. 

The general committee realizes the style problems 
that retail shoe merchants are facing—the ponderous 
question of buying what will sell quickly, sell out 
clean and yield a profit. 

They decided the best way to demonstrate what 
styles would prove popular was to have the leading 
manufacturers show their newest creations on living 
models wearing gowns that would harmonize with 
the shoes and that are correct in design and mode 
for the occasions that occupy the time of members 
of the household from breakfast to bedtime. 


Each visitor will have an unrestricted view 


of the people of the whole United States live within 
a night’s train ride of Chicago there is no merchant 
whose business is so small that the cannot afford the 
outlay of time and money necessary to attend the 
greatest and most educational show ever produced by 
any trade or craft. 

No merchant, no matter how rich or how large the 
business he controls, or how much time he has for 
buying, could possibly see all the lines or all the styles 
of the four hundred or more manufacturers that will! 
be spread at the show and shown on the promenade. 


Shoe Merchant More Than a Distributer 


Shoe merchandising today is a precarious under- 
taking, even to the best informed. It is beyond the 
possibilities of success without the best information 
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obtainable as to prices and styles. Men and women 
desire to dress correctly and have footwear that will 
not clash with the garments that the dressmaker or 
tailor has designed. How often have you had a cus- 
tomer come to your store and ask for a pair of shoes 
for some particular purpose or occasion—for golf, for 
an afternoon party, for traveling, for a wedding—or 
probably asked for a shoe to wear with some particu- 
lar gown or suit and you have “been up a tree” and 
not known what to recommend? The correct costume 
revue is the answer. 

The merchant who has so educated himself and his 
sales force as to be able to transmit the correct in- 
formatior to the public is sure to win the lion’s share 
of the business. 

That is the reason for allowing Mr. Goldberg and 
his committee such wide latitude in perfecting the 
greatest exhibition of correct dress and footwear that 
has ever been attempted. 

The convention committee is not seeking opportuni- 
ties to blow association money; in fact, the policy is 
just the opposite to that. Every requisition of every 
sub-committee is carefully weighed and discussed be- 
fore it is allowed. But the exigencies of the occasion 
demand that merchants be given the latest and best 
possible style information and an opportunity to en- 
lighten themselves upon the fashion situation. For 
this reason expense was made the secondary consid- 
eration. 

Pattern makers of hundreds of ; — 
factories are busy in their efforts 
to produce something new and un- 
usual to display at the 1922 conven- 
tion. There wi!l undoubtedly be a 
profusion of patterns, a conglomera- 
tion of style showings. Individual 
personality will as always be worked 
into the sample lines but the buying 
done by merchants at the convention 
will set the style trend for spring 
and summer season of 1922. If you 
are at the convention, if you watch 
and study the trend of styles on the 
promenade at the correct costume 
revue you will know the trend of 
styles as you cannot possibly know 
it if you stay at home. 


Advance Preparation 


Selecting one hundred and fifty 
trained and experienced models is 
of itself a considerable task. The general appearance, 
the facial expression, the carriage and poise of the 
applicant had to be considered. About two thousand 
girls, children and men passed in review before the 
committee. A card index record had to be prepared; 
the feet of each model who was accepted had to be 
carefully measured, shoes tried on and the measure- 
ments sent to the manufacturer whose shoes are to 
be shown. 

Many of the factories are providing special costumes 
in order to better display the shoes. 


The Scenic Effect 


The Correct Costume Revue will be a scene of gor- 
geous splendor. The best scenic artist obtainable has 
been employed to design the stage settings and decora- 
tions of the boardwalk or promenade. 

The sketches which this artist prepared and which 
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have been accepted portray a promenade rectangular 
in shape, five feet wide, extending entirely around the 
Coliseum, approximately seven hundred feet in length. 
Decorating the promenade at regular intervals are 
pilasters 11 ft. high surmounted by flower-filled bas- 
kets. 

The lighting effects will be wonderful and unusual. 
There will be no glaring spotlights to dazzle the eyes 
of the visitors nor will there be any shadows to cast 
a cloud upon the footwear or garments on display. 
A flood of light will be thrown on the promenade by 
a series of concealed 100 watt lights placed two feet 
apart, back of which are strong reflectors. Overhead 
drop lights of 500 watt capacity in hoods are placed 
20 ft. apart will light the models and clearly: show 
all details of the costumes worn. 


Entrance of Rare Artistic Beauty 


It is impossible to make a word picture that will 
convey even the slightest idea of the beauty of the 
entrance, from the dressing room to the promenade. 
It will be through a proscenium arch of brown satin 
stippled in goid, covering the entire north end of 
the building 190 ft. across. Upon this arch are two 
Birds of Paradise done in highly colored metallic 
paints. The inside of this 45 ft. opening is draped 
in orange satin stippled in bronze, and as the farther 
background is a transparent background upon which 








Proscenium arch of brown and gold satin, through which and down the golden stairway 
models will approach the promenade 


is a cherry tree in full bloom. From here the models 
will descend 12 golden steps, on the balustrades of 
which are statuettes holding baskets of flowers. 
Imagine, if you will, this entire expanse, brilliantly 
lighted, and you may get some faint idea of the beauty 
and elegance of the approach to the promenade. Add 
to this the advent at regular intervals on the prom- 
enade of beautifully attired models wearing the most 
approved costumes and footwear and walking to the 
strains of music produced by two of the best orches- 
tras in the country, and some slight conception may 
be had of what is in store for the merchants and 
women who attend the eleventh annual convention and 
exhibition of the National Shoe Retailers’ Association. 


An Entertainment in Itself 


The Correct Costume Revue will not only be an 
education on styles and correct dress; it will not only 
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be the best guide to future buying and selling that 
is obtainable any place in the world, but it will be 
an entertainment that will surely be enjoyed to the 
utmost by every visitor who is interested in beautiful 
and artistic dress for women, children and men. 

Each person who registers will be given admission 
tickets to the costume revue. There will be two shows 
daily, one beginning at five o’clock and the other at 
eight-thirty o’clock in the evening. The tickets will 
be so distributed that every person will have ample 
opportunity to enjoy the show. 

Each model will carry a purse-like card in his or 
her hand showing the name of the manufacturer and 
style number of the shoe worn by the model. Each 
model will be numbered and the model number will 
also appear on the card. 

Programs will be given each visitor showing a list 
of the manufacturers whose shoes are being exhibited 
together with the number of the model wearing them. 
Space will be provided in the program where a mer- 
chant can note any special shoe in which he is in- 
terested and then go to the exhibitor’s booth and see 
a sample of the shoe which drew his attention. 

This provides a constructive program of buying and 
the assurance that you will be able to see in the sample 
lines the shoes shown on the promenade. 

It is the intention of the men who are responsible 
for the production of the 1922 annual convention to 
provide the visiting merchants with every bit of in- 
formation possible that he may take it back home with 
him and through that information build a bigger, 
better and more prosperous business. The Correct 
Costume Revue is one means to that end. 
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way in answering the question relative to the rela- 
tionship of prices and commodities other than agri- 
cultural products to such products. 

When all is said and done, however, it will prob- 
ably be shown that the high cost of government and 
the excessive cost of transportation are two of the 
prime reasons for the wide spread that exists between 
raw material costs and retail distribution prices. 

Until it became necessary for the government to 
collect the major part of its running expenses through 
the internal revenue department a shoe merchant 
gave little consideration to national government tax- 
ation. 

At the present time he not only pays an income tax 
and in some cases an excess profits tax, but every 
community has witnessed the increase of municipal 
and state taxes that in some cases are appalling. 
Since his landlord has also been subjected to these 
increases in taxation the merchant has been called 
upon to pay double or treble the rent for the prem- 
ises he occupies. A Chicago merchant recently re- 
newed a lease on a room that for the first term of 
years cost him $175 a month and for the next term 
of years he will have to pay $500 a month. The 
landlord said that the increase has been necessary 
because of the revaluation of the property and the 
increase of taxation both because of an increase in 
rate and because of the difference which occurs from 
the revaluation. So it is that the high cost of gov- 
ernment has its influence upon prices of merchan- 
dise to the consumer. 
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The High Cost of Transportation 


When it is borne in mind that a cowhide taken 
off of the animal on a farm goes through about 12 
hands before it gets back to the consumer in the 
form of made-up shoes and when it is farther borne 
in mind that at least nine of these changes of owner- 
ship involve transportation and when it is realized 
in connection with it that transportation rates have 
increased approximately 130 per cent since 1913, it 
can be readily seen that the high cost of transporta- 
tion is a material factor in the retail price of com- 
modities. 

Every government investigation costs money, adds 
to the cost of government and consequently adds its 
bit to the cost of commodities at retail. This is not 
saying that the present inquiry is unjustified or out 
of place, but it is only pointing out that the Joint 
Commission of Agricultural Inquiry is supplied with 
an enormous sum of money to carry on its investiga- 
tions and that if this sum of money is spent for the 
purpose an extra burden of taxation will be visited 
upon the business interests of the country. The 
business interests can pay taxes only from profits if 
they continue to prosper and as expenses go up rates 
of profit must necessarily go up along with it. 

It is to be fondly hoped that one object of the in- 
vestigation as explained by the Commission “that of 
changing the psychology of the consumer” may be 
realized. If so, investigation will probably be worth 
its cost. It is also fondly to be hoped that it will 
change the psychology of congress. 

E. C. LOGAN. 


Gives Stockings with Shoes 


To attract attention to its hosiery department, as 
well as to promote the Christmas spirit of giving, the 
Fox shoe store in Lynn presented a pair of silk stock- 
ings with each pair of shoes purchased at its store 
the past week. 
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shoes and the assembled costs of the materials going 
into the shoes. 

One of the eye-opening features of the day is the 
comparison of prices:of 1914 with those of to-day 
and not forgetting the peak period eighteen months 
ago. Some merchants have been looking into the 
prices of shoes and have found that a $4.20 boot of 
1914 ran up to $14.30 in 1919 and to-day is not below 
$9.50, and they are thinking over the problem. Like- 
wise they are taking their rents and such bills for 
light, heat, insurance, etc., and making similar com- 
parisons, and finding that from two to four hundred 
per cent rises still hold their own in the expense 
column. Then on store salaries they see a new high 
point which invariably has not been diminished be- 
cause of conditions, for a contented and capable sell- 
ing staff is worth the new high level if it moves the 
goods. 

In a world gone mad over PRICE, it pays to look 
into the elements going into the cost of making and 
distributing shoes. Watch your costs—do something 
on overhead. The best little reducer of overhead, how- 
ever, is increased sales—put your faith in your sell- 
ing staff and get results. 
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Who’s Who Among Shoe Manufacturers 


As They Will Be Represented at The Eleventh Annual Convention and 
Exhibition At Chicago, 


PPROXIMATELY 400 manufacturers are 
represented in the list. Several of them 
have more than one space, some concerns 
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January 9th to 12th 


in any hotel during the dates of the convention to 
those who are not exhibitors at the show. 


The models for the show have been selected with 





having as many as ten spaces contracted for. The 
concerns designated by a star have already con- 
tracted for a living model and will be represented 
in the Correct Costume Revue by one or more models. 

There will be no factories represented on the 
promenade of the Correct Costume Revue which have 
not bought space in the exhibition. 

The hotel association of Chicago has agreed with 


tage. 


great care; correct measurements of their feet have 
been taken so that the shoes shown on the promenade 
will be perfect fitting and show to the best advan- 


Any factory which has not already arranged for 
a model still has an opportunity to-do so by com- 


municating with Milo E. Westbrook,.: executive con- 


the National Convention Committee not to rent rooms cago. 
COLISEUM COLISEUM 
*Adler, B. Great Lakes Shoe Co. 


*Albert, J., & Son. 
et Leather Co., Inc, 
Arn hoe Co. 

*Ault-Williamson Shoe Co. 
Avon Sole Co. 

*Bancroft-Walker Co. 
Barry, T. D., Co. 
Bartiett-Somers Co. 

Bates, A. J., Co. 
Barke-Gibbons Co. 

*Berry, A. H., Shoe Co. 
Beals-Pratt Shoe Mfg. Co. 
Boyd-Welsh Shoe Co, 

*Bliss & Perry Co. 

Boot & Shoe Y Recorder Co. 
Brauer Bros. Co., Inc. 

*Bresnahan & McLaughlin 
Bristol Patent —- Co. 

*Brown Shoe Co., Inc. 

*Burrows Shoe Co. 

Barnett Leather Co.; Inc. 

Carfagno Shoe Co. 
Carpenter Shoe Co., Inc. 

*Central Shoe Mfg. Co. 
Church, F. C., Shoe Co. 
Churchill & Aiden Co. 
Clapp, Edwin, & Son 
Clark, see, Leather Corp. 

*Cotter Shoe Co. 

Cincinnati Shoe Group. 
Crossett, Lewis A., Inc. 
Clinton Shoe Mfg. Co. 
Croxton Wood & Co. 
Craddock-Terry Co. 
Davies Shoe Mfg. Co. 
Creighton, A. M. 

*Dodge, N. D., Shoe Co. 

*Diamond Shoe * 

Drew, Irving 


Dittmann Boot a Shoe Co., George F. 


Duttenhofer, Val, Sons Co 
Duttenho Bros, Shoe Co. 
Duttenhofer-Stevens Co. 
Dugan & Hudson Co. 
*Dunbar Pattern Co 
Ebner-James & Buntrock Shoe Co. 
Edmonds Shoe S 

Edwards, J., & C 

*Elkin Turn Shoe “Co. 
Einstein, J., Inc. 

Emerson Shoe Co. 

Evans, W. B., Sons Co. 
Fenton, John, Shoe Mfg. Co. 
Feder Gregg Shoe Co. 

Ferris Shoe Co. 
Fiebrich-Fox-Hilker Shoe Co. 
Hide and Leather 
Foerderer, Robert H., Inc. 
Freeman Shoe Co. 


Fox, Charles K., Inc. 

Foot, Schulze Co. 
*French Beading & Novelty Co. 
*Ford. C. P., & Co. 

Friedman Shelby Shoe Co. 
General Industrial X-Ray Co. 
Godman, H. C., Co. 

Golo Slipper Co. 

Goodrich, ~ «: B., & Co. 
Gotzian, C.. & Co. 

Goodrich, B. F.. Rubber Co. 
*Green, Daniel, Felt Shoe Co. 
Grieb & Sons, J. 3 
*Gregory & Read Co. 
*Guggenheim, M. 

Grelich, Wm., & Sons, Inc. 
Grover’s. J. J., Sons Co. 
*Gustin, M., Co. 


*Hamilton- a Shoe Co. 
Holters Co., Th 
Homan-Hughes ‘Co. The 
Harsh & Chapline Shoe Co. 
Harsh & Chapline Shoe Co. 
Hakin Bros., Kassar Co. 
Hannahsons Shoe Co. 
Hallahan & Sons, Inc. 
Henke Baby Shoe Co. 
Holland Shoe Co. 

Hood Rubber Co. 

*Hopkins & Ellis. 

Hurley Shoe Co. 

Ideal Shoe Mfg. Co. 
International Shoe Co. 
Jacobson Pul, Co. 

Joy, Clark & Nier, Inc. 
Johnson & Murphy 
*Johansen Bros. "Ghee Co. 
*Julian & Kokenge 


Co. 
*Johnson, Staghens es Shinkle Shoe Co. 
ne, 


*King, Mrs. A. 

Keith, George E., Co. 

Kropp Shoe Co. 

*Krippendorf, Dittman Co. 

*Krohn, Fechheimer & Co. 

Laird, Schober & Co. 

*Lapidus, Morris 

Ladenstein, Gust. 

*La Valle & ke Presti 

Leach Shoe Co. 

Legg, A. M.. Shoe Co. 

Lounsbury-Soule Co. 

Lund-Mauldin Co. 

*Lewis, Herman 

Lounsbury, ae & Co. 

*Mackey Shoe Co., Inc. 

Marathon Shoe Co 

Marion Shoe Co. 

Martinez Bros. 

Mayer, F., Boot & Shoe Co. 

McElw ‘ain, W. H., Co. 

*McEllroy- Dy Shoe Co. 

Meier, John, Shoe Co. 

Menihan Co. 

Meis, Charles, Shoe Co. 
rrill, Porter x Co. 

Minor & Son, Inc. 

Minnesota Shoe Co. 

| a tee Chair Co. 


Moore-Shafer Shoe Site. Co, 
Monarch Leather Co. 

Moore, W. T.,:Shoe Co. 
Nap-a-tan Shoe Co. 

Nahm Bros. 

Nettleton, + E., Co. 

Newton, J. & Co. 

Nunn, TA & Weldon Shoe Co. 
O’Donnell Shoe Mfg. Co. 
Ogden Shoe Co. 

Ohio Leather Co. 

Pfister & Vogel Leather Co. 
Philadelphia Shoe Mfg. Association 
Pontiac Shoe Mfg. Co. 
*Pedigo-Weber Shoe Co. 
*Parisian Beading Works 
*Peters Shoe Co. 

Portage Shoe Mfg. Co. 

raant, Thomas Co. 


h, S., & Co. 
ee ag | ‘Knitting Works 
Reed. & Co. 
Red Wing, ‘Shoe Co. 
*Rich Shoe Co. 
*Rice & Hutchins, Inc. 
*Roberts-Johnson- _ Shoe Co. 


Rohn Shoe Mfg. 
Samuels Shoe Site. ‘Co. 


vention secretary, 417 South Dearborn Street, Chi- 


‘ COLISEUM 
*Sachs Shoe Mfg. Co. 
*Selby Shoe Co. 
Shaft-Pierce Shoe Co. 
Sherwood Shoe 
Shipley & Vaux Shoe Mfg. Co. 
Shoe Retailer 
Shoe and ~~ gewne 
Stickles, L. D., Shoe 
*Shoe Specialty Mfg. Co. 
neg a ag Co. 
Importing Co. 


*Standard Felt Co- 

St. Louis Shoe nes and Whole- 
salers’ Associa 

*Schmitt, Carl i °Co., Inc. 

*Thomson- Crogker Shoe Co. 


_ *Sullivan, P., 


Tate Bléctrolytic —— Process, The 
Tolman Print, In 

Tweedie Boot Top Co. 

United Shoe Mfg. Co. 

Union Shoe Mfg. Co. 

United Shoe Repairing Machine Co. ~ 
Utz & Dunn Co. 

Vinsonhaler Shoe Co. 

*Watson Shoe Co. 

Weinbrenner, A. H. 

Weyenberg Shoe itte. Co. 

Wise & Co., 

Whitmore- ‘irrell. Shoe Corp. 
Weimer, Wright & Watkins Co. 
White, Richard, & Co. 


Wilson Turn ghee “Co., Inc. 
Wobst Shoe Co. 

Wolf, Sam. B., Shoe Co. 
Wright, E. T., & Co., Inc. 


COLISEUM ANNEX ' 
*Algier Shoe sane, Ce 
*Baker, George. +» Shoe Co. 
Conrad — Co. 
*Cousins, J. & T., Co. 
*Degan-Lipp, Inc 
Dolgeville Arelt “Slipper oo 
Endicott, Johnson Co 
*Geller, Andrew, Shoe Co. 
Franco-American Beading & Novelty Co. 
*Grossman, Julius, Inc. 
*Henne, William, & Co. 
*Horn Shoe Co. 
*Kozak & McLaughlin, Ine. 
*Lattemann, John J., ange Mfg. Co. 
Maetrich, Eyre & Co., Inc. 
*Miller, I., & Sons, Inc. 
*Morse-Burt Co. 
*Pincus & Tobias 
*Posner, Dr. A., Shoes, Inc. 
*Saidel-Murray, Inc. 
*Strassburger- — Co. 
United Last 
*United States “Rubber Co. 
*Upham Bros. Shoe Co. 
wae Lawrence & Co. 
*Weil, S., & Co., Inc. 
Wall-Doyle & ‘Daly, Inc. 
Wall, Streeter & Doyle Co. 
*Wickert & Gardiner 


GREER BUILDING 
American Seating Co. 
American Shoe Polish Co. 
Apsley Rubber Co. 
Blum Mts. Co. 
Collins, H. J., Mfg. Co. 
Carter, J. W., Co., Nashville, Tenn, 
(Continued on page 68) 
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7 Return this Questionnatre 


RETURE THIS QUESTIONNAIPE IMMEDIATELY TO 


A. H, Geuting, Chairman, 
Retail Shoe Merchants’ Committee. 
502 Franklin Trust Bldg., 
Philadelphia, Pa. 


in the enclosed eelf-addressed franked envelope. 





JOINT COMMISSIOV 
of 
AGRICULTURAL INQUIRY 


67th United States Congress, 
Sénate Concurrent Resolution No.4, Section 6. 





RETAIL SHOE MERCHANTS’ COMMITTEE 


A. Katechineki 
John O'Connor 
John Slater 
Roy Stevens 
HE, BE. Fontiue L. FP. Tuffly 
Teving' B. Howe Cc. E, Williams 


A. BH. Geutine’ Chairman 
Seaton Alexander 





CIRCULAR OF CENFRAT, INSTRUCTIONS IN PE QUESTIONNAIRE FORMS, 
Washington, D.C., 
November 21, i921. 


Dear Fellow Shoe Merchant:- 


The Committee named above is required by the 
Joint Commission of Agricultural Inquiry to furnish i 
immediately (within the next 15 days) the information 
desired on the enclosed sheets, 


You are requested to fill in thie form as 
accirately ae vossible, basing your reports upon your 
own recorés, Your selling price should be your regular 
and not a special or cut price. 


The text-of the Feeolution under which thie 
questionnaire is sent you is printed on another page. 
You will note that the vowers given this Commission are 
very broad, and that thie Commisoicn ie aleo possessed 
with every authority to procure this or any information 
by the use of any arm of the Federal Government. 


“Your Committee feele that while it is entirely 
unnecessary to remind you of the above, that in the 
ditebest(of time, it te well to make the importance of 
& prompt reply known. 

Wit an apprecisticn of your co-operation, 
I ow 
Yours very truly, 
4. H, GEUTING, 
Crairman. 





SENATE CONCURRENT RESOLUTION ¥O. 4 


In the Senate of the United States, 
Mey 31, 1921. 


Resolved by the Senate (the House of Representatives 
concurring), That a joint commission is hereby created, to be 
known as the Joint Commission of Agricultural ergs which 
shall consist of five Senators, three of whom shall be members 
of the majority =“ and two of whom shail be members of the 
minority party, to appointed by the President of the Senate, 
and five Representatives, three of whom shall be members of the 
majority party and two of whom shall be members of the mif§rity 
party, to be avvointed by the Speaker. 


Said commission shall investigate and report to the 
Congress within nin A. Gays* after the passage of thie Resolu- 
tion upon the following subjects: 


1, The causes of the present condition of agriculture. 


2, The cause of the difference between the prices of agri- 
Cultural producte paid to the vroducer and the ultimate coset to 
the -coneumer, 


3. The comparative condition of industries other than 
agriculture, 


4, The relation of prices of commodities other than agri- 
Cultural products to euch producte. 


5. The banking and financial resources and credite of the 
Country, especially ae affecting agricultural credits. 


6, The marketing and transportation facilities of the 
country. 


The. commission shall include in ite report recommen- 
dations for legislation which in ite opinion will tend to remedy 
existing conditions and shall specifically report upon the 
oe of the powers of Congress in enacting relief legie- 

ation, i 


The cormission shall elect ite chairman, and vacan- 
cies cecurring in-the membership of the commission shall be 
filled in the same manner ae the original aptointments. 


The commission or any subcommittee of ite members is 
authorized to sit during the sessions or recesées of* Congress 
in the District of Columbia or elsewhere, to send for persons 
and papers, to administer oaths, to summon and compel the atten- 
dance of witneeses,-and to employ such personal services and 
incur euch expenses ae may be necessary to carry out the pur- 
poses of this Resolution; euch expenditure shell be paid. from 
the contingent funde of the Senate and the House of Representa- 
tives in equal proportions upon vouchers authorized by the 
committee and signed by the chairman thereof. 


George A, Sanderson, 


Attest: 
Secretary. 


In the House of Representatives, 
June 7, 


Resolved, That the within resolution 
(S.Con,Res,4) do pass, 


Wm. Tyler Page. 
cl 


Attest: 
ork, 


Joint Commission of Agriculture Inquiry 


JOINT COMMISSION CF AGRICULTURAL INQUIRY - RETAIL SHOR DEALERS AVURAG! FACTORY AND RETAIL PRICE FOR LIWES DESIGNATED DURING PERIODS SPECIFIED 


Spring 
1916 1927 


EXPLANATORY MOTE: Report the factory or coset price and the retell selling price os four Grades, wir: 

ar about $5.00 to $6.00 for 
for $7.00 to $9.00 for Men’ 
Women’s; Infant's, Children’ 





GRADE "A" = Practical, serviceable 1 

GRADE “D" + Mediue grade ence for vusisess and cress thes At stpenes sachet ecaile 

GRADE “C* + High grade shee that at present sarket retaile for $10.00 te $12.00 for 
"DP = Beat grace shoe carried in stock that « 





Men's and 


Fetaile ic excese of $12.00 for Mea’ and 


1918 ise 








and Boy's relatively. 





ye 
Women's; Infant's, Children's, Miee's and Boy's relatively. 


l. Factory or cost price should be cost of the goode delivered at your store door and must net include any addition fer selling cost or overhead 


2. Selling er retail price should be your reguler price and act « special sale price. 





Doing Businese in Per Cent het Profit in Per Cent 


Average Turnover 








Take Gross Sales 


are, result is percentage of cost mark-up per 
cont 


Take Grose Prefite in dellare and divide by Grows Sales 
in G4ellare; result is gross sart-up in per cent. Grose 
yont ainus cost of doing business in per 
(Table 1); result Het Profit in per cent. 
Example: Grose Profits $30,000, divided by Grose Sales 
$90,000: 
90,000) 890,000 
33-10% gross mark-up 


in dollars and divide inte Total 


des $90,000, and Total Expenses 


From Greee Sales deduct Gross Profite fer tne year. 
Divide thie result by amount of serchandise at tine 
of Lovertary 
Exanple: Grose Sales $90,000, minus Gress Profite 
$30,000, equals $60,000. Inventory $35,000. 


#35,000),460,000 


























5.50 cost of doing business. 
33-10% gross mart-up minus 2545 expense equals +o peep 
7.83% Net Profit. 
_% | 199 £ |] ims % | ine z 19g Tises | 1929 Times 
Z| 1920 _£ | ins % | ase0 % -| isis . 2820 . 
i | 1923 < | 1m? < | isa. £ 197 e 1922 ’ e 
t} isle ¥ 1918 * 
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Community Business Building 


How the Ad Club of Robinson, Illinois, and The Display 
‘Advertising Club of Lansing, Michigan, Are Putting 
Over Business Building Campaigns 


EDITOR’S NOTE 


What kind of an organization have you in your town 
to handle community business building? Are you giving 
such an organization your full support? 

A few weeks ago we told how Iola, Kansas, merchants 
co-operated in business-getting campaigns. Here are two 
more ideas. In Robinson, Ill., the Ad Club functions in 
producing a monthly sale. in which all the merchants par- 
ticipate. 

In Lansing, Mich., the display advertising club is the 
functioning body and show windows are used as the media 
for drawing the crowds. 

No better illustration of the potency of combined effort 
= through some well organized body need be 
cite 





people, has an Ad Club of 55 members, 
which has a sale on the first Monday of 
each month, which they term “Golden Rule” sale. 
This name originated with the club, and we know 
of no other.club using it. Every member has the 
privilege of making leaders of as many as four ar- 
ticles, may be léss but no more. We have a mem- 
ber who is paid for getting the ads, seeing that they 
are properly censored by the Censor Committee, 
which censors every ad to see that it conforms to 
club rules, takes them to the printer, sees to ad- 
dressing and mailing them, and does the collecting. 
The principal purpose of censoring the. ads is to 
see that no two firms use the same item for specials 
and also that no misrepresentations are made, as 
our club is affiliated with the Associated Ad Clubs of 
the World, whose motto is “Truth in Advertising.” 
We put out 4500 bills, which are mailed out on 
Thursday preceding the sale. On the day the bills 
are mailed every member who has specials to offer 
makes a window display of same, ticketing every ar- 
ticle showing the regular and the special price. 
No goods are sold at the sale price before the sale 
day, and none are laid away for persons who might 
ask it. Since we have been having these sales we 
find we are drawing trade from a radius of 25 
miles, which had been trading in other towns, and 
this is one object in making low prices on our spe- 
cials; it gets new ‘trade in the habit of coming to 
our town. 


Co-operate With Farmers’ Organizations 


These sales also have resulted in closer and friend- 
lier relation between the business man in the town 
and the business man in the country. Since ‘the 
organization of our Ad Club our farmer friends 
have learned to co-operate with the town folks when 
they or we want to put something over, where we 
can assist one another. The past two summer sea- 
sons it has been nothing unusual for them to get 
up a big feed and invite the town people out in the 
evening, after business hours, and enjoy a good sup- 
per, sometimes it is the Grange Society and some- 
times a church, but they can always bank on a good 


R vesnte, hs ILL., a town of about 4000 


attendance, for we town folks like their cooking. 
Last summer the Grange, which is composed exclu-. 
sively of farmers, wanted to put a basement under 
their hall so they asked us if they would get up a 
supper if we would come out, that was all we needed, 
they have the basement and a furnace. Next thev 
wanted a piano. A hint that they wanted it was 
sufficient, another good supper, and they have the 
piano. The past summer these suppers have been 
almost a weekly occurrence and occasionally there 
would be two in a week. Twice this summer we were 
invited to a church supper fourteen miles from Rob- 
inson. We took a good crowd both times. 

There are ad clubs in quite a number of the towns 
in this section of Indiana and Illinois and these clubs 
have formed what is known as the Associated Ad 
Clubs of the Wabash Valley, this is composed. of 
twenty counties in. Indiana and Illinois and quarter- 
ly meetings are held, alternating between the two 
states. 

Wabash Valley Ad Clubs i 


Robinson entertained the W. V. A. C. on Aug. 
18, when we had 252 members in attendance. The 
question arose how we could give this bunch din- 
ner and seat them at one sitting. We called on our 
Grange friends and told them what we wanted and 
they were very glad to get up the “eats” for us. 
Charles Henry McKintosh, president of the Asso- 
ciated Ad Clubs of the World, was the principal 
speaker on this occasion. Our October meéting was 
held at Spencer, Ind., where the attendance was ‘over 
three hundred. Our next meeting will be at Tus- 
cola, Ill., next February. Not only have the efforts 
of the club resulted in drawing new trade to Robin- 
son and holding trade that naturally belongs here, 
but best of all is the good feeling created between 
town and country. Both always seem glad of an 
opportunity to help the other. Our people look for- 
ward to these sales and take advantage of the bar- 
gains offered. Golden Rule Day is a busy one for 
Robinson business men. 

Some stores do not open on sales days until 8 
o’clock and they usually have a crowd waiting for 
the doors to open. 

The November sale, held the first Monday of the 
month, was a “crack-a-jack,” the best from a dollar 
and cents standpoint since the April sale. 





Window Night A Gala Occasion And 

A Business Stimulant, Staged By The . 

Display Advertising Ciub of Lansing 
HE Display Advertising Club of Lansing,, 
which is affiliated with the International 
Advertising Display Men, is a live-wire’ or; 


ganization composed of approximately. forty,. 
members representing the bigger stores in Lansing; 
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Grand Ledge, Charlotte and other nearby towns. 

The club maintains club rooms where, each week, 
window displays, interior store decorations or some 
other feature of display advertising is featured. 

Two large imitation show windows are a part 
of the equipment of the club room. Some display 
man will bring his materials, decorate the window, 
after which it will be criticized and commented upon 
by the other members present. At each meeting 
a talk is made upon harmonizing colors, background 
construction or some other feature of window trim- 
ming, supplementing the window display. 

Instructions in window card writing is another 
feature of educational work carried on by the club. 
Each member has a complete set of drawing pens and 
brushes. Air brushes will be supplied as the club 
progresses in its studies. 


Window Night 


Twice a year the club stages what they call “Win- 
dow Night.” This activity is featured well toward 
the height of the spring and fall seasons. The last 
window night was featured the second Wednesday 
in October. All windows were trimmed to the limit, 
many of them used living models during the evening. 
A brass band marched up and down the street stop- 
ping before the various windows that were particu- 
larly well trimmed. 
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The streets were crowded with people and it re- 
quired an extra force of policemen to keep the crowds 
moving. 

Window Display Night was a direct stimulant to 
business and the Saturday following witnesséd the 
biggest business Lansing merchants have enjoyed 
for many a day. 

The newspapers of the city were generous in the 
allotment of space given to featuring window night. 
Besides the copy prepared by the publicity commit- 
tee each of the papers carried editorials. 

Some of the newspapers carried feature para- 
graphs on the displays of the various stores. Of 
Page & Harryman’s store one of the papers said 
“Page & Harryman’s center window is to have a 
living model, beautifully gowned, with dainty feet 
encased in the very newest of evening slippers. All 
around her will be lovely satin and metallic cloth 
footwear, presumably all her’s from which she may 
choose when she wears other gowns.” Certainly such 
advertising as this on the news pages could not help 
but bring added interest to Page & Harryman’s store. 

The larger and better merchants of Lansing are 
backing up the display advertising club and working 
with them in every way possible to make the stores 
of the city more attractive and are finding a great 
deal of business outside of their trading zone is be- 
ing attracted to the city. 














Carter, J. W., Co., Chicago 
Chicago Shoe Spec.’ Co. 
Converse Rubber Co. 
Decorative Fixture Co, 
Dovenmuehle, H. F. C., & Sons 
Dryden Rubber Co. 
Engquist, Howard J., & Co. 
E. C. Skuffers 
Faust Shoe Co. 
*Flexible Shoe Mfg. Co. 
Florsheim Shoe Co. 

orbes, Daniei Co. 

ehiing, S., & Sons 

Direstens_Aaiter Rubber Co. 
General Shoe Store Supplies Co. 
Goodyear Rubber Co. 
*Harrisburg Shoe Mfg. Co. 
Hartray, J. P., Shoe Co. 
Hamton Shoe Co. 
Harper & Kirschten 
Husk, Harry M., Shoe Co. 
I. T.'S. Rubber Heels 
Kleine, Henry, & Co. 
Kramer Hosiery Co. 
Kibby, G. W., & Co. 
Levie Shoe Co. 
Little Chick Shoe Co. 
Landis Stitchers 
ong Shoe Co. 
Malott Shoe Co., H. F. 
Miami Chemical Co. 
Merringer, C., & Co. 
Novelty Shoe Co. 
National Shoe Co. 
Penn Leather Co. 


Greer Bldg., Cont’d 
(Continued from page 65) 

Silverite Co., nae 
Swan Shoe Co 
Sawyer Boot & Shoe Co. 
Scholl Mfg. 
Selz, Schwab & Co. 
Sidwell-De Wendt ‘Shoe Co. 
Sinbac 
Smith, J. P., Shoe Co. 
Stanwear Shoe Co. 
Smith Wallace Shoe Co. 
Superior Brass & Fixture Co. 
sh Ehlers Co. 


Tilt, Shoe Co. 
Tucker z ‘Hagen 
Taylor Co., E. 


Tucker, H. . Shoe Co. 
Wells-Gunther Shoe Co. 
Zoes, C, A. 


FIRST REGIMENT ARMORY 


Alden, C. H., Co. 

Alden, Walker & Wilde, Inc. 
Anderson, A. J., Inc. 

Bleecker Shoe Co. 

Betty: Shoe 

Beacon a = ptter Shoe Co, 


Carson, Pirie, Scott & Co. 
Crawford- McGregor & Canby Co. 
Crystal Fixture Co. 

Chipman Hardwood Co. 
Claremont Shoe Co. 

Clark, William J., Co. 

Decorator Supply Co. 


Emery & Marshall 
Excelsior Shoe Co. 
Fellsway Rubber Co. 
Goodyear Tire & Rubber Co. 
Griess x Tanning Co. 
Gutman & C 
Grand Rapids Show Case Co. 
Hecht Fixture Co. 
Huckins & Temple, Inc. 
gelty-Detaney _ Co. 
Hermes - 2 
Lyons, Hug 
Lima Cord Sole & Heel Co. 
Levor, G., & Co., Inc. 

ll, W. P 


Melanson, J. I., & Bro. 
McGovern Shoe Co. 
Nassau Shoe & Inc. 
Milford Shoe Co. 
Onli-Wa Fixture Co. 
“Norman & Bennett, ‘Inc. 
Plaut Butler Co. 
Pearlman, Victor S., & Co. 
Robinson- = by 9 Shoe Co. 
*Rickard Shoe 
Richard & Sleiman Co. 
Slater & Morrill 
Steinbrecher Mfg. Co. 
Strout, Stritter e Co., Ine. 
*Schoen Bros. & Co. 
Smith, Edwin G. Shoe Co. 
United Lace & Braid Co. 
Vogel Bros. Shoe Mfg. Co. 
Worcester Felt Goods Co. 
Wilson Process, Inc. 
Wethey Shoe Co., C. E. 








ie KANSAS CITY 


Business Better in Kansas City 
First Cold Weather Stimulates Business 


TOUCH of cold weather, the 

first of the season, brought 
about the much-needed stimulus for 
the boot and shoe business in Kansas 
City during November. The result 
was that the merchants experienced 
a much better month than any other 
this fall. The sales for November 
‘were approximately 100 per cent 
higher with most of the merchants 


than those of October. It was the 
cold snap that the merchants had been 
waiting for all fall, and when it 
finally came they were not disap- 
pointed in its effect. 

The principal numbers demanded 
by .the feminine trade proved to be 
the walking oxford — principally the 
brogue and the heavy calf in a walk- 
ing heel, both in brown and black— 


and the patent leather strap pump 
with the Louis heel. Brown and dull 
kid fell off a little from the position 
held in warmer months. In the pat- 
ent leather numbers, the military heel 
walking oxford and the military heel 
pump in strap effects showed little of 
the demand which seemed promised 
by the interest displayed in them ear- 
lier in the season. 


Big Wool Hosiery Sales 


In the stores which carry hosiery, 
the demand for the wool-silk hose 
was a surprise even to the most opti- 
mistic dealer. Practically all of the 
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stores have their stock depleted by 
the unexpected heaviness of the de- 
mand, and are awaiting shipments on 
additional stock which they were com- 
pelled to order. 

In the men’s stores business also 
registered a distinctive betterment. 
The numbers favored by the buyers 
continued the same as earlier in the 
season—the brown and black heavy 
calfskin brogue oxford and the brown 
brogue shoe. The black brogue shoe, 
while not as well received as its 
brown brother, nevertheless sold well. 


December Prospects Good 


Prospects for December trade seem 
exceptionally bright, according to sev- 
eral of the dealers. 

As the weather, though cold, has 
not yet brought about a snow which 
stayed on the ground long enough to 
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penetrate through thin soles, the mer- 
chants believe that a great many of 
the people who would buy in that case 
are yet holding off until it becomes 
an absolute necessity. With a good 
old-fashioned snow to bring this class 
of trade out, coupled with the pur- 
chases of the Christmas shoppers, the 
merchants believe that December 
should be the banner month of the 
fall and winter season. 

After Christmas, they say, there 
will be little doing, except for the an- 
nual convention of the Tri-State deal- 
ers’ association and the style show of 
the Shoe Travelers, to be held at the 
same time. As far as business is con- 
cerned, however, they believe that af- 
ter Christmas will be a quiet period. 

“The landlord takes too much and 
leaves the merchant too little,” one 
merchant explained. 


DETROIT 


Business Fitful and Unsatisfactory 
Record Sale of Arctics on Sunshiny Day 


HE expected revival of busi- 
ness in November has not 
arrived, in fact, has been fitful and 
unsatisfactory to most stores. When- 
ever the weather favored the shoe 
merchant his business was good; 
when the sun shined in all its glory 
the merchant scowled and waited for 
business. ; 

There has. been practically no 
change in the style conditions from 
that reported two weeks ago. No one 
style is holding the stage to the ex- 
clusion of all others, oxfords in both 
brown and black for women are the 
called for lines for street wear, strap 
effects for dress and galoshes for 
outer foot coverings. 

The extent to which the fad for ga- 
loshes has gone is demonstrated by 
the experience of A. E. Burns & Co., 
Grand River at Griswold street. Be- 
lieving that a snow storm was due 
this firm ordered a six-inch advertise- 
ment across three columns run in the 
News It read as follows: 

“$3.65—Ladies’ 4-Buckle Arctics— 
$3.65. All Sizes and All Heels.” 

That was all, except the name of 
the firm and a cut of the arctic. When 
the scribe visited this store about 3 in 
the afternoon he thought a fire sale 
was in progress. The tissue wrap- 
pings from the cartons containing the 
arctics was strewn all over the place, 
forming a carpet of snow, the only 
snow visible in Detroit on that day, 
for the weather man’s predictions had 
got twisted and a fine sunshiny day 
came instead of the blizzard and snow 
promised. But the fine weather did 
not stop the buyers from turning out 
to buy winter arctics. Mr. Burns had 
sixty cases waiting for them in- the 
morning, but by 3 o’clock forty of 
them had been emptied and the stream 


of buyers were still flowing inwards. 

In spite of the fact that only one 
snow storm has visited Detroit to 
date, lingering hardly twenty-four 
hours, the sale of galoshes has been 
large, all stores having stocks finding 
no difficulty in selling them at varying 
prices from $3.45 to $5. 

J. L. Hudson Co. has a very at- 
tractive galoshe in heather mixture 
in their window priced at $4.50. This 
seems like a good “second sale” line, 
for many who bought the black arc- 
tics, but are wearing heather hose, 
will want galoshes to match. 

The demand for galoshes is called 
a fad. Is it a fad? Is anything so 
sensible for the season a fad? It it 
not one of the most commonsense 
styles of footwear being sold this 
season? Is it not the one ray of in- 
telligence in the selection of styles for 
winter seen in all the offerings for 
women? Bare knees, exposed ankles, 
demand some protection. Why not 
the arctic? 


What About Christmas Business? 


Merchants are asking themselves 
and their neighbors, “What is the 
prospect for Christmas?” and no one 
is able to answer it. Preparations 
are going steadily on so that they will 
be prepared for it. Some day Christ- 
mas selling will be late. Some think 
it will be small. Others are so opti- 
mistic that they cannot see anything 
wrong with the prospects at all. All 
concede that probably the sale of use- 
ful gifts, in which category footwear 
of all kinds is listed, will have a large 
call. Let us hope so. 


Public Demanding Cheaper Footwear 


“The public is demanding cheaper 
footwear,” said A. E. Burns, pro- 
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prietor A. E. Burns & Co. “We woke 
up to that fact some time ago and as 
a result our business has increased 
100 per cent this year. Our turn- 
over in the men’s department has 
been eleven times, in our women’s de- 
partment on the second floor it has 
reached a six times turnover. Our 
goal next year for the latter is at 
least ten times turnover, but we’ll be 
satisfied with twelve turnovers in the 
men’s department,” he said. 

“We have eliminated all question- 
able advertising schemes, such as 
church programs, society donations, 
etc., and are spending all of our ap- 
propriations in the newspapers. This 
appropriation has been increased and 
the advertising we have done has 
been resultful because we have given 
the people what they wanted, lower 
prices on good values and stylish 
footwear.” 

Other stores have seen the call for 
lower prices and have in a measure 
met it, but none probably with such 
success as this firm. The entire second 
floor of the Holden building, which 
will increase their capacity consider- 
ably, has been leased for next year. 
This will give the necessary space to 
expand the women’s shoe department 
and make possible the contemplated 
increase in turnovers. 

Another indication of the demand 
for lower prices is seen in the news- 
paper advertisements. Firms that 
seldom advertise are offering cut- 
priced lines. Regular advertisers are 
advertising clearing lines. Usually 
the business of the retail dealer is 
good enough without cut prices until 
the first of the year, but there is every 
indication that many stores are clear- 
ing their lines, a few at a time, rather 
than hold them for a big clearance 
sale in January, perhaps because 
there are many of their lines that will 
have to be slaughtered later, for shoe 
stocks have to be liquidated before 
business can be done on a more nor- 
mal basis. 

Women’s high grade shoes are of- 
fered at Fyfe’s at the present writing 
in sizes up to 5% for $2. Over a 
thousand pairs of them, too. The 
Queen Quality store offer genuine tan 
calf shoes at $3.50, with 450 pairs in 
broken sizes. McBryde Shoe Co. of- 
fers a straight 20 per cent discount 
on all lines. These offerings are a 
type of practically all others and in- 
dicate the liquidation of stocks in 
preparation for better business for 
the approaching seasons. 


Changes in Detroit Shoe Stores 


Robert Doolittle, formerly with 
R. H. Fyfe & Co. as manager of the 
fourth floor women’s department, has 
taken charge of the women’s shoe de- 
partment at S. L. Bird & Sons. 

Charles F. Beplay has taken charge 
of the men’s department of the Mc- 
Bryde Shoe Co., made vacant when 
G. J. Billings went with Thomas T. 
Jackson, Inc. 
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Claire Ede, formerly in the wom- 
en’s department of the Lindke Shoe 
Co., is now in the women’s department 
of S. L. Bird & Sons. 

The Emerson Shoe Co. has secured 
locations for two more shoe stores in 
Detroit, which will be opened as soon 
as necessary alterations can be made. 
These stores are on Woodward ave- 
nue; one near High street, the other 
near Victor, in the Highland Park 
district. A third is expected to be 
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opened in the new First National 
Bank Building before Christmas. 


Going to the National Convention 


“Preparations are being made to 
have a special car to the Chicago 
convention from Detroit, with others 
to be picked up along the line. Just 
how many will go from Detroit has 
not yet been definitely learned, but 
indications are that the car will be 
well filled. 


MILWAUKEE 


Business Better Than a Year Ago 
Heavy Mannish Oxfords for Street Wear 


UALITY and scope of retail 

shoe trade during the early 
part of December has been better 
than that throughout November, al- 
though this is more or less of a sea- 
sonable improvement and _ therefore 
does not excite any unusual comment. 
Business is good; it is better than a 
year ago. A feature is that mer- 
chants do not find it necessary to 
make a bargain price appeal to sus- 
tain volume and keep merchandise 
moving, as many had to do a year 
ago. 

Mannish Styles Appeal 


Wintry temperatures have brought 
out some demand for boots, but as a 
rule women are wearing the heavier 
styles of low cuts which tend toward 
both the mannish types and the 
brogue effects. These are being worn 
plentifully on the streets and usually 
with wool hose. There have been a 
few drizzling, chilly late fall rains 
and several light snowfalls, which have 
induced the wearing of arctics or 
spats, but it is notable that the young 
women especially are wont to appear 
under such ‘circumstances with their 
calfskin oxfords protected only by a 
light rubber, thus imitating the men. 


Hosiery Trade Excellent 


Hosiery sales in retail shoe stores, 
department stores and women’s wear 
specialty shops are of excellent vol- 
ume, due largely to the unusually 
wide diversification of the call. This 
ranges over the ordinary silk hose, 
mainly in black and browns, the silk- 
wool combinations in blacks, and the 
all-wool in a wide variety of weaves 
and colors, with brown heather pre- 
dominating. Last fall and winter 
there was not much variety to hosiery 
buying, this being confined largely to 
all-silk worn in low cuts but with spats 
or arctics as protection from weather. 
This year the wool stocking is seen 
everywhere. 


‘ Manufacturers Are Active 


The manufacturing situation is rel- 
atively good. It is keeping steadily 
on the upgrade. Tanners report a 
strong call for upper leathers in the 


cheaper grades, while the demand for 
calfskins continues good, but seems 
to be running into a declining move- 
ment in the last three to four weeks. 
The market rules firm, with material 
for low-priced lines of boots and shoes 
commanding from 5 to 10 per cent 
more money than a month ago. 


An Economist’s View 

Economists of the First Wisconsin 
National, Milwaukee’s largest bank, 
in a public statement said: “Shoe 
manufacturing is considerably more 
active in western centers than east- 
ern. The difference seems to be due 
to wages. Eastern makers are finding 
it difficult to sell shoes at the prices 
which wages they are paying make 
necessary. Consequently, fewer shoes 
are being made. There is a strong 
contrast between the fluctuation in 
prices of shoes on the one hand and 
hides and leather on the other. Shoes 
rose more slowly and have fallen 
much more slowly than leather and 
hides because the amount of labor in- 
volved in shoe manufacturing cost is 
so much greater. At present hides 
are below and leather barely above 
the 1913 level, while shoes cost some- 
thing like 100 per cent more than they 
did in that year. This is a sufficient 
explanation of why shoe buying is of 
the hand-to-mouth description. 

Rueping Forces Increased 

The Fred Rueping Leather Co. of 
Fond du Lac, Wis., is adding 400 em- 
ployees during December and by Jan. 
1 expects to be back on the basis of 
normal production, with a full crew 
of 1000 hands. In June, 1920, the 
force dropped to 450. In August the 
auxiliary plant was entirely shut 
down. Within two or three months 
business started to pick up and by 
July 1, this year, output had come 
back to 60 per cent. On Nov. 15. this 
was increased to 75 per cent, and since 
Dec. 1 some departments are back at 
100 per cent to facilitate the return of 
the entire plant and auxiliary to that 
percentage by the close of the year. 


Sheboygan on Up-Grade 


At Sheboygan, Wis., tanneries 
have caught their stride and are 
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almost normal produc- 
tion. The Badger State Tanning 
Co. an Armour enterprise, is 
now on a basis equivalent to that 
in effect when the plant was destroyed 
by fire on Jan. 19, 1920. The new plant 
was completed May 1, this year, and 
started with 50 men. In four months 
this was increased to 225 hands, who, 
it is officially stated, are doing as 
much work as the crew of 400 em- 
ployed at the time of the fire. The 
efficiency of the new tannery, of 
course, is far greater than that of the 
burned plant. The American Hide & 
Leather Co.’s tanneries in Sheboygan 
are now employing about 225 hands, 
which is nearly normal. 


Leverenz Builds Addition 


Another evidence of good conditions 
at Sheboygan is the fact that the 
Lerevenz Shoe Co. is erecting a one- 
story addition, 50 x 60 feet, to in- 
crease its production from 1000 pairs 
a day to approximately 1250 pairs. 
The factory has been on a 100 per 
cent schedule all this year and is sold 
up to March 1. The present new con- 
struction will enable it to handle ad- 
ditional business more expeditiously 
after Jan. 15. 


La Crosse Merchant Weds 


Ben E. Stair, a leading retail shoe 
merchant of La Crosse, Wis., was 
married recently to Miss Laura E. 
Schroeder, a La Crosse young lady 
wh ois prominent in society. They 
will reside at 2321 Mitchell Street, 
La Crosse. 


Death of Jacob Ripple 


Jacob Ripple, for twenty years pro- 
prietor of a retail boot shop at 606 
Mitchell Street, Milwaukee, and mem- 
ber of the widely known family of 
brothers in the Milwaukee trade, died 
Nov. 22 after a long illness. He was 
49 years of age and born in Milwau- 
kee. His widow and five children sur- 
vive. Services were held Nov. 24 at 
St. Sebastian’s Church. Honorary 
pallbearers were taken from the 
Knights of Columbus, of which Mr. 
Ripple was a devoted member. Floral 
tributes included a large piece from 
the Milwaukee Retail Shoe Dealers’ 
Association, of which Mr. Ripple was 
a charter member. 


A New Corporation 


A charter has been granted to the 
Eagle Grocery & Shoe Co., a new cor- 
poration organized with $20,000 cap- 
ital stock to deal in boots, shoes, gro- 
ceries and general merchandise at 
Cedar Grove, Sheboygan County, Wis. 
The incorporators are H. J. Verhulst, 
J. DeMaster and I. L. Huibregsten. 


Moccasin Plant Expands 


The W. C. Russell Moccasin Co. of 
Berlin, Wis., which built a new fac- 
tory opened in May, has been obliged 
to take over several thousand square 


now at 
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feet of space in the adjoining building 
of the Frank Russell Glove Co. in or- 
der to be more adequately prepared to 
fill its orders for high grade hunting 
boots, sport footwear and moccasins. 
The concern is now specializing in 
sporting goods footwear and is filling 
large orders from Wanamakers in 
New York and Philadelphia, Marshall 
Field & Co. at Chicago, Abercrombie 
& Fitch, New York, and other large 
concerns. 


“Vogel to Be Toastmaster 


August H. Vogel, vice-president of 
the Pfister & Vogel Leather Co., Mil- 
waukee, has been selected as toast- 
master at a luncheon to be given 
Tuesday, Dec. 13, at the Milwaukee 


Athletic Club, in honor of A. D. Las-. 


ker, chairman of the United States 
Shipping Board, and James J. Davis, 
secretary of labor in the Harding cab- 
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inet, who will both visit Milwakee at 
this time. The invitations are being 
limited to 1000 guests. 


Important Store Change 


Harry S. Manchester of Chicago has 
purchased the entire business of the 
Keeley-Neckerman Co. of Madison, 
Wis., one of the largest department 
store concerns in the state. The price 
is said to be $400,000. The deal does 
not include buildings and real estate. 
Mr. Manchester has been identified 
with Marshall Field & Co., Chicago, 
as a stockholder and director for 
many years and is a specialist in 
merchandising ready-to-wear apparel 
on a retail as well as wholesale basis. 
George K. Anderson, manager of the 
Keeley-Neckerman store under the 
old management, will remain with 
Mr. Manchester until Jan. 15 and 
then move to California. 


ST. LOUIS 


Novelty End of Business Remains Dull 


Fair Demand for Women’s Boots— Men’s 
Activity Increasing—Weather 
Slight Stimulant 


ESPITE the cold weather and 
some attractive, smart look- 
ing novelties being shown, women 
are showing no inclination to buy en- 
thusiastically, True, shoes are being 
sold, but in a majority of cases the 
sales are for actual footwear needs. 
Many retailers are pondering over 
the question as to what has happened 
to the so termed “chicken” trade, 
which added so much zest to the busi- 
ness early in the fall. The manager 
of one of the big down-town retail 
stores in discussing this phase of the 
business stated that he had received 
some beautiful shoes and placed 
them in the window without the 
slightest response. Two months ago, 
with the same effort, he declared it 
was little or no trouble to dipose of 
two or three cases almost immedi- 
ately. 

In the novelty end of the business 
the pressure on any one type is lack- 
ing. If a preference could be drawn, 
it would fall to the patent footwear. 
Patent lace Oxfords have shown the 
lead in sales in this field. There is 
a noticeable easing up on the buckle 
stuff. Sandals with front straps 
and buckle straps no longer appear as 
favorites in milady’s choice. Some 
reports are heard of increased sales 
in suedes, particularly in Oxfords. 
Some calls come for the strap effects. 
Junior Louis and Cuban heels are 
what women want most in the two 
styles mentioned. 

The average percentage of boots 
in the day’s sale will run between 45 
and 50 per cent. .The demand has 
become so apparent that many are 
placing additional orders for low heel 


boots. Some black and tan kid have 


been disposed of, but tan calf has ° 


been the big bet in the high shoe field. 
The cold weather has been solely re- 
sponsible for forcing up sales on 
boots. Oxfords of tan calf and low 
heels continue to be a big seller. 
There has been a steady demand 
through the season for low heeled tan 
ealf oxfords which bids fair to con- 
tinue through the winter. The 
heavier grained leathers are showing 


little or no activity at present. Few 


pairs are observed on the streets, and 
stores report that not many are be- 
ing sold. 


Better Men’s Business Observed 


Cold weather is driving the men 
into the stores to buy shoes, which 
were long delayed due to the mild 
weather. Men are buying high shoes 
almost exclusively. At least 85 per 


’ eent of the shoes sold to men during 


the past week were high shoes. 

Most of the high shoes are tan calf. 
Some brogue effects are being asked 
for in high shoes, but this demand 
does not average more than 10 per 
cent of the business. The few ox- 
fords that are being bought are pur- 
chased by young men, the college 
type or beau brummel, who follow 
fashions latest decree. Business men 
are buying conservative shoes with 
wearing qualities. 


Seventh Street Store to Close Out 
Shoe Stock 


The Worthmore Shoe Store on 
North Seventh Street will close out 
its ladies’ shoe department. The 
store, which recently installed a 
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hosiery department, will become an 
exclusive hosiery shop known as the 
Vogue Hosiery Shop. It is to be 
operated by the proprietors of the 
Vogue Boot Shop on Locust Street. 


Famous-Barr Holds Sale of “Kiddy” 
Service Shoes 


Five thousand pairs of children’s 
shoes in Nature and English lasts 
with McKay and Goodyear welts were 
offered in a sale that was vigorously 
advertised by the Famous-Barr shoe 
department. The sale, which continued 
for a week, was well responded to, 
according to the manager of the de- 
partment. The price range was 
from $1.95 to $2.95, with values an- 
nounced as being from $3.00 to $5.00. 


Retailers Hold Monthly Meeting at 
Home of President Ames 


The regular monthly meeting of 
the St. Louis Shoe Retailers’ Asso- 
ciation was held on Wednesday even- 
ing, Nov. 28rd, in the residence of 
its President, Frank Ames. An 
elborate dinner was served, which at 
least 40 members enjoyed. Mrs. 
Ames acted as hostess to the organi- 
zation. 

Wm. Graham, Jr., manager of the 
Hanan & Son store, addressed the 
organization on “Retail Shoe Adver- 
tising,’ and E. F. Bickel, manager 
of Brandt’s, spoke on the subject of 
“What Value Is a Floorman to a 
Retail Shoe Store?” After the talks 
there was a round table discussion of 
the subjects and many interesting 
points were brought out. Chas. Wil- 
liams, of the G. E. Williams Shoe 
Company, an officer of the N. S. R. A., 
announced that Roy Stevens of Ot- 
tumwa, Iowa, had been officially ap- 
pointed sergeant-at-arms for the 
national convention and that Stevens 
had written Williams asking him to 
name about 15 assistant sergeants- 
at-arms. Williams urged those men 
whose names he had suggested to ac- 
cept, as he felt it was to their benefit 
and advantage to accept the honor 
conferred upon them. Williams also 
made a very inspirational optimistic 
talk on present shoe conditions and 
what in his opinion was the outlook 
for 1922. He felt business would be 
just normal during the coming year 
and that the peak business periods 
which we have just recently gone 
through would never occur again, 
perhaps in the lifetime of the men in 
the shoe business to-day. Arthur 
Ebbs of Swopes, who returned the 
evening of the meeting from New 
York, where he had been on a buying 
trip, gave a few of his impressions 
of market conditions. No change in 
the style trend was observed by Ebbs 
in any of the Eastern factories. 
Straps in every conceivable style ap- 
parently dominate the fashion field. 
Prices were described as _ slightly 
cheaper. This applies, of course, to 
the fine grade merchandise which is 
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carried exclusively at the Swope store. 
Ebbs was of the opinion that there 
would be a style change, but he was 
unable to observe anything new in 
the Eastern market. “The higher 
grade manufacturers all seem to be 
busy,” stated Ebbs. “The finer mar- 
ket is working on a more stable basis 
than ever before.” 

J. Sensenbrenner of Sensenbren- 
ner’s, one of the largest popular price 
down-town shoe stores, who just re- 
turned from the East, advised all re- 
tailers to leave themselves open for 
merchandise. He stated that manu- 
facturers were selling shoes made up 
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to order, and then cancelled at 50c to 
60c on the dollar. The merchandise 
referred to was of the best styles and 
all new patterns, according to Sen- 
senbrenner. He stated that the 
medium priced market, from his ob- 
servations, was in a deplorable con- 
dition. To buy merchandise at an 
advantage he felt it was advisable to 
hold their stocks open. 

J. Hutchinson of Hutchinson’s and 
treasurer of the retailers diretted at- 
tention of the members to the neces- 
sity of increasing the membership to 
build up the organization to larger 
proportions. 


LOUISVILLE 


Too Many Sales in Louisville 


Newspapers Blamed for Accepting Any 
Kind of Advertising Offered to 
Them 


OCAL merchants are complain- 
ing concerning the large num- 
ber of sales that are being offered, 
which are not bona fide sales, and 
which it is alleged occur so frequently 
that they are killing the selling value 
of a real sale and causing newspaper 
advertising to fall short of its value. 
The blame rests partly with the news- 
papers for accepting any and all sorts 
of advertising. Some houses run ads 
of special sales every week, until it is 
no easy matter to figure what a regu- 
lar value might be on the merchan- 
dise. 

Complaints have been filed by some 
of the merchants with the better busi- 
ness bureau on statements of certain 
shoe houses. Especial objection has 
been raised to the advertising of the 
Travers Co., which stated that the 
bottom had dropped out of the shoe 
market. Protests even came in from 
Cleveland concerning this advertising. 
Complaint has been raised over cer- 
tain houses which have not shown 
anything at over $8 this season, but 
which in their sales have featured $14 
values. Another complaint is over 
advertising of some cheap shoe houses 
which states that a pair of such shoes 
will outwear shoes costing twice the 
price. 

There is no doubt but what the 
sales problem has been a mean one 
this year. On good merchandise, sold 
on a narrow margin, a cut of a dollar 
or-two means a lot, but some houses 
handling cheap merchandise in their 
advertisements indicate cuts of four 


to six dollars a pair, which makes it © 


a hard thing for the houses handling 
honest advertising and merchandising 
shoes to compete with the sales prop- 
aganda. 


Business Fair as a Whole 


Business as a whole has been fair, 
both with the retailers and jobbers. 


Some of the retailers who have not 
been especially busy are complaining 
and arguing that others are too opti- 
mistic in their reports. However, a 
few houses have shown gains in pairs 
sold, and at least one house reports 
that fall business has compared fav- 
orably with last year’s business in 
dollars and cents. Locally general 
conditions are good, industrial opera- 
tions are very fair, the number of un- 
employed is not large and the outlook 
promising from almost every angle. 


State Outlook 


Out in the state the situation is 
looking better. Tobacco is just start- 
ing to move, and early sales have been 
at about double the price paid for 1920 
crop tobacco which means better con- 
ditions in the rural cities. The oil 
market has advanced until activity is 
general, and oil workers are again 
drawing good money. In the coal dis- 
tricts, however, a dull market and 
different wage scales in union and 
non-union districts have resulted in 
many mines being closed down and 


miners haven’t the cash to spend, with - 


the result that the coal mining towns 
are not buying nearly as well as they 
did. However, cold weather will prob- 
ably force a demand for coal and 
change the situation. 


Repairer Adds Shoe Stock 


S. Schieber, 303 West Walnut 
Street, operating a large shoe repair 
shop, has added a men’s shoe store, 
handling shoes retailing at from $5 
to $7, having installed shelving, a 
window, etc. The repairing is on the 
east side of the store and the shoe de- 
partment is at the west side divided 
by a partition. 


Donates Treasury Fund to Charity 


Harry G. Schutz, treasurer of the 
Louisville Retail Shoe Association and 
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Kentucky Retail Shoe Association re- 
ports that as both organizations were 
dead affairs, the latter never having 
met since the organization meeting 
some years ago, he had recently closed 
both accounts, donating thé remainder 
of funds to the “Little Sisters of the 
Poor.” Mr. Schutz said: “If they 
ever reorganize and want the money, 
I'll give them my personal checks as 
I got tired of having the responsibil- 
ity of the matter.” 


New Ladies’ Line Going Well at 
Emerson 


W. H. Berry, of the Emerson store, 
reported that the ladies’ line which 
was added this fall had done as well, 
if not better, than expected for a new 
venture. Men’s and women’s house 
slippers have also been added. 

Tom Violette, of the Regal company 
store, stated that business had been 
very fair, lines selling at $6.50 having 
proven especially good sellers. Mr. 
Violette stated that he believed pros- 
pects for spring were for shoes sell- 
ing at from $6 to $8 a pair, and that 
he understood some of the retailers 
were buying with that retail level in 
view. 

Willard W. Long, who has recently 
resigned as basement manager of 
Besten & Langen, Inc., is out under 
bond of $2,000, in connection with 
having married one of his department 
girls while having a wife and sixteen- 
year-old daughter living at New Al- 
bany. Long took his new wife home 
to his family, and every one except 
the authorities appeared to be satis- 
fied. Wife No. 1 and Wife No. 2 
claimed to be the best of friends. 

Some rather hardworking thieves 
visited the store of the Newark Shoe 
Co. at Covington, Ky., on Nov. 21, re- 
moving a safe and securing between 
$300 and $500. It is claimed that at 
least three men would have been 
needed to move the safe. 

A story from Paducah, Ky., under 
date of Nov. 15, stated that Ruffen 
Bradford, 76 years of age, a farmer 
of Grahamville, Ky., dropped dead of 
heart disease in the shoe and clothing 
store of Sam Rosenfield, the latter 
going two squares to police headquar- 
ters to report the incident. Some 
witty newspaper reported in writing 
up the incident alleged that Bradford 
asked the price of a pair of shoes and 
dropped dead when told. 

Charles S. Chase, of the Louisville 
Industrial Foundation, has sent out 
over 300 letters to Massachusetts shoe 
manufacturers, calling attention to 
strike troubles in the Lynn and other 
districts, and endeavoring to get them 
to locate at Louisville, where there are 
now three women’s shoe factories, and 
exceptionally good shipping facilities 
for central distribution. 

From Irvine, Ky., under date of 
Nov. 21, it was reported that thieves 
over the week end cleaned up the 
store of M. F. Taylor, taking over 
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$500 in jewelry, shoes, clothing, etc. 
The store is in the heart of the town 
and on the main street. 

The Boston Shoe Co., Louisville, 
has recently offered a pair of adjust- 
able stilts with ‘each pair of boy’s 
shoes sold at $4 or more. The stilts 
have a retail value of 75 cents a pair. 

H. R. Childers, of the Rodes Rapier 
Co., reported that since the company 
entered its new quarters there has 
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been a remarkable improvement in 
volume of business handled, although 
it is coming in spurts. 


A number of the retailers have 


bought spring stocks, and have them 
on the way to Louisville now, al- 
though others have purchased their 


‘staples, and haven’t bought hardly 


any novelty stocks as yet, due to un- 
certain feeling concerning style ten- 
dencies. 


SALT LAKE CITY 


Snow Storm Helps Business 


Considerable Industrial Activity Predicted 
for 1922—Shoe Store Held Up— 


Women Buying More High 
Shoes 


HE long dry spell gave way 
last week to heavy snowstorms 
and sent the public rushing to the 
shoe stores for new and heavier foot- 
wear and for rubbers. Weather ex- 
perts declare that this city has expe- 
rienced the driest and warmest fall 
in 47 years and the shoe men, among 
the merchants, have been some of the 
biggest losers. At this writing the 
streets are as dry as before and the 
weather almost as warm, and business 
is slacking up as a consequence. Deal- 
ers differ in their opinion—or, we 
should say, experience—regarding a 
comparison of business with that of a 
year ago. Some of them readily ad- 
mit they are not doing so well as last 
year; others say they are doing bet- 
ter. It should not be forgotten when 
comparing the volume of business be- 
ing done to-day with that of a year 
ago, that not only is the industrial 
situation and the consequent un- 
employment more acute than that of 
1920, but ther are also two or three 
more substantial retail concerns this 
year. 


Industrial Activity Predicted for 1922 

Business men in every line are look- 
ing forward to considerable activity 
next year in the industrial field. That 
the big copper and metal mines will 
reopen in the early summer is be- 
lieved to be a foregone conclusion. 
This alone should have a marked effect 
on the economic situation in Salt 
Lake City; but on top of this there is 
a reasonable prospect of a $25,000,000 
steel plant being erected in the state 
which would necessitate the building 
of a railway and give an impetus to 
the coal mining industry as well. At 
present the unemployment situation is 
rather serious and is not likely to im- 
prove for a few months. 


Johnson’s Quality Shoe Store Held Up 

Hold-up men secured $565 in cash 
and paper from the Johnson Quality 
Shoe shop on Fourth South and Fifth 
East streets on a recent Saturday 


night. This store is just out of the 
business district and on Saturday 
nights is open till 8 o’clock. Just be- 
fore closing time on the night in ques- 
tion two men walked into the store 
and asked for some shoe strings. A 
clerk turned to get them only to find 
on facing his “patron” again that a 
gun was staring him in the face. 
Heber C. Johnson, the proprietor of 
the store, was also covered. The 
thugs ordered the victims to face the 
wall under pain of death and on doing 
so their hands were tied behind them 
with the shoestrings taken from the 
clerk; $365 of the spoils the robbers 
secured from the pockets of Mr. John- 
son, he having wrapped the money in 
a canvass bag preparatory to remov- 
ing it from the store. The bandits at 
this writing are in the hands of the 
police. So serious has the hold-up 
menace been of late that Chief Bur- 
bidge of the local police department 
has placed a special patrol wagon on 
the streets at night for the purpose of 
running down bandits and the men in 
charge of it have received orders to 
“shoot to kill.” 


Women Wearing More High Shoes 
Women are wearing more high 
shoes just now than they have done 
for nearly twelve months, but dealers 
say they do not expect them to regain 
their former popularity. Many of the 
older women bought these shoes dur- 
ing the recent snowstorm. Patent 
pumps with straps, satins and brown 
oxfords, in both brogue and plain 
styles, are still leading in women’s 
footwear. Men are wearing some ox- 
fords, but high shoes are in greater 
demand among masculine buyers. 


A New Women’s Shoe Store 


The Robinson Bros. Shoe Co. of 
South Main Street is to give place 
early in the new year to a new firm 
to be known as Hunter & Thompson. 


_ This firm will sell women’s shoes and 


will be a high class establishment. 
The gentleman whose name will stand 
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first is Mr. T. P. Hunter, the success- 
ful and popular managér of the 
Walker Bros. shoe department of this 
city. His partner will be J. J. Thomp- 
son of the Al Gude’s Shoe Company of 
Los Angeles. The Robinson company 
is holding a big sale preparatory to 
moving, the exact date of which is ex- 
pected to be Feb. 1, in time for the 
new firm to open by March 1. Mr. 
Robinson told the writer that he has 
secured another location and may pos- 
sibly run two stores in future. Mr. 
Robinson has been in the shoe busi- 
ness 33 years. He is the present head 
of the local shoe retailers’ association. 


Harry Cummings Improving 
Harry Cummings, local manager 
for the Walk-Over Shoe store, who 
has been seriously ill for some time 
past, is getting better, but his condi- 
tion is still such that he is not re- 
garded as being out of danger. 


A Bankurpt 
The Henderson Shoe Company of 
Richfield has been adjudged a bank- 
rupt. 


British Tendency Toward ’ 
Large Capital Organizatio 

A strong tendency toward large 
capital organization is evident in the 
industrial and financial life of Great 
Britain, according to the National 
Bank of Commerce in New York. 
War-time expansion and post-war 
foreign competition, it declares, have 
led to consolidation and larger re- 
sources at the expense of the smaller 
individual enterprises. 

“The impulse toward consolidation 
of interests and resources which pro- 
duced in America the United States 
Steel Corporation, the Standard Oil 
Company and the Ford organization 
has in recent years been felt with par- 
ticular force in British industry,” the 
bank says in the December issue of 
its magazine, Commerce Monthly. 
“The desire for expansion of enter- 
prise during and after the war and 
the need for liquid capital to maintain 
expanded enterprise in the face of 
tightening conditions were alike con- 
ducive to enlarging the capital of 
commercial and industrial companies. 
Fear of foreign competition empha- 
sized the desirability of eliminating 
by amalgamation or agreement major 
competition at home and of securing 
the resulting economies in production. 
Either course tended to produce large 
organizations with extensive capital 
resources at the expense of the 
smaller individual enterprises which 
have played so large a part in the 
industrial life of Great Britain. 

“Besides new organizations which 
sought capital during 1919 and 1920, 
numerous long established companies 
increased their capital either for the 
purpose of expanding business, ex- 
tending plant or purchasing allied 
concerns.” 
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CLEVELAND 


Praise Style Committee 


Dealers at Cleveland Receive Copies of 
Report of the Committee on Styles 
of the National Shoe Retailers’ 
Association and Act 
on Suggestion 


ROM the headquarters of the 

National Shoe Retail Dealers 
Association in the East there have 
come to Cleveland lately pamphlets 
containing the recommendations and 
suggestions for buying made by the 
style committee of the national or- 
ganization. 

Many Cleveland dealers have seen 
fit to affiliate with the national or- 
ganizaton of the retailers and they 
have profited largely thereby. In 
many Cleveland stores hearty appre- 
ciation of the work of the national 
association and of the style committee 
is to be heard. Dealers assert that 
with the market uncertain, and so 
many models coming out, the opinions 
of men qualified to sit on a style com- 
mittee is of especial value. 

Many of the smaller merchants 
have but little contact with big men 
of the trade, and they are forced to 
rely on their guesses as to what is 
going to happen. To these men the 
pamphlets issued on styles have been 
of great help. 

E. A. Clark, of this city, and one 
of the men prominent in the shoe re- 
tail trade in the middle west, served 
as chairman of the National Style 
Commttee. The body met in New 
York City some time ago,and, after 
a thorough canvass of conditions and 
the markets, set forth in composite 
form the views of the members. 

That the work of the committee 
was well done has been amply demon- 
strated in this city alone, where mer- 
chants are daily taking advantage of 
the committee’s suggestions. 

Mr. Clark this week set forth in 
detail why, in his opinion, shoe mer- 
chants should affiliate with the na- 
tional association. Ee first made it 
plain that the national association is 
strong enough numerically and finan- 
cially now to make its own way, and 
that the dealers on the outside are 
hurting themselves more than they 
are the national body by standing 
aloof. 

They are hurting themselves and 
standing in their own light, says Mr. 
Clark, because the advantages that 
the national association has to give 
are not available to them. The dues 
are $5 per year, and yet the monthly 
bulletins that are issued are worth 
considerable more to the average 
dealer than the yearly due bill. Sug- 
gestions on styles, stories about what 
is taking place in the retail sale of 
shoes and developments within the 


association and other advantages are 
worth 100 times what the dealer puts 
into the association in the way of 
a nominal due. 

Many pointers are given that are 
used to great advantage by dealers 
within the association over those mer- 
chants who have not come in. Tips 
on what is doing in Washington of 
especial interest to the trade are 
given, and then there is the great 
advantage that always comes from 
a union of individual forces. 

The headquarters of the National 
Shoe Retail Dealers’ Association are 
at 501 Franklin Trust Building, 
Philadelphia, Pa. 


Low Prices Win 


Barney Bolasny, who has _ just 


opened a new shoe store at 2153 On- . 


tario street, in this city, announced 
that he has been surprised at the vol- 
ume of trade that has been trans- 
acted. 

He is convinced by his experience, 
however, that the new dealer who 
starts in buys shoes at the new prices, 
and sells them on the new low level 
that the wholesale price warrants, is 
certain to succeed, providing his mer- 
chandising methods are intelligent 
and progressive. 

Bolasny says that Clevelanders 
have gone out of their way to get 
into his store and to take advantage 
of what he has to offer. He has not 
been operating what may be termed 
a cut rate establishment, either. 

His great object in his new store 
is to turn his stock at least six times 
a year, and the shoe that lays on his 
shelves more than two months is 
shoved off, and when the salesman 
comes around with that same model 
again Barney is slow to purchase that 
brand. 

There are just as many opportuni- 
ties to succeed in the shoe business 
to-day as there ever was, says Bar- 
ney. The old saying that there are 
just as good fish in the sea as have 
been caught still stands. 

Joseph De George, who is well 
known to the trade in this city, has 
been busy making arrangements to 
open a new store at 8007 Euclid ave- 
nue. 

M. Friedman, who has a store in 
Woodland avenue, is making ar- 
ragments to open a new establish- 
ment at E. 79th street and Hough 
avenue. 


The retail trade here stiffened 
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quite perceptibly in the last week, 
largely through the influence of the 
approaching holidays. 

The department stores now have 
their toys and other Christmas para- 
phernalia on display and the aisles 
are generally crowded with men and 
women buyers. 

The shoe merchant has been quick 
to take advantage of this factor and 
he has been displaying dainty shoes 
and hosiery that are appropriate for 
Christmas gifts. 

Boots have been selling well the 
last week in November, and spats 
have been going better also. Low 
shoes are selling well, but the demand 
for them seems to have slackened 
some. The volume of business dur- 
ing the last week of the month of 
November exceeded that of the pre- 
vious week, while the figures for the 
week are far in advance of the rec- 
ord for the corresponding week a year 


ago. 


(Continued from page 60) 

“Why, that’s easy, and it will be 
fun, too. I’m in for the first prize, 
Sis. Believe me, I’m going to start 
right now making my folder to keep 
the “ads” in, and I’ll put my own ad- 
vertisement right on the cover as soon 
as I get a good idea.” 

“So’m I. But, say, Bud, don’t for- 
get your story about the ad you like 
best.” 

“I should say not, Sis. I’m going 
to watch for the paper every night 
and have the scissors right handy!” 


P. S.—If two or more children in 
the same family (up to sixteen 
years) wish to enter the contest, they 
probably can get extra papers from 
the neighbors, or come to our store. 
We will try to have enough extra 
copies to go around. 

Watch for our ad—date. 

Name 


Boston Brieflets 


Women’s black boots at $5.45 in 
full Louis and baby Louis heel effects, 
patent vamps and calf uppers were 
displayed in one of the Tremont 
Street windows of Hanan & Son. 

The Henry H. Tuttle Co. is promi- 
nently featuring in its window 
women’s high grade hosiery. 

T. E. Moseley Co. are pushing 
women’s spats very strongly and have 
been featuring spats and oxfords to- 
gether in their newspaper advertising. 

Something brand new in show orna- 
mentation was noted in the women’s 
window of Thayer McNeil Co. a 
glistening rhinestone wing, which was 
placed over a black satin one strap 
pump made a strong appeal to 
feminine eyes. 

On the second floor of the ‘Thayer 
McNeil store, James Creed, Manager, 
had some brand new things in silver 
and gold brocaded satin mules bou- 
doirs, and slippers, particularly in blue. 
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CINCINNATI 


Wintry Weather Stimulates Retail 
Business 


Holiday Shopping Begins 


HE retail branch of the indus- 

try in this city enjoyed a 
marked improvement during No- 
vember, and when compared with 
October business the aggregate of 
‘sales was unusually gratifying. As 
usual, the amount of business done 
obviously depends to. a great extent 
upon the nature of the weather. In 
spite of attractive offerings in the 
way of prices, those retailers here 
that operate on a volume business 
basis find that seasonal weather is the 
determining factor in separating the 
consumer from his money. And 
while November weather generally 
was favorable to a goodly volume of 
business, the real evidences of winter 
were not seen until the first few days 
of this month. 

According to general industrial re- 
ports covering this section of the 
country, conditions during the past 
few weeks have not displayed mate- 
rial improvement. Industrial oper- 
ations still continue irregular. The 
machine tool industry, which is Cin- 
cinnati’s largest industry, has shown 
little improvement, yet an increasing 
number of inquiries are being re- 
ceived, indicating that a slight im- 
provement is to be expected within 
the near future. Business is more 
satisfactory in the dry goods and mil- 
linery markets here. The coming of 
a new year is looked to with a great 
deal of expectancy. 


December Business Good 


In the meantime retail merchants 
are finding their business for the first 
days of December very satisfactory. 
Wintery weather with its snows and 
rains, along with the approach of 
Christmas, have lent an impetus to 
buying on the part of the consumer. 
The shoe stores here are attracting 
the Christmas shopper with unusually 
elaborate window trims this year. 
The interiors of the stores likewise 
are decorated. The trims were 
started early this year. Store man- 
agers are anticipating a healthy 
amount of business in felt slippers 
and other types of bedroom footwear, 
as well as a goodiy sale of hosiery 
during the holiday shopping season. 
Retailers here are capitalizing the 
tendency on the part of the consumer 
to economize, and thus are advocat- 


-ing the purchase of Christmas gifts | 


that bear some utility. 
The trade at large has been well 
informed regarding the general de- 


mand for lower priced footwear, and 
has seen that both the manufacturer 
and retailer offering the public high- 
priced shoes is not doing a very large 
amount of business. It is true that 
the volume now is in footwear at $3 
to $7, yet the consideration of quality, 
according to retailers here, is playing 
just as important a part as ever. 
Consumers are as usual demanding 
the most for their money. Thus, 
during the past few months, and more 
especially during the past few weeks, 
it has been of interest to note the 
shifting of trade. People who have 
been buying unbranded lines at popu- 
lar priced stores during the past 
three or four years are coming back 
to well-known advertised lines, and 
are buying them at the new price 
levels. Retailers carrying the better 
lines state that many of their old- 
time customers are coming back. 

G. R. Van Meter, head of the Bos- 
tonian Shoe Store of this city, has 
decided to sell out his interest in the 
store and locate in Los Angeles the 
first of next year. Mr. Van Meter 
has been operating the Bostonian 
store for the past fourteen months, 
and he has had an exceptionally good 
business during that time. He has 
been in the shoe business for twenty- 
four years, having started when he 
was fourteen years of age. While 
nothing definite has been announced, 
Mr. Van Meter is considering con- 
nections with large shoe merchants 
in Los Angeles. 

The Feltman-Curme Company here 
offered shoes both in work and dress 
lines last week at prices as low as 
$1.95. Other stores have been making 
similar offerings in order to keep 
their stocks as clean as possible, also 
in order to stimulate sales. 

The remodeling work on the build- 
ing that will be occupied by the 
Daniels Shoe Company, at 15 and 17 
West Fifth street, was begun last 
week. 

‘The Main Street entrance to the 
Wm. H. Pohl Shoe Store was opened 
last week. The Pohl store has been 
located on East Fifth Street for over 
fifty years. That part of the store 
opening on Main Street connects in 
the rear with the original Fifth Street 
store. 

The Rollman Company here is fea- 
turing the Grant Flexated Arch line 
for ladies. They are doing a good 
business in this type of footwear. 
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Palm Beach Sport Shoes 


New Types Show Black and White 
Combinations for Dress and 
Smoked Elk Shoes for Sports 


PORT shoes, for winter vaca- 
S tion wear in the south land, are 
of two types chiefly, one being 
made up of sport shoes for piazza 
promenading, and the other for golf, 
or other sports. 

A typical dress sport shoe is of 
white buck, with apron and tip of pat- 
ent pebbled grain colt, stitched with 
white silk, and having a leather sole 
and military heel, the edge of the sole 
being white fair stitched. 

Of smoked elk, Norwegian grain, 
Scotch grain and like heavy stock are 
regular golf shoes made. Between 
the regular golf shoe and the dressy 
sport shoe there is a middle grade of 
shoes, which is made of smoked kips, 
with a rubberd sole, cupped, corru- 
gated or cleated. 

Smoked elk, or horse, by the way, 
seems to be gaining in popularity for 
sport shoes. It is colored by the 
smoke process, and a buyer can smell 
the smoke on the leather. 

A tendency there is to put leather 
soles, welt sewed, on some sport 
shoes, and to finish up the edges and 
the bottoms like walking shoes.. The 
main idea in this is to blend the sport 
and the walking types of shoes. 

Golf aprons, on the instep, are a 
popular pattern for winter vacation 
shoes. The toes may be plain, or 
tipped. Both regular and wing tips 
are used. Tips and aprons are 
stitched, perhaps with thread of con- 
trasting color, but are not perforated. 
Ball straps are few and far between. 

A brown calf winter vacation shoe 
has a vamp of one tone, and an apron 
of another tone, or a plain vamp with 
a boarded apron. One type of these 
brown shoes, by the way, has a square 
toe, and a square edge leather sole, 
and even square eyelets. The soles 
and heels may have a natural wax 
finish. Or a heavier type of these 
shoes has a rawhide mid sole. 

Strap and .buckle patterns are 
among the novelties for men’s sport 
shoes for winter vacation wear. 


New Store Opened 


HUNTINGTON, W. VA., Nov. 29.— 
Mr. Tarpley, formerly with Hamilton- 
Brown Shoe Co., St. Louis, Mo., has 
recently opened Tarpley’s Shoe Store, 


’ 817 Fourth avenue, Huntington, W. 


Va. The store is 25x 100 ft. and has 
fifty chairs. The store carries a com- 
plete line of men’s and women’s shoes. 


NEW SHOE STORES 
Twigg Bros., 77 N. Center Street, Cum- 
berland, Md. 

Gusman Shoe Co., 408 Travis Street, 
Houston, Texas, shoe department. 
Hanan & Son, corner of Wabash Avenue, 

Kesner Building, Chicago. : 
Martin & Martin, Kesner Building, Chi- 
cago, Tl. , J 
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Retail Shoe Advertising 


By William Graham, Jr., Manager Hannan Store, St. Louis 


é< HE fundamental principles of retail 

shoe advertising should always be dis- 

tinction. Let your advertising repre- 
sent always the personality of your store and the 
character of the merchandise you carry. However, 
even though you may carry cheap merchandise, it is 
not at all necessary to let your advertising look cheap 
or junky. Very few business men seem to realize 
this latter point. 

There has never been anything done in shoe ad- 
vertising that could not be bettered by someone else 
with continual effort. There is always some new 
angle either from copy, layout or art standpoint. In 
retail shoe advertising the two most important things 
to be borne in mind are that you are appealing to the 
purchaser’s sense of economy as well as his sense of 
personal pride. If you will always bear these two 
points in mind when preparing advertising, and if 
you will play them up, either consciously or subcon- 
sciously, you won’t go very far astray. 


Six Keys to Retail Advertising 


Here are six keys to advertising which apply to all 
kinds of advertising, but are especially apropos for the 
retail shoe business: 1. The Money Appeal. 2. Appeal 
to health instinct. 3. Appeal to affection. 4. Appeal to 
vanity. 5. Appeal to sentiment. 6. Appeal to tastes. 

Under the appeal to money, impress your trade that 
what you’re selling is the best that can be bought in 
that class of merchandise. The reason why appeal 
should be used in the copy. The appeal to health can be 
used extensively in the comfort found in these shoes. 
The advantage of wearing cushion soles and the relief 
given from arch supports. The safety first idea can 
be worked effectively in the advertising. 

Circus shoes for women, loud spats and noisy shoes 
come under the appeal of affection. Appeal to vanity 
has many angles; the flattery of a woman’s small 
foot; the charm a shoe adds to a certain gown; the 
grace with which the shoe is worn and the fit so be- 
coming to a well formed ankle are a few of the rami- 
fications of the appeal to vanity. Finally, and most 
important of all, there is no advertising that was ever 
run that could not be improved from 100 to 1000 per 
cent by application of good typography and good art 
work. There is nothing in the world that is more 
costly than to run advertising which looks ordinary 
and junky. It may cost a little more money in the 
long run to buy the best art work available, and to 
have your ad set by a good typographer, but.it is the 
cheapest way and the most effective way to get real 
results from your advertising. This much from the 
standpoint of the advertising man—the advertising 
man must first be an enthusiast, as nothing succeeds 
like enthusiasm. From the standpoint of the shoeman, 
be he proprietor, manager, or aspirant to either or 
both, I believe that in the word advertising you cover 
most all of the salient points of shoe merchandising. 

To make your advertising forceful, telling, you must 
add to it your store management. Your floorman 
must have that personal touch. He must be a man 
with a pleasing smile, and if possible a man that re- 
members names and faces of customers. Nothing adds 
to that “at home atmosphere” as to have somebody 
address you by your name when you step into a store. 
It gives that “haven’t forgotten me” impression on 
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the customer. Your clerks are a large advertisement. 
See that they are courteous and have patience with 


, the customers. Have them use more care in selling 
' shoes. 


The personal appearance of the salesman is 
a big advertisement for your store. See that their 
clothes are well kept, are cleaned and pressed, and 
above all see that they have on good shoes that are 
kept shined and cleaned. Tact is a big asset to a 
salesman. This is especially true with exchanges and 
complaints, and the floorman or whoever is respon- 
sible for this end of the business should always be ex- 
tremely tactful. The store’s appearance should be 
cheerful. The effects should have a welcoming ap- 
pearance, not necessarily expensive and high class, 
such as some stores require. 

Attractive show windows are your best advertise- 
ment. Pay quite a bit of money for the proper kind 
of window displays. It will pay'you to devote much 
thought to your windows. 


(Continued from page 51) 
utmost. Public opinion apparently has been educated 
to a point where it realizes the soundness of the argu- 
ment against it. Among other things, they are im- 
pressed with the contention that the plan would cause 
confusion in customs collections. 


Tariff Problems Confused 


All of the tariff problems as a matter of fact, have 
constituted a genuine confusion and consequent delay 
of resuming hearings on the tariff, with some Admin- 
istration officials and legislative leaders favoring in- 
definite postponement of the enactment of the per- 
manent tariff bill. On the other hand, there are those 
who think it would be politically unwise to defer this 
action in view of the pledge in the Republican plat- 
form which maintains that such postponement lays 
the Administration open to the taunt of Democrats 
that the former has been compelled to recognize the 
Underwood-Simmons bill to be so sound that they 
are unable to replace it with a satisfactory substitute. 

The difficulty in the minds of the majority is to 
find a substitute, and so far no adequate one has been 
determined upon. Reports have been circulated about 
the possibility of adopting so-called variable tariffs, 
but it is realized that this might easily be the cause 
of many protests from foreign countries that they 
are being discriminated against. This system, how- 
ever, has been adopted by some of the smaller nations 
of the world. There also has been a discussion of the 
Canadian system of determining arbitrary minimum 
points below which the drop in exchange is not recog- 
nized, so far as assessing tariff duties is concerned. 


Agricultural Bloc Holds Whip Hand 

There is another element in the situation. _The so- 
called agricultural bloc holds the whip hand over legis- 
lation. Under the Emergency Tariff Act, which has 
been extended indefinitely, the farmers have a higher 
rate of protection than would be accorded under the 
proposed permanent tariff bill. The reason for their 
opposition is obvious. 

Now that the American valuation question has be- 
come the leading topic for public and political dis- 
cussion, unusual interest has been manifested in the 
report of the United States Tariff Commission in this 
country. The Commission advised the Congress quite 
significantly some time ago that “it should be said 
with reference to American valuation that its adoption 
will tend to increase the level of duties. 
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No. 5110 
Price $4.50 


THIS VERY 


PRACTICAL and COMFORTABLE SHOE for the 
"GIRL WHO GOLFS" is ONE OF SEVERAL of this 
TYPE of NATTY SPORT SHOES shown in OUR 
NEW SPRING LINE. 


It is of BROWN ELK SKIN, GOODYEAR WELT, 
with FULL RUBBER SUCTION SOLE and HEEL, 
BLIND EYELETS, FELT-LINED TONGUE, and an 


UNLINED QUARTER. 


GIVE SPECIAL CONSIDERATION to THIS 
PARTICULAR PART OF OUR LINE. WE ARE 
COVERING A BROAD FIELD, and OFFERING THESE 
SHOES at MOST ATTRACTIVE PRICES. 


MANCHESTER, N. H. 





New York Sample Room: 
127 Duane St. 


Chictge Sample, Room: Boston Sample Roem: 
1726 Republic Bldg. 10 High St. 





78 


BOOT AND SHOE RECORDER 





December 10, 1921 














See our exhibit 
BOOTH No. 431 
N. S. R. A. 
Convention and 
Exposition 
January 9-10-11-12 
1922 


<«N(XSpe- 


Milford Made 


DANCE OXFORDS 
In Stock 


No. 199—Sterling Patent Colt Dance Ox- 
fords, Dude Last, AA to D. 


$4.50 
No. 200—Gun Metal Calf Dance Oxfords, 
Dude Last, AA to D...... $4.50 


No. 202—Sterlin Patent Colt, Black 
Cloth Top, Button Boot, Plain 
Toe, Full Dress, AA to D.$5.00 


BOYS’ DANCE OXFORDS 
No. 803—Patent Leather. 
No. 804—Gun Metal :............. $4.00 


Please note reduction in price 


KNOX SHOE Co. 
Milford, Mass., U.S. A. 
Boston Office: 135 Lincoln Street 


























MC 











he Best Shoe For The Least Money 


Patent Leather One-strap, 
Perforated Design on 
Quarter, Junior Louis 
Heel, Single Sole. 








mo 
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M-C M*Kauys 














MASTERS of STYLE 


T’S time to be thinking of Spring 

sales and the shoes which will de- 
termine your profits. Our Rita Last is 
styled to the minute and priced moder- 
ately. You can make no wiser choice. 
Three to four weeks’ delivery. 


Jobbing and mail order trade only. 


MITCHELL-CAUNT CO.: 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 
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No. E403—No. 4 Norwegian Calf Rag- 
lan Blucher Oxford. Special Wing _ Tip. 
Overweight Single Sole. Berkley Last. 





No. E331—No. 4 Russia Calf Lace Ox- No. E390—No. 45 Russia Calf Lace Ox- 
ford. Heavy Single Sole. Goodyear ford. Stub Wing Tip. Pinked and Per- 
Wingfoot Rubber Heel. Prize Last. forated. Goodyear Wingfoot Rubber 


Heel. De Luxe Last. 


Richards & Brennan Co. 


Shoes for Young Men and Men Who Keep Young 


Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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SATIN and VELVET 
NOVELTIES 
SS IN STOCK 


B-730—wWhite Satin Turn Opera 
Pump, 7 = Louis heel, A to 
2% t $3.50 


B-700—Black Satin Turn One D, 


Strap, Black silk finished buttons, : 
Beaded vamp ornament, 16/8 half = . B-740—Black Satin Turn Opera 
LXV heel, A to D $3.35 Pump, 7.7 full Louis heel,  & to 
B-705—As above except with D. 2% to 8 $3. -— 
Baby LXV heel $3.35 


B-770—Black Velvet Turn One Strap, 
Rhinestone buttons, 14/8 full LXV_ heel, 
A, B, C, D. 2% to 8 $3.50 
79 
N. R. S. A. Convention 
Chicago, Jan. 9-12. 


| Terms—2% 10 Days, Net 30— 
Minimum orders 1 dozen pairs. 


H-1110— Black Satin Turn One ME Gain d 
Strap, Rhinestone buttons, » 38 half 
LXV heel, A to D. . 83.25 - 
Botrtg ay tre ng SHOE CO 
: ae $3.25 a B-800—White Satin One Strap, 


Baby LXV heel...........+ 
Pearl buttons, ie Spanish Jun- 
for heel, B, C, 2% to 8, 


Send for illustrations of our entire 
line put ad in a neat, convenient HAVERHILL, MASS. $3.50 


form, 





(BAC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION - - 
J. K. KRIEG COMPANY, NEW YORK 


UNITED SHOE REPAIRING MACHINE CO. .-_ =. 
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THE 


SHOE 




















NOW IN STOCK 











These are two of the 
most popular numbers 
we have ever shipped 
from stock. 


Continued re-orders 
from dealers are the 
best indication. 


























Black Norwegian 


Phila Bal 


Heavy Single Sole; A,B, 7-11; C-D, 
6-11 


No. 599 
Same Style in Tony Red Calf, 
Orange Fitting 


Both Made with Spring Step 
Rubber Heels—as shown 


Over Twenty-Five Other Styles 
IN STOCK 


















































NOW IN STOCK 




















| 
Ready for Immediate Shipment 
aaa 


———— —— 
































Brockton 











With 


Sri se 


Attached 


These numbers are 
plain — but will be 
stamped Packard if you 
carry the line. 


M. A. PACKARD COMPANY 


Massachusetts 
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PULUEDEDOE EE EDUU ETE EEE EDS 
CHE jm 


PRE-INVENTORY SALE 


WOMEN’S NOVELTY FOOTWEAR 


PRICES ON THESE PRESENT DAY STYLES ARE LOWER THAN REPLACEMENT 


ys 


No.’ Te Black Satin 2- No. — a Black Satin 35 








iwiidtdimmencnnad $5.25 
No. one ae Black Kid 2- No. 6258—eadd Black Kid i 
ME cccctcnceccoccses LS 2.) | SC ee a 
7 Turn Sole. pd Jr. Louis Heel. Beaded 
Turn Sole. 17/8 Wood Louis Heel. Vamp Widths 44 t0°C. 


Beaded Vamp and Straps. Widths AA to C. 






BPE oicccecsccwcsscese $3.60 


Welt. Imitation Tip. 13/8 Military Heel. 
Widths AA to C. 





wiSucn Sein, 30/8 Bo Lats ool. Boast No. 6100—Black Satin 1-Strap...$4.25 
rn Sole. /8 uis Heel, ear 
Button, Widths AA to C. ace” 14/8 Jr. Louis Heel. Widths 


No. 6101—Black Satin 1-Strap... 4.25 


No. 6259—Black Satin 1-Strap... 4.50 
As above, with 17/8 Covered Louis Heel. 


As above, with 14/8 Jr. Louis Heel. 


ALL OFFERS SUBJECT TO PRIOR SALE—CIRCULAR OF MANY 
OTHER DESIRABLE BARGAINS SENT ON REQUEST. 


ames Clark ste as 


SHOES , LEATHER-FINDINGS 
Saint Lowsrsse ,Vv. S.A. 














UU 
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Sole Leather Business Is Steadier 


Interest in Market Has Quickened and Hide Prices Are Firmer; Bargain Lots 
of Upper Stock Becoming Scarcer 


RADING in sole leather con- 

tinues on the same basis as 
the past few weeks. The fact that 
a miscellaneous line of stock has been 
going to Europe of late has helped 
local tanners to clear their warehouses 
of stock that was not selling so well 
here. Additional hides are now being 
worked in by sole leather tanners, 
although the prices of hides are 
stronger. The domestic consumers 
are taking about all the heavy sole 
leather available in this market. The 
fact that the packers are firm in prices 
and also placing small advances right 
along has quickened interest in the 
hide market. This will tend to make 
sole leather firmer. As soon as con- 
ditions are on a more favorable basis, 
so far as labor is concerned in some 
of the eastern shoe centers, there will 
be a heavy buying of union sole and 


women’s cut soles on medium and. 


light-weight stock. The prices of 
union sole leather now range 40c. to 
45c. per pound for cow backs, and on 
steers 48c. to 50c. per pound. 


Fair Volume of Sole Leather 


Tanners of oak sole leather are 
doing a steady business with satis- 
factory volume, and deliveries are 
more regular, especially the makers 
of heavy shoes whose factories are 
running at good capacity. Judging 
from the demands for the better 
grades of sole leather, shoe factories 
are more busily operated than would 
be indicated by reports. Heavy 
scoured oak backs of good tannage 
and selection are quoted from 50c. to 
54c. per pound for No. 1. Good, clear 
weight stock is obtainable at 45c. to 
48c. per pound. Prime heavy bends 
for finders’ use are quoted from 75c. 
to 90c. per pound. Texas bloom bends 
75c. and Texas X sides, 44c. per pound. 
There have been some sales reported 
for shoe manufacturers’ use at 2c. and 
3c. per pound over the previous sales. 


Upper Leather Situation 


_ The upper leather situation has 
changed but little within the past few 
weeks. The tendency is toward firm- 
ness and the bargain lots are becom- 
ing fewer. This tends to make the 
market firm on the best tannages of 
calf, kid and side leather. The lull in 
business in some of' the shoe centers, 
incident to labor difficulties, is nat- 
urally having an effect on the amount 
of leather being taken by those shoe 
manufacturers. This is somewhat 
counterbalanced, however, in other 
centers where manufacturers are busy. 


The demand for a lower-priced staple 
shoe is helping to clean up some of 
the stocks of heavy leathers. At the 
same time, there is a fair call for the 
time of year for the better grades of 
calf and kid. Colors in the darker 
shades of golden brown and Havana 
brown are continuing very popular; 
likewise ‘the Scotch grain leathers in 
black and tan. There is every indica- 
tion that the grain leathers will con- 
tinue their run next year, as they are 
meeting with popularity in the adult 
trade, as well as among the younger 


_ element. 


Calf Leather in Good Demand 


The best grades of smooth finished 
calf leather and colors bring from 50c. 
to 55c. per foot. Good medium grades 
from 45c. to 50c., and lower grades 
according to tannage and conditions 
of sale. Black calf ranges about two 
to five cents per foot under colors. 
The call for suede calf in black, as 
well as the fancy shades, continues at 
prices ranging from 50c. to 70c. per 


foot. The choice selections of suede 
colors bring 60c. to 70c. 


Side Leathers Wanted 

There is a fair business being done 
on side leathers, especially on the 
Scotch grain and pebble effects in 
black and mahogany. The top grades 
of smooth finished and boarded sides 
in colors range from 22c. to 26c., and 
some is held at 30c. per foot. The 
cheaper selections run down as low as 
12c. to 15c. There is an improved 
trading on elk at 24c. to 26c.; also on 
veals, kips and heavy waterproof 
leather. The demand is rather slow 
for buck in colors and blacks, the top 
grades ranging from 40c. to 50c. in 
colors. 

The market for patent leather is 
continuing active. While the sales are 
well scattered, the aggregate makes 
up a considerable business. Japanners 
and finishers are more busy than they 
have been for some time. The best 
selections of patent kips are held for 
45c. to 50c. Sides range from 25c. to 


(Continued on page 89) 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


; Pre-War Peak To-day 
Calf, suede, top grade ......... $0.32 a $0.35 $1.40 a $1.50 $0.65 a $0.70 
Calf, smooth, colored, top grade. .28a .30 1.40a 1.50 50a .55 
Calf, smooth, black, top grade.. .26a  .28 1.30a 1.40 45a .50 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 24a .30 
Side leather, black, top grade... .16a  .20 65a .90 Za. 26 
White buck, top grade......... 28a 30 90a 1.00 35a- 45 
oe. ae 24a 26 65a .70 Zha. 26 
Kid. colors, best fancy .......... 35a .40 1.40a 1.65 80a .90 
Kid, colors, top grade.......... 33a .385 1.35a 1.60 60a .70 
Kid, black top grade.......... 28a 380 1.35a 1.50 55a  .65 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a .50 
Kid, medium, black sip siscate, serena 18a .22 60a 1.00 25a .40 
Kid, ere 06a .12 20a  .36 10a _ .20 
Chrome patent sides ........... 25a .30 85a 1.05 35a 45 
Sole Leather (price per pound) 
TEE TOE EE. 6o0 505s ccksases 32a 38 56a .58 30a 82 
Oe rere ye errr re wee. ae BBE » ia2 46a _ .50 
Bs Oe IIS os 6 ib oc 058 55s 38a = =.39 92a .95 50a .55 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 55a .65 
No. 1 oak bends, finders’ use.... ...a .48 1.15a 1.25 10a 8 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ .a .18% 52a .55 2k, Ae 
Heavy .Texas steers, for sole 

Ee ear .a 4.18 ia 2a Pe ar 
Light native cows, for side upper 7 

ee geen eee a  s% eee war ooo 1896 
Branded cows, for light sole 

eT oe ee PP eee -a .17% ee oe re ar 
No. 1 buffs for heavy upper and 

Rr a ae «@.,16 45a .50 O7%a 08% 
No. 1 Chicago City calfskins for 

fine Calf Temther 5. 6603.00. -a 17% 80a 1.02% i2a 19 
Kips for upper leather ........ -a .16% 65a .80 10a 17% 
B. A. hides, for hemlock sole 

INE 6.0. 0.5:08444. 340454 0059% , oe. A2a_ .46 144%a 15% 
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They Want It the Minute They See It 





Everyone who loves an outdoor pastime will 
instantly see that the new Nedlin-Wingfoot 
Sports bottom is correctly designed for all 
sport wear. 

The golfer, for instance, will recognize at 
once that the button knobs are just where 
they belong—their exact placing gives the 
maximum grip for the drive. 


There are no destructive cleats or spikes on 
the new Nedlin- Wingfoot Sports Bottom — 
nothing to tear the greens, pit the courts, or 
mar the clubhouse floors — only the firm- 
gripping, lastingly resilient knobs and cups 
of high-grade rubber. 


The new Nedlin-Wingfoot Sports Bottom is 


for both men’s and women’s shoes— for all 
sports—for golf—and for street wear. It has 
the standard Goodyear qualities of both 
Nedlin Soles and Wingfoot Heels—durable, 
waterproof, comfortable. 


During the 1922 sports season, 32,000 
street cars in 564 cities and towns will 
carry attractive advertising of Nedlin- 
Wingfoot-equipped sports models to 
your customers. 

Turn in.a low-score card on your 1922 carry- 
over. Nedlin-Wingfoot- equipped Sports 
Models will do it for you. . Specify Neolin- 
Wingfoot for every Sport Model you order — 
and you can’t go wrong. 


THe Goopyear TIRE AND RuBBER COMPANY 
Offices Throughout the World 





Soles 


DURABLE - WATERPROOF : COMFORTABLE 
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Shoe of Standardized Parts The Latest 


Boston Concern Puts On Market A New Line Made of 
Advertised Materials, Following Example Set 


While it is commonplace in the au- 
tomobile industry to place on the mar- 
ket a car made up of widely adver- 
tised parts, thus taking full advan- 
tage of the publicity material dissem- 
inated by the accessory manufactur- 
ers, it has remained for a Boston 
concern—Timson Bros., Inc.—to ap- 
ply the same idea to a shoe, produc- 
ing a line which is unique in the his- 
tory of the footwear industry. 

Read almost any automobile adver- 
tisement, and so accustomed are you 





Boot from the Timbro line 


By Automobile Industry 


to see it, that you look instinctively 
for the small paragraph down in the 
corner where the specifications of the 
car are given. But have you ever 
seen, on the top of a shoe carton, the 
list of materials which went into the 
making of the shoes inside that car- 
ton? ‘ 
_ Carton Cover a Feature 

Yet that is precisely what the Tim- 
son people have done. Not only have 
they produced a shoe each part of 
which has been widely advertised and 
established, but they have designed a 
carton cover design permitting the ap- 
pearance of each and every specifica- 
tion. 

The line, known as the Timbro line, 
consists of 12 styles—six oxfords and 
six boots—all staples. One of the 
lasts is an orthopedic. The specifica- 
tions appearing on the carton cover 
and to be used in the firm’s advertis- 
ing include uppers of Vici kid manu- 
factured by Robert H. Foerderer, 
Ine. “Red-Line-In”: shoe lining made 
by the Farnsworth, Hoyt Company; 
Diamond brand fast color eyelets, 
made by the United Shoe Machinery 
Corporation; Goodyear welt process 
credited to the same company; Spaul- 
ding’s fiber counters, made by J. 
Spaulding & Sons; Barbour endless. 
grooved welting, made by the Brock- 
ton-Rand Company; Rock Oak soles, 
made by the American Oak Leather 
Company; Cats’ Paw rubber heels, 
made by the Foster Rubber Company; 
Vulco-Unit box toes, made by the 
Beckwith Box Toe Company; Beaded 
Tip laces, made by the United Lace 
and Braid Company; Skinner’s satin 
top facings, made by William Skinner 


& Sons; and Crawford steel, arch- 
supporting shanks made by the 
United Shoe Machinery Corporation. 
Carton cover design, trade name 
and the unique display arrangement 
of the specifications in the firm’s ad- 
vertising have been copyrighted. 
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Reproduction of Timbro carton cover 








Shoe Repairing in Factory 


There are modern shoe repair shops 
by banks in big cities, next to 
churches in towns, on farms in cross 
road villages and even in railroad ter- 
minals, but in a big shoe factory is 
one of the last places in the world 
where one would expect to find a shoe 
repair shop flourishing. 

However, the Davis Shoe Repairing 
Co. has a shop in the big Hilliard & 
Merrill factory, in Lynn, and there it 
mends shoes for the hundreds of shoe- 
‘ makers who work in the factory, and 
for their families, their friends and 
their neighbors, too. 

This repair shop is on the third 


floor. “Take the elevator,” says the 
sign. It has a power driven equip- 
ment. Hundreds of shoemakers pass 


it daily, and each day many of them 
leave shoes to be mended, for the mod- 
ern repair man can fix up shoes bet- 
ter and quicker than can the man who 
makes them. Singular, isn’t it? But 
this is an age of specialization, and 
the making of shoes is one specialty, 
and the repairing of them is another, 
and they flourish side by side, even in 
the shoe factories. 


Cobbler’s Economy 


“Just because shoes are cheaper,” 
advertises a repair man, “you aren’t 
getting any more value per dollar in- 
vested in shoes than you were before. 
Most everything is cheaper, too, and 
incomes and wages are generally 
lower. 

“Don’t throw last year’s shoes away 
because this year’s shoes cost you less. 


Get all your money’s worth out of the 
old, yet comfortable shoes, by bring- 
ing them to our repair shop. Save 
25 per cent on this year’s shoe bills by 
doing so.” 


The “Sole” of Health 


“A leaky sole in your shoe is a dan- 
erous thing at this season of the 
year,” says the cobbler. “You would 
not let water trickle down on your 
head, would you, because you know 
you would catch cold? Then why let 
water trickle through a hole in the 
sole of your shoe, for you surely will 
catch cold? : 

“Let us make. your old shoes new, 
with tight soles, and keep the doctor 
away.” 
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Supremacy 


For ruggedness, comfort and 
genuine service the “U. S.” 
Portland has no superior. 
Snow, rain and slush create 
a great market for this type 
of overshoe. “U. S.” Port- 
lands satisfy every trade de- 
mand—make a quick turn- 
over and build up substantial 
profits. 


Have you a well balanced 
stock of “U. S.” Portlands? 






















See our exhibit at the N. S. R. A. Conven- 
tion January 9th to 12th, Booths 240 to 250. 
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When ordering leather shoes 
always specify 
“U.S.” 
Sprinc-STEP 
RUBBER HEELS 
They help 
sell the 
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Women’s Gaiters in Big Demand 


First Touch of Winter Brings Rush Orders For Rubber Footwear. — 
A Rochester Retail Shoe Merchant Advertises For 
Advance Business.—Fitting Rubbers — 


Real winter weather made its ap- 
pearance the latter part of November, 
and immediately there was a general 


scramble on the part of the retail 


shoe merchants to pull gaiters and 
rubbers from their hiding places to 
positions of prominence in the store 
windows and shelves. Rubber manu- 
facturers report that they were liter- 
ally swamped with rubber shoe orders 
for immediate delivery, the first ones 
arriving with the advent of the snow 
and sleet. ‘The big favorite is a 
woman’s four-buckle, black cloth top 
gaiter and a light weight foothold 
chiefly for city trade. 

The “hurry-up” calls for rubber 
footwear did not surprise the rubber 
manufacturers, and they were pre- 
pared to meet the rush, but it was 
“full steam ahead” in the stock de- 
partments. However, many retail 
shoe merchants were prepared for 
storms and cold weather, and these 
shoe men did a good business, with 
every indication of a much larger 
business later. And, following the 
black shoe vogue, black is still the 
biggest seller in gaiter tops. While 
there are some heathers in the mar- 
ket, they will take second place in 
popularity. 


Salesman’s Job Difficult 


It is said that one of the most 
difficult jobs these days for the 
traveling salesman selling rubber 
footwear is to convince his customers 
of the necessity of ordering in ad- 
vance so as to be able to meet the 
demands of his trade, says “Between 
Us” of the United States Rubber Co. 
- “There are a very few businesses 
that can be operated only on current 
orders, and it is certain that a busi- 
ness dealing in seasonal products, 
such as the rubber business, must 
have advance orders to keep going. 

“Particularly after the high times 
of fictitious prosperity that have pre- 
vailed during the past two years, the 
dealer is a very cautious individual, 
and he can’t see the necessity for put- 
ting his name to the bottom of an 
order goods that can not be moved 
immediately from his shelves. 

“Arguments based on the statement 
that if he doesn’t place an advance 
order now he will not be able to get 
his goods when he has to have them 
is apparently of little avail. In short, 
the dealer to-day is inclined to be 
short-sighted. He is not apt to be 


The Market 


cured of his short-sightedness until 
he experiences all the disappoint- 
ments of a period of inability to meet 
all the demands put upon him. 


What William Eastwood Did 


“It is very gratifying to note, there- 
fore, that the largest shoe store in 
Rochester, N, Y., that of William 
Eastwood & Son Co., and one of 
the finest stores in the State, is pro- 
gressive enough to sense the situation 
and to spend good money in adver- 
tising immediate buying to the public. 
In a large advertisement in the Roch- 
ester Herald on Nov. 8, William East- 











Woman’s lightweight gaiter; 
black cloth upper. Made by 
Rubber Products Co. 


jersey 
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wood & Son Co. very forcibly called 
the attention of their customers to 
the economic reasons for early buying 
of arctics and rubbers. The advertise- 
ment is so frank in its appeal that it 
is unusually convincing. Under the 
heading, When are you going to buy 
Arctics and Rubbers? it says: 


A Convincing Ad 


This is an unusual season, the first 
in years when Rochester shoe stores 
have not had a big “Rubber Day’ be- 
fore Nov. 8. Cold, damp, slushy, 
weather generally comes earlier. 

The sudden arrival of disagree- 
able fall weather begins to break up 


the stocks in the stores, and “fill-in” 
orders are placed with the rubber 
mills to secure a supply to meet the 
later call. Stores decide carefully 
how much to buy, and the stores’ or- 
ders fix the quantity the mills make. 
Neither retailer, wholesaler, nor man- 
ufacturer is willing to run the risk of 
loss in carrying an overstock. 

If weather conditions defer much 
longer the sudden annual demand for 
rubber goods, it will add to the diffi- 
culty of supplying fully the season’s 
demand, as it will tax the capacity of 
the mills to produce the necessary 
quantity. 

Economic Reasons for Early Buy- 
ing— 

Rubbers, and arctics especially, are 
seasonal merchandise, which it is eco- 
nomically correct to buy in anticipa- 
tion of the need. 

You buy coal in advance of your 
requirements, so that it is in the bin 
ready for burning when cold weather 
arrives. 

It is likewise obviously to your in- 
terest to be prepared with arctics and 
rubbers before cold, wet slush under 
foot brings the immediate need. 

It is desirable to look over your 
supply of rubbers and arctics at once, 
and see if you are going to need any 
this winter. If you do, it is wise to 
go to the store where you usually 
buy them and get them now while 
you can select them from the full 
stocks of the early season. 


Fit Rubbers Carefully 


“Rubbers should fit shoes quite as 
truly as shoes fit the feet.” So ad- 
vertises Baker’s Family Shoe Store in 
Lynn, Mass., and so it tells custom- 
ers in sales’ talks. For instance, on 
a recent rainy day it devoted its 
entire newspaper publicity to the fit- 
ting qualities of rubbers, saying: 

“A rubber to wear well must be of 
first quality, fit exactly the shape of 
the sole, and carry the same height 
and shape of the heel as the shoes it 
covers. . 

“Do not try to make one pair of 
rubbers fit every style of shoe that 
you own and wear. 

“There are many different widths 
of soles, and all shapes of heels, on 
shoes. We fit rubbers with as much 
care and patience as we fit our high- 
est priced shoes. 

“We carry the largest stock of rub- 
bers in the city. 

“Correct fitting of rubbers doubles 
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Immediate Delivery Goods 
Made Right—Priced Right and Are Right 


ee 





No. 785. Price $3.25 
Black Scotch Blucher Oxford, Wing 
Tip, Goodyear Welt, Princess Last, 
11/8 Rubber Heel. 
No. 787. Same in Brown 
to D 





No. 784. Price $4.10 
Cocoa Calf Blucher Oxford, Tip, 
White Fair Stitching, Goodyear Welt, 
Princess a _— Heel. 

to 





No. 896 
Price $4.75 





Nine Inch Black Kid Lace 
Kid Tip, Goodyear Welt, 11/8 Heel, 
Princess Last, A to E. 
No. 897—Same style in Brown Kid. 
Price $5.50 





No. 782. Price $4.00 


Patent Three Buckle Strap, Imitation . 
Tip, Goodyear Welt, Princess Last, No. 745. Price $3.85 
11/8 Heel. Patent Oxford, Tip, Goodyear Welt, 
AA to D White Fair Stitch, 7/8 Rubber Heel, 
No. 439. Same in Black Kid. Price Sport Last. 
$3.75 AA to D 


THOMSON-CROOKER SHOE CO. : 


Cc. H. SULLIVAN, Sec. 
P. HOWARD TARR, Asst. Treas. and Credit Mgr. 


18 STATION ST. 
BOSTON MASS. 


LEEEEEALEEEEEEEEELEEEEEEEEELEEEEEEEEEEEEEEEE EEL EEE EEL EEELELES 


Cc. R. THOMSON, Pres. J. M. THOMSON, Treas. 
BUFORD H. JONES, Vice-Pres. and Sales Mgr. 
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the wear. Rubbers should not gap at 
the sides, slip at the heels, crack 
across the vamps or chafe through at 
the sides near the soles. 

“Get your rubbers fitted right. It’s 
economy.” 


Golf Shoes on Increase 


It is reported that one retail shoe 
merchant, with a chain of 20 stores, 
sold 1000 per cent more golf shoes 
last summer than during 1920. This 
merchant anticipates as good results 
for next season. 


Plantation Rubber Market 


Considerable quantities of planta- 
tion rubber in spot and nearby have 
been absorbed by certain interests 
who have paid as high as 19% cents 
for ribbed smoked sheets, with sellers 
then not disposed to go on at less 
than 19% cents. Futures also firmed 
up, offerings being small at 20% 
cents for January-March, 21% cents 
for April-June and 23% cents for 
July-December. Trade sentiment ap- 
pears to be very optimistic, even 
those who have been bearish for 
months past now being ready to ad- 
mit that a return to the recent very 
low levels is altogether improbable. 

There has been a good deal of talk 
concerning the levying of a 5 per cent 
export tax on crude rubber by the 
Straits Settlements Government, and 
this is one cause for the better feel- 
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ing in this market. The tax levy re- 
port has been received by several New 
York merchants, but there is no offi- 
cial confirmation of it as yet. The 
chief argument of the bear element 
for a number of months past has 
been the 70,000 tons lying in the 
United Kingdom warehouses, they 
holding that so much rubber as near 
by as London and Liverpool could not 
but have a depressing influence upon 
the market. ; ‘ 

It is now reported from what are 
considered to be authentic sources 
that this stock will never be thrown 
on the open market. It is, these re- 
ports say, to be held indefinitely and 
sold only in such small lots as will 
not affect the market. The holders 
of this rubber are said to be very 
strong financially and prepared to 
hold on, though it may take several 
years to dispose of the entire lot by 
the method proposed. 

This and the proposed export tax 
levy are advanced as among the para- 
mount factors to which is to be at- 
tributed the recent advance in plan- 
tation rubber in a market that has 
experienced no big buying by factory 
interests for a long time. 





Paras Not Advancing 


Paras are not affected by the ad- 
vancing tendency of plantations. In 
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fact, the market for them was slight- 
ly easier yesterday at 23c. for up- 
river fine, 21c. for island fine and 
12%c. for upper ball. 


Para—Up-river, lb. .......- 2 
*Up-river, coarse ........ 1 
SIgland, TINE ...s.ccccses 2 
Island, coarse ......-+++.+ 10 
*Caucho, ball, upper..:... 1 
Caucho, ball, lower....... 1 
ee Or PT et re 1 

Plantation—First latex, crep 1 

Brown crepe, thin, clean.... 1 

Brown crepe, rolled........ 

Amber—No. 1 
NO. 2 ccccccccrscceccces 


*Centrals—Corinto ......... -- @12 
CRE. «0.64.04 6.066 64.0% 0% -» @12 
SHEGKIONN GCTAD «20s icecs —— 
CGuayule, Wet ...ccecess @1 
CQUSVEIS, GY osc ccccces -- @2 
*Balata, block, Trinidad... .. @5 
*Balata, block, Colombian @4 
*Balata, Panama ........ @4 
®Balata, sheet ...ces.eee @6 


—_——_. 
*Nominal. 





Scrap Rubber 


The market is developing a much 
better undertone in sympathy with 
the more or less steady improvement 
in the position of crude rubber. As 
yet, however, reclaimers are not. in- 
clined to anticipate actual require- 
ments, which are still light. 


Boots and shoes .......s...- 3 


Arctics, trimmed .......... 24%@.. 
Inner tubes, No. 2.......... ee 

Hose, steam, fire........... %@ % 
Inner tubes, No. 1.......... a. 2 2 
Arctics, untrimmed ........ 1%@.. 
Tires—Automobile ......... %@.. 








(Continued from page 83) 
30c. per foot up to 40c. to 42c. by the 
leading tanners. There are also some 
cheaper selections of patent on the 
market. The choicest grades of patent 
colt are quoted from 70c. to 85c. per 
foot, with medium selections bringing 
from 50c. to 75c.; lower grades ac- 
cording to quality. 
Glazed Kid 

The situation is still favorable as 
respecting the top grades of kid in 
colors and also blacks. Prices are on 
about the same basis we have quoted 
for. some weeks as given. Ac- 
cumulations of the medium and lower 
grades are gradually being cleared 
off. Lower raw stock prices are not 
quite as strong as a few weeks ago, 
but tanners are still waiting before 
laying in supplies of skins. 

Sheep Leather 

There has been a considerable level- 
ing in the sheepskin market during 
the past six months. The better 
grades bring from 16c. to 17c. per 
foot, medium selection 12c. to 15c., 
with lower grades in job lots all the 
way from 5c. to llc. This is practi- 
cally one-third to one-half the price 
prevailing a year and a half ago. 


An Ad Which Was Read 
A. Ruff’s Son of Butler, Pa. Sold Many 
Pairs Through Their “Giving 
Away” System 
“Ruff’s Are Giving Away Shoes!” 


was the first line of the big newspaper 
ad and underneath was a smaller 
line, yet set in bold faced type, “See 
Our Windows.” The third sentence 
was “For some time past, we have 
been almost giving shoes away. Now, 
we will actually give ladies’ shoes 
away, as follows: 

“A shoe bearing this placard will 
be placed in our window: ‘This shoe 
and its mate given to anyone who can 
wear them. Try them on. Only con- 
dition—wear them home. As soon as 
the one pair is given away, another 
will be placed in the window, and so 
on, ’till Nov. 1. If the shoe in the 
window is not your size, tel! your 
friends whom you think can wear 
them.’ ” 

And then followed the line: “The 
Following Are Almost Given Away”: 

“Women’s fine brown kid and black 
kid Corona lace shoes—some with 
suede tops to match, made with both 
French and Cuban heels. These are 
shoes which sold a year ago at from 
$10 to $15 a pair. We have divided 
them into three lots to close them out 
quickly. Sale prices, $4.85, $3.85, 
$2.85. 

“Three lots of women’s Corona 
shoes, and you know Corona shoes 
are the best shoes made. Dark brown 
kid with faun cloth tops, light brown 
kid with faun cloth tops and black 
patent leather with black cloth tops; 
all have Louis XV. heels, all sizes 
AAA to C; regular price was $10. 


Sale price, $1.85. 

“Women’s oxfords and pumps, 
broken lots, $10 value. Sale price, 
$1.85. 

“Men’s black gun metal shoes, 
Goodyear welt sewed soles, good style, 
comfortable lasts. Sale price, $2.85. 

“Boys’ black or tan lace shoes, suit- 
able for dress or every day, heavy or 
light soles, all sizes. Sale price, $1.85. 

“Broken lots of misses’ and chil- 
dren’s calfskin lace shoes in both 
black and tan. Sale price, $2.45. 

“One lot men’s rubber soles and 
heels. Sale price, 9c. 

“Everloc,” instant and permanent 
repairs for rubber boots, hot water 
bags, over shoes, garden hose, rubber 
tubing, rain coats, automobile tires 
and tops, side curtains, bicycle tires, 
water wings and footballs, leather up- 
holstering or any kind of leather, 
rubber or fabric. Regular price, 25c. 
Sale price, 10c. 

“2 in 1 shoe polishes, Whittemore 
polishes—seven kinds of high grade 
shoe polishes for black, tan and 
colored shoes. Regular price, 15c. to 
25c. Sale price, 10c. each or 3 for 
25c. 

“Discontinued lines of shoe polishes 
for black, tan and colored shoes, 
former price 10c. Sale price, 1c. 

“Foster’s Arch Supporters perma- 
nently cure pains caused by broken 
down arches or flat feet. Regular 
price, $2.00. Sale price, 50c.” 
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OUR NEW LINE OF WOMEN’S 
WELTS AND TURNS TO RETAIL AT 


= 


SAME STANDARD AS OUR “‘E & M”’ LINE AND CARRYING HALF LOUIS 
AND MILITARY HEELS 


We invite comparison of these shoes with 
any line at like prices. Mr. Merchant! 
You want volume sales. We supply 
volume production. Let’s get together. 


SEND IN YOUR ORDERS 
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HERE ARE TWO OF OUR FIVE-DOLLAR SELLERS 


No. 700—Patent Turn One Strap on our 61 Last. No. 762—Full Grain Tony Red Calf Welt Oxford. 
10/8 Military heel - - - - =- = Price $3.35 79 Last. 10/8 Military Leather Heel - Price $3.35 


NOT CARRIED IN STOCK 


Made to order in case lots on three weeks delivery 


We shall exhibit at the Chicago 
Style Show, Booth 424. F. §. Marshall 
and CG. L. Marks in charge 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 
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Meet the National Officers 


Joseph Kalisky, President of the Chicago 
Association Is in the Ring 


That Joseph Kalisky, President of 
the Chicago Association of the Na- 
tional Shoe Travelers’ Association, is 
a well-known man among the shoe 
boys, one has but to mention the 
Thompson Bros. shoe made in Brock- 
ton, Mass., to any retail shoe mer- 
chant and immediately comes back 
the remark “Joe Kalisky is one 
good fellow.” Especially is this true 
in Michigan and the Northwest, for 
there is where our circled star shines 
most brilliantly. “Joe” is an old 
stager in that territory, and not only 
is he known, but positively loved by 
his trade. His success as a shoe sales- 
man is proved from the way he has 
planted his line with the big trade 
without any extra effort. He is sim- 
ply irresistible—one of the kind you 
can’t turn down, unless one is heart- 
less. 

A Personal Question 


There are some mysteries “attached 
to Joe’s life and while they should 
not be mentioned in polite society, 
frequently some of them are unveiled 
during the lull of business over a good 
cigar. It is during these magic mo- 
ments that one may hear the question 
—How did “Joe” ever escape the ma- 
trimonial lassoo? For the President 
of the Chicago Association is a good 
looker, a fine dresser, a genteel talker, 
always affable, and moreover he has a 
neat little bank account. The real 
reason for his apparent “selfishness” 
has never been satisfactorily ex- 
plained—although some have at- 
tributed it to his bashfulness, or toe an 
intense devotion to the shoe business. 


“Joe” is a “Literateur” 


Joe is not a man given to hobbies, 
but he has one great failing, if you 
wish-to call it such. . Having invaded 


the field of literature, he has become 
deft with his pen, profuse in words, 
and “elegant” in diction. His writ- 
ings have been the source of much 
genuine pleasure to countless readers, 
as they abound with common sense 
but are yet not without a rich vein 
of humor. 

At one time his aspirations were to 
be an editor, as was apparent through 
his efforts in the Chicago Travelers 
Bulletin, but Joe did not persist in 
his work of editing, as his busi- 











A. I. BENEDICT 


Elected as one of the delegates to 
represent the Boot and Shoe Travelers’ 
Association of New York at N.S. R. A. 
Convention, sie saat Jan. 16-18, 
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ness associates were hustling in sell- 


ing “ads” and “Joe” soon discovered 


that he would easily lose his “roll” 
on article writing alone. Moreover 
we are informed that people were 
deficient in their ability to grasp Edi- 
tor Joe’s philosophical productions 
and cancelled their subscriptions. 


A Philosophical Fisherman 


And Joe really excels at fishing. T. 
A. D. relates that he has seen Joe 
on a Sunday, way out in Wisconsin, 
on the shore of some small lake, sit- 
ting on the bank, with a corn-cob pipe 
in mouth, and a rod and line in his 
hand. “It was a long watch says 
T. A. D.” for Joe sat there seven solid 
hours, fishing, fishing, fishing, with- 
out even a nibble to reward him for 
his patience, but he told me that he 
really enjoyed the “fun” of soliloquiz- 
ing on fish ethics—or Why will they 
not bite at a real, live worm, on a 
real, genuine hook, thrown to them 
by a real fisherman? And, con- 
tinued the “observant” T. A. D. “We 
have never as yet succeeded in getting 
any positive proof that Joe ever 
caught a fish big enough to fry on a 
gas jet, but from his description of 
his last summer’s experience, Joe 
caught some denizens of the water 
large enough to extend the length of 
a Pullman car aisle.” 


New York Elects Officers 


The annual meeting of the Boot and 
Shoe Travelers’ Association of New 
York was held Nov. 25. The follow- 
ing officers were elected C. B. Brig- 
ham, President; M. W. Kempner, 
First Vice-President; Harry M. 
Rogers, Second Vice-President; S. A. 
McOmber, Secretary-Treasurer. 

The following members were ap- 
pointed as delegates and alternates to 
represent the Boot and Shoe Travel- 
ers’ Association of New York at the 
Annual Convention of the National 
Shoe Travelers’ Association to be held 
in Philadelphia, Pa., Jan. 16, 17, 18, 
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This is a humdinger 


A Real Waterproof Shoe 
for School Wear 


Storm Blucher—Choc- 
olate Elk uppers, solid 
oak outsole, waterproof 
slipsolee A REPAIR- 
ABLE STITCHDOWN 


Sizes 5-8..... $1.90 
“  8%-11. . $2.15 
11%-2. .$2.40 


The two larger 
runs have outside 
heels. 








HE THOUGHT OUR SHOES 
WERE ALL RIGHT 


One of our big buyers writes the fol- 
lowing to us: 


“Just received your goods. 
They are all right. 
Enclosed find check.” 


You too can get shoes that are all right, 
if you buy COMMUNITY STITCH- 
DOWNS. 

It is our aim to give merchants shoes 
that are all right in every respect. They 
must be all right, otherwise they cannot 
and will not be shipped. 


NOTE: Community Stitchdowns are repairable. We, 
or our distributors repair them at cost. 


Write for samples 


The Community Shoe 
Mfg. Co., Inc. 


351 Classon Ave. Brooklyn, N. Y. 





Note:—If they bear the 
trade-mark bottom stamp, 





we repair them for your 
customers at cost. 











A little gent’s shoe in 

mahogany, tan and 

black. Lined and with 

heel, from 814 to 1314 
$1.90 

















Two Popular Boots 


In Stock 













There is a decided demand for smart, good looking 
boots. Now is the time to supply your needs. The 
boots illustrated are in stock for immediate shipment. 







See our Exhibit 
BOOTH No. 177 
N. S. R. A. Convention and 

















Exposition, Jan. 9, 10, 11, 12, 1922 
SIZES 

AAA...:. 44408 
$6.00 ,* Sere 4 to8 

, PPS Eat 34 to8 
No. B 521—Dark Brown a4snn was 3 to8 No. B 519—Havana.Brown 
Russia Calf Lace, 223 CandD... 2144to8 Kid Lace, 232 Last, Welt, 
Last, Welt, 12/8 Walking 13/8 Walking Heel. 
Heel. Price ........ $6.00 Terms— Net 30 Days DEED oscdconensanee $7.25 


C. P. FORD & CO., INC. 


ROCHESTER, N. Y. 


New York Office—127 Duane St., E. H. Talbot and Jack Galway 
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1922: Delegates—John D. Baxter, A. 
I. Benedict, L. C. Hart, Harry M. 
Rogers, A. E. Oldaker, S. A. Mc- 
Omber. 

Alternates—C. O. West, J. J. Doyle, 
George S. Dyer, George B. Cable, Ben 
King Farnham, M. C. Seaman. 


Improved Business Report 


F. Gibbs La Motte of the Rice & 
Hutchins, Inc., Baltimore Branch 
House, has been in Boston for several 
days and reports a slightly improved 
market in the district within the juris- 
diction of the Baltimore house: name- 
ly—Maryland, Virginia, West Vir- 
ginia, - North Carolina and South 
Carolina. 


Hord with Thomson-Crooker 


William M. Hord represents Thom- 
son-Crooker Shoe Co. in Colorado, 
Utah, New Mexico, Arizona, and Wyo- 











WILLIAM M. HORD 


Thomson-Crooker 


Who _ travels or 
Shoe Co. in olorado, Utah, 


? New 
Mexico, Arizona and Wyoming 








ming. Having started with this house 
in the fall of 1919. Writes Mr. Hord 
“The more I sell the line, the more I 
am convinced that Thomson-Crooker 
Shoe Co. makes real shoes, and I find 
that the trade is well pleased with 
them. I have had a very satisfactory 
business every season since I have 
been with the firm. Their stock prop- 
osition is a big thing and I find a 
great many merchants are playing 
the stock game very largely.” 


Tucker with Federated 


W. H. Tucker, well-known salesman, 
is carrying the lines of the Federated 
‘Shoe Co., a newly established firm in 
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Set the Merchant Up 
Again 


“A merchant maybe down, but 
he’s never out” mused the 
traveling man. “Yet he may 
stay down, unless somebody 
lends a hand. Not that I am 
organizing a ‘Salvation Army’ 
of salesmen, to rescue shoe mer- 
chants who have gone down, for 
we men of the road have to do 
that as a regular thing. But I 
want to tell you of an experi- 
ence I had in the West the other 
day. 

“It was in a small city, where 
I had to spend the night, that 
the instance happened. I was 
invited by my customer, who has 
the finest store in town, to go 
to the meeting of the Board of 
Trade. That surprised me, be- 
cause many merchants insist on 
something lively for an enter- 
tainment, thinking that we 
traveling men like it. 


The Hero Talks 


“T noticed, during the evening, 
that my friend, the merchant, 
was the hero of the meeting, 
and that he was willing to take 
up most any task they assigned 
me. So I asked him the why 
and wherefore of his enthu- 
siasm. 

“T’ll tell you the story,” said 
he, speaking frankly, “for 
everybody in town knows it. At 
one time, in my career, I hit 
the high spots, and, like others 
who have foolishly tried to do 
the same thing, I came down 
with a crash. My health, and 
my business, both went to 
smash: It looked like over the 
hills to the poor house for me. 

“ ‘But, do you know, the presi- 
dent of the board of trade, came 
to me, and said—’ Jones, you’ve 
been a fool, and you know it. 
Mixing booze and boots never 
brought success to any man yet. 
Now I think your heart is right, 
and we all know you can do busi- 
ness successfully, if you will 
attend to it strictly. So I’ll tell 
you what we will do. In the 
board of trade, we will raise 
money enough to give you an- 
other start, if you will accept 
the offer. 


. To the Rescue 


“Well, I have an idea how a 
drowning man feels when he gets 
his fingers on a life buoy. I took 
the offer. And that is why I 
am here to-day, instead of down 
and out. Believe me, my friend, 
I’ve a life interest, as well as a 
life membership, in our board 
of trade.” 
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He has estab- 
lished headquarters at 183 Essex 
street, Boston. 


this city, this season. 


Rice & Hutchins, Inc., Men 


N. A. Barnett, Jr. of Kentucky, has 
recently been added to the sales staff 
of the Rice & Hutchins, Inc., Cincin- 
nati, Company. Mr. Barnett is cover- 
ing territory in Kentucky and is send- 
ing in an excellent volume of business. 

W. B. Flannekin of Kentucky has 
also been added to the Rice & Hut- 
chins, Inc., staff, and is covering the 
Eastern part of the State of Tennes- 
see. 


Jaffe with Roth 


Jay Jaffe, for years connected with 
the Holters Co. as salesman through 
Michigan and the Northwest has 
decided to try his skill with the Roth 
Shoe Co. of Cincinnati. Mr. Jaffe is 











JAY JAFFE 


Who travels through Michigan and 
Northwest for the Holters Co. 








well and favorably known in his terri- 
tory and is recognized as among the 
most successful salesmen traveling his 
territory. He is president of the Cin- 
cinnati association of the N. S. T. A., 
and an energetic worker and cam- 
paigner in all work tending to the pro- 
gress of the shoe salesman. Mr. 
Jaffe has at all times constructive 
ideas on what a real salesman should 
be. 


Lord on the Road 


Frank W. Lord of the sales force 
of the H. B. Goodrich & Co., left re- 
cently for his selling trip in the big 
city markets. Mr. Lord is a veteran 
salesman for the local company. 
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There is still time if you work fast to fill in your broken stock 
with real live Holiday Slippers and Felts. We have them in 
stock for immediate shipment. Send for circular showing com- 
plete lines. 


Good Quality 
Felts 







C—F elt 
Juliet, Plush 
trimmed, Wine and Old Rose, 3/8-... 
Gray and Black ......seeeeeeeesees 


526C—F elt 


Deanty: Felple, Laventer, OM Bs ~ MH bl 
ty, Purple, Lavender, 
MR ME Sn nesccancenscancsacclee erviceapbie 





Slippers 


Terms: 2% 10 days, 





270C—Men’s net 30 
Black and ——— wf j= 
Brown Everett, Pa- and rown ce 
tent Inlay McKay, 7/11........-.++- $1.50 F. oO. B. CHICAGO Down Romeo, “Pos 
272C—Men’s Black and Brown Romeo es 702C — Men's Black 
i /. eerrrre rer $1.50 ax Din Bite m 
Down Everett. 6/11..........eeeeeee $2.15 


Axman- Weiss Shoe Co., 40 South Wells St., Chicago 








~ ARE YOU PREPARED 


For the tremendous demand for men’s wool hosiery 
that is sure to come? In fact, heavier weight hosiery 
for men is a practical necessity with low shoes in vogue 
this season. 








No. 645—Men’s “ARISTO” Fine Wool Hose, Medium Weight, Comes in 
Black, Oxford and Natural Wool; Sizes 914 to 1114; Packed 14 Dozen 
RD SOE OP oi nnck vn de candsccncoasecancd Price, $4.25 per dozen 






No. 2440—Men’s “ARISTO” Medium Weight, 
Plain Wool Hose, Comes in Brown, Blue, Green 
Heather Mixtures; Sizes 914 to 1144; Packed % 
Dozen, One Color to Box. .Price, $6.00 per dozen 














No. 1928—Men’s “ARISTO” Two Toned, Ribbed 
Wool Hose, Extra Quality Fine Soft Wool Hose, 
Comes in Combination of Colors, Line One Black 
and Oxford; Line Two Cordovan and Brown; 
Line Three Russet and Green; Line Four Cordo- 
van and Green; Line Five Green and Cordovan; 
Packed 14 Dozen, One Color Combination to Box. 
Price, $8.00 per dozen 



















No. 523—Men’s “ARISTO” Imported Wool Hose, 
Comes in Brown, Blue, Green and Oxford Heather 
AL Mixtures; 1%, Dozen Assorted Colors per Packet. 







Price, $10.50 per dozen - 





face no ARISTO HOSIERY CO., Inc. 
“use 19 East 24th St, _ New York, N.Y. 
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Bauman with Lewis 


John Bauman of the Helmirg- 
McKenzie Co., Cincinnati, has signed 
to represent the H. E. Lewis Co., in 
the Middle West with headquarters in 
Chicago. He recently returned to the 
factory from a sales trip through 
Illinois and reported a successful trip. 


Whalen Home for Thanks- 
giving 

John J. Whalen, salesman for the 
Barney, Capen & Denham Co., and 
head of the J. J. Whalen Shoe Co., 
came to his home in Brockton, Mass., 
from Wilkes-Barre, Pa., to spend the 
Thanksgiving holiday with relatives. 
He returned to his selling district 
on Nov. 28. 


Laurie Macdonald Home 


Laurie S. Macdonald, general man- 
ager of the Thompson Bros. Shoe Co., 
has returned to Brocton from a 
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Providence Travelers 
Celebrate 


The Providence branch of the 
United Commercial Travelers’ Asso- 
ciation held their Sixth Annual Car- 
nival and Costume party at Rhodes- 
on-Pawtuxet, Friday evening, Dec. 2. 
Souvenirs, gold coins, merchandise 
and $250 in costume prizes were given 
away to the holders of the lucky num- 
bers. The party proved to be one of 
the most merry and enjoyable of the 
season. Dancing was from 8 to 10. 


Goodwillie a Coast Man 


Willis L. Goodwillie is Coast repre- 
sentative for French, Shriner & Urner 
and A. J. Bates Co. Mr. Goodwillie, 
besides representing these two firms 
represents the M. N. Arnold Shoe 
Co. of N. Abington, Mass. Mr. Good- 
willie sells an exclusive agency in each 
Coast town and reports having satis- 
factory business on all three lines 
so far on this trip. 
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the new women’s shoes in stock at 
prices which will interest the retail 
shoe merchants. He also states that 
the men’s line is more replete with 
snappy styles, lasts and patterns than 
ever, with an extremely strong line 
of oxfords in all of the new leathers 
and patterns. 


Locke Shoe Convention 


The Locke Shoe Co. recently held a 
four-day convention of its traveling 
men, which wound up.with a glorious 
good time at the Elks Club of Wheel- 
ing, W. Va. A banquet, which was 
most charming in its appointment, 
was presided over by W. H. Pfarr, 
treasurer of the corporation. Imme- 
diately following the banquet the en- 


tire organization journeyed to the 


Court Theater, where they enjoyed 
the Neil O’Brien Minstrels. 

The business sessions of the con- 
ventioned were opened by W. H. 
Pfarr, who was chairman: of the con- 
vention. William Kennedy, of the 











Cc. F. GETSINGER 


Travels Virginia, North and South 
Carolina, Georgia and Florida 
for the Excelsior Shoe Co. 


I. WASSERBERGER 


Assists L. H, Revare in covering 
eastern territory for Excelsior 
hoe Co. 


J. F. DAVIS 


Travels Kansas, western Okla- 
homa, New Mewxico and Arizona 
for Excelsior Shoe Co. 











Western trip. He visited Chicago 
where he met Wisconsin and Michigan 
salesmen for the Thompson lines and. 
who reported a fairly good selling 
season. 


Fitzpatrick in the West 

Charles H. Fitzpatrick, one of the 
better known ‘salesmen of the Brock- 
ton district is now traveling for 
Arnold Bros. Last Co. of North Abing- 
ton. 
manufacturers at present. 


Nelson with Merrill 


Carl V. Nelson, formerly with the 
Brockton’ Rand Co., is now traveling 
for the M. W. Merrill Co. of Rockland, 
' handling the.McAdoo. & Allen. welting 
of Allentown, Pa. 


He is visiting the Western shoe’ 


= 


Increases Display Space 


Charles F. Smith, who represents 
the J. P. Smith Shoe Co. of Chicago, 
has moved his office from 709 For- 
rester Building, to room 800 Forrester 
Building, Los Angeles, Cal. The J. 
P. Smith Shoe Co. has recently built 
a.new large addition to their factory, 
and as “Charlie” was crowded for dis- 
play room he was forced to move into 
more commodious quarters. The new 
office is fixed up on an elaborate scale 


‘and is one of the most up-to-date sam- 


ple rooms to be found in Los Angeles. 
Mr. Smith accompanied by Mrs. 
Smith recently motored to the Atlantic 
Coast and returned by the way of 
Chicago, where Mr. Smith received his 
new spring samples. 

“Charlie” wishes to notify the trade 
that he is carrying seven numbers of 


Ott-Heiskel company, in his usual 
brilliant and witty manner addressed 
the men on “The Meaning of Co- 
operation and Teamwork.” His re- 
marks showed that he had devoted 
considerable thought and study to his 
subject; and the many fine points 
which he outlined were enthusiasti- 
cally received. Marc Reed, of the 
Krohn Fechheimer Shoe Co. of Cin- 
cinnati, followed with a talk on cur- 
rent business conditions as applied to 
the shoe industry. - 


The Credit Situation 
William L. Miller gave an enlight- 


- ening exposition of the credit situa- 


tion, which was well received. George 
H. Greene took as his subject “The 
1922 Line,” while Ray B. Goetze fol- 
lowed with a talk on “Merchandis- 
ing.” Both subjects were timely and 








—— 
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BASS 


MOCK 
MOCCASIN 


No. 474 


The Mock-Moccasin is patterned after 
the latest developments of our Rangeley 
Moccasin. It has the roominess and easy 
fitting qualities of that style. It avoids the 
expensive hand seam and puts in its place 
a strong machine sewed lap seam. It is not 
a true moccasin because an innersole is a 
necessary part of its construction. For all 
purposes for which stiff soled moccasins 
are used, the- Mock-Moccasin is well 
adapted, not so light in weight, but 
stronger. 


Stock No. 

474. Brown Oil Chrome Mock-Moccasin, 10-inch, 
full bellows tongue, nickel Klondike eyelets, 
double waterproofed sole, Scout last. 

To order, 5 to 12 E, EE, F. 


HAVE YOU A CATALOG OF OUR COM- 
PLETE LINE? 


G. H. BASS & CO. 


Shoemakers 


WILTON - MAINE 
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“CLIFTON” 


(SPECIAL) 


Shoe Covering Paper 


For covering white and deli- 
cately colored shoe material this 


paper is unsurpassed. 


Time, trouble, and expense are 
saved, as many shoe manufac- 
turers know, who see shoes reach 
the packing room in perfect con- 
dition. 


By special manufacture it ie 
made pliable, and so firm it 
holds the stitch. Wherever you 
are we can serve you. Samples 
and prices on request, © 


CLIFTON MFG. CO. 


BROOKSIDE AVE., JAMAICA PLAIN 
BOSTON -30-MASS. 


MANUFACTURERS OF “CLIFTON” GEM DUCK 
BACKING AND STAY CLOTHS - 


SCOTCH GRAINS 
IN STOCK 


This shoe is a sel- 
ler. Double roll 
edge with exten-. 
sion heel. Some- 
thing new. Tip, 
soft box hair 
cloth. Send for 
samples. 


ALSO FULL 
LINE OF 
YOUNG 
MEN’S 
SHOES 


Send for 
samples 






















$6.50 


Stock No. 921 
Black 
Stock No. 920 
Tan 






B, C, D widths 
Ready to ship 


aN 






FREDERICK S. PECK 
WORCESTER, MASS. 
Maker of Superior Shoes for Men 
Boston Salesroom, 207 Essex Street 







WORCESTER 














see 
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to the point and interesting to every 
man present. 

During the four-day convention 
round cable discussions were led by 
the following members of the sales 
organization: Leep, Brooker, Furbee, 
Maurer, Fee, McShane, Clarke and 
Jacobs. 

A feature of the second day’s pro- 
gram was the open house held at the 
wholesale department in the evening. 
Members of both the retail and whole- 
sale organizations as well as their 
friends were present, and _ several 
reels of motion pictures were shown 
which outlined how shoes are manu- 
factured. The more than two hun- 
dred various operations required in 
the manufacture of a pair of shoes 
were vividly shown. ; 

One of the real headliners on the 
program was Dan Tyler of Linscott, 
Tyler & Wilson, who took as his sub- 
ject “Problems of the Tanner and the 
Shoe Manufacturer.” From the dis- 
cussion which followed, it was evi- 
dent that Mr. Tyler’s address had 
made a lasting impression. 

Those present at the banquet were 
as follows: W. H. Furbee, J. N. Mau- 
rer, R. B. Goetze, G. Screiner, H. Gil- 
ligan, R. W. Leep, H. Dailer, C. E. 
Clarke, E. Schreiner, G. Schaffer, J. 
A. Brooker, T. A. McShane, W. Camp- 
bell, W. Daugherty, F. Gilligan, H. G. 
Fee, W. H. Pfarr, C. Dailer, J. Mur- 
ray, W. P. Jacobs, G. H. Greene, M. 
Murray, J. Gorsuch. 

For Traveling $25 Daily 

“It’s much too much,” says a sales- 
man, “and we’ll have to get it down.” 

“For traveling expense,” said the 
salesman snappily, “I allow myself 
$25 a day these times. Yet I used to 
travel for $10 a day. Present rates 
are altogether too high, and we will 
have to get down our H. C. L. 

“Just think of the way prices have 
been jacked up on us,” continued he. 
“Time was when I got a good room, in 
a good hotel, for $2.50 a day. Even 
the young fellows.on the road can. tell 
you about that happy rate. This year, 
$7 a day is the rate. I’ve in mind one 
hotel that had a maximum rate of 
$2.50 a day for salesmen, and now has 
a minimum rate of $7 a day. Food 
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extra, too, and the price list for food 
has jumped even more than has the 
rate for rooms. 


Incidentals “Piling Up” 

“Incidentals pile up, too. For in- 
stance, in one city, I used to get my 
trunk taken to a hotel and back for 
50 cents, and often I rode with the 
trunk without extra charge. Now it 
costs me $1 to get my trunk taken to 
that same hotel, and back, and if I 
ride myself, it costs 50 cents more. 
That is tripling costs on just one inci- 
dental. 

“A dime used to be a good tip. Now 
we have to pass out two bits. A shave 
cost a dime, too. Now it’s a quarter, 
and a tip, too. A dozen and more lit- 
tle things are just the same. But I 
tell you, when you total them up, 
they’re big. 

“Will somebody kindly tell me why 
my taxi fare in one city is but 30 
cents, while in another it is 90, the 
distance I travel being about the 
same? 

Cost Expert Needed 

“Sometimes I think it would pay us 
traveling men (we number 6000, I be- 
lieve) to hire a cost expert, to go 
around the country and study our in- 
cidental traveling expenses, with an 
intent to get them down. 

“The hotel keepers tell me that they 
have to get high rates on rooms be- 
cause they have lost their profits on 
wines and liquors. But I notice that 
restaurants are not responding to the 
drop in prices of beef and wheat. 

“Even we seasoned traveling men 
shiver and shake when we buy a rail- 
road ticket, for fear it will take our 
last cent and leave us strapped. But 
I have hopes that we will get those 
special mileage books, interchange- 
able, and marked down 25 per cent, 
to salesmen. 

All Hands Join In 

“T just want to tell you, as a sort 
of a rattling good wind-up of my 
story, that we salesmen are not the 
only people who suffer from the $25 a 
day traveling expense. Every shoe 
manufacturer and every retail shoe 
merchant in the land suffers from it, 
directly or indirectly, 








Heel Pads Important 


“A simple, important and much 


neglected part of the shoe is the heel , 


pad,” advertises a cobbler.’ “For,” 
he goes on to say, “a heel pad wears 
away quickly, and is rarely replaced 
in the average shoe. So the. perspira- 


tion of the foot trickles down onto the - 


heel nails and rusts them, and the 
rust of the nails rusts the leather 
board of the heel, and it quickly goes 
to pieces, weakening the shoe and dis- 
shaping it. 


| “A pad of felt, timely placed in the_. 


heel seat, will comfort the foot, and 
add a week to the wear of the shoe.” 


Hands .Across: the Seas 

N. Nathan, ‘proprietor of Nathan’s 
men’s clothing and shoe store, Par- 
kersburg, W. Va., writes us that last 
summer, while on a visit to Edin- 
burgh, Scotland, he, went into a shoe. 
store, and one of the first objects to 
attract his attention was a copy of 
the Boot AND SHOE RECORDER. This 
Scotland metchant stated that he con- 
sidered the RECORDER the best shoe 
paper published anywhere, and N. Na- 


-than.states that he.agreed with him. .. 








Do The Shoes 
You Sell Stand 
The Test Of 
Winter? 


Winter is the time when the 
quality of sole leather is put 
to the supreme test. Your 
reputation as a shoe merchant 
depends on the power of re- 
sistence to rain and melting 
snow the soles offer. 


Your shoes will stand the test 
of winter if you insist upon 


Rock Cak” 


Trade Mark Reg. U. S. Pat. Off. 


“Rock Oak” bottoms on every 
order you give a factory. 
“Rock Oak” sole leather has 
been pleasing merchants and 
buyers of shoes for more 
than forty years. ‘Rock 
Oak” soles just have to be 
superior because they are 
made of superior hides 
tanned by skilled workmen. 


Try “Rock Oak” soles on 
your next order. Your 
manufacturer will be glad to 
cooperate with you. A letter 
to any of our sales offices will 
bring our cooperation also. 


The AMERICAN 
OAK LEATHER 
COMPANY 
Cincinnati 
Chicago St.Louis Boston . 
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NEW YORK OFFICE LOS ANGELES, CAL. - 


560 Marbridge Bldg. Hayward Hotel 
MR. CHAS. AUER : MR. HAROLD MEYERS 


N.S.R.A. CHICAGO, JANUARY 9th to 13th 


Booth 128-129 | Sample Parlors 
COLISEUM PALMER HOUSE | 


The P. Sullivan Company 


Makers of 
“PRETTY SHOES FOR WOMEN” 


Cinctnnatt 
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Che Heritage of War 


Inexorable Competition in Industry 
WE CANNOT PASS THE BUCK © 


PATIENCE — FAITH — COURAGE 


' AND A CLOSER OBSERVANCE OF 


THE TEN COMMANDMENTS 


WILL BRING TO US 


A GREATER AMERICAN VICTORY 


AS A REWARD FOR 


OUR PENANCE FOR PEACE 


The P. Sullivan Company 


' Makers of . 
“PRETTY SHOES FOR WOMEN” 

















Cincinnatt 
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Black Kid Welt Boots | 


Ready for Immediate Delivery 





Style No. 9870 


Kid Polish on No. 864 Last. Medium Toe, Kid 
Tip, Flexible Welt, 7% Inches High, 1% Inch 


Heel. 
AA to BB IN STOCK............. Price $6.75 


Style No. 9887 


Kid Polish ‘‘Combination Shoe’’ on No, 516 Last. 
Medium Toe, Plain Box Toe, Flexible Welt, 7% 
Inches High, 1% Inch Heel. Ball two widths 
fuller than instep. Instep normal. 


AAAA/AA to C/E IN STOCK..... Price $6.75 
Mention both instep and ball widths in 
ordering. 








See Our Exhibit, Booth No. 78, 
N. S. R. A. Convention and Exposition, 
January 9-10-11-12, 1922 























J. J. GROVER’S SONS COMPANY 
LYNN Soft Shoes for Tender Feet MASS. 


BOSTON—Little Building, SO Boylston Street 





No. 9887 


NEW YORK—47 West 34th Street 
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Service Shoes Supplying 
the Public’s Demand for 
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Lower Prices 
A Brass Nailed Shoe with nails 


well clinched, using grain leather 
insoles, provides your customers 
with the best shoe construction at 
Vem. Leather Counter, Set Yes, pam Dextio a nominal cost. 


Sole, Re-enforced Shank, Brass Nailed, Fair- 
GOGO. Ti TOR 4 Giens docs tckhicceaccabes $2.90 


No. 756—Second quality, same as ion 5 TRY LA CROSSE NAILED SHOES 
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“| La Crosse Boot and Shoe Mfg. Co. 
Df LA CROSSE - - WISCONSIN 
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Business Continues To Gain Slowly 
And Sentiment Is Hopeful 


EVELOPMENTS for which 

men anxiously hope always 

seem tardy in their ap- 
proach. The watched pot never 
boils. So it is with developments in 
the business world this fall. Men are 
so anxious to leave the discomforts 
and losses of business depression be- 
hind that the process of speeding up, 
or of readjusting the business ma- 
chinery so it may be speeded - up, 
seems extraordinarily slow. Yet dis- 
tinct progress is being made. 

It is difficult to trace the progress 
of improvement from week to week. 
In fact, it would not be truthful to 
say that business on the whole had 
shown an improvement over the last 
week. It is only by comparing pres- 
ent conditions with those existing two 
months or more ago that one can 
readily trace the upward curve of the 
business cycle. 

There are several directions in 
which much progress toward normal 
has been made. Chief of these is in 
the sentiment of men. They are more 
hopeful and more confident. The fear 
which held the business and financial 
world in its grip last summer has 
disappeared. Many might question 
that this change in sentiment is the 
most important development. But 
ex-President Wilson was right in re- 
garding business depression as large- 
ly a psychological condition. It must 
exist in the minds of men before it 
can exist in reality in the world of 
business. Sentiment, the mental atti- 
tude of the people, is at the founda- 
tion of all big buying and big selling 
movements, and it is that very thing 
which produces the business and spec- 
ulative cycles, the booms and the 
panics which mark the normal prog- 
ress of American business. It was 
the belief that everywhere there was 
a great scarcity of goods, which 
caused the over-buying in all com- 
modities in 1919, following the arm- 
istice, and actually created the scar- 
city and high prices of that period. 
It was the sentiment of the people 
that prices were too high, that caused 
the buyers’ strike and later created 
the sellers’ panic, and brought about 
the great business depression from 
which we are now beginning to 
emerge. As keen an observer as the 
Rt. Hon. George E. Foster, former 
Minister of Trade and Commerce of 
Canada, states that the world’s 
shelves were never so bare and its 
wants so great as to-day. No one can 
tell how quickly there may be a gen- 
eral realization of that fact, when the 


world will start purchasing on a nor- 
mal or abnormal scale again and 
force a great revival in production. 


Commodities Firmer 

Behind the hopeful attitude of busi- 
ness men to-day is not the mere fact 
that already there are signs of im- 
provement in activity, for business is 
not being carried on on any robust 
scale as yet. But there is a feeling 
that the readjustment to a peace basis. 
has been largely completed, though in 
many directions prices and wages are 
still out of line. But some weeks ago 
the long decline in commodity prices 
was for the most part checked, and in 
some instances, notably in hides, in 
cotton, in copper, in oil and some 


others, a moderate rebound has taken 
place. One banker, in stating grounds 
for the more cheerful feeling, says: 
“A re-employment of a part of the 
army of men made idle through lack 
of work, and an adjustment down- 
ward of wages to a level more in line 
with the scale of prices, and a relief 
from the menace of perennial strikes, 
are factors which have helped to 
bring about a hopeful attitude. In ad- 
dition, there has been the evidences 
of progress toward cheaper transpor- 
tation, and lessened distribution costs, 
toward more equable distribution of 
taxation and toward a scale of ex- 
penditures, both private and govern- 
mental, far removed from the extrav- 
agance that was lately rampant.” 








NEW YORK 


Bad Weather Retards Trade 


Special Sales Fail to Stimulate Business 
Higher Priced and Regular Goods 
Sell Best 


HE retail shoe trade here ap- 

pears to be running below 
normal so far as sales volume is 
concerned. Price is not the sole expla- 
nation of this condition, as some of the 
recent cut-price sales have failed as 
business stimulators. The burden of 
the blame is laid on the weather, 
which has been unseasonable and 
about everything else that it should 
not be from the retail merchant’s 
standpoint. Thanksgiving week was 
featured by a series of rainy days, 
terminating with a downpour on Sat- 
urday which effectively checked the 
buying dispositions of consumers. It 
did, however, aid the rubber business 
to some extent. 

The experience of retail merchants 
in conducting special sales is highly 
interesting. One merchant recently 
put on a sale of men’s shoes at $5.50 
a pair. The first day of the sale drew 
a fair amount of customers to the 
store and a good day resulted, but 
when the sales slips were checked it 
was found that but 51 pairs of the sale 
shoes had been sold. The increase had 
been almost exclusively in the higher 
priced and regular merchandise. 


Few Style Changes 


The character of demand has shown 
but little change recently. Most of 
the styles that were good in the early 


fall are still among the best sellers, 
according to most merchants. Strapped 
models for women, still lead, and in 
men’s shoes the brogue types still 
rule as favorites. There seems to be 
a tendency toward eliminating the 
multiple strap models and concentrat- 
ing on one and two-strap styles, the 
former confined to turns and the latter 
to welts. In the more exclusive stores 
the tendency toward plainer models is 
noted and is expected to prevail next 
spring, although as yet the retailers 
are loathe to discuss spring styles. 
Black patent leather and black satin 
are still the favored materials. 


Initial plans for a repetition of the 
dinner of the Allied Shoe and Leather 
Trades of Greater New York, which 
proved so successful last January, are 
being made. It is planned to hold the 
next dinner in January. The different . 
trade organizations representing the 
local retail merchants, jobbers, manu- 
facturers and hide and leather people, 
are being sounded out on the proposi- 
tion'and good response has been se- 
cured. The subject will be one of the 
chief topics of discussion at the next 
regular monthly meeting of the Retail 
Shoe Dealers Association of New 
York at Offer’s restaurant, on Dec. 20. 
The regular monthly luncheon meet- 
ings have been transferred from the 
Bush Terminal Sales Building, follow- 
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Where toBuy 


Women’s Shoes 

















THE WESTCOTT-WHITMORE Co. 
Syracuse, N. Y. 


ey In Stock Specialists of 

1 gg \ Women’s Shoes, Party 

AS Si. Slippers and Novelties. 
Ss 


Write for Catalogue 








ROUDOIRS AND BALLETS IN STOCK 


Fine Chevrita Kid Hand 
Turned Boudoirs. Quilted 
80 lack 





. 2% to 8. Wom- 
era Fine Black 


Bench Sewed Turn rH 7. $1.60. 
Same in Misses’ 11% to 2. $1. 50. 5% 10 days. 
SALEM SHOE CoO., Salem, New Hampshire 

















COLLINS & STAPLES 
Malere of fie HandTurnedLowCuts 
in stock. Blk. Sat. 
Solid sole leather 

shank. Sizes % 

to oe widis ee 4.4, 


jess 
118 Phoenix Row, 
« Haver! 
183 Essex St.,Boston 
Room 806 








BLEECKER STYLES 
4re the last word in footwear 
fer stylish women 














Ol SLIPPERS AES 


all style“ made of Dome. 


Imported Satin Brocadevand Metal Cloths 
$2.25 per pair and up 


wiest_M GUSTIN © 


Where to Buy 


Ballet Slippers 


NEW YORK 


































Ny Special Ing in Medium and+ “ 
" IGH GRADE fA; (| 








Ballets in Stock 

—KI 
Childs 8%-11. - 81.25 
Misses’ 11 %- 2.. 
Girls’ 2%-7. i: ‘Be 
Terms 2—10, net 30. 













Haverhill, Mass. 





BOOT AND SHOE RECORDER 


ing the closing of the restaurant in 
that institution. A large number of 
applications for membership in the 
association will be voted on at this 
meeting. 


WHOLESALE BUSINESS IN- 
CREASES 


Federal Reserve Bank Statistics Show 
Interesting Percentages 


The increase in the physical volume 
of wholesale shoe sales in the Second 
Federal Reserve district in October, 
compared to October, 1920, was larger 
than the increase shown by any other 
wholesale line, according to the Dec. 1 
report of the Federal Reserve Bank 
of New York. Compared with October 
last year, wholesale shoe sales in 
physical volume increased 59 per cent, 
and in money value, 11.2 per cent. 
The October, 1921, prices were figured 
to be 30 per cent less than those pre- 
vailing in October, 1920. Compared 
with October, 1919, however, the 
money value of sales in October this 
year dropped 61.4 per cent. Compared 
to September, the money value of shoe 
sales increased 1.7 per cent. Discuss- 
ing the increase that was shown by 
four of the eight commodities cov- 
ered in the bank’s report in October 
sales this year over those of a year 
ago, the bank says: “Increase over 
last year’s figures in the sales of these 
commodities may be ascribed to two 
factors, reluctance to buy a year ago 
in the face of falling prices and the 
present need of replenishing depleted 
stocks.” 
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Price Analysis Made 


The bank also presented an interest- 
ing chart, in which were analyzed the 
various component parts that make 
up the ultimate cost to the consumer 
of a pair of $5 shoes, a $2 shirt and 
a $35 suit of clothes. On the shoes 
the tanning operation was figured at 
$2.20, composed of $1.45 for raw ma- 
terials, 29 cents for labor, 28 cents 
for overhead and 18 cents for profit. 
This $2.20 was carried into the shoe 
manufacturer’s process as the cost of 
raw material, to which was added 72 
cents for labor, 40 cents for overhead 
and.28 cents for profit, making a total] 
wholesale price of $3.60. This in turn 
was carried over into the retailing 
process as the cost of merchandise, to 
which was added 63 cents for labor, 
57 cents for overhead and 20 cents 
for net profit. 


The Consumer’s Dollar 


Adding the raw material charges 
together it was found that it took 29 
per cent of the consumer’s dollar, 
while labor absorbed 33 per cent, 
divided as follows: Tanner, 6 per cent; 
manufacturer, 14 per cent, and re- 
tailer, 13 per cent. Overhead, in turn, 
absorbed 25 per cent of the consumer’s 
dollar, divided between 11 per cent for 
the retail merchant, 6 per cent for 
the tanner and 6 per cent for the 
manufacturer. Total profit was 13 
per cent, 6 per cent going to the 
manufacturer, 3 per cent to the tanner 
and 4 per cent to the retail merchant. 


ATLANTA 


November 1921 Business Ahead 


A Talk on the Weather—Manufacturers 
and Wholesalers Report Good De- : 
mand—Ninety Per Cent of Men’s © 
Sales on High Shoes—W omen 
Prefer Lows 


HILE Atlanta and the South- 

east experienced during 
November one of the warmest 
months in several years for this sea- 
son of the year, the condition did not 
appear to seriously retard fall de- 
mand for shoes, though business as a 
whole would doubtless have been bet- 
ter had the weather been cold. 

In Atlanta November sales volume 
was considerably in excess of sales 
volume the same month in 1920, with 
money volume just slightly bettering 
the November of last year. October 
money volume was less than the same 
month a year ago by about five per 
cent, though sales volume was larger, 
this circumstance being due to the 
fact that shoe prices are less then 
they were twelve months ago. 

Manufacturers and wholesalers of 
Atlanta report good demand, many 


orders still being received for ship- 
ment by express, indicating that shoe 
trade is better in some of the smaller 
communities than the merchants had 
anticipated when they placed their 
fall orders. The Christmas outlook 
for Atlanta is unusually good. 

Within the next month salesmen for 
Atlanta manufacturing and wholesale 
houses will take the road with spring 
lines. 

Atlanta shoe merchants state that 
men are purchasing almost entirely 
high shoes, while exactly the opposite 
is true in the demand for women’s 
shoes, about 90 per cent of the sales 
being of low shoes.* 


Branch Store Planned 


The Guarantee Shoe Co. of Bir- 
mingham, Ala., is planning to estab- 
lish a branch store at Anniston, Ala. 
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A location has already been secured 
and the store will open in time for 
the holiday season. 


Tax Value Declines 


Virtually every industry in Georgia 
declined materially in tax value in 
1921 as compared with 1920, accord- 


ing to a‘report of the state tax col-° 


lector. Tax value of merchandise in 
1921 was $6,150,441 less than in 1920, 
or 8 per cent. 


Leather Manufactures $6,423,412.65 


A recent report of the gross money 
value of all manufactured products in 
Georgia compiled by the Georgia De- 
partment of Commerce, and published 
by the Atlanta National Bank, states 
that the value of leather products, in- 
cluding shoes, leather findings, etc., 
manufactured in the state last year 
was $6,423,412.65. 


Credit Decision Rendered 


A decision of considerable impor- 
tance to the retail business in that it 
establishes a precedent, was given re- 
cently by the State Supreme Court of 
Florida at Tallahassee, to the effect 
that any retail merchant has the right 
to refuse credit to a customer who 
owes him an overdue account. In 
other words, the court ruled that a 
merchant may “blacklist” any custo- 
mer if he so desires unless he pays up 
the overdue account. 


Possible New Store 


W. T. Grant, of New York, presi- 
dent of the Grant chain of department 
stores, may establish a new depart- 
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ment store in Atlanta, according to an 
announcement he made while visiting 
a friend in Atlanta during Thanks- 
giving. Mr. Grant made a study of 
merchantile conditions in Atlanta 
while here with a view to establish- 
ing a Grant store in this city. 


Freight Rate Hearings Postponed 

At the request of the railroad com- 
panies operating in Georgia the State 
Railroad Commission has indefinitely 
postponed the hearings that were in 
progress in Atlanta the latter half of 
November on the petition of the car- 
riers for increased freight rates. Vir- 
tually every commodity in the state 
would have been affected if the peti- 
tion of the carriers had been granted, 
the increases sought in some cases 
being as much as 100 per cent over 
present freight charges. Manufactur- 
ers of shoes in Georgia, as well as all 
wholesale and retail merchants, would 
have been compelled to pay greatly 
increased freight rates had the com- 
mission granted the upward revision 
as proposed by the roads for intra- 
state transportation in Georgia. It 
is understood that similar hearings 
are to come up shortly in various 
states of the Southeast. 


James Knight Dead 


James Knight, president of the 
Knight Mercantile Co., of Carters- 
ville, Ga., clothing and shoe mer- 
chants, committed suicide at his home 
in Cartersville Tuesday night, Nov. 
23. Ill health is.said to have caused 
the act. Mr. Knight was 60 years of 
‘age and one of the best known retail 
merchants in North Georgia. 


BROOKLYN 


Uncertainty on Spring Styles 
The Chicago N. S. R. A. Convention Will 
Decide What’s to Be What—Sport 
Oxfords Will Sell Big 


OST of the manufacturers in 


the Brooklyn district report - 


a continuation of the dull condi- 
tions that set in a month ago. It is 
felt that there will be little change 
now before the first of the year, and 
in the minds of many business will 
show little improvement until spring 
buying begins following the style 
show in connection with the N. S. R. 
A. convention in Chicago. On the 
question of spring styles there is still 
much uncertainty. Manufacturers as 
yet have not decided what they will 
show. in Chicago, although an effort 
will be made to present as many new 
models as possible. 

In a general way, about the only 
definite idea for spring which has per- 
meated Brooklyn so far is that sport 
oxfords will be big sellers. The manu- 
facturers are sounding out the retail 


trade on spring ideas, but so far these 
soundings have produced little in the 
way of concrete ideas upon which the 
manufacturers can work. 

Some stock buying is being done at 
present, but few orders for future de- 
livery are coming into the Brooklyn 
shops. Most of the manufacturers 
have their men on the road booking 
orders for January and February de- 
livery. 


Price a Stumbling Block 


Price still appears to be a stumbling 
block. In practically every Brooklyn 
factory the complaint is made that the 
retail merchant wants to buy his 
shoes cheaper. One manufacturer 
told of offering a complete line of ox- 
fords, “across the board” in a variety 
of leathers at $6.75. The retail mer- 
chant turned down the offer as he 
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Where toBuy 


Women’s Shoes 

















WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 
Haverhill, 7. 








Boston, 108 








Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Send for Catalogue 
MAID-RITE FELT SLIPPER ©O., 


ne. 
35 York St., Brooklyn, N. Y. 






















E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factory 
Haverhill, Mass. 
Boston Office 
Rice Bldg. Room 406 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 
Inquiries Promptly An- 
swered 


Samples on Request. 
Felstiner-O’Connell 
Shoe Co., Inc. 

41 Wi &. 

5. ‘ashington 
Roston «fice, 92 Beach 8t. 



















Phillips-Cram Corp. 
Makers of 
Women’s Turn 


Slippers 
276 River St., Haverhill, Masa, 


Boston Office 
207 Eesex Street 
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Shoe Trees 
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Where to Buy 


Women’s Shoes 














« Sosa JOHNSON St 
BROOKLYN, NY 





Howard & Foster Co. 


‘ Men’s and Women’s Welts 


Address ali Communications te the 
factory at 


Brockton, Mass. 











Harding Shoe Co., Inc. 


Makers of Women’s Turn Shoes Speoctalicing 
in High Grade Novelties 


NEW YORE 
D. F. Mellen 














2 
Bernard 
Factory 
Haverhill, Mass. 








WOMEN’S FINE TURNS and NOVELTIES 
We are now situated in our big, new factory, 
and production is ‘hitting on high."” The 
high-quality standard will be better cain- 
tained than ever before. 


“TESSIER & BOWDOIN 
172 Washington St., Haverhill, Mass. 














‘Where to Buy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 
OF 


SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Shoe Illustration | 
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wanted the shoes to sell at $10 and 
said that he could not afford to pay 
more than $6.25 a pair for them. Such 
experiences are common, according to 
the manufacturers. 

Little hope is seen by the Brooklyn 
men for lower prices for spring. The 
leather market is continuing its up- 
ward climb, and the prospects of a 
wage reduction are small. The manu- 
facturers are trying to get a reduc- 
tion, but anticipate that it will not 
amount to more than 10 or 15 per 
cent, and will not make more than a 
25 or 35 cent reduction in the price 
of a pair of shoes. They are not even 
sure at this stage of the negotiations 
with the union that a wage reduction 
will be possible. 
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Straps and Low Heels 


One and two strap models still pre- 
dominate in the orders now going 
through the factories here, with a 
tendency toward the broadening of 
the business on low heels. In some 
cases an extremely flat heel, less than 
an inch in height, is being featured. 
The business on turns and welts var- 
ies considerably. One factory which 
was doing a large volume in welts 
now finds that most of its business 
has shifted to turns. 

Most manufacturers report that 
fully 90 per cent of current business 
is being done on patent leather and 
black satin. 


LYNN 


Spring Time Styles and Snow 


They Come Together as Lynn Makes 
Ready to Cross the Line of 
1921-22 


DEMAND for boots followed 

after last week’s storm of 
unprecedented severity, but the de- 
mand for boots was not at unprece- 
dented strength for buyers continue 
to split their orders between high 
cuts and low cuts. 

However, a better demand for boots 
is expected in 1922. “Handsome are 
new leathers,” remarks one designer, 
“and they will adorn. the ankle, as 
well as the foot, when comes the re- 
action from extremely low cut and 
cutaway styles. 


Winter Styles 


Skating boots, of smoked leathers, 
laced to the toe, are among the sea- 
sonal sport shoes from the shop of 
Gregory & Read. 

For wintry walking a stout oxford 
of Scotch grain, with an apron of calf, 
sport style, is a Watson specialty. It 
has a heavy outsole, including a 
waterproof slip sole. Square eyelets 
smarten up its style. 

For Sunday dress in winter time, 
the Sargent Shoe Co. is making shape- 
ly patent leather oxfords, with stout 
soles, close trimmed to give a dressy 
effect. Counters are carried under 
the instep to make the arches shapely. 

For all-around winter service, the 
Creighton factory has in stock some 
wing tip, low heel oxfords, of solid 
leather construction. 


Boots in Stock 


Boots of plump kid or calf and No. 
10 iron bottoms are selling from stock 
departments to retail merchants who 
are filling up stocks depleated by the 
demands of women who wish to pro- 
tect their ankles against the spatter- 
ing snow and rain. It spatters high 


these days of heavy storms and short 
skirts. 


Silk Stocking Styles’ 


Repeating his argument on which 
he won last year, Charles MacLaugh- 
lin remarks that stockings for Easter 
time will be of silk, and that light and 
dainty shoes will be worn with them 
to complete the harmony of the foot- 
wear. 

So he has made samples of light 
and dainty shoes. “Garden party 
styles,” he calls them, to distinguish 
them from the popular sport style 
shoes. They are of fine black and 
white leathers chiefly and they pre- 
sent new strap patterns. Also, all of 
them have wood heels. 

It is, by the way, Mr. MacLaugh- 
lin’s argument that a light shoe, with 
a wood heel, should always be worn 
with silk stockings. 


One Straps for Easter 


“It will be one straps for Easter,” 
says Lee Briggs, of Briggs & Hutchi- 
son, and he showed as a sample a 
pump with a strap 6/8 inches wide 
which is quite a bit wider than pres- 
ent straps. Also, this strap is fast- 
ened with a button. The heel is 10/8 
high and the toe is tipped and perfor- 
ated, too. The sample, by the way, 
happened to be of patent leather, 
which leather, Mr. Briggs believes, 
will be popular at Easter time. White 
shoes will come later. 


Leather Soles on Sport Shoes 


E. C. Hyde, of the Watson staff, 
insists that many of the sport style 
shoes for next summer will have 
leather soles. He argues that while 
uppers are of the sport type, with 
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aprons and tips, yet soles of leather 
will make the shoes look “proper” as 
well as feel comfortable for business 
wear, such as shopping or tending 
counter in the store or typing in the 
office. 


Soles of White Leather 

Another advocate of leather for 
soles of sport shoes is George Ander- 
son, of the Donn D. Sargent Co., and 
he believes that ivory white soles will 
fill the bill for those who want leather 
and sport styles, too, for the bottoms 
of their shoes. 

In proof of what he says he states 
that sales of shoes with ivory white 
soles are ahead of a year ago, count- 
ing the soles used on both sport, street 
and dress shoes. 


Ready for Increasing Business 

Ready for an increasing volume of 
business: in 1922 is the Rialto Shoe 
Co. for it now has most of the floor 
space in the three buildings at the 
corner of Mulberry, Oxford and Buf- 
fum streets, and it has rearranged 
them and put in additional equipment 
for the making of both welt and Mc- 
Kay shoes. 


“Set” for Larger Production 


Natt Weiss has a new office in the 
rearranged factory for planning 
styles and promoting sales. Henry 
Weiss, manager of the company, had 
some unusual obstacles to overcome 
in getting additional manufacturing 
space. But he has the space and the 
equipment and is all set for a larger 
production in 1922. 
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Congressman Underhill Talks 


“The superabundance of special 
government bureaus at Washington, 
the small army of ‘unemployed’ gov- 
ernment employees, and the attempts 
to secure special legislations,” were 
matters discussed by Congressman 
Underhill at a recent meeting of the 
Lynn Chamber of Commerce. “At 
one time,” said he, “business men had 
a notion that they could make money 
faster than the government could 
take it away from them, but they are 
now cured of that fallacy and are hop- 
ing and praying for economy in gov- 
ernment that will save to them their 
businesses.” 


Wide Ankle Boots Stocked 


Wide ankle boots, with extra heavy 
soles and heels, are carried in stock 
in Lynn shops. EEE is the width. 

One new line of tan calf oxfords, 
having an ivory slip sole and a rubber 
heel, is offered for delivery imme- 
diately at $3.75 a pair. 


Lynn Brieflets 

A consolidation of J. J. Lippitt Co., 
Inc., and the Alfond Shoe Co. results 
in the Lippitt-Alfond Co., makers of 
welt, turn and McKay shoes, in the 
enlarged Lippitt factory on Box Place. 

Wages have been cut 10 per cent 
or more in tanneries of the North 
Shore district, said cuts taking effect 
on or about Dec. 1, and following 
after the cuts of last spring. 

Showing the growing style of white 
footwear is the fitting up in Peabody 
of a tannery to make exclusively 2500 
chrome white sheepskins daily. 


BROCKTON 
Why Delay Buying Spring Shoes? 
“Merchants Will Be Shy on Easter Foot- 


wear if They Don’t Watch Out,” 
Says a Manufacturer 


ROCKTON manufacturers in 

general and individual mem- 
bers of the trade in particular are 
wondering why so many merchants 
are delaying their spring purchases 
of desirable shoes. On this point a 
manufacturer, who is the head of one 
of Brockton’s most important con- 
cerns, voices the general sentiment 
when he said: 

“Merchants who delay their pur- 
chases of good shoes for the spring 
season are handicapping themselves 
on their Easter trade. The time will 
come in the near future when there 
will be a great demand at the fac- 
tories for spring footwear. This is 
inevitable. Then the factories instead 
of working on part time as at present 
will be obliged to speed up to full ca- 
pacity. This will create a congestion 
in the various plants and cause delay 
in the production of orders. Men’s 


and women’s dependable footwear as 
produced by Brockton concerns should 
be ordered now and not 30 or 60 days 
from now.” 

“THE BooT AND SHOE RECORDER 
should, in my opinion, voice this state- 
ment continuously so that merchants 
will appreciate the importance of im- 
mediate placing of spring orders. 


Those who refuse to place orders now, ° 


fearing that perhaps prices may be 
lower are, in my opinion, making the 
mistake of their lives. Good shoes 
will not be lower, quality considered. 
Merchants who delay further in plac- 
ing spring orders will find themselves 
deplorably lacking in goods for the 
Easter trade.” 


Substantial Orders Received 
Indications are favorable for a con- 
siderable increase in the development 
of business for Brockton shoe facto- 
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“FOR MEN WHO CARE 

TO DRESS WELL” 

A Sample Order for 
a Pair or a Dozen 
WIll Start You Right. 
T. D. BARRY CO. 
BROCKTON, MASS. 














- Gentlemen’s 


Shoes 


A.E. Nettleton Co. 
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Where to Buy 
Men’s Shoes 


PULLMAN TRAVELING SLIPPI 


better*than ever in Quality and fit 
Originator~ownery of 7iade Mork Pullman’ 













Colorr Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 


WWII St. New York 
ee 








BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 

Sole Footwear 


SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 

REECE SHOE COMPANY 

Columbus, Nebraska, U. S. A. 























ne ” stock 


CHE gle vk 


pnnckven 
CO-OPERATIVE 


Go op I Shoe Me 


F. 
FOR MEN walter 








Stock Dept. 5 oS 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











Goodwill Shoes 
Men's and nd Boys ‘Nailed and Welt 


Boston Sales Office, 15 High St. 


ARTHUR WILLIAMS SHOE CO. 
Holliston, Mass. 














Where to Buy 


Boys’ Shoes 




















AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 
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ries during the next few weeks. 
Several concerns have received sub- 
stantial orders of late and are getting 
their factory organizations into full 
swing of production. One concern has 
sufficient business in sight to keep the 
plant well occupied for the next three 
months. Spring buying will soon be 
under way, in the opinion of the trade 
here, culminating in a_ substantial 
business at the Chicago show in Janu- 
ary. 


December 10, 1921 


Shoe Shipments Ahead 

Shoe shipments from Brockton fac- 
tories to date, during 1921, were 532,- 
069 cases as compared with figures 
for the corresponding time last year 
of 530,727 cases. Shipments for the 
past week totaled 10,682 cases, a sub- 
stantial increase over the correspond- 
ing week a year ago when the ship- 
ments were 6,002 cases. For the re- 
mainder of 1921 shoe shipments fig- 
ures are expected to show gains. 


HAVERHILL 


The Lower Priced Footwear Demand 
Retail Shoe Merchants’ Attitude Reflects 
Consumers’ Reduced Purchasing 
Power 


Y letters and through personal 

contact with customers Haver- 
hill shoe manufacturers sense a 
strong demand from wholesale and re- 
tail merchants for lower prices on 
women’s footwear. It is a matter of 
common trade knowledge that this de- 
mand is a reflection of the consumer’s 
reduced purchasing power. This is 
particularly true of the smaller town 
merchant, whose business is princi- 
pally transacted with agriculturists. 
These latter, owing to the setbacks 
experienced in the prices of .farm 
products, are unable to pay the prices 
they were formerly willing to put out 
for footwear. This condition is one 
which cannot be ignored by the shoe 
merchant or manufacturer. 


Some Typical Letters 

One of Haverhill’s leading shoe 
manufacturing concerns, which sells 
the jobbing trade exclusively and does 
business with ‘some of the largest 
wholesalers in the United States, re- 
cently received letters which indicate 
the trend of price demand. These let- 
ters in effect are: that the trade has 
stopped buying so-called high priced 
merchandise; that practically the en- 
tire demand is for women’s low cuts 
wholesaling from $2.25 to $3.50. Above 
these prices business is not forthcom- 
ing. The writers mention the labor 
situation in Haverhill with the com- 
ment that it is understood the adjust- 
ments in the price of labor will permit 
manufacturers making reductions in 
their shoe prices. In other words, the 
position is taken that if, for example, 
the manufacturers should obtain a re- 
duction of 15 per cent in the general 
costs of labor that they, in turn, 
would be willing to give their selling 
prices the benefit of whatever that 
particular item might figure. 


Considered as a Logical Transaction 

In the letters referred to the addi- 
_ tional statement is made that the job- 
bers understand that if a plan of the 
kind which they have outlined can be 
arranged they will be ready to concur 
to the extent of placing substantial 
orders; that they regard this as an 


entirely legitimate transaction and 
are ready on receipt of information 
along the lines indicated to place or- 
ders. 

These letters are typical of the gen- 
eral attitude of the trade, both whole- 
sale and retail, regarding Haverhill- 
made footwear. Haverhill manufac- 
turers realize this situation and it is 
certain that in the near future they 
will be able to meet the price situa- 
tion in a way which will be satisfac- 
tory to their trade. This, in short, 
will mean a speeding up of Haverhill’s 
shoe output and a corresponding in- 
crease in prosperity in all branches of 
the Haverhill trade. 


To Display at Chicago 

Women’s low cut footwear for 1922 
will have a prominent place in all 
samples which are being prepared 
and shown to merchants during the 
next two months in connection with 
the N: S. R. A. style show, Chicago, 
Jan. 9-12. Haverhill manufacturers, 
whether exhibiting or not, will have 
their lines on display in that city 
early in January with styles and 
prices which will be of interest to buy- 
ers. They will lay special stress on 
the importance of getting their orders 
in hand as soon as possible in order 
that factories may get to work on the 
goods and. that shipments of orders 
may not be delayed. Easter in 1922 
comes on April 16, or about three 
weeks later than last year, which will 
be of great advantage to manufac- 
turers under the buying policy which 
is being pursued. by so many mer- 
chants in 1921. 


Neéw Shoe Concern 

The Crispin Shoe Company is the 
style of a new concern, manufactur- 
ing a line of men’s high grade McKay 
slippers. These will be carried in 
stock for immediate delivery to the 
trade. Thomas F. Casey, head of this 
concern, was for several years with a 
local shoe manufacturing house and 
has had extended experience in manu- 
facturing and selling Haverhill-made 
footwear. 
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PITTSBURGH 


Inclement Weather Retarded Trade 


Fall Selling Commences Well Under 
Influence of Sunshine—Optimistic 
Retail Shoe Merchants Believe 
Present Lull Only Temporary 


UST when local merchants were 

beginning to take heart, on 
account of more active .business, 
bad weather stepped in and caused a 
sudden curtailment: of shoe sales. The 
effect has not been decidedly notice- 
able as yet, but leaders in the larger 
establishments recall that any un- 
seasonable weather at any time of the 
year has a depressing influence. Fall 
started off true to form but has sud- 
denly given way to a period of rain, 
when cold dry weather would be in 
order. More optimistic retail shoe 
merchants believe, however, that the 
slowly-moving stocks will soon 
quicken, if only on the basis of the 
law of averages, and that any tem- 
porary slowing up in buying must be 
followed by a later opening of purse 
strings on the part of the public. 


Less Advertising Space 


With the sudden spurt in shoe sales 
during October, when industry took 
on a revivification after its greatest 
slump during the summer, the larger 
retail establishments found it expe- 
dient to cut off some of their adver- 
tising space in the dailies and month- 
ly newspapers. Statistics show a fall- 
ing off of 40 per cent of space from 
the preceding month. The only ex- 
ception to this reduction was the bill- 
board policy adopted by Kaufmann’s, 
largest department store here, which 
advertised a new brand, “K-O,” on its 
many public display mediums. 


Big Price Reduction 


The Stetson Shop, one of the lead- 
ers here carrying young men’s shoes, 
points the way to the current ten- 
dency toward price reductions in its 
latest ads, in which it features its 
chief brands at $5.95, for articles at 
least similar in appearance to those 
offered at much higher rates hereto- 
fore. 


Two Rival Avenues 


Liberty Avenue begins to vie with 
Fifth Avenue for popular favor as the 
shoe-buying center here. The latter 
thoroughfare, established since it was 
a cow path as the logical Rialto, the 
place to buy anything, and where 
Pittsburghers and transients as well 
have spent more money than in any 
other local street, begins to assume 
too narrow proportions for the ever- 
increasing volume of business in all 
branches. Liberty Avenue was luck- 
ily laid out on a wider plan. Laird’s, 


one of the largest exclusive shoe es- 
tablishments here for about a decade, 
has always been on that street, while 
a recent addition was Feltman & 
Curme. Other prominent merchants 
include I. S. Harris, Yorker, Wagner 
Brothers, Weinman Brothers, Carter 
Co., and Rosenbach. 


In New Quarters 


The Pitt Boot Shop has taken new 
quarters in the remodeled Bank for 
Savings Building, now called the 
Standard Life, near the corner of 
Fourth and Smithfield. While near 
other shoe houses, the distance of a 
block or two is rather far enough 
away to make a noticeable lack of 
competition, which has given the man- 
agement cause for unusual enthusi- 
asm over its prospects. Increased 
rental over its former abode in the 
Park Building will be taken care of 
by less advertising, its only medium 
heretofore of acquainting the public 
of its existence when in the office 
building. 


Fire Sale Held 


The recently opened Fireman Shoe 
Store, a second floor modern estab- 
lishment in East Liberty, suffered a 
$6,000 damage as the result of a fire 
which broke out in the ground floor of 
the structure last week. After bol- 
stering up damaged portions of its 
stock, the firm has been conducting a 
sale, with a view to installing an en- 
tirely new line on its shelves. 


Denmark Buys Store 


Phillip Denmark has taken over the 
shoe store occupied for many years 
for Harry Friedman in the Lawrence- 
ville district. Denmark formerly 
operated a more humble establish- 
ment a few blocks away, and when ill 
health induced Friedman to seek other 
climes, Denmark gladly bought him 
out and merged his own stock in the 
newly-acquired one. 


Paula Cohen to Marry 


Paula Cohen, daughter of Mrs. B. B. 
Cohen, who has been manager for 
many years of the Krieger Shoe Co. 
of Fifth Avenue until the building 
was bought by a film concern, has an- 
nounced her engagement to Benjamin 
Lubic, a local attorney and former 
star athlete at the University of 
Pittsburgh. Miss Cohen is also an 
attorney. 
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UNION SHOE CO 


MEN’S WELTS 





BROUKTON MASS. 











$1.35 
Men’s Hylo 


froched in Oxford, 

and Navy 
Blue. Sizes 6-11. A 
complete line 
Comfort Slippers. 
FREEMAN-THOMPSON SHOE CO. 

Manufacturers Felt ‘‘Comforets’’ 
St. Paul, Minn. 











CRAIG - REED & EMERSON INC . 
— oe 


ROCKTON 

















Where to Buy 


Children’s Shoes | 














the BSI ? FOOTWEAR COs Inc 


—_— —— Manufacturers: —— | 


INFANTS TURNS~SOFT SOLES | 
qud HA AND Mi ADE MOC Ci ASINS 


FAC TOI OSWECO. N.Y. 





Soft Soles and Moccasins 


Fe our — for our 
_. 2 DO NOT sell 
> retail dian 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 














Bonito, Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send tr Catalog 


AH.Moertin®@ 


Mehers ROCHESTER NY 














“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 
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Manufacturer of CUT Soles 
From the Best Tannaged Leather 
os —- soles L Grained inner soles 
Men’s and cme underlifts 
MAX. H. BERGER 
12 Everett St. Brockton, Mass. 








New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 

Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mass. 
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Boggs & Cobb, Inc., Boston, Mass. : 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
1848 Soar St. 


Formerly Welnde Bu Shes Supply Co 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 
FANCY 


corors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. %50%"" Street 


Tanneries at Danversport 
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BUFFALO 


Mild Weather Hurts Business 


Retail Shoe Merchants Hoping for Some 
Cold Days—-Good Holiday Trade 
Anticipated 


HILE the open weather that 

Buffalo experienced during 
the latter part of November 
brought joy to the hearts of the gen- 
eral public, as it meant a respite from 
the snow and bitter weather that the 
city generally gets at this time of 
year, it proved detrimental for the 
shoe trade. 

The last few days of the month 
found the retail merchants wishing 
for some colder weather and snow to 
boost their trade. The demand for 
arctics and rubbers, which was strong 
during the first part of November, 
when considerable snow and sloppy 
weather were experienced, fell off as 
the weather grew more balmy, and 
the snow ceased to fall. 

Retail shoe merchants, however, 
are looking forward to a good holi- 
day trade. Buffalo never misses a 
“white” December, and the snow and 
real wintry weather are bound to 
come within a few days. 

Few high shoes are being sold to 
the feminine trade in the stores. Strap 
effects and oxfords’ are the sellers. 
The former are going well both in 
patent and satin. Oxfords are also 
meeting with a good demand. 

Scotch grain appears to be popular 
with the men. Black is more notice- 
able in their shoes this, year than 
last. 


The Chicago Delegation 


C. H. Barton, chairman of the 
train committee that is arranging the 
delegation to the Chicago convention 
in January, is looking forward to a 
record attendance from Buffalo. Ar- 
rangements have been made whereby 
a special car will go from here to the 
convention. The train to which this 
ear will be attached will leave Buf- 
falo at 8:40 o’clock on the evening 


of Saturday, Jan. 7, over the Lake 
Shore, and will arrive in Chicago at 
8:20 Sunday morning. Delegates 
from Buffalo will board the car at 
the New York Central station. Those 
who are going to make the trip are 
urged by Mr. Barton to make ar- 
rangements for their tickets as soon 
as possible at the Consolidated ticket 
office in the Underhill building, 
Church and Pearl streets. Mr. Bar- 
ton is also regional chairman of the 
Boosters for Western New York at 
the convention. Others here who: are 
active include Kenneth W. Watters 
and Frederick Becker. 


Hold Monthly Meetings 


The Buffalo Retail Shoe Dealers’ 
Association, which formerly held its 
meeting every two weeks, is now only 
meeting once a month. Merchants 
are busy at the present time with the 
holiday rush, and there is not as 
much organization business to be 
transacted at the present time, out- 
side of plans for attending the Chi 
cago convention. 

The next meeting of the associa- 
tion was held Dec. 7 at the Hotel Iro- 
quois. Frederick Becker, president 
of the association, who was in Cali- 
fornia, returned home in time for this 
meeting. 


Joseph Kruse Dead 


Joseph Kruse, retail shoe dealer at 
463 Riley street, died recently in the 
Deaconess hospital as the result of a 
wound inflicted by a man who after 
attacking him stole a second-hand 
pair of shoes from his store. The 
man entered the place, hit the pro- 
prietor over the head with a piece of 
pipe, and fled. Mr. Kruse’s skull was 
fractured. He was 53 years old. 


ROCHESTER 


Shoe Heads Optimistic 


Interviews Show Local Retail Firms 
Expect Good Trade This Season 
and for Spring 1922 


OCHESTER business _inter- 

ests seem to have missed the 
greater part of the wave of depres- 
sion that some other cities and the 
country in general have aprarently 
suffered. In almost all lines business 
men say that their trade has never 
experienced a big lull, even in times 


of labor trouble and general stagna- 
tion. 

Prospects for the future are bright, 
according to Rochester shoe men. 
The following interviews express a 
general opinion that times could be 
considerably worse than they are at 
present and that all indications point 
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to a continued betterment of business, 
with a firm foundation to insure a 
lasting prosperity and not a spurious 
outburst. 

Albert B. Eastwood, president, 
Eastwood’s—“We expect that im- 
proved production and the consequent 
stabilizing of wholesale prices will 
bring a uniform increase in the vol- 
ume of retail business. The advan- 
tage of every reduction in material 
and labor costs is being transferred 
to customers. The prompt return of 
merchandise for exchange or credit, 
trading during the quieter hours when 
practicable, and prompt payment of 
bills help to reduce store expenses 
and lower retail prices.” 

J. W. Lindsay, Sibley, Lindsay & 
Curr—“Throughout this year we have 
been optimistic as to business and we 
see no reason for changing that atti- 
tude now. At present we have more 
employees than we ever had before at 
this season.” 

J. L. Mench, managing director, 
Duffy-Powers:—“The trend of busi- 
ness is undoubtedly upward. The 
general business condition is im- 
proved. Retail trade bids fair to be 
good during the remainder of the 
year. The spirit of progress which 
made America the greatest nation in 
the world is bound to make America 
the first nation to come strongly out 
of the world-wide depression that fol- 
lowed the war.” 

Sam McCurdy, McCurdy’s — “We 
have found that we are selling more 
goods than at: this time last year. 
Prices are lower and the public seems 
well satisfied to buy in a conservative 
manner. The clothing business is 
well satisfied with present conditions 
and prospects for the future.” 


Winter Footwear Selling 


Weather conditions during the past 
week have been decidedly favorable 
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for the shoe business. Clear cold 
days combined with disagreeable 
rainy days have brought late buyers 
into the stores to purchase all types 
of winter footwear. High shoes 
showed renewed activity and mer- 
chants report many sales in high cut 
styles. Wool hosiery, spats, rubbers 
and arctics were also in demand. 


Retail Merchants Meet 


The regular weekly meeting of the 
Rochester Retail Shoe Dealers’ Asso- 
ciation, held at the Ad Club rooms on 
Tuesday, Nov. 22, was well attended. 
After the luncheon an informal dis- 
cussion was inaugurated on the sub- 
ject of $5 shoes, and the general con- 
sensus of opinion was that purchas- 
ing cheap footwear was not advisable, 
nor did it tend to build up a store’s 
shoe business, even though the public 
was misled by newspaper propaganda 
featuring $5 shoes and the tendency 
on the part of the consuming public 
was to ask for cheaper shoes. William 
Pidgeon, Jr., former president of the 
New York Retail Shoe Dealers’ Asso- 
ciation, voiced the sentiments of most 
of the merchants when he stated that 
in his opinion it was advisable to pur- 
chase shoes which were equal in value 
to the price which the store’s cus- 
tomers were in the habit of paying 
and thereby mainaining the quality 
rather than sacrificing quality for the 
sake of price. 


A Special Sale 


William Eastwood & Son Co. re- 
cently inaugurated a special sale of 
women’s footwear. Included in the 
sale were tan oxfords and strap 
pumps in tan calfskin and brown kid, 
also brogue and saddle strap oxfords, 
some with wing tips and some with 
finely perforated straight tips. 


BOSTON 


Christmas Shopping Begins 


Windows and Interiors Artistically Ar- 
ranged— Business Ahead of Corre- 
sponding Period of 1920 


HRISTMAS shopping ‘has be- 

gun in earnest in retail shoe 
stores and shoe departments. Store 
windows are attractively flashing out 
their buying appeal. Beautiful shoes 
are arrayed beside the beautiful in 
hosiery. and shoe ornaments. Spats 
in the season’s leading shades, shoe 
trees, overshoes, rubber boots for the 
kiddies, attractive slippers, shoe trees, 
and garters for milady and gentleman, 
to say nothing of Christmas gift cer- 
tificates .are everywhere in evidence. 
Especially trimmed cases display the 
store’s finest on the inside and sup- 
plement the artistic arrangement of 
the windows. And Boston shoe mer- 


chants are being rewarded for their 
efforts, as Christmas business thus 
far has been the best for several years. 


Storm Sells Rubbers 


The week of November 28 opened in 
the grip of the worst storm of the 
season. Boston’s suburbs _ suffered 


from delayed traffic, wrecked tele- 


phone, telegraph, and lighting wires, 
occasioned by a driving rain which 
froze as it fell. “Rubbers” was the 
sign which appeared in large letters 
on window panes and window cards, 
and many pairs of these wet weather 
foot protectors’ found ‘immediate 
transfer to the feet of the public. High 
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Engraving and Printing 











COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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7: Benhic. St Brockton 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 


F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 


a to Buy 
Children’s Shoes 





























Ready to Ship 


Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 
CONSOLIDATED 
SHOE CO. 


Lancaster, Pa. 











IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to8 ~ 


and ° 
Popular Priced Stitch- 
downs, sizes 5 to 2 
AMPLES Sent Prepaid 








ilow Shee 
OR OCHESTER NY.” 
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Shoe Ornaments 

















SHOE ORNAMENTS 
For Particular People 
Beaded Buckles 
Straps—Rhinestone Ornaments 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 








RHINESTONE SHOE BUTTONS 


IN BIGGEST DEMAND NOW 
Can be attached by machine. 
Write for samples. 
NOYES MFG. CO. 
Manufacturers of Buckles and 
Shoe Ornaments in Large vaey 

63 Fulton St. New York, N 











SHOE BUCKLES 


DETACHABLE STRAPS 


SHOE BEADING 
METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 


NO. 1030 
BEADED 


1S MYRTLE AVE BROOKLYN N.Y 





D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R.I. 








sctas. M. B. MARTINE, Ine. 


©) Show Room—130 W. 42nd Street 
S Office—148-152 Duane Street 


NEW YORK, N. Y. 
SHOE BUCKLES, STRAPS AND 


EVERYTHING IN SHOE OR- 
NAMENTATION, INCLU DING 
BEADING 

























4@&WALNUT STS., PHILADELPHIA 


AND NOVELTY 
\ Bees BEADING WORKS 
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shoes also sold in larger numbers 
than during the past few months. 
The RECORDER representative noted 
that on the stormy days of the past 
few weeks, managers and salesforces 
were cheerful and busy—they did not 
sit by with glum faces when the 
weather man by his program of rain 
and snow kept customers from the 
store, but welcomed these semi-holi- 
days as a time to hold an extra store 
meeting; re-read their trade journals, 
and re-arrange stock, all in anticipa- 
tion of the busy days which have fol- 
lowed with the sunshine. 
Rainy Day Programs 

Some of the stores allow a few of 
their salesmen to have a half holiday 
on stormy days, especially where these 
men depend work on salary and com- 
mission. “As there would undoubted- 
ly be no commissions forthcoming this 
afternoon,” said one department man- 
ager, and the man will not lose on his 
regular weekly salary, he might as 
well have a chance to take a little 
recreation during the lull in trade 
of the stormy day, and he will thus 
enter into the busy day’s activities 
with renewed enthusiasm.” 


Spring Stock Arriving 

Spring stock is arriving at the vari- 
ous stores, and this year it is to be 
noted that it is coming in earlier 
than last season. Not many mer- 
chants bought until after Christmas 
in 1920, but the pre-Christmas buying 
of to-day is an indication of the mer- 
chants’ confidence in a steadily in- 
creasing business, based on their close 
study of industrial and social condi- 
tions. 


The Wholesale Trade 


The wholesale shoe business in gen- 
eral has been rather quiet. Some of 
the merchants have not as yet bought 
all their spring stock. On goods which 
are arriving from the factories, the 
average reduction is from fifteen to 
twenty cents the pair below last 
March’s price. “And,” says one 
wholesale house, “manufacturers have 
promised us a 50 to 75 cents reduction 
below last spring 1921 lines.” 

Men’s slippers in tan and black 
Romeos and Everetts are being bought 
shipped out on immediate orders—also 
many Christmas slipper styles for 
women, with quite a few boots and 
oxfords in conservative patterns. 


All Aboard for Chicago 


“All aboard for Chicago” is the cry 
which will soon be heard, says W. W. 
Willson, vice-president of the Massa- 
chusetts Retail Shoe Merchants Asso- 


ciation and Special Train Chairman, . 


who is boosting for a big New Eng- 
land delegation to the Chicago Con- 
vention. A strong letter has just been 
written by Mr. Willson to retail shoe 
merchants in New England telling 
them that the party is to leave the 


December 10, 1921 


South Station by the Wolverine at 
2.10 p.m., on Saturday, January 7. 
The special Boston Pullman of the 
Wolverine will arrive in Chicago at 
8 p.m., on Sunday, January 8. Mr. 
Willson is in charge of the Pullman 
reservations. 


The Pullman Roster 


Some of the merchants who have 
already made arrangements with Mr. 
Willson for Pullman reservations are: 
President H. E. Hagan, F. E. Porter 
of Thayer McNeil Co.’s; B. C. Goul- 
ston, General Manager of the Dr. 
Reed Cushion Shoe Store H. R. Ter- 
hune, Manager of the Dr. Reed Cush- 
ion Shoe Store; Fred L. Blaisdell, 
Division Manager of the William 
Filene’s Sons’ Co. shoe shops; A. 
Saunders of Butler’s Shoe Depart- 
ment; I. B. Howe of the Walk-Over 
Shops, Boston; J. W. Goebel, assistant 
to Mr. Howe, at the Walk-Over Shop, 
170 Tremont Street; A. J. Laythe of 
Clinton, Mass.; D. F. Sullivan of Fall 
River, and W. W. Willson has of 
course jotted his name down on the 
list. 

There is also a strong probability 
that the following men will at- 
tend the convention: H. F. McNeil of 
Thayer, McNeil Co.; C. W. Pollock of 
Thayer McNeil Co.; J. H. Woodbury 
of T. E. Moseley Co.; George O. Jones 
of Willson’s Shoe Shop; E. W. Remick 
of 739 Boylston Street; W. C. Good- 
win of Fitchburg, and W. G. Lewis, 
Manager of the shoe departments of 
Jordan, Marsh & Co. 





W. W. Willison, N.S.R-A., Director, Vice- 

President of Massachusetts Retail Shoe 

Merchants Ass’n and Chicago a renee 
Train Chairman 


Hagan Appeals for Firm Members 
H. E. Hagan, president of the 
Massachusetts Retail Shoe Merchants’ 
Association is sending to the mem- 
bers of this association on the “Official 
Report of the Styles Committee of the 
National Shoe Retailers’ Association 
on Footwear Styles for the Spring 
Season of 1922.” Says Mr. Hagan, 
“We know that style means every- 
thing to-day in shoes, and the advice 
of the style leaders ought to be valu- 
able, and spell profit to you. In this 
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letter Mr. Hagan incloses a firm mem- 
bership pledge card and makes a piea 
for firm members for a 100 per cent 
strong enrollment from Massachusetts 
Association members. 





Visitors in Boston 

Charles Lamey and D. J. Wellahan 
of Lamey & Wellahan, Lewiston, Me., 
also John R. Trimble of Trimble Bros., 
Calais, Me., have been the guests of 
John J. Travers Shoe Co., recently. 
These men came to Boston primarily 
to buy overshoes and rubbers. 

The John J. Travers Shoe Co. re- 
ports that their business has shown a 
steady increase since its start, last 
January, and that they have had quite 
a few calls for brown and black kid 
boots, on an 11/8 walking heel, with a 
few low heel oxfords in conservative 
patterns. A very snappy style in a 
brown calf oxford, with a perforated 
tip was noted. Said Mr. Travers, 
“Our demand from New England is 
in the main for calf oxfords of brown 
or black. Merchants are not buying 
many Scotch or Norwegian grains for 
women, but are ordering heavily on 
these leathers for men,-especially in 
the soft toes in both bals and oxfords.” 


Salesmen Meet Dec. 12 

The Boston Retail Shoe Salesmen’s 
Association will meet at the Shoe 
Trades Club on the evening of Decem- 
ber 12, at 6.30 p.m., when Frank J. 
Fanning, who travels for the Ashuelot 
Shoe Co., and another shoe traveler 
to be selected by Secretary T. A. De- 
lany, Secretary of the N. S. T. A. will 
discuss the relation between traveling 
salesmen and store salesmen, styles, 
stock keeping, and current trade con- 
ditions with comparisons and parallels 
of the various parts of the country 
illustrated. An orthopedic man will 
also give a talk. 


Merchants Meet Dec. 14 
The December meeting of the 
Massachusetts Retail Shoe Merchants’ 
Association will be held at Hotel 
Bellevue on Wednesday evening, 
December 14, at 6 p.m. 


In Full Holiday Dress 


The hosiery department at Thayer 
MeNeil’s, with Mrs. J. A. Howe in 
charge, is very attractive and has a 
distinctive holiday tone. Gold and 
silver silk stockings especially dyed 
are arrayed near their perfect comple- 
ments in gold and silver cloth slippers. 
Black silk stockings in a drop stitch 
pattern with white silk dots, black 
silks with lace inserts, and attractive 
wools, are artistically displayed in 
Christmas gift boxes, tied with the 
holiday red ribbon. The gray silk 
shades also made a good showing and 
are selling well. 

Said Mrs. Howe, “Everything is 
sport wear in wool stocking or silk 
and wool stockings, This is almost 
an entire sport season, with the smart 
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Scotch plaids, and imported camel 
hair weaves in big demand. Silks are 
good Christmas sellers. These black 
lace inserts in floral design are 
knitted into the silk stockings, not put 
in after the stocking is net. The 
machine to knit these patterns cost 
$50,000. 

“Just then Mrs. Howe had a call 
to match some gray silk stocking to 
some gray suede two straps which 


' the salesman from the second floor 


had brought to her, and as it was a 
dark, rainy day, she obtained “day- 
light” from an especially arranged 
light at one corner of the hosiery de- 
partment. 

Her department has recently added 
a full line of camel’s hair scarfs. 


Irving B. Howe Honored 
Irving B. Howe of the Walk-Over 
Shop, Tremont Street, has been ap- 
pointed as a member of the Retail 
Shoe Merchants’ Committee of the 
Washington Joint Commission of 
Agricultural Inquiry. Mr. Howe is 
working in conjunction with.the other 
members of the committee of twelve, 
is preparing a questionnaire which 
will be sent to 1000 shoe merchants 

throughout the United States. 


Increase in Production 
Marston & Brooks Co. of Hallowell, 
Mass., have increased their line by 
adding men’s popular priced welt 
shoes. This concern will continue 
their boys’ line, which they have for 

so many years manufactured. 


F. A. Kerry Dead 


Fred A. Kerry, with shoe offices in 
the Albany Building, reputed to be 
wealthy, and one of the leading or- 
ganizers of the W. & A. Bacon Co., in 
1914, shot himself in the head on 
November 23 in the Copley Plaza 
Hotel; death immediately followed. 
Mr. Kerry had been in il] health for 
some time. He came to Boston about 
ten years ago from the Middle West. 
His home was in Brookline. Mr. 
Kerry leaves a widow and two sons 
and a daughter. 


George B. Preston Dead 
George Brigham Preston of West 
Medford, long identified with whole- 
sale shoe interests in Boston and in 
Mobile, Ala., died on November 23. 
Mr. Preston was well known to the 
older members of the Boston shoe 
trade. In later years he had been as- 
sociated with the firm of George H. 
Burke, and with the Claflin & Thayer 
Shoe Company. In Mobile he was 
partner in the house of Preston & 
Stetson. Mr. Preston is survived by 

his widow and eleven children. 


B. C. Gould in Australia 
Bertram C. Gould, of the Bristol Pat- 
ent Leather Co., Boston, who has been 
visiting European centers, writes the 
RECORDER from Australia. 
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Where to Buy 


Ballet Slippers I 























HARD TOE BALLETS 


In stock. All colors. All sizes. Latest and best. 
Outwears six pairs other makes. 

$2.50 Black Kid 
Black Kid ballets soft and semi-hard toe. Women’s 
$1.75, $1.60 and $1.50 grades. Misses’ 5c. less. 
Childs 5c. less than misses, All sizes. In Stock. 


JOHN E..McNAMARA, Haverhill, Mass. 











326 W.MONROE st 
CHICAGO 
Ww" SUMNER SMITH 











Ballet Slippers 


IN STOCK 
No. 1296, Black Ballet, 8-11, $1.90; 
ge $1.40; 2-7, $1.80 
lo. 1233, Ballet, on. $1.58; 
Tee sl $1.65; 2-7, $1.75 
eee Sraweet, © nel 
564 Atlantic Ave. 






é 








GYMNASIUM SHOES 


Black Kid... .$1.10 per 
BALLET SLIPPERS : 
lack Glazed 














Where to Buy 


Miscellaneous 




















“SILVERITE” 
Lamb Wool Soles—Bound and Cord BAgee 
Write for our new No. 65 Lamb Wool In- 
sole—*'A Service Trade Builder.” Send for 
our complete catalog of Shoe Findings. 
The Silverite Co., Mfrs.,81 High St., Boston 













Manufacturer—Attention 


Littlefield Heels—are genuine all leather 

heels and we can assure you of prompt 4 

liveries. Write for samples and gelecs, wha 

you will find correct in every way. 
LITTLEFIELD HEEL CoO. 

High Street, Amesbury, Mass. 














Perfection Pneumatic 9“ 
Arch Cushion 
wet 


ELASTIC TIP COMPANY 
‘a _ Boston, Mass., U.S. A. 
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Fairy 1136 


Fairy 1136 — Children’s Gun 
Metai, Calf Polish, Pony Cut, 
Wedge Heel Turn. D. 3-8.$2.05 
Fairy 1151—Children’s All 
Russia Calf Polish, Pony Cut. 


Fairy 1251—Spring Heel, C 
and D. 8% to 11........$2.85 


GRIEB SHOE MANUFACTURING CO. 


See our exhibit at Chicago Convention in Januvary—Booth 210. 


Children’s Department 


Regarding Your Ea 


hoes 
It is always to be remem- 
bered that the business cre- TRADE MARK 
ated here has the threefold 
value of making the sale—holding the customer and 
building for the future—when the shoes are right. 


Fairy shoes are right. Their universal sale proves 
it, and our standards of manufacture keep them so. 





Yet they are reasonably priced and kept in stock. 
We show you one in our C grade. There are many 
others described in our stock book. Let us send you 


a copy. bediawd 


309 ARCH ST., PHILADELPHIA 












































fawn, 








G 
SUEDE POWDER 


CLEANS & RECOLORS 
> > 


SULDE AND NAPPY LEATHER F 
id ~ aca CO 








and restores color and surface in- 


stantly. 
effective. In white, chamois, 


champagne, ivory, light, medium, 
dark and gray castor, light olive, 
seal and nigger brown, light, 
medium and dark gray, black. 
$20.20 Gross; $1.85 Doz. 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET 


RIFFiN 


TRADE ee) maar 
“> 


: Griffin Suede Liquid . , 
= 5 q Griffin Quick Cleaning 
: Dressing ss 
= Tee dressing, which is suplied in Fluid 
= white, ack, pearl gray, is used i i 
= for cleaning and restoring suede The proper article for cleaning Griffin Lotion Cream 
a 4 a or _ Be Satin Footwear. Non-inflammable, In white, black, light tan, Havana 
through the leather, leaves Bo stainless, dries quickly and is —- ge Cog 
odor and positively does not lay effective. Removes spots from pr roth 4 ¥ " 
th i and polishes all kid leather. Con 
‘ bottles with me h ~ 3% - spats. Gross, $22.50; doz., $2.00. tains no injurious acids. It is 
Griffin Suede Powder jiwa ee to the leather what cold cream is 
fate, ped otiom, tin, Cleans Gray oo Age tthe akin os ae, 6.0 
- gross ; y lozen, 


UUMUUUNUOLANANNGNNE0NELOUENOOUOUUUUTOANANANANENONEEEEEENT TN 











The pad is absolutely 


field mouse, gray fawn, 





We particularly recommend white 


FOUR LEADERS IN A LINE OF SHOE or black lotion cream for black 
DRESSINGS THAT HAS NO PEER patent leather shoes. 

















There are no better or better known dressings for all shoes than Griffin. 


NEW YORK, U. S. A. 


TONORNEOTUOONANODEEEOOOGOONEOEEUEOUOOGONEEEULAONALEOTOOOAOOGNETEEOOENOOOEE ETO AANNENETTONETANG 


AUUAEUENEEUULALavanUdaandaneneeecartcetannencateuayannusnueit 
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Crawford Arch-Supporting Shanks 





Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 


right into the shoe—fitted between the inner a 
and outer soles and locked to the insole. It Auburn, Me. 
preserves the shape of the shoe and gives sup- pea 
port to the arches and ease to the foot. It Cinstanaté 
cannot abrade the skin. Haverhill 
Johnson City 
HE finished, fashioned and fitted shoe is oo 
intended for the foot only. Any appli- Sthetien 
ances crowded into the shoe will cramp the New Orleans 
foot, injure the arch, and destroy the shoe. New York 
J. K. Krieg Co. 
Many people in your city have been dissatis- Philadeiphie 
fied with arch-supporting appliances. They Rochester, N. ¥. 
will appreciate a line of shoes built with Craw- — 
juls, MO. 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 
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THE FLORSHEIM SHOE 








IN STOCK 


The Campus 


$72 


A College Brogue — decidedly different from the 
usual brogue. The lines of this last, the character of the 


shoemaking, and the detail in designing, make the Campus 
stand out as the premier of all brogues. Full wing tip; 16-iron 
overweight single sole; wide flange heel with sewed seat. 





Style S-29 Campus tan English grain oxford $7.40 
Style S-30 Campus black English grain oxford $7.40 


Less than three pairs of a style from stock 20c per pair extra. Stock goods net. 





The Florsheim Shoe Company 


Adams and Clinton Streets 
Chicago, IIl. 


If The Florsheim Shoe is not represented 


The Florsheim Shoe is placed exclusively 
in your city, ask us to show you the line. 


with one progressive store in each city. 
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in a Store Front 


Plate Glass in all Kawneer Store Fronts The service value of Kawneer Resilient 
is Held Between the Sturdy but Resilient Grip, Glass Settings has been proven 
Grip of Two Spring Shaped, Solid Copper satisfactory in more than 150,000 Kaw- 
Members. This Resiliency, a patented neer Fronts in the most successful stores. 
and exclusive Feature of Kawneer Glass 

Settings guarantees to the Merchant that If you plan to build or remodel, you 
his Show Windows will give him UT- should investigate the profit building 


MOST SERVICE—that his breakage will value of Kawneer Resilient Store Fronts. 
be’ reduced to a Minimum. 





Write For This Book of Designs 


SOLID COPPER 
S neer 


> STORE FRONT 


/ Name 





What Resiliency Means 


; 


\ YA Please send me your 
f Book of Designs and full 


ff parficulars apout Kaw- 


Store Fronts. 
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F The 
/ Kawneer 
Company 


2613 Front St., 
NILES, MICH 


Resilient Grip 








ff Address 
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Our 1922 Seine Plans 
Minneapolis, M 
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SJ 


Polish 


Cincinnati. 





*, 


STYLE B-292—IN STOCK 
Black Glazed Kid % Fox, 8% Inch Hi 
$7.25 





Large sizes, 8% and 9, 25c extra. Terms: 
4%—10, 2%—20, net 30 f.o. 


\, 











“a BOON TO WOMEN” 






x 
“Aes reer wear™ 





STYLE 496—IN STOCK 


.0.b. Black glazed kid welts............+. $5.75 
Chippendale brown kid welts........ 6.25 
ae 4% to 8% Pere 3% to 9 
4n060e 09 Cc -3% to 9 
D..ccce 4 to 8 





Large sizes, 8% and 9, 25c, extra 
Terms: 4%—10, 2%—20, net 30 f.o.b. 
Cincinnati. 


’ fi 











Perfect Style with Perfect Comfort 























Val Duttenhofer, President 


Thirty-three years’ practical and 
successful experience in making 
ladies’ fine shoes, with a full meas- 
ure of value in every pair, has 
given our President and his thorough 
erganization a reputation sec 
to none. 


























The Duttenhofer-Stevens Co. 


N arch-support shoe with every bit as much beauty as 

other high grade footwear! Comfort and style com- 

bined in a health-giving, arch-protecting, extremely modish 
shoe! 


Such is the Master Futkorset, the latest and crowning creation of 
Val Duttenhofer, the Master Shoemaker of the West. Its rigid steel 
shank of exclusive design assures complete arch-support—it hugs the 
instep as snugly as a corset hugs the waist. It provides instant relief 
from arch-discomfort, helps weak feet become normal and prevents 
fallen arches. Yet with all these features it is beautiful—the styles 
in which it is made are the leading models in to-day’s fashionable 
footwear. 


There are many women among your patrons who, while needing an 
arch-support shoe, still insist on consummate style. As a means of 
satisfying this trade, attracting an increasing patronage, and build- 
ing repeat sales, the Master Futkorset is without an equal. Order 
a trial dozen to-day. 


See our exhibit, Booths Nos. 139-140 
N. S. R. A. Convention and Exposition. 
January 9-10-11-12, 1922. 


Makers of Women’s High Grade Footwear 
CINCINNATI, 0. 
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are generally 
preferred by all 
women because 
they are the 
BEST in ap- 
pearance, the 
BEST made, 
the BEST 


value, and are 


“So Easy To Sew To” 


They have genuine leather backs and either 
long lamb’s wool or soft quilted satin tops as 
desired. 

Immediate orders will insure prompt shipment. 


THE WILEY, BICKFORD, SWEET CO. 
Hartford, Conn. Worcester, Mass. 
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Shoe Lacers 


NSIST on Nufashond, the Fabric 
Tipped Lacer. It’s the big selling 
quality lacer. 


Made flat, tubular and cord in all colors 
and in sizes to fit all shoes. 


Excellent selling helps and display cards 
furnished. 


Ask your jobber for 
samples and prices. 


NUFASHOND, Reading, Pa. 


“The Fabric Tip— 
that can’t come off” 





ate 











SHOE LACES 


“OLD RELIABLE” Brands 


Trade Mark Reg. U. S. Pat. Of. 


“The Kind That Sells” . 





1 Me | 
iC gaol 


“RADCLIFFE” “DUDLEY” 
(Trade Mark) (Trade Mark) 
“YALE” “— 

(Trade Mark) (Trade Mark) 


NARROW, FLAT AND ROUND LACES 
72 Pair Per Box 


MANUFACTURERS 


FRANK W. WHITCHER CO. Enicaco U. S. A. 








“ECONOMIC” 


REVOLVING DISPLAY FIXTURE 


For Men’s 
Winter 
Footwear 


Fourteen Styles Sized 
and Displayed on 
Forty Inches of Floor 
Space. 


\ Folds Compactly for 
Storage 


Not Expensive 


Write for Prices 


BATAVIA SPECIALTY CO. 


BATAVIA, N. Y. 

























































Buyers’ Easy Reference Directory 





TWO ATTRACTIVE 









Stock No. 9. .$2.25 


Black Velvet, One Strap, 
Twill Lined, 14/8 oY 
Louis Low Greens gS. BD 
Sizes 2%-8 





READY TO SHIP 


Terms ena 10 Days, Net 30 Days 


—* MAKERS FOR CHRISTMAS! 


NUMBERS IN-STOCK 


Stock No. 7 $2.35 


Black Satin, One Strap, 
Twill Lined, ab i 
Louis Heel, Widths C, D, 
Sizes 2%- 8. 











APPROVED BY 
MEDICAL MEN 


As a sturdy support for the a of 
growing children and as a fully v 
lated shoe, the Burkley Ngee Foot 
Developer is a. Well-known 
surgeons recommend its use. 
sete your stock of 
venTiations children’s shoes 
PATENTED complete by omens 





for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main St, 
Brockton, Mass. 








Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 






















IN STOCK— 


READY FOR 
AT ONCE DELIVERY 
EXCEPTIONAL VALUES 
AT THE PRICE ASKED 


FINE BACK VICI BOUDOIR 
Sizes 3 to 8 Price $1.35 
FINE BLACK VICI ONE-STRAP 

LOW LEATHER HEEL 
Sizes 3 to 8 Price $1.90 
In less than 36 pr. lots add 5e. 
per pair. 2% 10 days, net 30 days. 


Brown-Edwards Co. 
West Epping, N. H. 











— 





CAB BOUDOIRS—In Stock 


ORDERS SHIPPED DAY RECEIVED 

Black, Rubber 
Heel, ....$1.10 

Red ....... 1.20 

TRE cccccse 1.20 

Dark Brown. 1.20 

seeees 1.25 





Terms 2% 10 days, Net 30 


THE BAY STATE SLIPPER CO. 


HAVERHILL, MASS, 








OUT WITH THE OLD: 
IN WITH THE NEW 


Just as styles change so do methods of display. 

New Snappy fixtures produce results. 

The Success Display Rack embodies Just those things 

you are looking for. 

In addition to its handsome finish in mission, green 

oak and mahogany stains, or white French grey and 

old ivory enamels, it carries with it a definite 
; as it sells more shoes, saves your time and 

seventy-five per cent of your space, eliminates shop 

wear and increases your profits. 

Quality service and satisfaction guaranteed. 

$7.75 cash with order. Crated weight 26 pounds. 

90.00 per dozen. Crated weight for freight 320 pounds. 

Pay for themselves in a jiffy. 


SUCCESS SEED Eee COMPANY, 
nc. 





D B. 
Suc dais Das Spokane, Washington ept. 











FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 


Our business is to trarislate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 


Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 




















120 BOOT AND 


paw ID | op)” 





LOTT 





Make it a General 
Order “Christmas Seal All 


Christmas Mail” 
“Letters—invoices—packages 
—every piece of mail should 


bear tuberculosis Christmas 
Seals.” 


Will you issue such an order 
and help us continue the 
health work which is saving 
over 75,000 lives in the 
United States each year? 


The result of this tremen- 
dous crusade amounts to an 
economic saving of hun- 
dreds of millions of dollars 
annually — a salvage that 
affects every business in 
America. 






Christmas Sealg a. 
i» ® ay 


The National, State and Local Tuberculosis 
Associations of the United States 
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J. E. Wilson Sells Interest in 
Walk-Over Stores 


J. E. Wilson, nationally known among shoe men, who 
has for the past sixteen years managed the Detroit 
Walk - Over stores 
has sold his inter- 
ests to the Geo. E. 
Keith Stores Co. 
who took active 
charge of the four 
stores in Detroit 
on December first. 
John Hodge, for- 
merly assistant 
manager to Mr. 
Wilson, will be 
manager of the 
stores for the pres- 
ent. 

“IT do not know 
yet, just what I 
will do, except that 
I will take a well 
earned vacation,” 
said Mr. Wilson, 
when interviewed. 

“I have thought some of going to California to 
escape the rigors of our Michigan- winters, but my 
friends tell me I can’t leave them,” he said smiling. 
“My plans are very indefinite and it would be nrema- 
ture to make any statement.” 

J. E. Wilson has been active in local business 
circles so many years that a retirement from active 
affairs will create a great many vacancies in associa- 
tion work. He is an active Rotarian, member of the 
Board of Commerce, having been chairman of the 
Better Business Bureau and other committees of that 
body. In shoe circles he is nationally known, having 
been President of the Michigan Shoe Retailers’ Asso- 
ciation, President of the Detroit Retail Shoe Dealers’ 
Association, and Vice-President of the National As- 
sociation for many, years. 

It is possible that Mr. Wilson will remain in 
Detroit, as he has other business interests here, among 
which is an interest in Chisholm’s Bilt Well Boot 
Shops on State Street and Woodward Avenue. 

Whatever he does, or wherever he goes, his genial 
friendliness will always make a place for him. The 
RECORDER wishes “Jim” Wilson a Merry Christmas 
and many Happy New Years. 





J. E. WILSON, DETROIT 


Julius Kallman Co. to Sell Snyder Leathers 


Of importance to the trade is the announcement that 
the Julius Kallman Company has been appointed as exclu- 
sive selling agent for the H. S. & M. W. Snyder leathers. 
The Snyder line is well known all over the world and 
headquarters for distribution will be unchanged in loca- 
tion. This change will allow Messrs. H. S. & M. W. 
Snyder to give more attention to the production of their 
specialties and there is no question but that the distribu- 
tion will be well taken care of by the sales organization 
of the Julius Kallman Company. 

The Julius Kallman Company is taking over the entire 
building at 61, 63, 65 South Street and will distribute 
from there as well as from its Cincinnati store and its 
St. Louis store, of which A. M. Roblee is in charge. The 
company will also establish other stores in important shoe 
centers. 
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CRossETT SHOES are like all 
other finely-made products— 
you can discover their full 
value only through actual use! 





LEWis A. CROSSETT Co. 
Nort Abington, Mass. 























This .Saturday Evening Post advertisement, to appear Decem- 
ber 31, illustrates the CROSSETT Supple Tread Last No. 62 


for women. 


This particular model is carried in stock, No. B 255, in brown 
calf, $6.00. 


Made in all styles for business, sport and dress wear. 


Send for catalog. 


Lewis A. Crossett Company 


North Abington, Mass. 
San Francisco Salesroom 


New York Salesroom 
606 Marbridge Bldg. 463 Pacific Bldg. 


Chicago. Branch 
19 South Wells St. 


Boston Salesroom 
58 Lincoln St. 
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Shoe Travelers Invited to Make Display 
at Wisconsin Convention 


HE Wisconsin Retail Shoe 
Dealers’ Association held out 
the olive branch to the Wisconsin 
Shoe Travelers’ Association and the 
latter was pleased and glad to accept 
it and cherish it, at the November 
monthly meeting and dinner of the 
travelers’ organization, held in Mil- 
waukee, on Friday, Nov. 25—indeed, 
somewhat askance at the thought that 
there was any occasion for an olive 
branch. 
When the 1921 State convention 


MISCELLANEOUS 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 

Send for cata- 
log 
description 
and prices. 








COMPANY 
67 Randolph St, 
Chicago, III. 





The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 


American 


Price No. 3 
$1.50 Each 


“Varnum”’ Sise Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
@ long wearing and useful one 
as well. 


Write Us Direct tf Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 
BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 














was held at Sheboygan, Wis., last 
summer, the usual shoe exhibits of 
the manufacturers and salesmen were 
conspicuous by their absence. This 
harked back to the N. S. R. A. con- 
vention in Milwaukee last January, 
when several state associations of re- 
tailers decided that it was not well to 
have style shows and showings of 
samples at the conventions, spreading 
out the meetings over too long a pe- 
riod, and so on. 

S. J. Brouwer, speaking for the 
Wisconsin retailers at the Milwaukee 
meeting of the travelers, said that the 
retailers had made the experiment, 
that it was now ancient history, and 
that they would like to have the trav- 
elers present at the 1922 convention 
in Appleton, next summer, with their 
samples and everything, and that def- 
inite time would be allotted to the 
travelers for their showings—it would 
be fine if the travelers appointed a 
committee to co-operate with the re- 
tailers in fixing up the program for 
the entire convention. 

“There is no group in the boot and 
shoe industry, as a whole, which is 
so important,” said Mr. Brouwer, “as 
a traveler, and this phase is often for- 
gotten. No phase of the business does 
so much for the good of the entire in- 
dustry as the traveler. He, for one 
thing, sells and keeps sold the manu- 
facturer on the troubles of the mer- 


MISCELLANEOUS 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. Brooklyn, N, Y. 
Phone Williamsburg 3410 


“FISHER” 
try 
Pat. Off. 
HEEL and 
COUNTER 
SUPPORT 
Without With to 


A Hel 
Weak Ankles 


Prevents the Counters of Boots 
and Shoes from Running Over. 
Easily applied. No Repair De- 
partment should be without them. 


The New Improved 
“E,W.” 
SHOE STRETCHER 


will adjust counters or stretch 
shoes two whole sises without 




















ie base 
give calaiee — or wid 
$2.00 each. 
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chant. Indeed, the state association 
appreciates this so much that we 
want you to work with us in fixing up 
the next program, and suggest prob- 
lems to be discussed. 

“T hope to see the effective work of 
the eastern shoe clubs duplicated and 
improved on in the west. The indus- 
try needs such co-operation and can 
get it.” 

President Arthur Schilling of the 
travelers thanked Mr. Brouwer and 
the state retailers in behalf of the 
travelers’ association, and pledged the 
best co-operation for the 1922 state 
convention, and at all other times. An- 
nouncement was made that the asso- 
ciation has secured the dormitories of 
Lawrence University at Appleton to 
house the conventionites next summer, 
so that there will be plenty of room 
for everyone to come and be comfort- 
able. 

The association of travelers decided 
to hereafter pro-rate the dues of new 
members in accordance with the time 
of year they are elected to member- 
ship. Invitations from national coun- 
cils of traveling men to join and pay 
dues were put over until after the na- 
tional travelers’ meeting in Philadel- 
phia, in January. Three delegates 
were appointed to the national con- 
vention, President Schilling, Secre- 
tary-Treasurer Max Tenscher and 
Vice-President Frank Larkin. Mr. 
Schilling will appoint alternates. 

Nominations for the election to be 
held in December were then made, as 
follows: President, Frank J. Larkin, 
Freeman Shoe Co., Beloit;. vice-presi- 
dent, John H. Leunberger, Beals 
& Torrey Co., Milwaukee; Frank H. 
Taylor, Marathon Shoe Co., Wausau; 
secretary and treasurer, Max Tensch- 
er, V. J. Schoenecker Co.; members of 
board of governors, Dick Sherington, 
Pontiac; Charles Roussey, Rich; Ed- 
ward Murray, Beals-Torrey; J. Ko- 
walski, Hans Meding Weinbrenner. 
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Insure perfect shelf service for 

- line of oo 

tread steps, proper 

convenient full length handhelds 
on both sides of ladder permit 

mounting or descending with ease 

Both hands a ee remove or -? 
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OPPORTUNITY 


MISCELLANEOUS 





OPPORTUNITY for a live man with a 
small capital for an upstairs family 
¢hoe store on the main street, doing a 
good business. Twenty miles from New 
York. Address K-540, care Boot & Shoe 
Recorder, 127 Duane St., New York. 








MISCELLANEOUS 


FS i. pairs Munson Lasts with 
plated bottom as was -used by 

Government for making Nail Bottom 

Trench Shoes. Address C-965, care Boot 

& Shoe Recorder, 207 South St., Boston, 
ass. 











DO YOU KNOW? 


ey you can buy it—or 

ell it—through the 

M “Where to Buy”’columns. 

38) This feature in its quick 
wy 











service is a time saver in 
meeting immediate needs. 























The Iowa National Shoe Travelers 
Association has opened offices and 
clubrooms at 221-23 Century Build- 
ing, Des Moines, Iowa, where they 
will welcome all members of the Iowa 
Association or visiting shoe men. 
The Iowa Association has made a 
good growth this year, regardless of 
the conditions, and is made up of a 
real live bunch of shoe travelers. The 
regular meeting is held the first Sat- 
urday of every month, and the past 
few meetings have shown a good at- 
tendance. We are planning to send 
as large a delegation as possible to 
the National Convention to be held in 
Philadelphia in January, and are put- 
ting forth efforts for the passage of 
the mileage book bill and other bills 
for the benefit of the traveling shoe 
men. 


Iowa is also presenting the name of 
L. D. Ream, Des Moines, for the Na- 
tional Vice-President for 1922. Mr. 
Ream has been an ardent worker for 
the National Shoe Travelers’ Associa- 
tion, and is well known throughout 
Iowa, wherein he travels, also has a 
large acquaintance with the shoe men 
of the country. As all who at- 
tended the National Convention in 
Des Moines last year well know, 
Iowa does not do things in a small 
way, and as an association we are 
planning to put over the things for 
which we are striving, both for the 
local association and also for the asso- 
ciation at large. 


The Secretary invites all visiting 
shoe men, whether members of the 
N.S. T. A. or not, to call at the Iowa 
headquarters while in Des Moines, 
where they will receive a royal Iowa 
welcome. 


Send all replies to Boot & Shoe Recorder, 207 South st., Boston, unless otherwise noted in advertisement 
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Milbradt Rolling 
Step Ladders 


are made in a great 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get Pro with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaran 5 
Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 











SHOE STORE 
CHAIRS 
SETTEES 








WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 











WANTED TO PURCHASE 








Lasts 
Write for entalogee, 
Daynite 
Furniture Mis. Co. 
213 Chouteau Trust 
Bldg., St. Louis, Mo. 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay ae for your entire or surplus 


stock of sh 
ses having “a short term to run taken 
ed 25 years, 


over. Bstablish 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting ents of 
lines of footwear, and will also make 


cash advances necessary. 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 











CASH PAID 


for shoe stores or surplus stocks of shoes or for 
other merchandise. Leases over. We will 
send a representative to Sevcstigate “on d make offer 
upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadwa New York City 
Phone Spring 5160-5161-5162 








Metal Shoe Fitting Stools 


and Floor 
irrors 






No. 141 


wae or THE CHICAGO 
cw frst WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 
























Beautiful Glass Fixtures 


Our celebrated line 
shown in 

i «Catalog G. F. 

| Large line of 

Wood Fixtures 


Ask for Catalog ‘“‘L.” 












The Hecht Fixture Co. 
Medinah Bil yy & Jackson 


NEW YORK SHOW ROOM 
65-67 B. 12th St., bet. Broadway & 4th Ave. 











WANTED TO PURCHASE 








We ey quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














The NEW YORK EXPORT - 


PURCHASING CORPORATION 
515-517 Broadway 
New York City, N. Y. 


WILL Slow Sellers FOR 
BUY | iment" } CASH 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 

insertion. Minimum amount accepted, seventy-five 

cents. For other ‘‘Want”’ advertisements, seven cents 
per word for each insertion. Minimum amount —- 
$1.25. Ads under this heading will be received u 


“Recorder” rates for space less than one-eighth 
page per issue: 


Space 1 time 7times 13times 26times 62 times 
0 4.00 3.50 3.00 $2.50 noon, be ht al p Big... ne ag yy ‘ te. 
= d 5 ‘ 4 a When advertisers desire answers to come in care o 
re ony $ $ $ office, twelve words must be allowed in each advertise- 


7.00 6.00 5.00 
10.50 9.00 7.50 
14.00 12.00 10.00 


ment for addréss. When advertisers desire replies for- 
warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
ingly. Answers to ads must be sent under letter postage. 


2 in... 10.00 8.00 
3 in... 15.00 12.00 
4 in... 20.00 16.00 











Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








EVERAL good territories are 

open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers. 
Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














CORRESPONDENCE with big calibre 
salesmen, acquainted in the following 
territories is invited. Greater New York, 
New York, New Jersey, Eastern Pennsyl- 
vania, Connecticut, Maryland, Delaware. 
The above territory has not been covered 
before, but on account of increasing de- 
mands for Martha Washington shoes from 
this section, we are opening this terri- 
tory the coming season. We are only 
interested in real producers with proven 
records. This is your opportunity to de- 
velop a virgin territory with a nationally 
advertised line of women’s shoes. All re- 
plies will be treated in confidence. Ad- 
dress H. L. Kraus, care of F. Mayer 
Boot & Shoe Co., 130 West 42nd Street, 
New York City. 


W ANTED—Rubber Footwear Salesman 

for Boston and vicinity, to handle a 
well known and established line of rubber 
footwear, on commission, with drawing 
account; position open Jan. 1, 1922. Only 
those having sold rubber or ieather foot- 
wear in above territory will be considered. 
In applying state age and experience. 
All applications will be regarded confi- 
dential. For interview address C-911, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 


HOE SALESMAN—Young man 

acquainted with New England 
Jobbing, Department, and Retail trade. 
Available either commission or salary. 
Address C-693, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


SALESMEN to sell manufacturers line 

of turn comforts to jobbing and large 
retail frade. Unusual values consisting 
of four numbers. Splendid proposition as 
side line. Address C-962, care Boot & 
spee Recorder, 207 South St., Boston, 
Mass. 


W ANTED — Salesmen with a wide 

acquaintance among the shoe 
trade to carry a line of womens’ hich 
grade welts. Excellent opportunity for 
salesmen who have successful record. 
Apply by letter giving full details. Cor- 
respondence confidential. LOUNSBURY, 
MATHEWSON & CO., South Norwalk, 
‘onn. 


WANTED.—Resident 

















salesmen for the 
following cities: Cincinnati, Ohio; 
Cleveland, Ohio; Detroit, Michigan; In- 
dianapolis, Indiana: to handle a complete 
line of Juvenile Shoes carried in stock, 
consisting of about 200 numbers. Refer- 
ences must accompany the first letter or 
the application will not be considered. 
Address C-966, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


WANTED—Experienced Salesman, _ to 
call on shoe manufacturers in New 
Fngland territory to sell well-known 
brand of rubber heels. Write, stating ex- 
perience, qualifications and salary ex- 
nected, to C-971. care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





Send all replies to Boot & Shoe Recorder, 207 South St.. 


WANTED—Good experienced shoe sales- 
men who have faith in own ability 
to handle line of high grade work shoes 
and hunting boots to retail trade on seven 
per cent commission basis in following 
territories: Virginia and West Virginia, 
North Carolina, Georgia and _ Florida, 
Texas, Oklahoma, Kansas and Nebraska, 
Ohio, and Indiana. Commission payable 
first of month after shipments. Only 
live shoe salesmen with ,established busi- 
ness will be considered. Address C-873, 
189 West Madison St., Chicago, Ill 





IVE WIRE SALESMEN—Line Infants’ 

and Children’s Square-edge Turn, 
sizes 1-11. Stock proposition. 6% com- 
mission. All_ territories. References. 
Address C-937, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





ALESMEN WANTED to carry our 
lines of Children’s First Step and 
Spring Heel Turn Shoes in New England 
States, N. Carolina, Va., West Va., 
Kentucky, Indiana, Ohio, Illinois, Iowa, 
Nebraska, N. & S. Dakota, Utah, 
Wyoming, Idaho, Montana. We carry 
every number in stock and pay highest 
rate of commission for selling. Will only 
consider applications from salesmen hav- 
ing established trade. Apply STAUD 
SHOE CORPORATION, 183 St. Paul St., 
Rochester, N. Y. 





ALESMAN—To sell old established line 
of Foot Appliances and arch supports. 
Salary and commission. Exclusive ter- 
ritories. Shoeman with knowledge of 
Human Foot will receive preference. Ad- 
dress C-975. care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


ALESMEN WANTED —To open up new 
territory for Simplex Shoes. Splendid 
proposition. New Milwaukee line of 
childrens’ shoes. If you are a tight- 
fisted. red blooded _ go-getter, apply 
SIMPLEX SHOE MFG. COMPANY, 
Milwaukee. Wis. 


GRESSIVE SALESMAN is _ available 
at once, owing to dissolution of 
present firm. Married man, 40 years, ex- 
ceptionallvy well acquainted with Eastern 
Jobbing Houses, Department Stores and 
all Mail Order Houses. Long practical 
experience in selling and manufacturing. 
Can assist in management, buying and 
manufacturing. Go sales manager and 
credit man. Willing to go everywhere, 
devote entire time or take non-conflicting 
lines on commission basis. Highest 
credentials. Interview anywhere. PAUL 
— 2612 Broadway, New 
ork. 


REPRESENTATIVE WANTED to cover 
Western States with the best line of 
beaded ornaments and novelties. Address 
B-101, care Boot & Shoe Recorder, 1420 
Widener Bldg., Philadelphia, Pa. 


ALESMAN for high grade _ Ladies’ 
Brooklyn Turns. with established 
trade through the South and Middle West. 
In reply give full particulars and refer- 
ence as to past experience. RIALTO 
SHOE MFG. CO., 141 Roebling St., 
Brooklyn, N. Y. 


ALESMEN WANTED — High grade 
specialty men want We have 
several good territories open at this oe 
for live wire shoe salesmen. 
— SHOE CO., Mitwaukee, 
s. 

















ALESMAN- with established trade 

through New England States to carry 

as a side line, Brooklyn made infants’ 

turns, cacks and spring heels. Stock 

pn. Five per cent commission. 

4 bs BERMAN, 148 Duane St., New 
or é 





HOE SALESMEN—Experienced to 
cover Brooklyn and New York with a 
popular general line. Must be highly 
recommended. Salary or commission 
basis. Address K-537, care Boot & Shoe 
Recorder, 127 Duane St., New York. 





LINE WANTED 


HB SALES EFFORTS of the solid 

leather, full vamp BISON BRAND 
Service Shoe Line will be extended con- 
siderably in ort AN OPPORTUNITY 
WITHOUT PARALLEL IN THE SHOP 
SELLING PROFESSION Is THEREBY 
OFFERED TO SHOE SALESMEN OF 
PROVEN ABILITY. The truth of this 
statement can easily be verified by ad- 
dressing applications to the PORTAGE 
SHOE MFG. CO. of PORTAGE, WIS- 
CONSIN. 




















NEW YORK STATE SALESMAN who 
knows trade, would like to make a 
connection with concern manufacturing 
Women’s Welts and McKays or Children’s 
shoes. Address C-974, care Boot_& Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED—Two live wires desire manu- 
facturers line of medium priced shoes 
for New England and Eastern Pennsyl- 
vania. Commission. Address C-973, care 
Boot & Shoe Recorder, 207 South St., 


,Boston, Mass. 





WANT A GOOD CHEAP LINE of 

snappy Women’s McKays or Welts for 
Ohio, or Western Pa. or Northern Ind. 
I am in touch with the class of trade 
who buy this grade of goods; have had 
12 years experience. Address, M. 315 E. 
Liberty St., Ashland, Ohio. 





ALESMAN thoroughly experienced, 

traveling the South, would take line 

of Ladies’ Shoes on commission. Prefer 

short snappy line of spanking good values. 

Also a short line comfort shoes. _Address 
Box 3105, Jacksonville, 





POSITION WANTED 


YOUNG MAN now employed as buyer 
and manager of shoe department, de- 
sires connection with modern Sees 
store or exclusive shoe _ store. Well 
acquainted with the market and willing 
to work hard for a big future. Address 
C-972, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








FOR SUBLET 


T° SUBLET—Large, well equipped 
double shoe office and salesroom at 
215 Essex Street, Boston. Address 
GEORGE R. JONES SHOE CO., Man- 
chester, Hi. 





Boston. unless otherwise noted in advertisement 
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Annual Subscription in the Unteed 
o 





BOOT AND 


THE RECORDER CREED: Getting More Shoes Sold 
right purpose, to the right wearer, in the ri 
> — a soneees Ze ge shoe merc 
s to he solve : for s is 
inductwtes relating to shoes and leather; their production and distribution. 


States, $5.00. 


Subscription Accepted for Less Than One Year 


Root Newspaper Ass’n. Member of Audit Bureau of Oirculations. 
Entered at the Post Office, New York, N.Y., a8 second clase matter, 


the basic problem up 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


SHOE 


Per copy, 25 cents. 


Cable Address BOOTRECO 


RECORDER 


Right; not only “more” but “right”; sold for the . 


i for the right price 
Dog The chief waspeee of “The Boot and Shoe Recorder” 


on which depends the progress of the entire allied 


Canadian, $6.00. 


at the right profit. This 


Foreign, $10.00 

















HELP WANTED 


HELP WANTED 








A Man 


Shoe. 


corder, 





Who Knows 


how to make, market and advertise an 
Orthopedic Shoe will put his knowledge 
against the plant of one manufacturer 
who seriously contemplates winning a 
market and a name for a real Orthopedic 


Address C-964, care Boot & Shoe Re- 


207 South St., Boston, Mass. 











WANTED—Man who can sell advertis- 
ing space in a high-grade shoe trade 
journal. Salary or commissions, or both. 
Territory for operation free from office 
and solicitors’ priority claims. Will con- 
sider employing one from newspaper or 
magazine field if natural ability is promis- 
ing for future success. Address C-968, 
care Boot & Shoe Recorder, 207 South 
‘St., Boston, Mass. . 





WQWANTED—Man who can write and edit 
technical articles as an editor of a 
high-grade shoe trade journal. An ex- 
ceptional chance to become lucratively 
associated with a successful publishing 
business and its contemplated expansion. 
Address C-969, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





WANTED—Shoe artist who can draft or 
; learn to make up copy for a high- 
grade shoe trade journal. A_ splendid 
opportunity for permanent paying busi- 
ness relation. Address C-970, care Boot 
& Shoe Recorder, 207 South St., Boston, 
Mass 





WANTED—By large rubber company in 


Ohio, technical man for development 
of rubber-heels. Must have had previous 
experience in this work and be able to 
produce results. directly. Good opening 
for the right man. Correspondence. con- 
fidential. Give. full details.. Address 
©@-961, care Boot. & Shoe Recorder, .207 
South St., Boston,. Mass.. ] 





FOR SALE 


FOR SALE—Shoe store in College -City 
in Southern Indiana. Best location 
in city; rent $80.00 per month. Lines 
carried: Florsheim, J. P. Smith, Thomp- 
son Bros., Uty & Dunn, Ferris Shoe Co. 
and others. Stock about $18.000; fixtures 
$1,500. Reason for selling, owner moving 
to Oregon. Cash only, no trade. H. M. 
RHORER, Bloomington, Ind. ; 








ORNER STORE PROPERTY. with or 
without shoe stock. Established 14 
years on a main street, (up town) in 
Philadelphia. Requires $5,000 cash. Ad- 
dress C-967, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





. FOR RENT 


FOR RENT in a department store in a 
town of about 30,000 in the Middle 
West, space suitable for shoe department 
of the medium grade. If interested apply 
by letter and arrange for interview. Ad- 
dress K-539, care Boot & Shoe, Recorder, 





127 Duane St., New York. 





BASEMENT SHOE DEPARTMENT FOR 
RENT in the heart of Market Street, 
Newark, New Jersey. Address . K-521, 
care Boot.,& Shoe Recorder, .127..Duane 
St.,. New...Vork. 35. nw dir? 6. ots 


PUBLISHED WEEKLY IN THD INTEREST 
OF THE RETAIL SHOE MERCHANT BY THB 
BOOT AND SHOE RECORDER 
PUBLISHING CO, 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’] Mgr. 
GEORGE W. R. HILL, 1st Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 

ARTHUR D. ANDERSON, Editor 

E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANBY 
Associate Editors 





PUBLISHER’S NOTICE 

SUBSCRIPTION—The subscriptien price of the 

Boot and Shoe Recorder is $5. 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. price 
for Canada is $6.00 a year including post- 
age. . 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON gt a 224 Moraine + pe 
. . ° : 4 . 4 v @« 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man-° 

ager. 

ST. LOUIS OFFICB: 1627 Locust St. B. C. 
Bowen, Manager. : 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St.: H. Walter Scott, Man- 
ager. Telephone 2425 Canal, 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo, 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M, Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers ee. 
Rossiter L. Seward, Western New Y 
Representative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard 8S. Meyer, 
(B. C. Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. ‘ 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W., 1. Bngland. 

AUSTRALIAN OFFICE: 430-:Lit. Collins -8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasag: 2, Vienna, Austria. 

ARGENTINA: Buenos’ Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John’ S. Fitch, 88 “Rua 

* General Camara, 88 Sob. es — 

CHILE: Santiago, Las Rosas 1123-1227; Otto 
Fuhrimann, Gerente. .. A atv 8 

CUBA: Mr..H, Gomez, Corrales, 2A Havana, 


JAPANDSE ‘OFFICE: Yokohama, -~J. ¥. 

’ Wagen, Manager. FCO” Hh 

SPAIN: G ite; ---L fo: ‘de ' Miguel, 
Librero, Editor, 20. Fuencarral, Madrid. ...... ... 











Send all replies to Root & Shoe Recorder, 207 Seuth St., Boston, unless otherwise noted in advertisement 
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DELIPP means DELUXE 


Degen-Lipp shoemaking just has to be good shoe- 
making, for our customers have grown to expect 
highest quality. But it’s the style of our shoes that 
is a joy to both shoe merchant and wearer. 





“THE PHOEBE’’ 


The Snappiest Lasts—the Newest Ideas in first 
grade turn footwear—ready for you while the style 
is fresh and new. 


For your top-quality line feature—DeLipp Shoes. 


DEGEN-LIPP, Inc. 


Makers of 
Women’s Best Turn Footwear 


ee CONC 


Our new strap “goring ef- 
fect” for FALL & WINTER 
FOOTWEAR 











I 





al N00 


New York Showroom: Factory: 
607 Marbridge Bldg. 133-143 Floyd Street, Brooklyn, N. Y. 
E NINN 








REPCO—the enamel your patrons demand 


It keeps their shoes looking trim 
and new and stylish. 


Repco is a popular, easy-selling brand 
of heel and edge enamel. 


Your customers like it because 
It is easily applied—a brush with 
every bottle. 


It clings evenly to the surface—it 
does not rub off. 


Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
gray, champagne and Havana brown. 
For sale by shoe findings jobbers. 
Make sure of a prompt delivery: or- 
der some Repco today. 





United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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Lacing Hooks for Children’s Shoes 


ETAILERS are already noting the 
demand for lacing hooks on boys’ 
and girls’ footwear. 


Just about as natural and necessary as the 
lace itself, they are quick and easy in 
everyday use and most convenient for 
mother or child. 


OU know how easy it is to sell foot- 

wear that meets the particular re- 
quirements of critical women shoppers for 
their children’s needs. 


Shoe hooks on your footwear make sales 
doubly easy as they appeal to the prac- 
tical mind of the mother and permit the 
child to “lace ’em up himself’’! 


ANUFACTURERS can readily your next order and you will 

supply your children’s foot- be certain of meeting the popular 
wear with the handy shoe hook. demand. Insist on having what 
Merely specify shoe hooks on you want! 


Lacing Hooks for Men’s, Women’s and Children’s Shoes 


| eee eT 


ee eee ee ee ne een mean 2 ve ee ene oe ee ee a ee oe 





December 17, 1921 BOOT AND SHOE RECORDER 


THE BEST SHOES IN TOWN OUGHT 
TO BE THE ONES THE SHOE BUYER 
BUYS FOR HIS WIFE. SHE DESERVES 
THE BENEFIT OF HIS SUPERIOR 
JUDGMENT. 


FINE FOX FOOTERY WITH ITS DASH 
AND DAINTINESS WINS INSTANT 
FEMININE FAVOR. ASK YOUR WIFE 
WHAT SHE THINKS ABOUT FOX 
SLIPPERS, PUMPS AND OXFORDS. 


CHAS. K. Fox, Inc. 
Haverhill, Mass., U.S. A. 


BOSTON: 54 Lincoln Street 

CHICAGO: Great Northern Bldg. 
NEW YORK: Marbridge Building 
Broadway & 34th Street, Room 632 


Shed 
‘ j ri 
Vol. 80, No. 13. Published every week by the Boot and Shoe Recorder Publishing Company, 239 West 39th Street, New 


York, N. Y. Entered as second class matter April 23, 1921, at the Post Office at New York, N. Y., under the Act of Con- 
gress of March 3, 1879. Subscription price $5.00 a year. ; 
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Our Model 
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SECTION 


Gregory & Read Company 
cMakers of Womens High Grade Shoes 
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Knowledge 


SHIPMENT of shoes 

comes into your store— 
what do you know about 
the leather in these shoes? 
Wouldn’t you like to know that 
the upper leather has been con- 
scientiously selected, that its fine 





grain is real, that its color goes 
clear through, that your cus- 
tomers will experience satisfac- 
tion-in-wear? Then specify 


VODE KID. 











“Vode 


‘The Leather 
for Fine Shoes 








THE STANDARD KID CO. 


Boston, Mass. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 
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a _ BY QUALITY oomeneaten 


The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 








evento svenessuneneuenenensaesceceeycaenenenty 

















G & HSPECIALTY LEATHERS 
Shrewsbury Groin Calf, Nat. Color...... No, 89 
ME. éccecceda No. 88 
. “ “  Mahog. ... -No. 66 
= - Shes... a "No. 126 
“ Scotch-Tan ....No. 139 
. ” = ..-No. 116 
Black ..No. 90 
“ “ 4“ “ 4“ No. 16 
Sheowshury Sthandinevien Groin Colt ko nical Black 
" Brown 
Green a Hickey Reten Scotch, ae data No. 30 
- Black ....No. 90 

BEWARE OF IMITATIONS 





The aggregate volume of business on upper 
leather is greater than a year ago. A widespread 
demand for Shrewsbury Grain Calf shows the care 
exercised by buyers to get stock of recognized 
merit and value. A shoe made of Shrewsbury 
Grain Calf is “a friend to the feet,” as the leather 
is tanned by a natural bark process and contains 
no acid. 


Style by 
POOLE & JOHNSTON, Rin 


Brockton, Mass. 











Are you taking advantage of the “G&H Tag Plan” of 
identifying Shrewsbury Grain Calf Shoes? This plan 
is destined to prove a most helpful idea in shoe mer- 
chandising for the manufacturer and dealer. Write 
us for details. 

















INCORPORATED 1900 





ESTABLISHED 1782 
{fi 


I ose PMI 


GREEN & HICKEY LEATHER CO. 








LeathersWhich Are Uneg 
15 ——_ STREET, BOST —— : 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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A Trio of | 
ASSIC 
Hand Lasted re LAST 












Models 


Three of our most popular lasts bearing 
all the fine points of shoemaking that have 
won for the CERTIFIED Shoe its wide 


approbation. 


Strictly hand lasted throughout. Every 

detail of construction handled in a way 

that has made these shoes famous for any Gall Bal, Goodyear Wine- 
foot Rubber Heel. A to D, 5 

perfect fit. ag gcc eat po peict tee $6.00 | 

Insoles of best grade 7-iron oak leather. | 

Outsoles of selected Rock Oak leather. | 


Full grain counters. 


All wear—and all satisfaction. Immedi- 
ate delivery from stock. 






MIDWAY 
LAST 






No. 830—Pup Last—Mahogany 
Calf, Semi-Brogue Bal, Good- 
year W —- Rubber Heel. 
to Dy B OO 886. scacsewdd $5.50 


IN STOCK 
FF siimny ton_um,. stonefield-Evans Shoe Co. 


any Calf, Semi-Brogue Bal. 
Lenten... ae ROCKFORD, ILL. 


No. 823—Same as above in P & V Top Grade Black P ° P20: 
MNO 3x3 ss-ecplucesdndonsdicasamtiasGiuta pete essere, $5.50 Chicago Salesroom, 703 Security Building 
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Standardized Equipment for 
Your Shoe Department ~ 


Ts: successful merchant today 








is giving much thought and 
attention to appearance and 
to the service which his store is 
capable of rendering, taking advan- 
tage of every possible condition 
that will further sales. 
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“New Way” Sectional and Interchangeable Wall Shelving for Women’s Shoes New Way sectional, interchange- 

Also Made in Low Center Type as Illustrated Below able shoe shelving 1s now procurable 
at an extremely low price—a price 
that in most instances is lower than 

ee ° e 9° 

the average cheap “built in” style 
of shoe shelving. 







With our interchangeable feature it 
is possible to move or add to your 
present equipment with uniform 
results, and without depreciation, 
as is the rule with old style shelving. 










“New Wav” Sectional and Inte-changeable Wall ome, 1d Men’s Shoes 
Also Made in Low Center Type as Illustrated Below 





These many advantages are offered 
on the basis of unit prices which 
too are standardized, making the 
“New Way” sectional interchange- 
able shoe shelving positively the 
best buy in the market—and added 
to this is a superiority in quality 
and appearance that nearly a quar- 
ter of a century experience in plan- 
ning store furniture alone will give. 


















Our complete catalog, illustrating many 
Shoe Departments is just off the press. 
A copy is yours for the asking. 


Grand Rapids Show Case Company 


Grand Rapids, Michigan 
Licensed Canadian Manufacturers: JONES BROS. & CO., LTD., Toronto, Canada 
Branch Factory: LUTKE MANUFACTURING COMPANY, Portland, Oregon 
NEW YORK CHICAGO CLEVELAND ATLANTA 
1465 Broadway at 42nd St. 215 South Market St. 1113-1114 Ulmer Bldg. 703-704 Candler Bldg. 
KANSAS CITY DALLAS HONOLULU, HAWAII 
606-607-608 Ridge Bldg. 705 Insurance Bldg. Harrison Bldg. 
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SCIENTIFIC 


SHVES 


99S SSOSEOSOSESORSO RODE SEEOAE. An excellent midely-advertised line of POSTS SS FP CHESES SE SRE RDERS ESS D2 
TURNSeand WELTS 



































Real Economy in the Value of 
the Posner Line 


The apparent quality of Dr. Posner’s shoes and 
the fact that they appeal so strongly to the best 
trade has lead to a misconception. 


Some merchants have seemed to feel that such a 
line must necessarily be of a higher price than 
they can handle. This should not be the case. 





SS SD Hd OEE PREOEOEEEOOESEEEESE SOE CEEESELEEEDSEEOE 4 


ers who are entirely interested in the doubtful 
saving of a.few cents in the purchase price. They 
are a first choice with the dealers who are build- 
ing many dollars’ worth of good-will daily in 
supplying their trade with this line of superior 
quality. For the value of the Posner line does 
build Good-Will. 


Order any one of the two hundred styles for infants, 
children, misses and growing girls that are in stock 
for immediate delivery. 





2 
* 
° 
R 
ty 
3 
| 
: 
oe 
True, Dr. Posner’s shoes are not for those deal- 
— 
le 
eI 


DRA POSNER SHOES Lac 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY igen 
NEW YORK CITY LL 


FACTORY-ROEBLING & HOPE STS,BROOKLYN 
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No that more women are 
dressing their feet with the 
same care and taste which has al- 
ways characterized the selection 
of their millinery, the fashion pos- 
sibilities of Weilda Calf have be- 
come more pronouncedly recog- 
nized. 


+4 


Don’t say 
Suede Calf “ 
—say Weilda! 


No upper leather affords the same 
degree of luxury appearance that 
is true of Weilda Calf—particu- 
larly because of the wide variety 
of delicate colors in which Weilda 
Calf is available. 

















A. C. LAWRENCE 


161 SOUTH STREET 


NEW YORK CHICAGO, PHILADELPHIA, GLOVERSVILLE, 
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“Lawrence Leathers 
are Reliable 
y | Leathers!” 
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CALF 


LEATHER COMPANY 


‘| BOSTON, MASS. 


ROCHESTER, CINCINNATI, 












a pawosta lines and ingenious 
patterns are, of course, all 
important in the production of 
artistic footwear. 













When, in addition, Weilda Calf is 
employed, the beauty and attrac- 
tive power of such shoes is decid- 
edly emphasized. 










Samples of Weilda Calf are most 
convincing. May we send them? 






MILWAUKEE, ST. LOUIS. 
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(’-640—Haig Last. 


“ox Lace Oxford. 


C-650—Custom Last. 
Columbia Lace Oxford. Wing Tip and Per- 
forated. Goodyear Wingfoot Rubber Heel. 


Patent Scotch Grain 
q Pinked and Perforated. 
soft Toe. Goodyear Wingfoot Rubber Heel. 





Spartan 59 Calf. 





Dancing Oxford. 


Sole. 


Heel. 


Four of Our Many 
Leaders 


y 


C-587—Ritz Last. 





a 


C-604—Strutter Last. Tony Ked Yale Bal. 
Orange Fitting. Gvodyear Wiugfout Rubber 


The individuality, style, quality, quick deliv- 
ery, plus Brockton-Made Workmanship on 
our shoes, made to your order, offset the 
stock proposition. 


LET US PROVE IT 


Old Colony Shoe Company 


84 EAST RAILROAD AVE. 


BROCKTON, MASS. 


New York Office, 422 Marbridge Bldg. 


Boston Office, 183 Essex Street 
ie " 


Patent Colt Plug 
Flexible Inner and Outer 
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f THE STUDENT 
| 
S&S 
These BEAUTIFUL SHOES will stimulate busi- 
ness. They are In Stock. Order Now! 
THE STUDENT 
No. 78 Black Boarded calf welt ..............6: $6.75 
No. 79 Brown Boarded calf welt ..............- 6.75 
J THE WINK 
No. 91 Patent Leather welt cov. Cuban heel..... 8.00 | 
No. 92 Black satin turn cov. Cuban heel ........ 7.50 cia 
No. 93 Black satin turn cov. Louis XV heel...... 7.50 ; 
THE NANCY 
No. 89 Patent Leather turn cov. Cuban heel...... 7.75 
¢ No. 90 Patent Leather turn cov. Louis XV heel... 7.75 
A newspaper ad for each style is supplied without charge. 
Other Styles in Stock. Send for descriptive folder. 
THE 
NANCY 
Meet us in 
Chicago at the 
é Convention 
Booth No. 265, 
Brooklyn 


~ ler 
CneCarlion 


/)| B 
New look 
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87-8, U. F. 40 


POLICE DEPARTMENT 


CITY OF NEW YORE 
OFFICE OF THE 
HOME SERVICE DIVISION. 


November 15th 1921 


The Joseph M. Herman Shoe Co.,, 
Millis, Mass. 


Sentlemen:- 


It is only fair that you should know about the 
friendly words we are hearing from the members of the force, 


about your Police Shoe. 


The object of the Home Service Division of the New 
York Police Department is to assist the members of the force 


to reduce the cost of living. 


When Commissioner Uliman, the head of the Home Serv- 
ice Division, with the co-operation of the designing and 
patent department, designed the Policemen's Shoe in November 
1919, we had no idea that the majority of the force would so 
promptly realize the comfort and durability of the new model. 


As a matter of record the present demand for the 
Herman Police Shoe is greater than at any time since we 
started to supply them to the men. 


We frequently have been delayed in obtaining enough 


shoes to take care of the demand. 


By having @ choice of lasts; viz, the "Cadet", or 
medium toe, and the "Munson" with its famous broad toe, we 
are able to take care of all branches of the service, and 
meet the requirements and personal preferences of each 
member of the force. 


The men frequeritiy mention tne comfort ofr the built- 
in arch support and the damp resisting rubber welt. 


We are glad to learn that the shoes will be regularly 
equipped with rubter heels, thus adding still more comfort to 
this very satisfactory shoe. ‘ 

It is a plessure to let you know that your. meritor- 
ious product is properly appreciated by the men who @re on 


their feet during long long hours and are, therefore, in the 
best position to knew of the ease and durability of your 


Police Shoe. 
Very truly yours 


nA. 4 taxrk 





Lieutenant 





POLICEMEN’S SHOE—No. 19: Munson Army Last; Gun Metal Calf; Oak 
Double Sole; Wingfoot Rubber Heel; Solid Leather Counter and Toe Box. 
Price, $4.85. No. 17: Same, except has U. S. Navy shape toe. Price, $4.85. 





JOSEPH M. HERMAN SHOE CO. 


MILLIS, MASSACHUSETTS 
oe ees 


z This Letier Speaks for Itself! 
: 


RAHMAN 
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IN STOCK 


SPECIAL PRICE TO CLOSE THEM OUT! 


$1.10 


CASE LOTS ONLY 








No. 79—THE GOODWIN 


Made of Black Cabretta, with Pom Pom, 
Quilted Sock Lining, Drill Quarter Lining. 
Sizes: 3-7, 3-8, 4-8, D Widths. One of the 
most stylish, best made boudoir slippers in 
our entire line. It won't stay in stock long 
at the above price, so you'd better order 
right away. 


E. J. GOODWIN CO. 
HAVERHILL ob", bets Meet, ez MASS. 


lercan ency 
1009 Washington Ave., St. Louis 


yo eo eee ee eee Qe e222 22 ee 
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For evening wear, lace stockings 
seem to be favored, but sprigs of 
embroidery are also extensively 
shown for trimming. Colors are 
principally gold and silver, but Ne. IBIOG 
some other light shades are to be 
seen. One particularly pleasing 
model shows an insert of point 
Venise lace up the front. 






Women’s Wear, Wednesday, November 9, 1921 














E carry a splendid assortment of mercer- 

ized lace hose for dress wear. The above 
number is so highly mercerized that it is prac- 
tically indistinguishable from silk. Priced to 
retail at $1.25 a pair. 


We also have silk hose for formal wear in em- 
broidered and lace insert styles from $36 a dozen | 
upwards. | 
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“Onyx” @ Hosiery 


Emery & Beers Company, nc. 


Sole Owners and Wholesale Distributors of “Onyx” 


BROADWAY AT 24TH STREET NEW YORK 
DEPT. M. 
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“REED STYLES 


Well-dressed women 
set the fashion pace 
in their respective 
communities. Their 
presence in your store 
means added business 





A Window display of 
half a dozen 
representative REED 
SHOES , otHractivel 
placed, will start 
things hamming . 
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CROBA? 
SHOES 


PATENTED DOUBLE WELT 


December 17, 











HEN every shoe in your 
store is made as well sells 
as fast and repeats as surely as 
“ACROBAT” Children’s Shoes 
—youll swear the millenium 
has come. | 


“ACROBATS’, because of their patented 
“double welt” construction, have wear 
and value features not to be equalled. Be 
sure to see “ACROBATS” at Booth 171, 
N.S.R.A. Convention, also our attractive 
display material, ads and circulars. 


SHAFT- — SHOE CO. 


General Sales Office 
State Theatre Bldg. 
Minneapolis 
Minn. 


Feet as Nature Made Them 








““ACROBATS” Keep Children’s 
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Time changes_all things but the Vale~ 
tide Spirit. Teepressed as it may be 
by daily responsibilities, tt springs lke 
ope Eternal in the human breast,with 
each return of Christmas. Greetings /we 
say,and may the Joys of the Day augment 
your happiness throughout another year. 


WHITTEMORE BROS., CORP. 


Largest producers of shoe polish in the world 
BOSTON 
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Preserve This Beauty 


The water-proof and perspiration-proof qualities of the 
Vulco-Unit Box Toe prevent the toe of the shoe from soft- 
ening and losing its shape. 


These qualities combined with durability and flexibility 
will preserve the original style and beauty of your shoes. 


Use the Genuine 


Vulco-Unit 


Box Toe 


TUS, AND TS PATENTED 











The genuine “Vutco-Unir’ Box Toe is made and sold only by the 


BECKWITH MANUFACTURING COMPANY 


111 SUMMER STREET, BOSTON, MASS. 


CHICAGO, G. W. Kmsr & Oo. = 8T. LOUIS, Oscaz F. Walont Co. © CINCINNATI, Guo. A. Srainouurm Oo. 
ae LARGEST MANUFACTURERS OF BOX TOES IN THE — 
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MADOOAOLS 
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NOTHING ELSE ‘‘FITS’’ QUITE 
SO NEATLY AS 


THE 4u2d/in SHOE 


LET US SUGGEST THAT, IF 
THERE IS NOT A MERCHANT IN 
YOUR TOWN HANDLING THESE 
MEN’S DISTINCTIVE DRESS 
WELTS, YOU WRITE AT ONCE 
FOR OUR PROPOSITION ON 
HANDLING THE BEST SHOE 
TRADE BUILDER ON THE 
MARKET. 


LUND-MAULDIN Co. 


MANUFACTURERS 
SAINT LOUIS 









. 
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“RITZ ONE STRAP” 
. 32—Black Satin, Junior Louis Covered 
Heel, Rhinestone Button.......-.+++. 
No. 33—Same style, Full Louis a ae 


eee eee eee eee eee eeeeaeeseere 


Sizes: A, 4-8; B, 3%-8; 6 3a 


s 











PROCESS 





“SCOTTY” 
No. 22—Soft Scotch Grain Calfskin, 10/8 
Heel, Fairstitch, Newest Effect for Fall and 
Winter eeccccecoeseceeececcesoeces 
Sizes: B, 4-8; C, 3%-8; D, 8-8. 





“THE THREE STRAP” 


No. 34—Black Satin, Full Louis Covered 
TE .6:5:04-60-0%bpc000 eehtamenterkel $4.35 
Sizes: AA, *o*3 ru Bale B, 3-7%; 


IN STOCK 


ANY SIZES 
WANTED 











“MARY” 
No. 23—Black © ws Calf, Full Louis Cov- 
ered Heel, Beaded ....+--++-eseseees 
No. 24—Same style in Black Satin, "ees 
“PALAIS ROYAL” 
: A, 47%; B, 3%-7; ©, 8-7. 
eee ee CHANGE OF POLICY Ro. S1—This Season's Smartest Stzle i 
Black Ooze ve: SP vscvcesccaséond 5.00 
Sizes: A. 4%-&; B, 4-8; C, 2%-7. 








Any number of pairs, in any width, 
or any number of widths at prices 
listed. Continued requests from our 
customers have convinced us that 
this service is necessary. 





ORDER THE SIZES 
THAT YOU WANT 








Terms: 2% 10 days; net 30 





Our Exhibit will be in 
29—Brown Kid 8 Foe ‘ante ay 
BOOTH 102 pay 12/8 Heel, Newest Last...... 

No. 35—Black Castle Kid, 9 ja Whole ge . 28—Same Shoe, bbe” Tp List 6 “oo 
partes Best. ‘Bre ra caste mid, ‘Sic ? No. 30—Same Style, Plain Badge, in Ee 
6— me D rows, nelle E6..GEO. OOhrs Bio Oe Bo DO “BO BID. cele cccnccccvcgcccacssncesccost 
© “Sizes: A, 5-8; B, 4%-8; ©, 4-8. Chicago, Jan. 9th to 12th, 1922 Sizes: A, 4-8; B, 814-8; OC, 3%-8; D, 3-8. 


BANCROFT WALKER COMPANY 
MAKERS OF SMART SHOES FOR WOMEN 


Boston Office: 405 Rice Building. Factory: 13 Wormwood St., So. Boston, Mass. New York Office: Room 1205, 110 W. 34th St. 
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BUTTON SHOE 
erry Chrome Button, 


5600—Ch 
5601—Black. Chrome Button. 
wee —— Cherry Lotus Button. 


7 to 11 ‘siz to 2 
5600 #1. 1-85 1.55 
5601 1.55 


5614 i “go 1.85 2: is 





BAL LACE 


5400—Cherry Chrome Bal. 
5401—Black Chrome Bal. 
5413—Full Grain Smoked Elk Bal. 
5414—Full Grain Cherry Lotus Bal. 


5 to 8 8 8 a 11% to2 
5400 $1.35 $1.75 
5401 1.35 . 
5413 1.60 x 5 2.15 
5414 1.60 1.85 2.15 





PDQSROMWFEF A C—— 


That in plain English means nothing to 
you. Just like the ordinary stitchdown. 


Quite the contrary to RAMSEY’S PATENTED 
PROCESS SHOES for School and Play, which to 
thousands of shoe merchants who are buying them, 
mean deliverance from all the troubles, trials and 
tribulations which have always accompanied stitch- 
downs. 


In plain English the RAMSEY PATENTED 
PROCESS shoe means a good deal to those mer- 
chants who desire to build up a Children’s Depart- 
ment—who wish to give their customers the best 
obtainable — who appreciate a shoe carrying a 
guarantee— 


“A new pair if the stitching loosens up or the out- 
sole rips off.” 


We don’t ask you to buy them. Just write for 
samples. You will then ask us to take your order. 


“Content with what we have, we seek nothing 
that is another’s.”—President Harding. 





The Awakening Conscience of 20th Century 
Civilization condemns and holds up to public 
scorn all those who take or attempt to take that 
which is another’s. 


Beware of Infringements. 











RAMSEY’S PATENTED PLAY SHOES 


THEY CANNOT RIP 


“TT’S IN THE MAKING” 


DOUBLE GOODYEAR “%° WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 








peeneeliened « 
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Style C-512 Rute Cr 
Black Glazed Kid, One- fee Peas Pua 
Strap, Spanish Pump, Bound, Turn. Last 34. 
be _ l “4 =< oe Modified French 15-8. 
: Covered Wood Heel. Price 


Wood Heel. Price $5.85. $6.00. 






































Bench-Made Turns at Attractive Prices 








There is no question about the quality of Maid of 
Honor bench-made turn shoes. The fact that they 
are the creation of and are manufactured under 
the personal direction of Mr. Val Duttenhofer is 
proof of their superiority. For Mr. Duttenhofer 








is recognized as the master turn maker of the west 
—his product is ranked with the best in the world. 


At the same time manufacturing conditions in 





Cincinnati and the extensive production achieved 
VAL DUTTENHOFER, 

President by our turn room enable us to offer these shoes at 
Thirty-three years’ practical and a 
successful experience” in making prices much below those generally asked for the 


ladies’ ry —_, with a full 

measure value in every patr, o ‘“ 
$ si H 

therdugh organization “repute: highest grade turns. You get a bigger value for 

tion second to none. 








your money—your customers get a bigger value for 





theirs—with a good-sized profit in between. Send 


your order today for a trial dozen. 


See our exhibit, Booths No. 139- 
140, N. S. R. A. Convention and 
Exposition, January 9-10-11--12, 
1922. 


THE DUTTENHOFER-STEVENS COMPANY 
Makers of 
Women’s Fine Footwear 


CINCINNATI, O. = : Zig 
CINCIN 


—~ 
STEP sHoeM’ 


CINCINN 
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“Experience is the best teacher’’ 


The Armstrong product has proven 
its way into the confidence of the 
public—who have lived the experi- 
ence of its service, and who know its 
superior merit because they’ve seen it 
with their own eyes, felt it with their 
own hands, heard it with their own 
ears and profited through their own 
pocketbooks. 


D. Armstrong & Co. Ine. 


Rochester NY 


. Fin Mpeg 
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DON’T FAIL TO SEE 
THE EXHIBIT OF 


BRIGHTEX 
BEECHTEX 


at the Chicago Convention 
January 9-10-11-12 


Booth 209 


The superior qualities of Brightex and Beechtex will be demon- 
strated in our booth and we cordially invite the trade to witness 


this exhibit. 


J. EINSTEIN, Ine. 


New York City 


Milwaukee 


7-11 Spruce Street 


Boston St. Louis Cincinnati 


Montreal Buenos Aires 
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No. 414 
Women’s Fine 
Brown Kid 9” Lace 
18/8 Rubber Heel 

$4.65 


No. 114 
Women’s Fine 
Black Kid 9” Lace 
18/8 Rubber Heel 

















$4.15 
Leather Folded 
Trimmings Vamps 
Widths A, B, C, D 
Goodyear Welt 
No. 622 No. 282 
Growing Girls’ . Growine Girls’ 
Mahogany Veal Calf Gun Metal Veal Calf 
8” Lace 8” Lace 
8/8 Rubber Heel 8/8 Rubber Heel 
$3.85 $3.50 
No. 222 No. 682 
. Growing Girls’ Growing Girls’ 
Gun Metal Veal Calf Mahogany Veal Calf 
8” Lace 8” Lace 
8/8 Rubber Heel 8/8 Rubber Heel 


$3.50 $3.85 


Nature Toe 
Widths A, B, C, D 
Goodyear Welt 


English Toe 
Widths A, B, C, D 
Goodvear Welt 





Boots—In Stock 


Write for our Illustrated Folder showing Oxfords as well as our Misses’ and Children’s 
Goodyear Welts and McKay shoes In Stock. 


“MADE IN PENNSYLVANIA” 
IN OUR OWN FACTORY 
All shoes packed in plain white cartons 


DEVINE & YUNGEL, Inc. 


Manufacturers 


HARRISBURG, PENNA. 
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The Reward of Prestige 


, I ‘ODAY the prestige of Bates Shoes is felt throughout 
retail circles. Products of the Bates plant are creating 
trade in many of the best-known shoe stores in the country. 


Why? Because our ears are constantly close to the 
ground. 


When the march of men’s styles was toward the decora- 
tive effects we were courageous but sensible. In the pres- 
ent moderation of men’s styles, we have designed skilfully— 
by securing the quieter effects without sacrifice of real at- 
tractiveness. 


The shrewdest buyers of the country appreciate this. 
Many of them have been our leading customers for several 
seasons. Bates prestige is receiving its reward. 


We are now showing our Spring ideas. Several new 
lasts, several new and distinctive patterns and many new 
leathers. 


Aren’t you interested in handsome shoes made of Tony 
Red, Tony Black, Rambler Red, and Brown Lotus Calf? 


All the newest Bates Spring Styles will be exhibited 
at Chicago, in our Booth No. 4 near the entrance of the 
Coliseum. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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a] EVE CLOTH 


THE IDEAL 
s@WHITE SHOE CLOTH 
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Style No. 561 

Patent Colt Button 
Dress Shoe, Savoy 
Last, Black Cloth Top, 
Plain Toe, New Cuban 
Heel. 































































































































HE vogue of Satin is largely due 

to the fact that shoes of this mate- 
rial are such a suitable and necessary 
part of women’s attire these days. So 
long as silk is used for frocks and 
dresses for evening or afternoon wear, 
satin will be used for shoes. 









































Cedar Cliff Satins 


Cedar Cliff Satins have all the quali- 


F you would meet the demand 

for lower priced shoes, do it with 
shoes you can depend upon to de- 
liver satisfaction. 





ties which make this material practi- 
cal for shoe purposes. Its tensile 
Weber Walon Made Ghose to stall strength and adaptability appeal to 
at $5 to $9 are such shoes. A quar- merchant and manufacturer. Its rich 
ter of a century spent in delivering lustre and obvious quality appeal to 
satisfaction proves their quality. the consumer of shoes. 

New York Office, H. Harris, 1328 CEDAR CLIFF SILK COMPANY 


Broadway, Marbridge Building 251 Fourth Ave. New York City 
Branch Offices 





Chicago Cincinnati 
Rochester Philadelphia 
St. Louis 








Boston 
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Foremost 
for 


Fifty Years 





TRADE MARK 


ACK in the 70’s when ‘“4Hazzdarz,” SPATS 
4 were first made, we decided to make 
them the best examples of spat- 


making. 





After fifty years of changing business 
methods and styles, STUNNING Gandara.” 
SPATS are still recognized as the world’s’: 
quality spat. 


HEY lead the world in salesv olume 
and the successful handling of 
SHandaid,” SPATS proves a drawing 

card for the shoe trade. 





See our Exhibit at the N. S. R. A. Convention 
and Exposition, Chicago, Jan. 9-10-11-12, 1922, 
booth No. 11. 


Wherever you find a progressive Shoe Dealer you find 


STUNNING Standard “SPATS 








S. RAUH & COMPANY 310) to 318 SIXTH AVENUE 
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Aarrisburg 


Yd 





e AT the N. S. R. A. Convention at Chicago on 

January 9-12 the Harrisburg Shoe Manu- 
facturing Company will feature a very interesting 
display of women’s footwear—a showing of Good- 
year Welts—American Welts— Wilson Sewed 
Shoes and Misses’ and Children’s Goodyear and 


American Welts. 


























These shoes are made to retail at $3.50, $4.00, 
$4.50, $5.00, $5.50 and $6.00 for the low models— 
the high shoes retailing at $4.00 to $7.00—the 
misses’ and children’s line at from $2.50 to $5.00. 











We will be located at Booth No. 332 ready to ex- 
tend a cordial greeting to our shoe merchant 
friends and to show them what we believe to be a 
thoroughly good and complete line of: medium 
priced footwear for women, in newest lasts and 
patterns—steady selling staples that are constant 


profit bringers. 


UU 




















Keep the Harrisburg Booth number in mind—it’s 
space No. 332. 








Ghe Harrisburg Shoe Mig. Co. 


of Harrisburg, Pu. 
WOMEN'S SHOES MISSES SHOES CHILDRENS SHOES 
OF VALUE 
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Never mind the old question: 
“What sells shoes — style or 
quality ?” 


The point is, styles do change, 
sometimes quickly. United Last 
Company is ready to interpret 
these changes with utmost dis- 
patch. 


O cope with keen competition, manu- 

facturers must have Lasts long before 
leather is cut. United Last Company real- 
izes the importance of its product—the time- 
liness of its need. 


That’s why United Last Company has taken 
such extreme measures in providing guar- 
antees against delay. 


The buyer of United Lasts has ten factories 
back of his order. Compare this with the 
single source of supply, when one factory 
may be rushed and orders delayed. 


And don’t forget that other feature of United 
Last Company Service—the style display 
stocks carried in Boston, Philadelphia, Mil- 
waukee, Chicago, Cincinnati and St. Louis. 


Six complete Show Rooms as follows: 


Boston, 212 Essex St. Chicago, Room 406, Wells Bldg. 

Cincinnati, 803 Sycamore St. Philadelphia, 331 Arch St. 

St. Louis, Advertising Bldg., Milwaukee, 10 Metropolitan 
Room 303 Bldg. 


Ten factories—six display stocks—yours to 
command in the interests of dispatch. 


UNITED LAST COMPANY 


Boston, Massachusetts 


ROCHESTER, N. Y. BROCKTON, MASS. NEWARK, N. J. HAVERHILL, MASS. MILWAUKEE, WIS. 


AUBURN, ME. NEW YORK, N. Y. _ CHICAGO, ILL. ST. LOUIS, MO, LYNN, MASS. 
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CARL E.SCHMIDT 6 CO., Inc. 


DETROIT~MICHIGAN 
Jannets tata the claude esc a inti 





SCHMIDT'S 
ERIC GRAIN 


i CARL E: SCHMIDT & Co,inc. 
(eLon A Akela 


/ Y Janners of the Schmidt Calf 


DETROIT-MICHIGAN ~~ BOSTON*MASS. \§ 
REPRESENTATIVES as 

A.J. & J.R.COOK / 
San Trancisco me 3 


a 


H.B. ALTENDERFER 
Philadelphia 
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ARCH PROTECTOR 
OXFORDS 


Made up in black kid, brown kid, 
tan calf and black calf. 
Delivery Four Weeks 
N. S. R. A. 
CONVENTION 
BOOTHS 134-135 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
ESTABLISHED 1888 
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Pete ewdaeteeeeee alle adee 





ONLY TWO 





VAUGHAN’S IVORY SOLES AND HEELS 


WOMEN’S GOODYEAR WELT 
AND 
McKAY SEWED SHOES 








TWO FACTORIES—CAPACITY 
5500 PAIRS DAILY 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 196 ESSEX STREET 
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REEQUIP YOUR STORE 


F COMPETITION of new and up-to.date store, 
ane ftby rere , you can on the means Q 


on BA. t ippin g you mak e 
infer by insta fling TDIVIDUAL chairs 
h ifttiag Beoc stools to match 


EW RES have the advantage because they 
Start of with everything new, thus making t 
store its advertisement. In the open market for ying 
shoes and accessories it probably has no advantage over 
older, better known stores. But clever attractively fons 
interiors @ vertise the stone. drawing to it the trade of 
the et” Who appreciate appearances. 


B Can serve ou well in showing you how to re. 
WES Store. ( mere help you to maintain your feators 


SAP Saree orem, fei ars, 
¢ 
give oS nationale) own s oo 


VVVA 


MILWAUKEE CHAIR C2 


FOR OVER AHALF CENTURY 
Makers of Fine Chairs 
LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE WORLD 
MILWAUKEE - CHICAGO -NEW YORK: SEATTLE - MINNEAPOLIS 
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S EE our line at 
Booth 432 in 

















(races) 
Hy 








the Armory, or 
in Room 1 at the 
Palmer House, dur- 
ing the N.S. R.A. 
Convention and Ex- 
position at Chicago, 
January 9=10=11=12. 


ALDEN, WALKER & WILDE, Inc. 
East Weymouth, Mass. 
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This Is Number 
Three of a Series. 











The Permanent 


“Permanent — Con- 
tinuing in the same 
state, or without any 
change that destroys 
form or character.” 


Webster’s Dictionary 


HAVANA 
BROWN 


NEW CASTLE KID 


ROM the time it leaves the tannery, to the 
time it is fitted to some pretty foot on 
Fifth Avenue or Main Street, New Castle 
Havana Brown Kid retains its uniform color. 
Even after the shoes have been discarded, the 
same even shade remains. 








The color is struck clear through the skin from 
back to front. No dopes or pigments are used 
on the surface; therefore, there is no color to 
wear off. The one color infused into the skin 
at the start is the color which persists after 
the shoes have outlived their usefulness. 


New Castle Havana Kid is permanent, “con- 


tinuing in the same state, without any change 
that destroys form or character.” 


Judge it by its users. 











New Castie Learner Company, Inc. 
NEW YORK 


BOSTON ST. LOUIS CHICAGO PHILADELPHIA MONTREAL 
and the pal Leather and 
Shoe Centers Everywhere 
FACTORY: WILMINGTON, DEL. 
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C.H.ALDEN CQ 


Us .% 


ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. | 


° o ° ° 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any - 
other way. 


° o o o o 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





, 








This iMustration represents one of the styles that can be 
- delivered promptly, in.Gallum’s Black and Tan Russia Calf 








FACTORY Pie BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


See our exhibit Booth 433, N. S. R. A. Convention 
and Exposition, Chicago, Jan. 9, 10, 11, 12, 1922. 
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Good Leathers 
are centered upon the 


P & V Trade Mark. 


Visit us and see our Exhibit 


Booth No. 212 & 213 


N.S. R. A. Convention and Exposition. 
January 9-10-11-12-1922. 


PFISTER & VOGEL 
LEATHER CO. 


Milwaukee 
Wis. 
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More Frequent Turn-Over 

Simplified Record Sheet 

Force Appeal in Your Advertising Copy 
Loyal Corps of Assistants in Your Store 


WILL HELP YOU MAKE THE GRADE 
HARVARD BUREAU OF BUSINESS RESEARCH 


with eleven highly trained business engineers will be on hand to advise 
with you—without charge. ] 


Come to Chicago 


and meet the successful shoe retailers of the country and learn from them 
why they are successful. Rub shoulders with the live ones in the re’ «il 
shoe business and you will get the fever and become a live one, too. 


Reduced Railroad Rates on All Lines. Ask Your Ticket Agent. 
ELEVENTH ANNUAL 


CONVENTION AND EXPOSITION 


National Shoe Retailers’ Association 


COLISEUM “.422%"° CHICAGO 
: JANUARY 9-10-11-12, 1922 | 
Convention Headquarters, 417 South Dearborn St., Chicago, will supply details and 


place your hotel reservation. 
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F acts about TONY RED CALF 

















‘‘T insist on CREESE AND COOK No 10 
CO.’S TONY RED CALF, Don’t a 

Forget !”’ 

Such insistent stipulations are 


very common. 


Well informed dealers everywhere 
know that it pays to specify the 
leather that never fails to “make 
good.” 




















AY Y leather you specify as manufac- 
tured by CREESE AND COOK 


CO. is bound to justify your confidence. 


The same outstanding excellency charac- 


terizes the whole TONY FAMILY. 


TONY RED 


Reg. U. S. Pat 


TONY BROWN — TONY BLACK 


Creese and Cook Company 


Creators of New Calf Leathers 


TANNERIES 


SALESROOMS 
DANVERSPORT, MASS. 


95 SOUTH STREET, BOSTON 


WOLFENSTEIN & SHANAHAN 
39 SPRUCE STREET 
NEW YORK 


P. A. HENRY & CO. 
706 BROADWAY, CINCINNATI, 0. 
LEATHER TRADES BLDG., ST. LOUIS, MO. 
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EXTRA QUALITY SHOES FOR. MEN. 





Quality Maintained is 
the Basis of True Success 








We Are Looking Forward 
To Meeting You at Chicago 


Old Friends—and New 


Our comprehensive display 
of both staple and new 
styles will prove interesting 
to our Dealer Agents— 
especially to any who have 
not completed their order- 
ing for Spring. 


Our exhibit will afford also 
a most timely opportunity 
to those who have never seen 
a complete showing of F. S. 
& U. styles,.of inspecting 
them under the most con- 
venient circumstances. A 
hearty welcome will be af- 
forded one and all. 


FRENCH, SHRINER and URNER 


63 MELCHER STREET 


BOSTON, MASS. 





The DERBY 


Booth 106 
N. S. R. A. 


Convention 
and 
Exposition 
CHICAGO 
Jan. 9-10-11 and 12, 
1922 





EXTRA QUALITY SHOES FOR MEN 
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“Building FIELD Quality Merchandise 


WITH THE HELP OF 


DEJONGE c4ART MAT 


cA DistinGive Coated Paper 


y eae lk CLC Spy [ee AO SSA ipl 
rie ANC Cielo Pan VN STIS ain | NY 


“The MARSHALL FIELD 
&°¢ COMPANY IDEA” 





I EX C the ri ih way; ‘de 
the 50 ie better 
than they were ever done before; 
to eliminate errors; to know both 
sides of the question; to be cour. 
teous; to be an example; to work 
for love of the work; to anticipate 
requirements; to develop resources 
to recognize no impediments; 
to master circumstances; to act 
rom reason rather than rule; to 
be satisfied with nothing short 
of stot 


ANGE TT la as 
AO TINGIE A NCIS ay iat ial lS 
Ves ae Le, = it sl 
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MARSHALL FIELD & COMPANY’S CREED 
Reproduced by courtesy from their book on which was used a carload of Deyonce Art Mat Paper Fy 
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INTERPRETING the spirit as well as the letter of this creed, MarsHatt Fiery & Costpany’s printer selected 
DrJoncE Art Mat, a distinctive coated paper, for “Building Frerp Quality Merchandise.” This is a fine illustra- 
tion of the correct selection of paper with which a splendid specimen of printing and advertising was achieved. 


Write us for samples of Deyonct Art Mat paper 


LOUIS DEJONGE & CO. 


69-73 Duane Street New York City, 
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TWILLS FLANNELS 
: GIVE shoes: greater wear FELT SOCK 
DRILLS and longer life. LININGS 

: DUCKS TOP FACINGS 


etc retae 
















Guaranteed Weight 


SHOE LININGS 


GIVE you uniform quality 
in your production. 


GIVE assurance that infe- 
riority will not creep into 
your production. 





EACH QUALITY STAMPED WITH ITS GUARANTEED WEIGHT 





Sole Distributors for 


ATHENA CHROME KID 


CHAMPAGNE 
RED 
GOLDEN 


and All the Newest 
Creations 


ALSO EBONY CABRETTAS IN BLACK AND COLORS 


Julius Kallman Company 


61-65 South Street, Boston, Mass. 


JULIUS KALLMAN CO., Cincinnati, O. , : A. M. ROBLEE, St. Louis, Mo. 
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Two National Favorites 














B. L.C. B. L.C. 


Van Van. 
DyKe Ruba 


The Approved Brown Boarded Red—Flat 
Shade Grain 




















HEN you order 

shoes made 
from and containing 
these two famous 
leathers you simply 
cannot go wrong. 


AN DYKE’”’ 

calf and ‘‘ Van 
Ruba” calf are among 
the 10o BARNET 
LEATHER CO.,, 
Inc., specialties in 
high grade leathers. 











BARNET LEATHER CO., Inc. 


See Our Exhibit 


Headquarters 
81 Fulton Street, New York. N. Y. Booth No. 217 
N.S.R. A. 
Tanneries: Little Falls, N. Y. Cui wae 
N. E. Selling Agent Exposition 
BARNET LEATHER CO., INC., OF MASS, January 9-10-11-12 
1922 


98-100 South. St., Boston, Mass. 
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were 
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. Inlo the yvtore the lady went, 

To buy yvome vhoer from Ue Jdlerman genf, 
~ Ah how lovely! They fit me too! 

And she planked twelve dollary 

On dn dll-leather +hoe. 


One day later she had a dalz, 

With d obs down town who couldnt wail, 
She scurried alone ar bel i r re ge 
Wilh her left shoe loove and a twisted right. 


Jlo Mouvam Countery ip the rhoer rhe wore, 
Just yerap from hider and her feel were yore. 
Sr she hove in sight, John rudely stale; 
‘Hey there kid your feet aint males!” 


Copyright, 1921 
Rogers Fibre Co. 
Boston 
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10 High St., 





The Rice & Hutchins New 
York Co, 
The Rice & Hutchins Atlanta 


Co. 
The Rice & Hutchins St. 
Loul 


3 
The Rice & Hutchins Cleve- 
land Co. 








RICE & HUTCHINS 


DUCAT 





—the only orthopedic shoe made for 
every member of the family. 


Simplifying stocks is a short path to economy. 
You may not only reduce shoe-stock investment, 
but also strengthen your line, with Educator Shoes. 
eir special advantage to you is in the facts 
that as orthopedic shoes Educators have no peer, 
and that Educators are made in the complete line 
—men's, women’s, youths’, extra misses’, boys’, 
misses’, little men’s, children’s and infants’. 
And you may carry as light a stock as you desire. 
Our many branch houses always have full assort- 
ments. ey ship instantly any quantity you 
need, if only a single pair. 
Try Educators. Over 15,000 merchants are sell- 


ing Educators, and national advertising has helped 
to build up a trade by which you also will profit. 


RICE & HUTCHINS, Inc. 
Boston, U. S. A. 
The Rice & Hutchins Distributing Houses 


The Rice & Hutchins Balti- 
more Co. 

The Rice & Hutchins Chicago 
‘0. 

The Rice & Hutchins Cincin- 
n: 0. ‘ 

The Atlas Shoe Co., Boston, 


Mass. 
Joseph I. Meany & Co., Inc., Philadelphia. 
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Are We Approaching Our New Normal ? 


How Many Pairs Per Person Per Store and Per 
Factory Will Be Needed in 1922? 


public has developed a sense of values and 

of length of service in all the items of wear- 
ing apparel purchased. There are fewer articles 
purchased in all lines of merchandising. It may 
be the economics of the times for the public so to 
do. It is obviously true and uncomfortable in 
the shoe business that the number of pairs per 
person per store and per factory are considerably 
less than in 1919 and in some cases 1920. What 
is the answer? 

Have you been in a shoe store of late where the 
stock shelves are camouflaged with empty car- 
tons? Perhaps you are doing the same thing 
yourself. It is perfectly permissible and can be 
termed “interior window dressing.” It is a mighty 
good thing to pull a stock down to a working basis 
and keep every pair up to date and salable. 

It is to be hoped that most stores have killed 
off all stock of a vintage prior to 1920. We would 
almost say that stock prior to March 1, 1921, 
should be moved out of the store, but there are so 
many family shoe stores with customers who call 
for old lasts and numbers that it isn’t always pos- 
sible to keep all stocks up to that state of fresh- 
ness. 

Most stores have reduced their stock on the 
shelves and cleaned out their basements. May 
they never be called upon to pile them high once 
more. It is time for the merchant to learn that 
turnover means a small stock sold out and replen- 
ished quickly, and not a volume of sales in a busy 
season and double that number of pairs ordered 
for ‘a possible future flock of customers. 


I T is most noticeable the country over that the 


The merchant is trying to get his stock down 
to such a point that his capital can take care of 
it. As the matter now stands he has a greater 
stock on hand than what his capital warrants. 
During those pleasant days of the war period 
every dollar taken in by him was put on the 
shelves in the form of new stock. 

Everybody had an idea that the merchant 
could liquidate in a couple of months, but the 
process has taken that number of years and is not 
yet completed. The merchant therefore finds him- 
self to-day at about the same point where he was 
in 1914. 

A most interesting table is on display in one 
of the St. Louis houses. It shows what $740 would 
buy last year and figures up to 156 pairs of shoes 
(men’s, women’s and boys) at a valuation of 
$740. In the next table is shown that 312 pairs 
of men’s, women’s, boys’ and infants’ shoes can 
be purchased for $740.40. 

There is no question but what if business were 
brisk that the merchant would again pile his 
shelves high to take advantage of the number of 
pairs that can be purchased for less money. The 
merchant, however, is facing a lesser demand 
for men’s, women’s and children’s footwear. If 
the public buys less, naturally the merchant 
stocks less and the manufacturer builds less foot- 
wear. 

Is this to be a temporary condition? Is the 
number of pairs per person to be greater or less 
in 1922? These are two things that need to be 
answered. 

A conservative way of looking at the coming 
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year would be to estimate it at less than the year 
1919 when a factory production of 322,000,000 
pairs touched the high point of manufacturing. 
The other extreme would be the year 1921 when 
the estimate of production would be not over 
191,000,000 pairs. With all the optimism possi- 
ble let us strike a point midway between the two 
and consider the output for 1922 at 256,000,000 
pair. That surely would be a satisfactory total 
considering conditions. According to the figures 
prepared by Mr. Montgomery, our American shoe 
factories have a total capacity of 450,000,000 
pairs of shoes a year. By the average which we 
have struck it would 
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though it is likewise true that he had not as yet 
paid for them all in cash. Most merchants found 
that their stock in numbers of pairs and in cost 
increased much greater than their safe capital 
would warrant. Now many merchants went even 
better than this in numbers of pairs, and natural- 
ly they were worse off when depreciation set in. 
To-day that 2000 pair stock could be replaced for 
approximately $9,000. Obviously most merchants 
took a loss in comparison with the above illustra- 

tion. 
Most merchants also feel that they are not out 
of the woods as yet, but they have a more com- 
fortable feeling of 





therefore seem that ap- 


How Much for Business? 


safety than they had a 
year ago. Merchants 


proximately 50 per cent 
of total capacity of 
shoe factories can be 
put to the making of 
the necessary shoes of 
the nation in 1922. 
When you consider that 
no factory ever runs 
100 per cent capacity 
because of accidents to 
machinery and tie ups 
and slow departments, 
you have to approxi- 
mate the best possible 
capacity production at 


about 90 per cent. In. 


the normal years of 
1913 and 1914 it is esti- 


A remarkably constructive governmental activity will 
go by the board and we, as business men, will be the 
losers, provided Secretary of Commerce Herbert Hoover 
is denied the funds which he asks from Congress for_the 
verpetuation of the various Commodity Divisions. May 
( suggest that it would be a helpful thing to drop Mr. 
Hoover a line showing your appreciation. An accumula- 
tion of letters of this character should be extremely help- 
ful in getting the necessary appropriation. Following is 
a copy of a letter which I have sent him. 

IT B. TERHUNE, 
Treasurer and General Manager. 


Dear Mr, Hoover: 

American business men must have gasped with aston- 
ishment and dismay when they saw in their local papers 
the federal budget for the fiscal years 1922 and 1923. 

Nearly three billions of dollars for war expense and 
only twenty millions for the Department of Commerce 
shows an unbalance that is appalling and unhealthy to 
say the least. When will mankind once more become 
reconciled to the safe and sane ways of prosperous peace 
and fruitful commerce? 

Among others who are playing a humble role in the 
reconstruction of American business, I have been watch- 
ing with very sincere interest and admiration the develop- 
ment of your plan as mirrored in the work of the various 
Commodity Divisions. Necessarily I am more particularly 
interested in that division of which Mr. Arthur B. Butman 
is chief.. At the same time, it would be narrow, indeed, 
to feel that it was the most important of the divisions, 
because a return to prosperity cannot be confined to any 
one industry. 


see that their greatest 
danger aside from hav- 
ing too many credits 
on the book is in hav- 
ing too much stock on 
the shelves. The life of 
a style is so short that 
the shoes can be made 
valueless between the 
time of placing the or- 
der and getting ship- 
ment. Perhaps this has 
made merchants unduly 
cautious—and this is a 
factor in the distribu- 
tion of shoes that is 
worthy of a paragraph. 





mated that the shoe 
factories of the coun- 


try did not have a pro- lacking just now. 





American business needs all the intelligent co-operation 
which it can get and I am sure that you will find all 
forward-looking business men 
hind you in any plan which calls for business improve- 
ment and a restoration of confidence which is sorely 


of the country solidly be- 


Merchants like to 
compare the shoe busi- 
ness with the millinery 
trade. Will pay a visit 








duction greater than 70 
per cent of capacity. 
Arriving at some sort of a balance between the 
production of 1913 and 1922, and considering the 
increase in population, the 50 per cent of total 
capacity is not such an alarming figure to con- 
template. If it is to be the new normal of pro- 
duction for 1922 it offers opportunity for the 
aggressive factory to get a little bit more than 
its regular share. 

When it comes to distribution in the store a 
sort of estimate of stocks might well be taken. A 
merchant in 1913 for an investment of $5,000 
could purchase approximately 2000 pairs of shoes ; 
in 1915 by industry and thrift his shelves still 
contained 2000 pairs, but they were worth $7,500; 
in 1916 the merchant still thinking of his stock 
in terms of pairs held to the 2000 valued at ap- 
proximately $10,000. Three years later, 1919, 
he still held to the same number of pairs and his 
stock was worth $14,000. We purposely say worth 
because that was the cost of the shoes to him, 


upon Mrs. C. C. Sugrue 
of the Gus Blass Store in Little Rock and see a 
phenomenal turnover. On one day recently the 
entire stock was turned over down to sixteen hats. 
She does a business of $175,000 on an inventory 
of $2,400. Style means something in that store 
and many a shoe man who has studied this sort of 
hat distribution comes away with the idea that 
maybe the merchant is so cautious on shoes that 
he won’t risk new numbers when the public may 
be eager for them. Speaking about style changes, 
most shoe stores have not a single thing fresher 
than patents and satins and these have been in 
vogue for months past. If the millinery business 
can bring in extra dollars is shoe millinery a little 
slower than necessary? 

Taking as a good average, the country over, 
the stocks in shoe stores are 40 per cent below 
what they were in 1919. Most merchants have 
no intention of increasing them. Many mer- 
chants want to go even still further in decreasing 
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their stock on hand. This isn’t because they fear 
a storm, but because they believe that a good busi- 
ness can be developed on an increased turnover 
of a smaller stock. 

Now let us consider the public and its wants 
for shoes. The desire for pretty shoes is always 
present-in woman, and here is the only point 
where more pairs per person have any chance. 
The season for pretty shoes is approaching and 
the spring and summer novelties will sweep the 
country almost as fast as they are created. 

Merchants, however, should not lose their per- 
spective for a volume comes not only on style foot- 
wear, but on regular line merchandise. As one 
good shoe man puts it, most stores have forgot- 
ten that there are any people past forty years of 
age. There is a vast number of people past that 
age who want comfort and service in their foot- 
wear. As this shoe man puts it, its all very well 
to look at the frosting on the cake, but the best 
part of it is in the substance. The substantial and 
regular business of a store covers a big number 
of shoes in which style is the lesser point of in- 
terest. 

This is the time, and your store is the place 
for you to anticipate as far as you can into the 
year 1922. Try to do it on the basis of numbers 
of pairs per person in your town, and how many 
are coming to you by the most aggressive sort of 
salesmanship. But numbers of pairs is but an in- 
dex of good business for the real merchant fig- 
ures profit per pair—the more pairs the less 
profit necessary per pair to give him his neces- 
sary earnings. The factor of pairs per person 
is going to take its place as one of the leading 
problems of the new year. 


FE |Diversity of Crops and 
Materials, Too 


A diversity of crops has been proven to be the 
salvation of many sections in the South. Now 
out in the corn country a campaign has been 
started to diversify food stuffs. The Iowa farmer 
has learned that the public does not eat enough 
corn and he is going to proceed to the education 
of the appetite, palate and eye. There is no ques- 
tion but what a diversified diet is a good thing 
for the human race. 

Diversity, too, is a good thing for an industry. 
We have too much of a run on certain things in 
their season. We also have a demand, out of 
season, for such things as patent and satin when 
a diversity of materials would be a better propo- 
sition in the store, factory and tannery. Now 
with the spring season approaching there are 
possibilities for a wider use, colors and materials. 
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Let’s try to diversify the diet in the stitching room 
so that the footwear of the nation may be more 
varied and interesting. 





Are You Prepared 
For Sports? 


There is not a line of industry in this country 
that is not looking toward style as the medium 
for better business. Now we have the makers of 
eye glasses undertaking a campaign saying that 
each occasion should have its own type of glasses. 
There are countless other campaigns afoot each 
trying to “get the money.” 

It is yet to be proven that longer skirts can be 
made popular with women for every-day wear. 
There is no question but what in evening cos- 
tumes the trend is in the direction of longer 
skirts. But the skirts for street wear are more 
in line with what the Circuit Rider from New 
Mexico states: “Out west a child twelve months 
old hangs on*to its mother’s skirts, but in Chi- 
cago and the East they have to be three or four 
years old before they can reach that high.” 

The greatest sport season is approaching—golf, 
tennis and all outdoor activities will show a stim- 
ulus in spring time that will have its effect upon 
footwear. The athletic activities of women have 
revolutionized costume. No women in the world 
are less hampered by their clothes than American 
women. There is no other country where outdoor 
sports are so generally indulged in as here. 

There is a possibility that sport fashions will 
be accepted as day time dress by women next 
spring and summer. There is a comfort, smart- 
ness and trimness to the new sport styles. Old 
timers in the business can remember the “Rainy 
Daisies,” who twenty-five years ago shocked the 
public by wearing skirts that measured exactly 
four inches from the ground. This was the be- 
ginning of short skirts and the change in styles 
in all sorts of wearing apparel. There is no 
question but what the medical fraternity approves 
of short skirts for every-day wear. These are the 
days to consider footwear applicable to sport 
wear. The Russia and brown leathers have their 
place in sport footwear; smoked horse is a nov- 
elty leather that permits of good contracts and 
there is a wide variety of smart effects with white, 
black, green and the softer shades of tan. They 
are all to be considered in a sport year and the 
time to do it is now. 





Buttonhooks Again ! ! 

Well, well! Our old friend, the buttonhook, is 
reappearing here and there. It is introduced by 
the button pump. Glad to meet you, old friend. 
Time was when you were as useful as a hairpin. 
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Sales ‘Tax Plan Apparently Blocked 


Opposition of “‘Agrarian Bloc’’ Added to That of Treasury 
Department—Work of Collecting Data From 
Retail Merchants Is Under Way 


By WILLIAM L. DALEY 
BooT AND SHOB RECORDER Washington Correspondent 


ments which indicate quite strongly that 
- the retail trade and certain groups of man- 
ufacturers who favor the various forms of sales 
tax—as a means of raising revenue, will have a 
difficult task converting Congress to their views. 
The sentiment for the sales tax has grown consid- 
erably, but a new and disturbing factor has ap- 
peared upon the horizon. The Treasury Department 
has always been opposed to the sales tax plan. How- 
ever, the agrarian bloc has never made known its 
stand in this respect. Congressman Dickinson, Re- 
publican of Iowa, one of the leaders of this influen- 
tial clique in the House, has gone on record as op- 
posing the sales tax for a soldiers’ bonus. This 
group has several plans for raising revenue for ad- 
justed compensation for soldiers, but every plan 
places the burden upon business interests and relieves 
the farmers of financial responsibility. 

The “bloc” has advised Chairman Fordney, of the 
House Committee on Ways and Means that it will 
not oppose a soldiers’ bonus but it will never consent 
to the adoption of a sales tax as a means of pro- 
ducing the funds. 


TY scat have been two interesting develop- 


Secretary Mellon has told the Congress this week 
that it is not necessary or wise to suddenly change 
our present system of taxation to new and untried 
plans. He feels that remedies may be found to cor- 
rect the situation without such drastic action. Brief- 
ly, what the Secretary wants the Congress to do is 
to retain most of the present taxes, but to substan- 
tially reduce rates and supplement the revenues by 
some additional taxation. 

The agricultural bloc retained the high surtaxes 
in the revenue act of 1921 against the expressed 
wishes of the President of the United States. The 
Administration has indicated, however, that it will 
by no means remain quiet under the lash of this 
clique whose high-handed methods have aroused the 
nation during the past few months. 

What the Administration expects Congress to do 
in regard to taxation and revenue is clearly reflected 
in the statement of Secretary Mellon that “It is of 
primary importance that careful consideration be 
given to the permanent methods of taxation to be 
adopted, so that our revenue needs may be met with 
as little interference as possible with the prosperity 
and the well-being of the people of the whole coun- 
try. Much has been accomplished in the passage of 
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the revenue act of 1921, but our system of taxation 
still requires careful and thoughtful consideration.” 


Business To Be Given Relief 


It remained for the Secretary of the Treasury 
Mellon to protest in behalf of American business 
against the smug complacency of Congress. The 
extraordinary session of the 67th Congress adjourned 
without having fulfilled its mission. It is true that 
the revenue law of 1921 was placed upon the statute, 
but it satisfied nobody having an interest in the 
recovery’ of the industry. It pleased the agrarian 
bloc to know that in the fullness of its power they 
had their way. There was pleasing evidence that 
the Administration, through the Treasury Depart- 
ment, is determined to bring relief to business and 
wipe out the objectional features of the present tax 
law. The report of Secretary Mellon to the regular 
session of the Congress this week leaves no other 
impression. It is seldom that a Cabinet officer has 
the courage to take the legislative branch of the 
Government to task for its shortcomings. 

He believes that the objections to the income tax 
are not made against the principle, but only to the 
excessively high rates and that the greatest simpli- 
fication that can be made is in a reduction of rates. 
High rates incur difficulties in the administration of 
the law. He insists that the amount of revenue in- 
volved in any such reform is not nearly so great as 
is generally supposed. The Treasury Department 
refuses to recede from the position that surtax rates 
fixed at a maximum of 25 per cent are the most equit- 
able possible under existing positions. 


Estimated Receipts Over $3,000,000,000 


The keynote of his argument is that the loss of 
revenue would not be permanent, “for the reduced 
rates would ultimately be productive of more revenue 
than higher rates, due to the increase in taxable 
transactions.” In instances where expenditures are 
excessive despite rigid economy, the Treasury De- 
partment believes that the revenue might be raised 
either by placing a tax on specific articles or a low 
rate of taxation on a broad classification of articles. 
He refers to taxes such as those on automobile tires, 
etc., known as excise taxes. 

The estimated receipts and expenditures for the 
fiscal year 1923 show that the Treasury Department 
expects to realize $330,000,000 from the customs, 
$1,715,000,000 from income and profits taxes, and 
$896,000,000 from miscellaneous taxes. With the 
other miscellaneous revenue from sales of land, re- 
payment of foreign obligations, sales of surplus war 
supplies, etc., the total receipts for 1923 were esti- 
mated at $3,345,182,750. The ordinary expenditures 
of the Government during this period are estimated 
at $3,143,415,927. It is expected that $309,338,800 
will be required for public debt expenditures charge- 
able against ordinary receipts, making the total 
ordinary expenditure $3,512,754,727. These figures 
show that the excess of expenditures of the Federal 
Government over the receipts for 1923 is estimated 
at $167,571,977. 


Budget Shows Paper Saving 


However encouraging these figures may be they 
do not take into account the deficiencies which prac- 
tically every Federal Department submits from time 
to time. 


BOOT AND SHOE RECORDER 55 


The first budget submitted by the President, under 
the new Budget Act, shows a reduction in the esti- 
mated ordinary expenditures for 1922, of $1,513,- 
537,682.20, as compared with the actual ordinary ex- 
penditures for 1920. The estimated ordinary ex- 
penditures for 1923 show a reduction of $447,704,239 
under 1922, making the estimated ordinary expendi- 
tures under the budget for 1928, $1,961,241,921.20 
less than the actual ordinary expenditures for 1921. 
These figures appear at first glance quite impressive. 
The fact is that they represent large “paper savings.” 
However, there will be a substantial saving provided 
the recommendation of the President for new legis- 
lation in connection with the Naval appropriation 
bill for 1928, allowing the automatic release of 
$100,000,000 now held in the naval supply account. 

The Director of the Budget claims that he has 
prepared these estimates upon the basis of the 
amount of cash which must actually be withdrawn 
from the Treasury during the fiscal year 1923. It 
is explained by the fact that appropriations for any 
given year do not represent the actual amount ex- 
pended during that year, but are intended to cover 
the obligations which are incurred in that period, 
part of which are paid currently and a part of which 
mature and are discharged in subsequent years. 
Consequently the expenditures of a year must be 
composed of the amounts maturing in it, some of 
which were appropriated in previous years and some 
of which are covered by the current appropriations. 
In addition to this should be added the use of perma- 
nent and indefinite appropriations which require no 
annual action by Congress and funds from other 
sources. 


Merchants Asked for Price Data 


Analysis of price data received from representa- 
tive dry goods merchants will undoubtedly have a 
direct effect on legislation and above all, on the 
attitude of the consuming public. The question- 
naires which have been distributed by the Joint 
Commission of Agricultural Inquiry of the Sixty- 
seventh Congress must be filled out and returned 
before Jan. 1 when an advisory committee consist- 
ing of representatives of the Commission, impartial 
economists serving as investigators for the Congres- 
ial organization and agents of the retailers will re- 
view it. The information thus obtained will, of 

(Continued on page 98-C) 
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In our issue of Nov. 19 the name of the Nunn, 
Bush & Weldon Shoe Company, whose page adver- 
tisement appeared in that issue, inadvertently was 
omitted from the advertising index. 
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Wages Slump in Brooklyn Factories 


Ten Per Cent Reduction Effective Immediately With 
Further Reduction May 1, Provided Decrease 
in Living Costs Warrants It—Forty- 
Four Hour Week Agreed On 


HE outstanding development in the Brook- 
lyn shoe manufacturing field is the award 
of a 10 per cent wage reduction, effective 
November 25, after negotiations covering more 
than a month between the employers and the union. 
A further cut may be made on May 1 if the cost of 
living, as gaged by the figures collected by the 
United States Department of Labor in New York 
City, shows a decline between now and May. 

The members of the arbitration board represent- 
ing the Shoe Manufacturers’ Board of Trade of 
Greater New York consisted of Ray Morse of Morse 
& Burt, president of the association (ex-officio) ; 
J. J. Kauder of William Henne & Co., Inc.; L. C. 
Doremus of George W. Baker, and J. D. Posner of 
the Dr. A. Posner Shoe Co. John Garside of A. Gar- 
side & Sons and Ernest C. Wheeler of J. & T. Cousins 
acted as alternates. The union members were Joseph 
Healy, president of the American Shoe Workers’ 
Protective Union (ex-officio); John Grellner, John 
Reilly and Edward Maloney, with Fred Kirkman and 
Edward Quarlie as alternates. Each side selected 
an outsider, H. H. Doehler for the manufacturers 
and James Collins for the union, who, in turn, se- 
lected the ninth member, who acted as chairman. 
For this position Edward B. Thomas,.a former judge, 
was chosen. 

Text of Agreement 


The complete text of the report of this committee, 
issued on December 1, follows: 

The arbitration board, consisting of nine members, 
selected pursuant to the agreement between the 
American Shoe Workers’ Protective Union and the 
Shoe Manufacturers’ Board of Trade of Greater New 
York, and the by-laws adopted by the two associa- 
tions for the purpose of carrying into effect such 
agreement, met on October 25, 1921, and several 
dates thereafter and received the evidence presented 
and, after due hearing and consideration, decided 
as follows: 

First—There shall be a reduction of 10 per cent 
of all wages of operatives, either piece or time work- 
ers, but such reduction shall not affect or apply to 
week workers whose weekly rate does not exceed 
sixteen dollars. 

Second—The reduction provided in paragraph 
“first” shall take effect November 25, 1921, and shall 
continue until November 1, 1922, but there shall be 
a further reduction beginning on May 1, 1922, for 
each 1 per cent reduction below the present accepted 
cost of living standard of 79.7 per cent (seventy-nine 
and seven-tenths per cent) as shown by the report 
of the United States Department of. Labor, but not 
to exceed 5 per cent (five per cent). The latest 


report prior to May 1, 1922, of the United States 
Department of Labor relating to the City of New 
York shall be used to determine the cost of living 
on May 1, 1922. 

Third—The working hours shall continue to be 
forty-four per week. 


Price Cut Not Large 


Interest in the Brooklyn shoe factories is centered 
on the possible reaction to the 10 per cent reduction 
in labor that has been awarded the manufacturers 
in the new agreement just ratified. The manufac- 
turers are careful to explain that, while the reduc- 
tion will enable them to price their shoes lower, 
price cuts cannot be very large. Taking an average 
of around $2.50 for labor cost on a pair of shoes 
(this average was given by one large manufacturer), 
the price reduction resulting from the labor cut 
would be 25 cents. However, there are many other 
factors entering into the situation that may lead 
to slightly less or slightly greater cuts than this. 

The attitude of the manufacturers on this question 
has varied considerably. Some of them cut their 
prices a month or so ago in anticipation of the labor 
cut. Others are now figuring new prices, and some 
of them sold shoes at a price to be revised in case 
a cut in labor was granted. 


Quality to Be Maintained 


One thing the manufacturers emphasize strongly, 
and that is that there will be no change in the quality 
of Brooklyn-made shoes. This sentiment is particu- 
larly strong now in view of the wide movement for 
“shoes at a price,” and the pressure that is coming 
from the retail merchants for still lower prices in 
footwear. The Brooklyn makers now feel that they 
have cut prices as low as possible consistent with 
good quality and that further price cuts, after the 
readjustment on account of the new labor agreement 
is completed, cannot be made without “taking some- 
thing out of the shoe,” and this the manufacturers 
are unwilling to do. 

They realize that Brooklyn has lost some trade 
because of this attitude, but they are standing on 
the principle and believe that, when the present 
movement runs its course that quality rather than 
price will once more be the demand of the public. 


Brooklyn Factories Quiet 


At present the Brooklyn factories are quiet. Some 
at once and January and February business is com- 
ing into the factories, but it is not of sufficient vol- 
ume to keep them running at capacity.- This is one 
of the factors contributing to high prices, as the 
overhead charges are almost as great when a factory 
is running at half time as when it is running full. 
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Correct Costume Review at Chicago 


Many manufacturers already have arranged 
for representation at the Correct Costume 
Review, which is to be one of the big features 
of the N. S. R. A. Convention in Chicago, 
January 9-12. Styles which you will want to 
sell during the Spring and Summer of 1922 
will be shown by appropriately clad models. 
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Your Badge Will Be Your Ticket of Admission 
to the Coliseum 


The Rush and Confusion of Registration to Be Eliminated. 
Special Reduced Railroad Rates 


of the biggest problems with which the 
National Convention Committee has had 

to deal in former conventions. 
No matter what preliminary arrangements had 
been made or how well the Registration Committee 


had done its work previous to the opening of the 
convention, when the delegates began to arrive the 


RR «tte ieee has always presented one 


pared to give complete information about the con- 
vention. A booth will also be maintained at the 
Coliseum. 

A card is being sent out to 30,000 merchants with 
the request that the merchant bring it with him all 
filled out and ready to hand to the person in charge 
of the registration desk. When he arrives at his 
hotel all he will have to do is to present the card 
at the registration booth at the hotel or Coliseum, 

pay his registration fee of $5 


e . Bef 7 d i i h th - 
Please Fill Out thie Card Stee pre cee ee ue tea cad on common 





Name 


to Registration Clerk 


book which will contain tickets 
of entry to the various enter- 
tainment features to be staged 





Hotel or other 
address in Chicago 


during the convention: proper. 
A complete program.of the 





convention proceedings will be 
given to each person as they 





Chicago Telephone No. 
What Shoe Associations are you a member of ? 


Name of Local Assn 


register. 
Merchants who are accompa- 
nied by women will be given a 


‘aspeq nod ul 





Name of State Assn 


certificate which will entitle 
the women to register at a.spe- 





cial registration desk at the 
Coliseum. 





Class of Membership in N.S.R.A 


(OVER) 


Front of card being sent to 30,000 merchants by National Convention Committee 


registration booth was always a bedlam where 
reigned confusion and jostling, and many mistakes 
have occurred. As the attendance at the national 
convention has grown larger the problem of regis- 
tration has become more intense. 

This year a new plan has been evolved which will 
undoubtedly eliminate or at least minimize the con- 
fusion at the registration 
desk in the convention hall. 

Ninety per cent of the vis- 
iting merchants, manufac- 
turers and women will go 


to their hotel before going 

to the Coliseum. Frank  g..#,y 
Hough, chairman of the Pas & 
Registration Committee, has ~§5”% 
arranged to open a registra- -= “ o & 
tion booth at 12 o’clock, he = 
Sunday morning, at the sig Saf 
Sherman, La Salle, Mor- «, 9558 
rison, Congress and Palmer 33 24°95 
hotels. These registration 272586 
booths will be maintained £2228 
throughout the convention. “°° _% 
Some member of the Regis- 25522 
tration Committee will be 2338> 
constantly in attendance at 





each of these booths, pre- 


It is important both to mer- 
chants and the Convention Com- 
mittee that visitors register im- 
mediately upon arrival in the 
city in order to avoid the con- 
gestion, confusion and delay which have heretofore 
blocked the wheels: of progress on the opening day 
of the convention. 

Your badge will be your ticket of admission to 
the Coliseum, and without an official badge nobody 
will be admitted to the convention. 
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IT IS IMPORTANT 


That you present this identification card at time of registration in Chicago 


Please follow instructions and thereby greatly assist in speed- 
ing up the registration. Please fill out this card on reverse side. 


Eleventh Annual Convention and Exposition 


National Shoe Retailers’ Association 


Coliseum and Adjoining Buildings 
January 9, 10, 11, 12, 1922 
Chicago 


(OVER) 


Reverse side of card sent to merchants. Bring your card with you 
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There Will Be Only One Entrance 


While the convention will occupy the Coliseum, 
the Annex, the Greer Building and the Armory, there 
will be but one entrance and that will be through 
the main entrance of the Coliseum. Your official 
badge will admit you to all parts of the various con- 
vention buildings and you can pass in and out as 
often as you wish. Different colors will be used to 
designate manufacturers, firm members of the na- 
tional association, affiliated members, etc. Each 
badge will show the name of the wearer. 


Hotel Headquarters 


A number of different State associations have des- 
ignated some particular hotel as State headquarters, 
where members of the State association can get 
together in caucus to instruct the voting delegates 
relative to any desired action that the State associa- 
tion wishes to take on any matters coming up before 
the convention. 

Indiana headquarters will be at the Atlantic Hotel, 
Wisconsin at the Morrison, Illinois at the Sherman, 
Ohio at the Congress, Missouri at the Morrison, 
Tri-States at the Sherman. Other State associations 
are arranging for headquarters, but as yet have not 
entirely completed their plans. 


Special Railroad Rates 


A special rate of one and one-half fare for the 
round trip on the “certificate plan” will apply for 
members (also dependent members of their families) 
attending the meeting of the National Shoe Retail- 
ers’ Association to be held in the Coliseum, Chicago. 

The committee submits the following directions: 

1. Tickets at the normal one-way tariff fare for 
the going journey may be bought on the following 
dates (but not on any other dates): January 5 to 
11, 1922. 

2. Be sure when purchasing your going ticket to 
ask the ticket agent for a certificate. Do not make 
the mistake of asking for a receipt. If, however, 
it is impossible to get a certificate from the local 
ticket agent, a receipt will be satisfactory and should 
be secured when the ticket is purchased. See to 
it that the ticket reads—“To Chicago.” See that 
your certificate is stamped with the same date as 
your ticket. Sign your name to the certificate or 
the receipt in ink. Show this to your ticket agent. 

3. Certificates are not kept at all stations. Ask 
your home station now whether you can secure a 
certificate and through tickets to Chicago. If not, 
buy a local ticket to the nearest point where a certifi- 
cate and through ticket to Chicago can be bought. 

4, Immediately upon your arrival .at the Coliseum 
present your certificate to the indorsing officer, Milo 
E. Westbrook, executive convention secretary, as the 
reduced fare for the return journey will not apply 
unless you are properly identified as provided for 
in the certificate. 

5. A joint agent of the carriers will be in attend- 
ance in the Coliseum on January 9, 10, 11 and 12, 
1922, to validate the certificates. If you arrive later 
than January 14, after the joint ticket agent has 
gone, you cannot have your certificate validated or 
secure the benefit of the return reduction. 

No refund of faré will be made on account of 
failure of you to obtain a proper certificate or on 


account of failure to have the certificate validated. 


BOOT AND SHOE RECORDER 59 


Hotel Committee at Your Service 


Never before have as many room reservations been 
made at a corresponding date as prevails for the 
forthcoming convention. Hotel reservations are 
pouring in at a rapid rate, but the Hotel Committee 
is in the most unique position to care for the shoe 
merchants who will visit Chicago during the con- 
vention. The Chicago Hotel Association and the 
Hotel Committee of the Association of Commerce 
are co-operating with Harry Levinson, chairman of 
the Hotel Committee, to the fullest extent, so there 
will be no possibility of any merchant not securing 
a room for himself and any members of his family 
who accompany him during the convention. It is 
wise, however, to send a hotel reservation to the 
convention headquarters, 417 South Dearborn Street, 
as far in advance as possible in order to get the 
best obtainable accommodations. 

A merchant can practically set his own price, and 
the Hotel Committee will secure a room for him that 
will be in keeping with his pocketbook. 


The Fame of the N. S. R. A. Is International 


The fame of the conventions of the National Shoe 
Retailers’ Association is spreading to the far corners 
of the earth. Convention headquarters have already 
received applications for hotel reservations from 
merchants in various parts of Canada, from Toronto 
across to the far west British Columbia. Several 
reservations have come in from merchants in Mexico 
and even from Panama and Honolulu. If shoe mer- 
chants from these far-off countries find it to their 
advantage to expend both time and money necessary 
to attend the convention there is certainly little 
excuse for any merchant who puts himself in the 
wide-awake class within the bounds of our own 
country to absent himself from this wonderful 
occasion. 


Bring Your Window Trimmer 


All manufacturers’: booths in the Armory will be 
arranged as shoe stores. Shoe display men from 
all over the world are invited to enter the big con- 
test in trimming these windows. Very handsome 
cups will be awarded to the first three prize winners. 
Other prizes are now being selected for trims of 
especial merit. The windows will be trimmed and 
awards made prior to the opening of the exposition. 

Arrangements are in charge of a committee, com- 
posed of the following Chicago display men: R. D. 
Grafis, Walk-Over Stores, chairman; F. X. Maxted, 
Hanan & Son, secretary; P. Apple, The Hub, vice- 
chairman; P. J. Bloecher, Charles A. Stevens & Co., 
supervisor of judges. 

This committee will co-operate with visiting dis- 
play men in securing the desired “props” and mak- 
ing all necessary preparations so that everything 
will be in readiness for them to put in their trims 
on January 7 and 8. 

Enter your window trimmer in this contest. No- 
where else in the world will he be able to obtain 
half as many valuable ideas in that vitally important 
factor of shoe merchandising—the window trim. 
Registrations may be made at once or any queries 
addressed to Window Trimming Contest Committee, 
N. S. R. A. Convention Headquarters, 417 South 
Dearborn Street, Chicago. 
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Woolen 
Warmth— 
Silken “‘feel’’ 


Our silk and wool hose for the 
woman of affairs—for all kinds 
of weather. Here is a vogue at 
once desirable and _ practical. 
A suitable combination brogue 
oxfords and woolen hose with 
sparkling, embroidered designs 
to match the liveliness of per- 
forated and pinked patterns. 
For every outdoor activity of 
winter. 
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—spoken of by fashion originators is 
continued in hose—completed in 
shoes. Hosiery which is poorly 
matched or discordant in_ color 
makes trim ankles appear bulky and 
ones not so trim ungainly. Harmony 
is essential. 


Woolen Hosiery 
The favored hose of the hour. Match- 
ing in smart ruggedness the doughty 
fall oxfords now being worn by 
everyone. 


Imported and Domestic 
Imnorted sport hose of pure. cashmere, 
with hand embroidered clocks, ideal 
lor wear with gun metal calf oxfords. 
4 livelv fll combination, shoes and 
hose, $12.00. 


- 


The Recorder 


Recent policy decisions by the 
hosiery manufacturers to make 
hosiery to match shoes instead of 
gowns are of importance to the shoe 
merchant. From now on your news- 
paper and direct mail advertising 
should include hosiery. 

No extra newspaper space is ne- 
cessary; simply a careful utilization 
of your regular space. Department 
and dry goods stores have a monop- 
oly on this trade so far as advertising 
is concerned, yet nothing could be - 
more logical, more desirable, inso- 
far as satisfaction is concerned, than 
the purchase of hosiery at the time 
the shoes are bought. 

A pair of hosiery, or a dozen 
pairs, with every shoe sold. A fine 
idea. Perhaps these “ad sugges- 
tions” will help you to get hosiery 
into your ads. 


The new idea 
a pail 
hoes + hose 


Not just a pair of these engaging fall 
oxfords in tan grain—these and a pair 
of warm woolen hose with charmingly 
embroidered clocks—result! A surpris- 
ing lot of comfort and satisfaction in 
being so smartly equipped for cold 
weather. Walking heel, weather sole for 
wet days and tough yet perfect fitting 
uppers. Pair, shoes and hose 
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Ad-Visor Service 


A good plan would be to have a 
_place on the shelves for women’s 
hose with the shoes and the same 
with men’s and children’s. 


They will then be right at the 
salesman’s hand to suggest as ap- 
propriate for wear with the shoes 
just sold. This does away with the 
separate department idea, and 
makes a closer connection between 
the purchase of shoes and hose 
making the customer feel that this 
is a very logical proposition. The 
point favoring the above is to have 
each customer consider shoes and 
hose as companion purchases. 

Hosiery should be properly displayed 
near the door so that the customer sees 

it both coming in and going out. 
Obtain proofs of your hosiery ads from 
your newspaper and paste these on white 
cards about your store. 

Every time you display a pair of shoes 
in your store place with them a suitable 
pair of hosiery. Such publicity will tend 
to make wearers immediately upon think- 
ing of shoes think of hose, and vice versa. 











[. » 


comforts style 





Woolen hose—all the warmth of the 
lumberman’s with not a semblance of its 


bulkiness—trim, smart. colorful. 

rious silk hose—delightful shades to _ 
fee footwear, thus preserving harmony 
of line at a point where the sl ghtest de- 
viation would ruin the entire effect of 
gown. The durability and fit of Blank’s 
hosiery will prove gratifying. 
It is the fashion nowadays to select 
hosiery at the time shoes are bought.- 
Carefus attention is paid by careful 
dressers to distance between skirt hem 
and slipper top. 
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Tan Grain Oxford 
$8.00 


Smart Silk and Wool Hose in 
Heather Mixture $3.50 


Shoes and woolen hose. Winter 
warmth, summer weight. You 
wouldn’t buy a suit coat one place 
and the skirt another—then why 
buy shoes and hose at different 
stores when they’re just as closely 
related? 
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Turn-Over Shows Increase in 1920 


Operating Expenses Also Increase but Net Profit, of Course, 
Is Lower, Says Bulletin of Harvard School 
of Business Administration 


HAT the cost of doing business for 1920, 

l based on figures obtained from 397 retail 
shoe stores, shows a common figure of 26 

per cent of net sales; that the net profits ranged 
all the way from 20.4 per cent to a loss of 21.3 per 
cent with a common figure of 1.3; and that the num- 
ber of times of stock turn-over ranged from 1.4 per 
cent to 2.5 per cent are some of the interesting facts 
presented in the recently issued Bulletin No. 28 of 
the Harvard University Graduate School of Business 
Administration. In part the bulletin reads as follows: 


Complete reports on the cost of doing business in 
1920, adjusted to the Bureau’s standard profit and loss 
form, were received from 397 retail shoe stores. These 
stores were located in forty-three states, in Canada, 
and one in Hawaii. Of these stores 204 were located 
in cities with a population less than 50,000; fifty-two 
stores were in cities with a population between 50,000 
and 99,000; ninety-nine in cities with a population 
from 100,000 to 699,000; and forty-two in cities with 
over 700,000 population. The aggregate sales of the 
entire group in 1920 were $76,489,000. The net sales 
of the individual firms ranged from $11,700 to 
$3,489,000, the largest firm operating several branches 
in one city. 

In this bulletin high, low, and common figures for 
operating expenses in 1920 are summarized for the 
trade as a whole and also for the stores grouped ac- 
cording to the Federal Reserve districts, and accord- 
ing to their volume of net sales. Similar comparisons 
are made for gross and net profit and for stock turn. 
The changes that took place in the ratio of operating 
expenses and profits to sales in the year of depres- 
sion 1920 as compared with the year of prosperity 1919 
are pointed out. Finally, several tables are given on 
such subjects as cash discounts, returns and allow- 
ances, and financial figures. 


Operating Expenses Higher 


The average cost of doing business, as indicated 
by the common figure for total expense in the de- 
tailed tables that follow, was 26 per cent of net sales 
in 1920. This was about 2 per cent higher in per- 
centage of net sales than total expense in 1919; this 
conclusion is substantiated not only by the compar- 
ison of the common figures for all the stores report- 
ing in both years but also by the separate tabulation 
of the figures for 130 identical stores that furnished 
fully comparable reports for 1919 and for 1920. 

The common figure for gross profit in 1920 was 
27.2 per cent of net sales, a decline of approximately 
6 per cent in percentage of net sales from the figures 
for 1919. The common figure for net profit, which 
was 9 per cent in 1919, was 1.2 per cent of net sales 
in 1920. The stores that showed a net loss in 1920, 
slightly over one-third the total number reporting, 
had a common figure of 1.8 times for stock turn, 


whereas the stores that showed a net profit in 1920 
had an average stock turn of 2.1 times in that year. 


Volume of Business 


The majority of the stores that reported for 1920 
had net sales between $30,000 and $250,000. Forty- 
seven stores, for example, each had net sales of less 
than $30,000, ninety-nine stores each had net sales be- 
tween $50,000 and $99,000. Net sales as used in this 
tabulation and throughout this bulletin include both 
cash sales and charge sales and represent the real 
volume of business done. To determine net sales such 
items as returns and allowances to customers are de- 
ducted from gross sales, and the amounts collected for 
the Federal luxury tax are also deducted, if they have 
been included in gross sales. 

The changes in the volume of sales are of course 
affected by changes in prices. From the standpoint 
of general business prosperity the number of pairs of 
shoes sold is a more significant index to conditions in 
the shoe trade than the sales measured in dollars and 
cents. To aid in interpreting the net sales figures, 
the Bureau made an inquiry regarding the number of 
pairs of shoes sold in both years. Only seventy-two 
of the 397 firms submitting 1920 figures had records 
of the number of pairs of shoes sold in these two 
years. In these seventy-two stores, the aggregate 
number of pairs sold in 1919 was 2,298,527; in 1920, 
2,264,057. Thus in these stores the number of pairs 
sold decreased 1.5 per cent in 1920. In so far as this 
small sample is indicative of conditions in the trade 
generally, the much discussed “buyers’ strike” of 1920 
apparently did not result in any substantial reduction 
in the number of pairs of footwear sold. 


Operating Expenses 

Table 3 shows the lowest, highest, and common 
figures in percentage of net sales for each item of 
expense that was included in the total cost of doing 
business in the 397 retail shoe stores on whose reports 
this bulletin is based. As defined in the standard clas- 
sification of accounts, to which all the reports are ad- 
justed, the figure for total expense includes not only 
the expenditures for such items as wages, salaries, in- 
surance, and taxes, but also a fair salary for the pro- 
prietor or partners, interest both on borrowed money 
and on the net investment in the business, and a 
charge for rent whether the store is owned or leased. 

Percentage figures for each item in each store were 
worked out independently, using the net sales figure 
for that store as 100 per cent. The lowest figures are 
not all from one store nor are the highest, but each 
is the lowest or highest figure for the respective item 
shown by any store. The sub-totals for the groups of 
expense, such as total selling expense or total fixed 
charges and upkeep expense, also are worked out inde- 
pendently. Thus, the lowest, figure for total selling ex- 
pense is the lowest found on any of the reports. Inas- 
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much as no one store showed the lowest figure for all 
the individual items, the lowest figure for total sell- 
ing expense is greater than the sum of the individual 
entries for lowest expenses in the selling group. 

The common figures in the tables given in this bul- 
letin are the ones’ that ordinarily will be most ser- 
viceable to the individual shoe retailer in applying the 
results of this research to his own business. By com- 
paring the percentages for the various items of ex- 
pense shown on his own statement with the common 
figures in Table 3, he can see immediately where his 
expenses may be tending to be higher than those of 
the other stores reporting. The supplementary tables 
will enable him to carry out this analysis in greater 
detail according to the volume of business done. The 
common figure in each case is the one around which 
the figures from all stores tend to center. It is the 
predominant, typical, most representative figure, and 
is determined by statistical means which eliminate any 
influence of extremely high or low figures. 

For nearly every important item of expense it has 
been found that a particularly well managed group of 
stores has a figure that is less than the common figure 
for all stores. Hence, when a merchant finds that his 
figures are as high as the common figures, even though 
no higher, the comparison shows that he is only 
reaching average conditions; to reach the standard of 
the stores that are operated most economically, he 
should undertake to bring his own figures below the 
average. 

TABLE 3 


OPERATING EXPENSES IN RETAIL SHOE STORES IN 1920 
—397 STORES 


Net Sales = 100 Per Cent 
Low- High- Com- 


est. est. mon. 
% Jo % 
Wages of sales force......... 4.3 py PY 9.7 
a, ee rere Pay 4.2 0.5 
Be Te ie 6.5 1.9 
Wrappings and other selling.. 0.05 2.1 0.2 
co re er 5.0 21.8 12.3 
pO ee eee oe eo 3.4 0.3 
Buying, management, and office 
II 5. sa! Sire cyanide sainiatecesdcs 0.4 12.8 3.9 
Office supplies, postage, and 
other management ........ 0.03 8.1 0.3 
Total buying and management. 0.9 13.1 4.2 
gine oa BIR va ava sn diaiatesawe 0.4 15.9 2.6 
Heat, light, and power........ 0.08 2.8 0.5 
Taxes (except on _ buildings, 
income, and profits)........ 0.01 3.4 0.5 
Insurance (except on _ build- 
| er ee en 0.07 1.5 0.5 


Repairs of store equipment... 0.01 2.2 0.2 
Depreciation of store equip- 


CN gc Dobe Heth oss SOM 0.03 2.2 0.3 
"RUGRE SMEAR ORE, oi biiciie sce crsind 0.5 TA 3.0 
Total fixed charges and upkeep. 2. 18.1 7.6 
Miscellaneous ............200. 0.01 8.0 1.4 
Losses from bad debts........ a 3.8 0.2 
TORE GRPENES 65:5 3b 8 Se 8 cFs 12.5 48.9 26.0 


Table 3 indicates that the average cost of doing 
business in retail shoe stores was 26 per cent of net 
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sales in 1920. The largest«single item, as in previous 
years, was wages of sales force, 9.7 per cent. The 
second largest item was buying, management, and 
office salaries, 3.9 per cent. Total interest was 3.0 
per cent, rent 2.6 per cent, and advertising 1.9 per 
cent of net sales. Taken together these five items 
constituted more than three-fourths the total expense. 

The common figures for the five items just referred 
to and also for losses from bad debts and total ex- 
pense in 130 stores in 1919 and 1920 are given in 
Table 4 (not reproduced), from which it appears that 
wages of sales force were substantially higher in per- 
centage of net sales in 1920 than in 1919. This indi- 
cates that wages of sales force reached their peak at 
just the time that the business depression started. 
Advertising expense and rent also were slightly higher 
in 1920. Total interest and losses from bad debts 
were practically the same in both years, and buying, 
management, and office salaries showed a slight de- 
cline in percentage of net sales. These figures empha- 
size the problems of readjusting operating expenses 
during a period of rapidly changing business condi- 
tions. 

The cost of doing business in 1920 apparently was 
lowest, in percentage of net sales, in the stores with 
volume ranging from $50,000 to $99,000. 

The common figures for wages of sales force, buy- 
ing, management, and office salaries, and rent as well as 
for total expense, were lowest in the group with annual 
sales of $50,000-$99,000. It is to be noted that adver- 
tising expense increased gradually from the group 
with the smallest average volume of sales, reaching 
its highest figure in percentage of net sales in the 
group with a volume of $250,000 and over. Total in- 
terest, on the other hand, showed a constant tendency 
to decline as the volume of sales increased. This can 
be accounted for largely by the tendency for the rate 
of stock turn to be higher in stores with a large voi- 
ume of sales. The losses from bad debts were highest 
in the small stores. The common figure for total ex- 
pense, in percentage of net sales, was highest in the 
group with sales of $250,000 and over, this same group 
also having the highest percentage for buying man- 
agement, and office salaries. 

The reports on the cost of doing business from 
stores with small volume of net sales tended in 1920 
to be comparable whether the stores were operated in 
small towns or in large cities and irrespective of the 
sections of the country in which they were located. 
This substantiates the Bureau’s experience as shown 
by the results of previous studies. Thus it appears 
that comparisons of operating expenses between stores 
with similar volume, as shown in Table 5, are more 
significant than comparisons based on the size of the 
city or on the section of the country in which the 
firms are situated. 


Stock Turn 


The rate of stock turn indicates the frequency with 
which merchandise is sold and replaced. The lower 
the amount of stock carried in proportion to the quan- 
tity of goods sold, the higher is the rate of stock turn 
and usually the lower are the operating expenses. In- 
as much as the only figures that are available in most 
stores for determining the rate of stock turn are the 
inventories at the beginning and end of the year and 
the cost of the goods sold, these data have been used 
here in the analysis of the rate of stock turn. As has 
been explained in previous bulletins, average monthly 
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figures of stock on hand would provide a better index, 
but up to the present time such figures have not been 
generally available. For the purposes of this sum- 
mary, stock turn has been determined by dividing the 
average of the inventories at the beginning and end 
of the year into the cost of the goods sold. 

The lowest rate of stock turn in any of the retail 
shoe stores that furnished reports for 1920 was 0.72 
times—substantially less than once a year. The shoe 
store that turned its stock most rapidly in 1920 had a 
stock turn of 7.6 times in that year. The common 
figure was 2.0 times. Although the common figure for 
stock turn was only twice a year in 1920, nevertheless 
approximately one-fourth the total number of stores 
reporting turned their stock more than 2.5 times in 
1920, and, as has been pointed out in previous bulle- 
tins, there is definite evidence that in a majority of 
the stores the rate of stock turn could be increased 
substantially beyond the common figure. The increase 
in the rate of stock turn can be accomplished through 
better methods of stock keeping and more care in buy- 
ing, in order to avoid the accumulation of end sizes 
and narrow widths and of other slow moving merchan- 
dise. 


Operating Expenses Decrease As Turn-Over In- 
creases 


The reports for 1920 substantiate the Bureau’s pre- 
vious observations, that in the individual stores that 
have a high rate of stock turn the operating expenses 
ordinarily are lower than in the stores that turn their 
stock more slowly. For example, in stores having a 
rate of stock turn of less than 1.5 times a year, total 
interest in 1920 amounted to 4.4 per cent of net sales 
and total expense to 28.8 per cent. In stores with a 
rate of stock turn of 2.5 times a year and over, on 
the other hand, total interest in 1920 was only 2.1 per 
cent of net sales and total expense 24.3 per cent. This 
indicates that a store with a high rate of stock turn 
suffers less depreciation on its merchandise and also 
secures more economical use of its capital. 

In the stores that showed a net profit in 1920, about 
two-thirds the total number reporting, the common 
figure for stock turn was 2.1 times. In the stores that 
showed a net loss in 1920, the common figure fo rthe 
rate of stock turn was 1.8 times. This emphasizes the 
advantage that is gained through even a comparatively 
small increase in the rate of stock turn, particularly on 
a falling market. 

In the 130 stores for which comparable reports were 
received for the last two years, the common figure for 
the rate of stock turn was 1.8 times in 1919 and 2.0 
times in 1920. Had the average rate of stock turn 
been higher in the trade in both these years, losses 
from merchandise depreciation and other evils, such 
as cancellations, would have been materially lessened. 

Grouping the stores according to the volume of sales 
in 1920, the rate of stock turn was lowest in the stores 
with the smallest volume of net sales and highest in 
the largest stores. The increase in the rate of stock 
turn in the larger stores is not due, of course, to the 
increase in the volume of sales but rather to the 
greater care in buying and disposing of slow moving 
merchandise in the larger stores. 


Gross and Net Profit or Loss 


The difference between the cost of the goods sold 
and the amount received for them, as indicated by net 
sales, is gross profit. The common figure for gross 
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profit in 397 shoe stores in 1920 was 27.2 per cent of 
net sales. 

Net profit is determined by deducting total expense 
from gross profit. It is the amount that remains 
over and above the cost of the merchandise and the 
cost of operating the store. If total expense exceeds 
gross profit, the result is a net loss. In 1920, among 
the stores that reported, the figures ranged from 2 
net profit of 20.4 per cent of net sales to a net loss of 
21.3 per cent. The common figure for net profit in 
1920 was 1.2 per cent of net sales. 

Judging from the reports received by the Bureau 
there does not seem to have been any uniformity in 
the practice of taking inventory losses during the de- 
pression and, consequently, there probably are nu- 
merous instances in which the gross profit is above 
the figure that would have been shown if inventory 
values had been written down to replacement costs 
with full allowance for style depreciation. In so far 
as this holds true, it indicates that the reports for 
some stores for 1921 will probably show losses such 
as other stores had already taken in 1920. - 

As was to be expected from the change in business 
conditions, both gross profit and net profit were sub- 
stantially lower in percentage of net sales in 1920 than 
they were in 1919. In Tables 9 and 10 the figures for 
130 identical stores reporting for both years are given. 


TABLE 9 


GROSS PROFIT, 1919-1920 
Net Sales = 100 Per Cent 


Number of Stores 


Gross Profit 1919 1920 
Less than 20%............. z 13 
I 505750 sh 0k ga: 6 ic ace bitgien ae 36 
MOI se SS ku d.c cawca sare 19 41 
EE RE aie 47 28 
PEI ee 36 10 
TRE OVER. 5.0 s6s:5 5, 565.0508 20 2 

Total number of stores.. 130 130 


TABLE 10 


NET PROFIT OR Loss, 1919-1920 
Net Sales = 100 Per Cent 


Number of Stores 


Net Profit or Loss 1919 1920 
eS a ere 4 51 
Net profit, less than 3%..... 10 30 

RG. 5c re ostna chews 20 22 

EEE 6a eek vetecaseaees 22 16 

We ig es Sc OGL 34 1 

MEE oahodkccrousmns css 20 7 
BOM See GU. 6. Uo - 20 3 
Total number of stores.. 130 130 


Table 12 gives the common figures for gross and 
net profit in all the stores, grouped according to their 
volume of sales in 1920. This table indicates that the 
stores with sales between $50,000 and $99,000 had the 
lowest percentage of gross profit and the highest per- 
centage of net profit; it was this group that also had 
the lowest percentage of total expense. In order to 
show the direct correlation between gross profit and 
total expense, the common figures for total expense 
also are repeated in this table. 
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TABLE 12 
GROSS AND NET PROFIT OR Loss IN 1920 ACCORDING TO 
VOLUME OF SALES—397 STORES 
Net Sales = 100 Per Cent 
Gross Net Total 
Volume of Net Sales Profit Profit Expense 


%o Jo %o 
Less than $30,000..... 26.0 1.0 25.0 
$30,000-$49,000 ...... 25.4 ne | 24.3 
$50,000-$99,000 ...... 25.2 Lt 23.5 
$100,000-$249,000 .... 28.2 1.6 26.6 
$250,000 and over..... 30.3 0.7 29.6 


Inventories and Purchases 


The average inventory of merchandise on hand at 
the beginning of the year 1920 in 382 retail shoe stores 
was $62,600. The average inventory of merchandise 
at the end of 1920 in these same stores was $56,800. 
Thus the inventories of merchandise on hand at the 
end of 1920 showed an average decrease of 9.3 per cent 
from the stock on hand at the beginning of the year. 
This drop in inventories was due primarily to the de- 
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cline in prices, although it may be accounted for in 
part by a more cautious buying policy. 

In 127 identical stores from which reports were re- 
ceived for both years, the aggregate volume of pur- 
chases was $16,706,000 in 1919 and $16,286,000 in 
1920. In view of the general depression in the shoe 
manufacturing industry during the last months of the 
year 1920, it is surprising to find a decline of only 
2.5 per cent in the amount of merchandise purchased 
during the year by these 127 retail stores. Since oper- 
ating expenses, gross profit, net profit, and stock turn 
were practically the same in these stores as in the en- 
tire group of stores that reported for 1920, they appar- 
ently can be taken as fairly representative. A com- 
parison of the figures for sales, purchases, and in- 
ventories in these stores during the two years raises 
a question as to the source of the merchandise that 
they bought during the period of depression, when so 
many shoe factories were closed or operated on part 
time schedules. A more elaborate study of this sort 
of problem should be particularly serviceable in throw- 
ing light upon the factors which cause business de- 
pressions. 











Two 
Types 
of 
Health 
Lasts 





The “Glove Grip” shoe of the M. N. Arnold Shoe 
Co., North Abington, Mass., has the straight in- 
side line characteristic of most orthopedic shoes 
and the vamp seam is back of the big toe joint. 
The patented feature of the shoe is the method 
of attaching the upper. It is attached to the 
shank portion of the sole only on the outer edge. 
The other edge, instead of being attached on the 
imner edge of the shank, is carried under the 
foot and attached beneath the outer edge. 

The other shoe illustrated is one of the “Tru- 
Arch” models from the line of Jacobs ¢ Thatcher 
Co. of Brooklyn. There is the same straight 
inside line, the natural curve at the inner arch 
of the foot, the ample toe room 











Uses Prize to Boost Business 


An unusual merchandising and advertising idea was 
successfully used during December at Knoxville, Tenn., 
by the Union Shoe Parlor, with the presentation of 
a beautiful talking machine, ordinarily retailing at 
about $100, to one of the lucky patrons of the store. 
The machine was displayed in the windows of the 
store and announcement made in the company’s ad- 
vertising that a key would be given to each customer 
during a certain period of time. It was necessary 
that the customer either make a purchase or have re- 
pairing done to the extent of $1 worth before the key 
was given, and only one key was given .each cus- 
tomer regardless of the amount of the purchases. The 
keys were all different and only one of the several 
hundred issued would unlock the cabinet of the talk- 


ing machine. On a certain date the contest closed 
and the customer holding the key which unlocked the 
machine received the phonograph as a prize. 









The 
Woman’s 
Anatomik 


The principal features of the Anatomik shoe 
are the long heel, usually on the inside, but re- 
versed if the roll is outward instead of inward; 
the straight line through the middle of the foot 
—not on the inside edge; and, of lesser impor- 
tance, the extended counter. The theory on 
which the shoe is built is that fallen arch is not 
truly le 3 arch. The trouble does not orig- 
inate in the instep of the foot but always above 
the ankle, and the appearance of fallen arch is 
not the flattening of the arch of the foot but the 
incorrect relation of the ankle bones to the bones 
of the foot. Proof of this is seen in the fact 
that a foot with'a fallen arch instead of being 
longer than when the arch is normal, is usually 


shorter. 
While feet vag A in shape, the basic principle 
of Anatomik is that the straight line is through 
the center and is neither on the inside or out- 
side edge. The broad base of the heel takes care 
of the weight at the point where the weight 
should be taken care of. hat is through the 
heel. Not a portion of the heel, but ali of it. 
Hence the reason for the extended line of the 
Anatomik heel. The woman’s Anatomik is made 
by Laird, Schober ¢ Co., Philadelphia. 
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mixability—let me use it in a worthy sense. 
The ability to mix is something of greatest 
value to a business as well as to the man possess- 
ing that trait. There isn’t a trade in the United 
States that has more of it than the shoe industry 
and I bespeak the testimony of conductor, baggage- 
man, hotel man, merchant and the public at large. 
Take it from me, after five weeks of digging in, 
that it would pay a group of merchants, or manu- 
facturers, to leave their desks and just travel and 
mix. I would follow these tactics—organize the 
party and have it understood that it was “pay- 
Dutch” right along. Take in one big city to every 
four towns in any direction you go. Split the party 
up so that only one man goes into each store. Talk 
to merchant and to store salesman, and give as 
much of your own experience as you get from them. 
Take in every place where shoes are sold. Meet to- 
gether at dinner time and mix up the observations. 
Plentifully sprinkle the day with conversation with 
the public at large, other travelers, a banker and the 
local newspaper man. Take this mixture of Ameri- 
can opinion and I warrant you each and every 
business will be made bigger and better for the ex- 
perience. Don’t go at it as if you were cutting up 
the American public and businessman into cross 
sections, mounting them on glass slides and thrust- 
ing them under the microscope, but take it as an 
index of possibilities. 
The Potentialities of 1922 


What are the potentialities of 1922? What sort 
of a fresh eyeful have you obtained by contact with 
others? Is the growth of the country healthy and 
in pace with population, industrial volume and the 
building program? These are the worth while 
things to consider instead of ranting at the weather. 

It is, by my observation, impossible to ring a fire 
alarm or spring a detonating cap to bring business 
out of its peculiar lethargy. And yet you as a 
reader of this expect something of that sort. As it 
appears to me you are scheduled for a disappoint- 
ment—business is not going to revive with a jump 


T° I may be permitted to coin a new word— 
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lil mel 


for it is to be a slow and drawn-out process of find- 
ing out “who shall survive.” 


Who Will Survive? 


There are too many places selling shoes that have 
no right in the light of proper service to continue 
to vend foot-coverings for they neither justify their 
existence by economy to the public, or by style and 
service and fitting which have such important places 
in established businesses. 

There are too many factories making shoes that 
are mushroom in their experience, methods of sell- 
ing and ways of making. 

The solid and meritorious foundation of ambition, 
adequate capital and practical “shoemanship” will 
win out. You note that we put ambition first so 
that we can give first valuation upon the biggest 
factor in the element of survival. An ambition to 
succeed means work and proper profits. Both have 
their place if any business is to exist over a period 
of years. The inflation of some businesses is re- 
vealed by the excessively egotistic idea that because 
it has existed for many years that fact alone will 
keep it successful hereafter. 


Opportunity Is Not Geographical 


I have said enough in. one paragraph to make 
many a merchant and manufacturer do some think- 
ing. When it becomes necessary to balance both 
style and price with merit of merchandise it is go- 
ing to take all the brain-power of a business not 
only to hold its own but to forge ahead. The past 
two years have scattered opportunity far afield. 
The geography of location does not play as big a 
part as it once did. There never was greater oppor- 
tunity to come to the top. 

Have you ever looked under the glass on the 
tops of business desks? Oftentimes you can get an 
idea of the man who parks there by what he selects 
as guiding quotations. For example, I saw under 
the glass in the office of Ralph Pokorney Levy of 
New Orleans the following: 


“If you've failed it’s because another man 
wanted your place harder. So long as we 
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make Presidents of canal boys and let 
country clerks become merchant princes, 
you can’t accuse society of favoritism or 
prejudice.” 


So, everywhere on this pilgrimage of mine I was 
in search of the busy store in the midst of a flock 
of languid ones. It is strangely true that by their 
activity they had a stimulating effect upon the pub- 
lic. People like to trade with successes. You natur- 
ally want to know precisely how these stores do it. 
First—by grit and wit and ginger. Second—by the 
right styles at the proper prices. 


Shaking the Business Tree 


One Southern merchant gave me a clew, and here 
is how it came about. Both of us were out front 
under the perma- 
nent awning, 
which is a char- 
acteristic meet- 
ing place, Friend 
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that young men tumbled into my store on the mer- 
its of my “you’d be surprised letter.” I put in clip- 
pings of Scotch grain leather and said something 
about Haig & Haig and “prohibition blues” and just 
enough smart language to hit the young bloods. 

“Do you know I find letters—actually signed—get 
closer to people than any other medium I use. Like- 
wise, I sort of stretch the truth with fine phrases 
in my newspaper advertising to build prestige, but 
I am naturally shy on handling the truth so freely 
in my personal correspondence. I have got the boys 
on the floor sold on the idea of the ‘letter-get-’em’ 
so that they are writing their friends about our 
specials. This town tree of mine has many branches 
and I’m going to shake ’em all. Nothing gives a 
merchant more backbone than a steady stream of 


customers.” 
Sales Cost 


Mounting 


“It is costing 
more to get each 
customer. Have 





Merchant spying 
a razor-back hog 


you ever consid- 





rooting under the 
oak tree, said: 

“T found my- 
self doing busi- 


ness just about ; 
i i 


as that pig is 
getting his living. 
I, too, was pick- 
ing acorns off 
the ground and 
never looking up 
from whence 
they came. My 
only customers 
were those who 
dropped in be- 
cause of neces- 


2 =" , ‘ 
—— NO PROFITS" S 
Lot After Lot Of Merchandise Sold SALE NOW ON o— 
a = 
, an 





: — ered that mail or- 
der houses esti- 
mate the value 
of a live list of 
customers’ names 
Vid as being worth 
SS upwards of $10 
per name? Have 
you ever sent out 
a follow-up let- 
ter asking the 
customer as_ to 
the satisfaction 
given in the last 
pair bought 
The whole secret 
of getting sales 
to-day is ex- 


sity. 
“I figured it pressed in that 
out that the peo- , word ‘mixabil- 
The Wildest Stunt Ever Put Over ity.” Are your 


ple in this town 
were up a tree as 
far as buying my 
shoes and that it 
was up to me to 
do a little shak- 
ing of branches. 
On one of these 
branches were 
the young ladies 
of the town, and 
they could always 
get the money 
from dad _ for 
pretty things. 
My order for strap patterns came in and I sat down 
with my salesmen and asked them the names of girls 
in town who might be interested in a new style. 
This list I increased by taking in the high school 
and the dancing school. My letter to these young 
ladies was the combined masterpiece of several 
minds, my wife’s, my daughter’s and mine. On the 
strength of it and a smart illustration I cleaned up 
the selling sizes of sixty-two pairs out of seventy- 
two. Then I took another branch and shook it so 


public or the merchant? 


ahead of a bankrupt sale. 


him to make it actually “no profit.” 


In the merchandising world what could be more idiotic and destructive 
than the idea of a “no profit sale”? All over the country the “no profit” 
stunt is being used as a new sort of bait to business. Who is fooled—the 

If there is an advertising vigilance committee in your town, have the 
“no profit” fellow examined. The destructive character of this form of 
advertising is so great that it becomes a menace to every merchant in the 
town. The inference is that he has made so much profit during the year 
that he can do without for a period before Christmas, or that his errors in 
picking merchandise have found him out so that “no profit” is but a step 


If reason will not convince the store-keeper that this sort of selling is 
business suicide, bring the pressure of your merchants’ association upon 
Determine if it is a fraudulent method 


of selling, and unite in correcting or killing the idea. 


salesmen mixing 
or standing on 
dignity? A store 
can be both 
proud and polite. 
There is as much 
opportunity to be 
natural = and 
pleasing in a 
large store as in 
a small. It is 
upon such small 
things as hangs 
the progress and 
prosperity of many ‘businesses. The cold-blooded 
“take it or leave it” type of store is slipping and if it 
doesn’t watch out will be gone. 


It Means Work in 1922 


All this means work, and the best little sermon on 
that subject came from under the glass top of the 
desk of Billy Martinez of New Orleans. 


Let me but do my work from day to day 
In field and forest, at desk or loom, 
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The two illustrations published herewith 
illustrate the principle of the rigid shank 
shoe as perfected by Charles Henry Brown 
and used in the Arch Preserver shoe. The 
men’s shoe, at the left, is made by E. 
Wright & Co. of Rockland, Mass., and 
the women’s shoe, at the right, by the 
Selby Shoe Co. of Portsmouth, Ohio. “It 
is felt that it is no more than right,” says 
Mr. Brown, “just at this stage in the 
development of the discussion of the vir- 
tues of the shoe with a stabilized tread- 
base, to call attention to the very impor- 
tant fact that experience has demonstrated 
that the mere insertion into the shank of 
a shoe of a more or less rigid piece of 
steel does not necessarily make a more 
desirable shoe. 

“As a matter of actual fact, it has 
been proven that the use of a rigid or 
semi-rigid steel shank of inadequate width 
and improper shaping will not only ag- 
gravate certain forms of foot trouble, but 
will actually produce additional serious 
disturbances, some of which are well-nigh 
incurable. 

“The objection I have to shoes as they 
have been made is not merely because 
they did not carry a steel shank of suffi- 
cient stiffness. This is only one of many 
deficiencies which call for radical change. 
For instance, every important feature of 
last modeling, especially of the bottom, 
has been proven to be at fault, and many 
features just the reverse of what the 
natural foot requires as a base to walk 














upon.” 











In roaring market-place or tranquil room, 
Let me but find it in my heart to say, 
When vagrant wishes beckon me astray, 
This is my work, my blessing, not my doom; 
Of all who live I am the one by whom 

This work can best be done in the right way. 


That final line has a flavor of the RECORDER 
creed “Getting more shoes sold right not only ‘more’ 
but ‘right’; sold for the right purpose, to the right 
wearer, in the right fitting, for the right price, at 
the right profit.” This is the great problem of the 
retail shoe merchants. The chief purpose of the 
BooT AND SHOE RECORDER is to help solve it; for this 
is the basic problem upon which depends the prog- 
ress of the entire allied industries relating to shoes 
and leather; their production and distribution. 


Along the Crescent of the Gulf 


I have carried that slogan with me as I swung 
along the crescent of the Gulf of Mexico from Flor- 
ida to Texas, and as I dug in I found more and more 
indications of better business for 1922. In my story 
last week I gave the industrial geography and to 
continue in that vein let me take you from fruit and 
tourists in Florida to the cotton and sugar and rice 
of Alabama, Mississippi and Louisiana and to oil and 
cattle in Texas. I have been told much about these 
commodities, but aside from an expression of bet- 
terment in the situation with each I prefer to stick 
to my duty—‘“are you selling shoes and how.” 

By volume October was excellent and November 
fair with a December possibility of many sales of 
heavier oxfords, but this is contingent upon 
weather. 

The wholesaler found October one of the best 
months in years—but with him the less said about 
subsequent weeks the better. 

Patents lead with all merchants, with satins sec- 
ond, and between the two you have practically said 
the whole business. Mild weather caused a slip 
back to straps in deeper cutouts and slimmer straps. 

How the material makers get by in a season when 


- uppers are only worn to keep the slipper on the feet 


is passing all understanding. Oh, wouldn’t they 
welcome boots at three to five feet per pair! 


White Appearing in Shoes 


Already white is looming up as the next best bet. 
In suede and buck, kid and canvas it has great possi- 
bilities in either the one tone or trimmed with black, 
green and browns from toast to copra. Those that 
can buy are buying them early in the South. Style 
is to have an early spring opening, and there is no 
waiting for the mid-winter convention to order the 
shoes for February delivery. Texas of all states is 
showing the latest styles and getting profit and 
credit for being up to the minute. In Houston one 
merchant has almost a direct pipe line to Brooklyn— 
his styles are shown simultaneously with New York. 

Texas is the greatest state in the Union for qual- 
ity—especially in men’s footwear. Every oil and 
cattle man wants head and feet covered with the 
best that money can buy. To pay $20 for a hat and 
as much for a pair of shoes is ordinary procedure. 
The rest of the attire doesn’t matter so much, but 
head and feet must be properly covered. 


Texas the Great Quality State 


Merchants in Texas and Arkansas do more adver- 
tising in newspapers and over wider territory. Cus- 
tomers for miles around are regular purchasers of 
a large volume of shoes per family. Style is doing it. 
Some stores have an arrangement with their local 
boards of trade that railroad fare is refunded on the 
basis of 5 per cent of purchases made and this is 
also given to the family coming by automobile. One 
Texas shoe store sold $3,000 worth of hosiery in one 
day and keeps a regular staff of five people ex- 
clusively upon that side line. 

Leg boots and high lace boots are being sold and 
made in Texas and are in demand upon farm, ranch 
and oil work. What do you think is the complaint of 
many merchants? Good shoes are so well made that 

(Continuued on page 98D) 
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Who Can Solve the Riddle ? 


the mystery which the Joint Commission 

of Agriculture is endeavoring to solve 
is a queer riddle. In attempting to arrive at a 
solution the members of the Commission have wished 
upon themselves a big job. 

When for one dollar, American money, you can 
buy 280 German marks formerly worth $70, it is evi- 
dent that something is 
sadly out of balance in in- ane 


“— HE present conditions of agriculture,” 


mount issue” of the presidential campaign of that 
year. 

Time has proven the fallacy of that theory. Con- 
gress might have passed such a law, but neither 
Congress nor any other government agency could 
control the market price of either of the metals. 

Neither can Congress, by any legislation which 
the Joint Commission of Agricultural Inquiry may 
recommend, establish a parity between corn and eggs, 
between raw hides and fin- 
ished footwear dispensed 





ternational finance. 


over the fitting stool in the 


The international con- 
ference now in session at 
Washington will probably 
have to consider finances 
as well as disarmament if 
they hope to bring perma- 
nent peace to the world. 
Frank Vanderlip, one of 
the world’s greatest finan- 
ciers and students of world 
conditions, proposes an 
international banking sys- 
tem as a means of rem- 
edying many of the pres- 
ent world conditions that 
are out of harmony. 

When one dozen eggs 
has a market value equal 
to two bushels of corn, as 
is pointed out in Roy 
Kanouse’s letter quoted on 
this page, it is surely evi- 
dent that there is some- 
thing materially wrong in 
the “present conditions of 


“Had a funny experience the other day. 
We are in the midst of a farming community 
and some of the narrow ones price my shoes 
now in bushels of corn at 30c. a bushel instead 
of dollars and cents. 

“Well, this fellow came in and had a basket 
and was all smiles, and said he had just sold 
five dozen eggs for 60c. a dozen. ‘Hain’t that 
a fine price? Jist think, $3.00 for five dozen 
eggs! I want to get a pair of cheap work 
shoes—jist something tu wear inside of a four 
buckle arctic.’ 

“7 fitted a pair of light elk outing shoes on 
him and he asked the price and I told him 
$3.00. He said ‘What, $3.00 for a pair of 
shoes—why, that’s ten bushels of corn,” I 
said, ‘Yes, I know it is, but don’t buy them 
with your corn money—buy them with your 
egg money.’ 

“T sold him without further comment. 

“See you in January. 

Roy C. Kanouse.” 





UT 


HUNTETNNTENETY UAL mH 


retail store, nor between 
the price of a pound of 
raw wool on a Montana 
ranch and a suit of clothes 
in the retail clothing store, 
nor between the price of a 
bushel of wheat on a Kan- 
sas farm and a loaf of 
bread in a city bakery or 
of three or four slices of 
that bread in a fashion- 
able restaurant or hotel. 
Retail shoe merchants 
are frequently confronted 
with the statement that it 
takes ten calfskins to buy 
a pair of shoes. Clothiers 
likewise are told by their 
farmer friends that there 
is only 60c. worth of wool 
in a $60 suit of clothes. 
Grocers have ceased to 
argue when the rural! cus- 
tomer grumbles that a 
bushel of wheat will buy 





agriculture.” 

It may be possible to correct some of the condi- 
tions affecting agriculture and other industrial con- 
ditions by means of legislature, but in all probability 
that legislation will have to be much more far reach- 
ing than what the Joint Commission of Agriculture 
seems to have in mind judged by its present method 
of procedure. 

It will be recalled that back in 1896 a certain gen- 
tleman from Nebraska advocated the fixing by na- 
tional legislation of a parity between gold and sil- 
ver in the ratio of 16 to 1 and made that the “para- 


only seven loaves of bread. Neither the shoe mer- 
chant, nor the clothier, nor the grocer can be held 
responsible for retail prices, except insofar as they 
are influenced by the markup which he necessarily 
adds to the wholesale prices to cover his overhead 
and a small profit. He cannot in any way control 
the price he has to pay for an article nor the ele- 
ment of cost that goes to make up that price. 

Certainly shoe merchants are not getting rich too 
fast at the present time and apparently clothing 
merchants and grocers are having no easy time in 
accumulating riches. 

(Continued on page 71) 
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Barony’s, An Exclusive Custom Shop of 
Los Angeles 


Mr. Louis Designates Between “Style’’ and ‘‘Fad’’ 


By Camila Mairs 


Editor’s Note: The influence of French footwear designs 
permeates every city, village and hamlet of the United 


States. 
The models and designs of the exclusive custom shops 
are “Americanized” and adopted by American factories. 
This story gives a glimpse of one French shop trans- 


planted on American soil. 


46 OOK! This is Barony’s.” Gloria Swan- 
i l son, the popular movie queen poised on 
her palm a delectable creation of patent 
and white kid. I gazed at it admiringly. Then 
I looked at Miss Swanson’s feet. “Put it on,” I 
begged. She complied and together we admired the 
delicate intricacies of the strap sandal. Miss Swan- 
son was dress- 
ing to go on a 
set and had 
graciously per- 
mitted me an 
inspection of 
her collection 
of footwear. 
Shoes are her 
hobby. 

“But,” I re- 
membered to 
ask, “Who is 
Barony ?” 

“What? You 
don’t know Ba- 
rony?” and she 
launched into a 
description of 
the place and its proprietor, Mr. Louis. 

So I hunted up Barony’s. Down on Eighth Street, 
near Figueroa, I found a little, unpretentious shop 
and entered. Mr. Louis himself met me and as he 
had a customer he asked me to wait. I sat down 
and observed 
my surround- 
ings. A small 
place, but a 
place of indi- 
viduality. All 
the stock is kept 
in a back room, 
leaving the lit- 
tle store with a 
homelike ap- 
pearance, a 
magazine lying 
here, a vase of 
flowers over 
there, an up- 
turned book on 


A Barony model in patent stitched in the table, ete. 
white, green or some other color. This : 
model is also made in black satin Mr. Louis fit- 
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ted a sandal on his customer’s foot, leaned back 
and struck an attitude. She smiled radiantly. “O, 
how perfectly darling I must have these.” And 
that was that. 

As he was fastening the old shoes on her feet 
she cried, “Tell me, how do you make them so com- 
fortable. I’ve often wanted to ask you.” 

Mr. Louis picked up the shoe she had just bought 
and prepared to give a little lecture. I could see it 
coming and I wanted to hear every word. I liked 
the way his fingers caressed the shoe. He had the 
manner of a true connoisseur, plus the love of an 
artist for his creation. 

“Because, mademoiselle, all my shoes are hand- 
made. When you buy a Barony shoe you get the 
best that money 
can buy, best 
materials, best 
workman- 
ship, and in ad- 
dition you get 
individu- 
ality. This shoe, 
how many more 
are there in Los 
Angeles? Fifty? 
One hundred? 
There are only 
two. Why? Be- 
cause I do not 
make my shoes 
in quantities. 
How could they 
be individual if 


I did. 
“I study individual feet,” he continued. “No two 
people’s feet are alike. Machine-made shoes, made 


























Patent leather. Perforations and cut-outs. 

Notice that the new Barony models all 

fasten high around the ankle and are 

made over lasts with short forepart and 
carry Spanish Louis heels 


on one last, are turned out by the thousands of 
Can they 


pairs and worn by thousands of women. 
be individual? 
No. 

“See this 
heel! It looks 
high, but it is 
in proportion to 
the shoe. High 
heels are not 
injurious if the 
measure- 
ments of the 
shoe are cor- 
rect. The heel 
must be of a 
height to give 





the arch proper A Borony patent with red _ furnback 
apel and red insert ribbon effect arou 
support. And the throat. On each Barony model the 
this toe, round- heel is designed to harmonize with the 
ed t fit the toe. The height of the heel is designed to 
0 give the last the proper poise and pitch 
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foot! You have worn the long-pointed vamp. Why? 
Do you select your gloves with fingers that are an 
inch or more too long? Then why your shoes? Feet 
do not stretch long, they stretch wide. See this 
ball! That is the widest part of the foot—often it 
is abnormal. 

“This shoe is comfortable because it fits your foot 
properly, at the heel, the arch, the toe. And it 
looks two sizes smaller than it is.” 

“Do you make your shoes?” queried the inter- 
ested young lady. 

“I design every last. The actual work of making, 
of course, I cannot do. But experienced French and 
Italian bootmakers do this, after patterns which I 
create,” he said as he escorted her to the door. 

I glanced surreptitiously at my own black oxfords. 
They were getting rather shabby. I wondered 

Mr. Louis returned to me. “Shall I show madame 
some shoes?” But I was curious to have him define 
style for me. 





“Style is Good Taste” 


He hesitated an instant, then said, “Style is good 
taste. It is individuality. It is art, plus suitability 
or appropriateness. Style is something more than 
fixed lines, dimensions, colors or arrangement. 
Nowadays every woman wants something distinctive, 
something that will single her out from the masses 
and put her in the ultra class. That is why they like 
Barony shoes. They are individual.” 

“And what is fad?” I persisted. 

“A fad is a thing of the moment. It is for the 
masses,” he shrugged his shoulders. 

All Barony shoes are of the type designated 
French, with rounded toe and short forepart. Mr. 
Louis was for a number of years with E. Antoine 
of Paris and he located in Los Angeles only a few 
months ago, because he believed Los Angeles to be 
the logical distributing point on the Pacific Coast for 
shoes of this character. Without any newspaper ad- 
vertising, he is rapidly building up a choice clientele 
in this section. When he sells a pair of shoes he 
knows from past experience that it will be the means 
of drawing several new customers to his shop. At 
intervals he sends out cards to a selected list of 
prospects. Thus, individuality is the keynote of the 
Barony Shop. 


JOHN W. HYNDS DEAD 


John W. Hynds of the firm of Hynds Bros., retail 
shoe merchants of 220 Liberty Street, Morris, IIl., 
recently passed away. Mr. Hynds’ death has brought 
about a change in firm name to that of the Sorem 
Bootery. Andrew H. Sorem, the head of the estab- 
lishment which bears his name, has been connected 
with Hynds Bros. for the past eighteen years. 


Let This Giving Go On 


Radcliffe College girls are giving their old shoes 
to poor folks and are buying new shoes for their 
own feet. Let this good giving go on among all 
well-to-do people, for it will bless the poor, who 
need shoes, and it will please the well-to-do, who 
can afford good shoes. It will comfort many a 
merchant, too. 
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WHO CAN SOLVE THE RIDDLE? 


(Continued from page 69) 


Back in the palmy days of the War Industries’ 
Board Bernard Baruch, chairman of that Board, on 
one occasion when a rather heated argument was in 
progress between the Board of representatives of the 
shoe industry is said to have remarked: “There are 
too damned many shoe stores anyway,” and then 
turning to one of the leading shoe manufacturers, 
added, “and the same applies to shoe manufactur- 
ers.” 

There are rumors current that the Joint Commis- 
sion of Agricultural Inquiry may recommend legis- 
lation that will provide for a licensing plan which 
will restrict the number of stores of each kind in 
every community, based on the population to be 
served, this plan to be adopted as a means of mak- 
ing merchandise cheaper to the consumer. 

At any rate, the Commission has collected data 
showing the number of grocery stores, clothing 
stores, shoe stores, etc., that are now maintained in 
proportion to the population. 

The spread between the cost of raw materials 
and the retail price of commodities is far too wide. 
Nobody questions this and nobody would be happier 
to see production costs and retail distribution prices 
brought closer together than the retail merchants of 
the country, but neither merchants, wholesalers or 
manufacturers are to blame for the condition. 

The trouble lies mainly with the system of edu- 
cation that prevails in the schools and colleges of 
this country, not only of this country but of the world 
at large. 

Ninety-five per cent of all the boys who complete 
the eighth grade and even the high school enter 
commerce or the industries for a livelihood and only 
5 per cent enter professions, and yet the instruc- 
tion which these young men receive in public schools 
and in colleges tends to fit them for the professions 
rather than for usefulness in commerce and the in- 
dustries. 

If the Joint Commission of Agricultural Inquiry 
would recommend legislation which would establish 
a national school system, change the curriculum 
that prevails in public schools so that the youths of 
the country would be educated in production and 
distribution of the commodities of the country, then 
in time they might remedy not only the “present 
conditions of agriculture,” but every other business 
in which our people are engaged. 

At the present time 92 per cent of the entire in- 
come of the government is being spent for wars, 
past and future, while only 2 per cent is being spent 
for all of the activities that come under the head 
of Research, Public Health, EDUCATION and De- 
velopment. 

The fact that 92 per cent of the entire income of 
the government is being spent for ways and means 
of destroying life and property and only 2 per cent 
is being spent for the development of the manhood 
and womanhood of the nation presents a spectacle 
that not only is not pleasant to dwell upon but which 
by careful analysis shows one of the potential rea- 
sons for the present slough of despond through 
which the business and industrial world is flounder- 
ing and it also contains to a great part the explana- 
tion of the wide spread between raw material costs 
and retail distribution prices. E. C. LOGAN. 
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Building a Successful Shoe Store 
in a Suburban Location 


By Lawrence William Pedrose . 


Editor’s Note: Mr. Frank has apparently solved the prob- 
lem of building a shoe business and properly advertising 
it, in an outlying district of a city. It is a hard problem. 
The RECORDER is interested in knowing of other merchants 
who have succeeded in doing the same thing. 


ments in Ballard, the enterprising north 

suburb of Seattle, Wash., is the exclusive 
boot and shoe store at 5325 Ballard Avenue 
owned and managed by J. E. Frank. Mr. Frank is 
a young man—still in his early thirties—but he has 
been in the retail shoe business in Ballard for more 
than a decade. 
He has builded 
with faith in 
his community, 
and the growth 
of his business 
has been com- 
mensurate with 
this faith. 

The suburban 
store generally 
is confronted 
by problems not 
encountered by 
the big down- 
town store—but 
it enjoys dis- 
tinct advan- 
tages over the 
latter. Personal 


O NE of the most attractive retail establish- 





ly in the big downtown dailies at $2.40 or more per 
column inch. The local paper, a weekly of conven- 
tional type, charged around 40 cents an inch, claimed 
a circulation of several thousand that was supposed 
thoroughly to cover the district, but had an actual 
circulation of about a thousand, it was said. When 
an enterprising newspaperman launched a new week- 
ly which was to be distributed free to every Ballard 
home at the usual cost to the merchants for display 
advertising, his proposition struck a responsive 
chord with the business men. The new newspaper 
was launched with a majority of the merchants sup- 
porting it. It developed for a while, then for lack 
of proper guid- 
ance or due to 
obstacles which 
the proprietor 
could not over- 
come, began to 
slip. At this 
point a live wire 
young advertis- 
ing man became 
interested in it. 
With backing, 
he believed, he 
could take over 
the newspaper, 
and by slightly 
raising the ad- 
vertising rates 
make a success 
of it. He took 
up his proposal 











contact with his 
customers is, 





with the princi- 
pal merchants. 





perhaps, the 
suburban store 
proprie- 
tor’s greatest 
asset. Knowing most of his customers by name, 
and in many instances understanding their own 
problems, that close contact is furnished which in- 
spires confidence and promotes sales. 

Effective advertising at a cost within reach of the 
small store is one of the most vital topics with the 
suburban merchant. The retailer in the outlying 
districts generally cannot afford to advertise in the 
big city papers. Community newspapers are usually 
weekly gossip sheets with restricted circulation en- 
tirely out of proportion to the rates charged for ad- 
vertising space. Efficient mailing lists are expensive 
and there are many objections to the distribution of 
handbills and similar methods of publicity. How 
the merchants in the suburban community of Bal- 
lard, with a population of around 30,000, co-oper- 
ted in solving their advertising problem may be of 
interest to similarly situated dealers in other parts 
of the country. 

The Ballard business men had had the customary 
experiences of suburban dealers in spreading their 
publicity. None could afford to advertise extensive- 


Attractive front of J. EB. Frank’s store, Seattle 


Mr. Frank was 
impressed by 
his plan, intro- 
duced him at the bank and, with two other mer- 
chants, indorsed his notes so he could take over the 
newspaper. 

The new owner of the newspaper paid off the obli- 
gations against it in a few weeks. He fulfilled a 
guaranty to put the paper into 5000 homes in the 
district every week without cost to the recipients. 
By carrying the principal local news but eliminating 
gossip and using educational features whenever it 
had space, the paper became popular in the Ballard 
district. It was delivered promptly every Friday 
morning. The display advertising rate was 60 cents 
a column inch. The merchants had agreed to give 
it all the support they could if the publisher carried 
out his promises. The pledges were kept by both 
parties and the Ballard business men have to-day 
what they consider the most efficient, economical 
method obtainable for carrying their publicity into 
the homes in their district. 

The Frank store carries Florsheim, Nettleton, 
Thompson Bros. and Stratford men’s dress shoes, 
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and Harsh & Chapline and Albert Winbrenner & Co. 
work shoes. In ladies’ shoes the J. Edwin Smith 
and Utz & Dunn lines are carried. In children’s 
shoes the Kreider line and Billy Buster and Wein- 
berg brands are handled. Also Ball Brand and 
Hood rubbers for men, women and children are car- 
ried. 

“T did not realize until a year or two ago how im- 
portant the children’s shoe business is,” says Mr. 
Frank. “It is a big feature in the suburban shoe 
dealer’s sales. 

“Climatic conditions in Seattle require better 
leather in shoes than is necessary, say, in inland 
cities. We have salt water winds, also a consider- 
able amount of rain and lots of gravel. The leather 
in the sole of a shoe in particular must be good to 
stand up in this Puget Sound country. The men, 
locally, are mostly lumber mill workers and demand 
strong, dependable footwear. They do not care for 
cheap goods, as they have learned by experience that 
the cheapest merchandise is often the most expen- 
sive in the long run. Our slogan is, “The Store of 
Better Shoes,” and by living up to this slogan we 
have built up a fine trade that comes to us again 
and again, always with confidence that we give a 
square deal.” 

The Frank store has a mailing list of customers 
gleaned in past years from indorsements on checks 
or compiled from the telephone directory. This list 
is kept accurate, but since the advent of the new 
local weekly newspaper, it is used only once every 
two or three months. 

Mr. Frank takes a prominent part in local civic 
enterprises—not for publicity purposes but as a duty 
to build up the community. When interviewed by 
a representative of BooT AND SHOE RECORDER he 
was busy arranging his part in the campaign to fill 
the city’s Community Chest. He has been named 
captain of one of the north end residential districts. 
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Geo. W. Brown Dies 

St. Louis, Dec. 14.—Word has just been received 
here that George W. Brown, chairman of the Board, 
Brown Shoe Company, died yesterday in Tucson, 
Ariz., where he had been since Dec. 1 in an attempt 
to regain his health, which failed about eighteen 
months ago. At the offices of the Brown Shoe Com- 
pany it was said that Mr. Brown had been suffering 
from an infection which attacked his bronchial tubes 
and spread throughout his system, but that there 
had been no intimation previous to his death that his 
illness was critical—in fact, it was stated physi- 
cians believed that he would recover in Arizona. 
Mr. Brown was born in Granville, N. Y., March 21, 
1853. In 1873 he came to St. Louis and accepted the 
place as shipping clerk in a shoe jobbing house of 
which his brother was leading partner. Later he 
became a travelling salesman for the same concern 
and during the five-year period which he was on the 
road became convinced that there was a large field 
for shoes made nearer home and that St. Louis was 
the logical site. Accordingly he resigned his place 
with his brother’s firm and in 1878 organized the 
Bryan-Brown Shoe Company, of which he was presi- 
dent. This was the first of the shoe industry in this 
city, which now is one of the largest shoe centers in 
the United States. In 1885 the name of the company 
was changed to Brown, Desnoyers & Company, and 
this in turn was reorganized as the Brown Shoe Com- 
pany in 1893, being incorporated as such in 1913. 
The capital stock of the first company was $12,000, 
while that of the Brown Shoe Company at this time 
is $10,000,000. 

Mr. Brown is survived by his widow, who was Miss 
Bettie Bofinger of St. Louis, and their adopted son, 
Wilbur George Brown, ‘twenty-four years old. 
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MILWAUKEE 


Merchants Encouraged by Spurt of 
Business 


Brouwer’s Celebrating Nineteenth 
Anniversary 


trade throughout the first 

half of December, Milwaukee 
boot and shoe merchants are enter- 
ing the final week of the holiday shop- 
ping season with unusual enthusiasm 
over the prospect of a whirlwind fin- 
ish. Gift buying of shoes this year 
has been a distinct feature of busi- 
ness and it is confidently expected 
that the coming week will bring out 
even a more wholesome volume of 
trade of this distinct character than 
the last two weeks developed. 


Better Than Last Year 


December business so far has been 
in excess of a year ago, which is 
merely a continuation of an increase 
that has been going on most of 1921. 


By rate: tarous by an active 


Practically every month this year has 
shown a gain over the corresponding 
month in 1920. But the most gratify- 
ing thing about it all is that business 
has been of a much more genuinely 
satisfactory character. Last year was 
one of liquidation and readjustment, 
and while readjustment is still going 
on in some measure, liquidation is 
virtually a thing of the past. Boots 
and shoes are being bought and sold 
on their merits and there has been 
no real necessity for the scramble of 
last year to move goods at whatever 
price they would bring. 
Some Buying Tendencies 


While there has been no broad de- 
parture from the policy followed by 
most merchants here to buy conserva- 
tively and largely for immediate 


needs, nevertheless it is true that 
there is now much less disinclination 
to place forward orders than in the 
earlier parts of this year. Specula- 
tion is still absent, and it is considered 
a good thing that this is so, under the 
complex conditions of the period. 
But a great many merchants have 
learned lessons from ultra-conserva- 
tive buying, which generally left them 
in suspense without full lines at a 
time when merchandise was needed 
most and demand was present when 
stocks were inadequate. 


New American Tannery 


The American Hide & Leather Co., 
through Lockwood, Greene & Co., con- 
suting engineers, 38 South Dearborn 
Street, Chicago, took bids last week 
for the construction of a new tannery 
in Milwaukee to replace the group 
destroyed by fire in September. The 
new investment will be $500,000 for 
the first unit, to be 260x315 feet in 
size, three stories and basement, oc- 
cupying the site of the burned plant 
at 658 Commerce Street. There will 
be four structures, namely, the main 
tannery, hide house, power plant, and 
the engine and boiler house. Inquiry 
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is being made for the tannery and 
power equipment, all of which requires 
replacement. G. A. Riker is local 
manager. 


Tribute to Arthur Gallun 


The Milwaukee section of the 
American Chemical Society has 
adopted the following resolutions on 
the death of Arthur H. Gallun, of A. 
F. Gallun & Sons, tanners, Milwaukee, 
who died Nov. 9: 

“Whereas, in the death of Arthur 
H. Gallun, on Nov. 9, 1921, the Mil- 
waukee Section of the American 
Chemical Society recognizes the loss 
of one of its most valued members, 
who for the last eight years strove to 
make the Section an instrument of 
service for the general good, who by 
his substantial support assured the 
success of its library committee, who 
was quick to aid the deserving and 
needy, who was active in the organiza- 
tion of the leather division of the 
American Chemical Society and had 
labored over plans for a tanning 
school that should bring about the co- 
operation of the best in both chemis- 
try and industry, who was a staunch 
supporter of scientific research and 
encouraged the laboratories of his 
own plant to contribute to the de- 
velopment of chemistry, who gener- 
ously endowed chemical research at 
Columbia University to be published 
without restriction, and who was a 
man much loved and admired by the 
Section, 

“Therefore, Be it Resolved, That 
the Milwaukee Section of the Ameri- 
can Chemical Society wishes to ex- 
press its very deep sorrow on the 
loss of so valued a member and bene- 
factor of science and to extend to 
his wife its most sincere sympathy.” 


Pinsel Bros. Retire 


Pinsel Bros., for thirteen years re- 
tailing boots and shoes at 454 Mitchell 
Street in Milwaukee, have decided to 
retire from business and since Decem- 
ber 2 have been conducting a closing 
out sale. In the advertisements of 
the sale it is expressly stated that 
the store, furniture and fixtures are 
for sale. 

A Notable Contribution 


As the result of an idea placed in 
the employees’ suggestion box at the 
factory of the Davies Shoe Mfg. Co. 
of Racine, Wis., more than $1,000 
worth of Davies footwear will be dis- 
tributed to deserving people of that 
city in about four months, beginning 
in December. Each employee pledged 
a certain amount of his monthly 
wages, and Charles H. Davies, presi- 
dent of the company, added 25 per 
cent additional out of his own pocket. 
Distribution will be made through the 
Central Association of Charities of 
Racine, which will issue orders on the 
Davies company after thorough inves- 
tigation of needy cases. The first 
orders are being issued at Christmas 
time. 
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Brouwer’s 19 Years Old 


The S. J. Brouwer Shoe Co., 322- 
324 Grand Avenue, Milwaukee, is ob- 
serving the nineteenth anniversary of 
the establishment of the store. It 
was early in December, 1902, that 
Stephen J. Brouwer opened the doors 
of a small store which has since been 
developed into one of the largest and 
most complete general footwear shops 
in the Middle West. 


Beloit Shoe Man Marries 


Harry Winn, manager of the Walk- 
Over Boot Shop at Beloit, Wis., was 
married recently to Miss Irene Lake 
of the same city. 


Maintains Bowling Team 


The firm of Guenzel & Lucas, 731 
Third Street, Milwaukee, is represent- 
ed this season by a team in the North 
Side Merchants’ Bowling League. 
The team is composed of crack pin 
smashers who are giving the firm 
some excellent advertising by their 
prowess. Harry H. Lucas, head of 
the firm, is secretary and treasurer 
of the Wisconsin Retail Shoe Dealers’ 
Association. 


New Shop at West Allis 


The West Allis Boot Shop is the 
name of a new shoe store recently 
established at 6313 Greenfield Avenue, 
in West Allis, the big manufacturing 
suburb of Milwaukee and seat of 
one of the largest general machinery 
manufacturing plants in the United 
States. 


The Freight Rate Burden 


Relief from the present exorbitant 
tariffs exacted by railroad companies 
and other carriers is welcomed with 
delight by all business men. This has 
been a sore spot all along the line 
and a good illustration of how high 
freight rates affect production and 
business is found in a statement made 
by the editor of the Rhinelander 
(Wis.) Daily News, who finds that a 
local hide dealer received $2 for a 
full rawhide in the Milwaukee market, 
but the transportation charges 
amounted to $2.11. In this case the 
shipment was ma“e by express. 


William Forsyth Injured 


William Forsyth, son of Mrs. 
Charles Forsyth of Milwaukee, was 
one of the Yale students injured in 
the recent motion picture theater fire 
at New Haven, in which a number 
of students were killed. Mr. Forsyth 
is a brother to John Forsyth, secre- 
tary of the Forsyth Leather Co., who 
died Sept. 14 from burns sustained in 
an acid explosion at the plant ten 
days before. Charles Forsyth, the 
father, was killed in an automobile 
accident about seven years ago. 


Force Daylight Shopping 


Retail merchants of Green Bay, 
Wis., including shoe dealers, have de- 
cided to close promptly at 6 p. m. 
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every evening from Dec. 21 to 24, 
Christmas Eve. This action, while 
rather surprising to some people, ap- 
pears to have two definite objects in 
view. One is to give the public the 
best service possible by making it un- 
necessary to hire inexperienced sales- 
people for evening work, and the 
other is to make it possible for sales- 
people to enjoy the spirit of the holi- 
days without being “worn to a fraz- 
zle” in the final rush. 

The Milwaukee Retail Shoe Deal- 
ers’ Association, according to unani- 
mous decision at the December meet- 
ing, is going through 1922 with the 
throttle wide open and the same en- 
gineer, fireman and conductor man- 
ning the train. 

Without opposition, President Otto 
A. Hensel and the following staff were 
renominated: Vice-president, Ben 
Lamers; treasurer, Joseph Schuma- 
cher, and secretary, W. F. Wuerl. 
Mr. Hensel said he would reappoint 
all the 1921 committeemen, just to 
clinch it. 

Following a change in the by-laws, 
increasing the directorate from seven 
to nine, and providing for rotation in 
office for the nine in groups of three 
chosen each year, the following were 
nominated without opposition: Three 
years, A. B. Caspari, Charles E. 
Collar and Jack Pinsel; two years, 
Oscar Hart, Harry Lucas and John 
Geisinger; one year, John Kuczinski, 
A. T. Jenkins and Ray Ripple. 

Mr. Hensel was elected association 
delegate to the national convention in 
Chicago next month, with Mr. Schu- 
macher as alternate, and John Gei- 
singer as delegate-at-large. 

State Secretary and Treasurer 
Harry Lucas, in charge of the con- 
vention trip for both local and State 
associations, reported arrangements 
for a special Pullman coach and head- 
quarters at the Morrison Hotel. He 
also stated that, en route, the party of 
Wisconsin and Milwaukee convention- 
ites would be let into the solemn 
secret of a big surprise stunt to be 
sprung on the convention by the Bad- 
gers, “just to show them we are still 
among them, in 1921 N. S. R, A. con- 
vention style.” 

The biggest thing in Milwaukee as- 
sociation activity in 1922 will be a 
broad and comprehensive educational 
campaign directed to the consumer, 
and a questionnaire is now being pre- 
pared to get the ideas of every mem- 
ber as to what subject and sub- 
subjects to handle in this work. It 
is believed that this is the first scien- 
tific preparation for such a campaign 
ever attempted in America, as it in- 
cludes a plan to get in a form re- 
ducible to figures and percentages, 
the consumer’s attitude so that the 
campaign will “hit the ball at every 
strike.” 

An amendment to the by-laws, made 
at the December meeting, provides 
a salary of $1.50 per member in good 
standing for Secretary Wuerl. The 
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resignation of Henry Ripple, who has 
retired from business, was accepted 
with regret. Resolutions on the death 
of J. J. Ripple were adopted and will 
be engrossed. 

As the result of the campaign to 
avoid winter rail tie-ups of stocks 
from the East to Milwaukee shoe 
stores, it was announced, the Mil- 
waukeeans can now get through ship- 
ments over at least one big railroad 
line from New York, Brooklyn, and 
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other Eastern points directly into 
Milwaukee, with no transfer en route, 
whether |, c. 1. or carload lots. Going 
around instead of through Chicago, 
this means of shipping will save a lot 
of time also. 

The annual meeting and election 
take place just prior to the Chicago 
convention. After the convention a 
big dinner and dance will be held 
by the Milwaukee association, to in- 
clude the clerks in member stores. 


COLUMBUS 


Holiday Slippers Selling Freely 


Business Conditions About the Same as 
Last Month 


signal for shoppers to start 

the ball rolling toward get- 
ting their Christmas shopping done 
early. Merchants report that the sale 
of holiday slippers is beyond expec- 
tations, the higher priced goods sell- 
ing as well as the cheaper grades. 
The majority of sales are in the 
women’s, with a greater sale of misses’ 
and children’s this year than last sea- 
son. Men’s slippers are now selling 
about in the same proportion as last 
year at this time. The merchants ex- 
pect that the men’s styles will sell bet- 
ter nearer Christmas time than at 
present. That there will be more 
shoes given as presents this year than 
for several seasons past is the expec- 
tation of retail merchants. 


is 
Give Merchandise Cards for Christ- 
mas Gifts 


All the down-town shoe stores and 
department stores have had cards 
printed appropriate to the Christmas 
spirit. These cards can be given in 
place of a gift, and the recipient can 
make use of the given amount toward 
any purchase they may see fit after 
Christmas time. This does away 
with any confusion that may arise 
over giving a gift that may have to 
be fitted, especially footwear. 

While the sale of holiday slippers 
has increased considerably, the sale of 
other styles of footwear has decreased, 
due mostly to the balmy weather. The 
sale of boots has gained, according to 
reports, and all that is needed to make 


A RRIVAL of December was the 


a grand comeback of boots is about 
one foot of snow, on several of the 
really bad days that has prevailed, the 
fair sex has either put on “galoushes” 
or boots, not caring to face the rigors 
of bad weather in oxfords or pumps. 

In a survey of the retail stores we 
find that stocks of boots are very 
small and that a run on this style 
would quickly deplete all the stocks 
in the city. It is hoped that this will 
occur, leaving the stocks in excellent 
shape to take care of the spring and 
summer business. 

Stocks of low cuts are in fine shape, 
due to the alertness of the buyers and 
managers in keeping their stocks at 
as low ebb as could be possible and 
still meet the demand of the buying 
public. At the next inventory time 
the merchants expect to have nothing 
but clean and salable merchandise 
and are cleaning out any odd or 
broken lots as fast as they accumu- 
late. 

Local manufacturing plants are 
running at capacity, many of them 
are now shipping out spring orders 
and will continue to do so along with 
the orders for immediate delivery. 

Local business conditions remain 
about the same as last month, bank 
deposits are a little lower, due to the 
withdrawals for Christmas shopping, 
while the building and loan companies 
report that their deposits are about 
the same as last year. Many new 
permits for dwellings have been is- 
sued and it is expected that when 
spring comes these homes will be 
ready for occupancy. 


CLEVELAND 


Low Shoes Move Fieely 


Cleveland Retail Shoe Dealers Place First 
Emphasis on the Annual Convention 
of the National Shoe Retail 
Dealers in Chicago 


LEVELAND merchants are to 
entertain the annual conven- 
tion of the Ohio Valley Shoe 


Retail Dealers’ Association in this 
city on March 6, 7 and 8, and for the 
present plans for that gathering are 
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being held in abeyance generally in 
order that merchants in this city will 
not have their attention diverted from 
the annual meeting of the National 
Shoe Retailers’ Association, which will 
be held in Chicago, Jan. 9, 10, 11 and 
12. 

Nevertheless, plans are being made 
in a quiet way for the gathering in 
this city, which will bring together 
400 to 500 merchants from Ohio, West 
Virginia and part of Kentucky. In 
addition, the wives and other mem- 
bers of the families of many delegates 
will be here during the convention 
sessions. 

At a meeting held a short time ago 
in the Hotel Cleveland, which has 
been the headquarters of the Cleve- 
land shoe merchants, H. M. Chisholm, 
well-known Cleveland merchant, was 
made chairman of the committee on 
arrangements for the Ohio Valley 
Convention, and C. E. Petot, also well 
known in the trade in the Middle West, 
was selected secretary. 

Both men are known for their ef- 
fectiveness as well as for their thor- 
oughness, and merchants regard the 
selections as a forecast of an unusu- 
ally interesting and instructive con- 
vention. Arrangements have been 
made to open headquarters for the 
convention in Hotel Winton, which 
specializes on such gatherings. It is 
one of the better-class hotels in Cleve- 
land, is centrally located and has un- 
excelled facilities for handling con- 
ventions. 

The ballroom of the hotel will be 
used for sessions of the convention, 
while the rainbow room, one of the 
finest appearing auditoriums in the 
Middle West, will be the scene of the 
rendition of the entertainment pro- 
gram of the convention on Tuesday 
evening. 

Mr. Chisholm absolutely refused to 
state what the program would con- 
tain, but he did admit that it would 
open the eyes of every delegate, give 
them an evening of unalloyed enjoy- 
ment and put every one in good hu- 
mor for the sterner business of the 
meeting. 

“The committee will for the present 
make no announcements as to pro- 
gram, etc., for the reason that we 
want to help make the convention of 
the National Association a rousing 
success,” said Mr. Chisholm. “After 
the Chicago gathering comes to an 
end, announcements of our plans will 
be made in due time.” 


Planning for Chicago Meet 


Cleveland shoe merchants already 
are planning to send a good-sized del- 
egation to the annual convention of 
the National Shoe Retail Dealers’ As- 
sociation in Chicago Jan. 9, 10, 11 
and 12. 

The merchants are planning to have 
at least two cars, and more if the ad- 
vance reservations warrant them, 
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set aside here for the local delegation. 
The cars will be attached to a train 
leaving here at 11 p. m. on Sunday 
preceding the opening of the conven- 
tion. The trip will be made at night, 
and on early Monday morning the 
delegates will be in the Windy City. 

Merchants in northeastern Ohio 
cities will be asked in special letters 
that are to be mailed to go to Chicago 
with the Cleveland delegation. The 
Lake Shore Railroad is the shortest 
and fastest route from Ohio into the 
Illinois metropolis, and in addition by 
joining the Cleveland delegation the 
merchants in nearby cities will get 
many accommodations on that train 
that they will be without should they 
decide to go alone. 

Merchants in Akron, Canton, Mas- 
sillon, Warren, Youngstown, Ashta- 
bula, Mansfield, Ashland, Lorain, 
Elyria, etc., are invited to make their 
train reservations through this city. 
All desiring to do so may write to 
either H. M. Chisholm, East Fourth 
Street, or C. E. Petot, 1900 Building, 
Euclid Avenue, Cleveland, Ohio. 


Low Shoes Big Sellers 


Reports brought back to this city 
by merchants who have visited in Bos- 
ton, Detroit and Chicago are that 
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sales of boots here are not so great in 
proportion to total sales as they have 
been in the aforementioned cities. 

One of the leading merchants said 
Dec. 3 that during November sales 
were 80 per cent low shoes. 

The weather is responsible for this 
condition. We have had few sharp 
spells. There was a snow flurry or 
two, but nothing like the storms that 
have swept over Chicago, Detroit and 
Boston. With the weather recently 
rather mild, low shoes have been worn 
almost exclusively. 


Christmas Sales Better 


The first week of December in 
Cleveland opened with a far greater 
volume of business in Christmas foot- 
wear than was carried on in the same 
period a year ago. Dancing slippers 
are going well. The taste seems to 
run largely to patent leather. Black 
satin is another excellent seller in the 
slipper line. Beaded slippers are in 
good demand, but the plain models 
have the edge in sales. House slip- 
pers also are selling well. 

Hosiery has become more popular 
each year in Cleveland as a medium 
for making a Christmas gift, and 
merchants report that sales are bet- 
ter now than a year ago. 


ST. LOUIS 


Sparse Sales in Retail Realms 


Weather and Xmas Shopping Blamed for 
Lapse—Patent Oxfords Slightly 
Sought 


HE retail business is still in a 
slump. Some claimed im- 
provement during the week, 
but many stores experienced de- 
creases in volume of sales. There ap- 
parently seems to be no briskness or 
“zip” in the buying, and a definite 
tendency to defer purchases. In one 
store, when asked what the women 
demanded particularly, the reply was, 
“No preference is shown nor is any 
particular style or type of shoe being 
sought.” If there is any one shoe 
that perhaps forges just a little ahead 
of the rest in choice, it is the patent 
lace oxford. There has been a slight 
let-up for the plain toe effects in 
patents. 

Black suéde is also being sold, es- 
pecially in lace oxfords with low heels. 
Some straps are also being bought in 
suéde, both in brown and black. 

A new one-strap patent pump with 
an exceptional flat heel and unusually 
broad strap is being observed in many 
stores as one of the new styles. 


Big Business in Xmas Slippers Being 
Done 


From present indications a big slip- 
per business is anticipated for the 


holidays. All stores report excellent 
business in this department. So suc- 
cessful has this business been that 
many merchants are using their ad- 
vertising space for slipper announce- 
ments. Window displays and inside 
store displays are being used to ad- 
vantage. 

Men’s leather slippers, both in the 
Romeo and Everett styles, are being 
announced in the sales. The bulk of 
the business, however, is transacted in 
the felt line, especially in women’s 
and children’s styles. 

One of the large retail stores used 
a quarter page in the highest priced 
newspaper to announce a sale of 5000 
pairs of Christmas slippers. Every 
variety and type was used in the copy 
and the feature attraction was the 
price of $1.49 per pair. Special stress 
was used in putting over the message 
in that all slippers purchased now 
would be cheerfully exchanged either 
now or after Christmas. 


Swope Holds Mid - Season 
Sale on Men’s Shoes 


A new departure for the Swope 
Shoe Co. was inaugurated during the 
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week when a mid-season sale on men’s 
shoes was announced. An offering of 
$12 oxfords and high shoes was dis- 
posed of at $9.85. 

The lot contained low shoes in 
brogue effects in both black and tan 
grain calfskin and high shoes in black 
calfskin, mahogany and cordovan. 


First Anniversary Sale for 
Vogue Boot Shop 


The Vogue Boot Shop at 615 Locust 
Street celebrated its natal day with 
a sale. There were two groups of- 
fered. Seven to nine dollar values 
were marked down to $3.85 and the 
$9 to $11 values were selling at $5.85. 
Emphasis was placed on the statement 
that it was a bona fide sale and not 
an attempt to unload a quantity of 
job-lot shoes. Officials of the store 
were more than pleased with the re- 
sponse to the sale and consequent re- 
sults. 


A. Palan Shoe Company Closing 
Out Stock 


A. Palan Shoe Co. of 415 North 
Seventh Street, retailers, are closing 
out their entire stock of women’s shoes 
and slippers. The reasons given for 
the disposing of the stock were that 
they were compelled to vacate the 
store now occupied. 


Sensenbrenner’s Doing Big 
Xmas Slipper Business 


Sensenbrenner’s, who have _ been 
forcing the slipper business, have been 
amply rewarded, according to a state- 
ment given out by Joe Sensenbren- 
ner. He stated that in checking over 
his stocks recently he was agreeably 
surprised to find that in a number of 
pairs his sales this year far exceeded 
last year’s business up to this time. 


Manufacturers’ and Whole- 
salers’ Ass’n, Invite Re- 
tailers on “Special” 


Wylie Creel, chairman of Hotels 
and Transportation Committee for 
the St. Louis Shoe Manufacturers’ 
and Wholesalers’ Association, is mak- 
ing elaborate plans to house and haul 
the St. Louis delegation to the 
N. S. R. A. Convention to be held in 
Chicago. Creel has announced that 
the choice rooms on the third, fourth 
and fifth floors of the Morrison have 
been reserved for the Mound City 
crowd. 

Information is being sent out to 
the retailers in the Southwest advis- 
ing them to purchase their tickets 
only as far as St. Louis as a special 
reduced rate is available from St. 
Louis to Chicago. The merchants in 
the trade territory have been asked 
to stop over in St. Louis, where open 
house will be held at the Jefferson 
Hotel on Saturday, Jan. 7. The St. 











f- 


Orn awe wa 


ve 








December 17, 1921 


Louis contingent will depart over the 
C.& A. R. R. Jan. 7 at midnight and 
arrive in Chicago Sunday morning at 
8 o’clock. 

Creel stated that he expected at 
least 200 shoe men to make the trip 
on the special train. 

In addition to the display at the 
convention it was announced that the 
individual members of the association 
would have an exhibit in their rooms 
at the Morrison. There are to be 23 
exhibitors in the St. Louis showing, 
which will be located in the first aisle, 
facing the main entrance. Charley 
Williams and Joe Sensenbrenner, of 
the Retailers’ Association, have been 
appointed by convention headquarters 
to stimulate attendance at the Chi- 
cago convention. They are also co- 
operating with the manufacturers to 
induce merchants to join the St. Louis 
delegation. 


Brown Shoe Company Profits 
$462,239 in Six Months 


The Brown Shoe Co. made net 
profits amounting to $462,329 in six 
months ending Oct. 31, according to 
its annual report issued to-day. In 
the last year inventories have been 
reduced 38 per cent and notes payable 
from $7,300,000 to $2,900,000, or 60 
per cent. This reduction in inven- 
tories resulted in a net operating loss 
for the year of $758,422. The report 
says that present business of the com- 
pany is gratifying, that costs are be- 
ing cut through reduction of over- 
head and more efficient labor, and 
that all plants are running full time 
with an increased production of 33 1/3 
per cent. There is a large volume of 
orders on hand for future shipment, 
and every indication of satisfactory 
earnings for the next six months, the 
report says. 

Net sales of finished products for 
six months ending Oct. 31 were $12,- 
488,162.87. Dividends paid on pre- 
ferred stock amounted to $367,325. 
There was added to reserve for ac- 
counts receivable $200,000, making a 
surplus Oct. 31 of $459,698. Current 
assets include cash, $636,292 accounts 
receivable after providing for doubt- 
ful accounts $6,577,984, prepaid pur- 
chases $51,753. The value of plants 
and land is given as $1,399,314 after 
allowing $876,994 for depreciation. 


BOOT AND SHOE RECORDER 


Carthage Shoe Plant Booming 


The Juvenile Shoe Co. of Carthage, 
Mo., reports conditions are excellent 
and that a 1% per cent dividend will 
be paid on preferred stock Nov. 25. 

The production of the Carthage 
plant has reached 900 pairs of shoes 
a day. Approximately 225 persons 
are employed and the pay roll is 
$3,000 a week. Shipments from the 
Carthage factory will exceed $80,000 
during November. 


Sweet Springs, Mo., Wants 
International Plant 


Sweet Springs, Mo., is at work try- 
ing to raise the bonus asked by the 
International Shoe Co. for putting a 
branch factory at Sweet Springs. 
The city has an option on a factory 
building valued at $10,000 which was 
never used. W. E. Baird of the St. 
Louis office and R. P. McElwain, su- 
perintendent of the Marshall plant, 
have conferred with local business 
men and the proposition will go 
through if the city meets the bonus 
requirements. 


Craddock - Terry Company 
Make Large Expansion 


Information to the effect that the 
Craddock-Terry Co. of Lynchburg had 
completed arrangements with the 
Creditors’ Committee, who recently 
purchased all property and assets of 
the Jobbers’ Overall Co., whereby it 
will take over, under a long lease, two 
buildings recently operated by the 
Overall concern, was given out here 
to-day at the offices of the McElroy- 
Sloan Shoe Co., western department 
of the Craddock-Terry Co. of Lynch- 
burg. The buildings contain about 
100,000 square feet of floor space and 
will represent a large addition to the 
company’s present extensive manufac- 
turing plants located in Lynchburg. 

Craddock-Terry Co., in addition to 
its large manufacturing and dis- 
tributing houses in Lynchburg, op- 
erates three large factories and one 
wholesale house in St. Louis under the 
style of the McElroy-Sloan Shoe Co. 
In Milwaukee it operates a tannery, a 
shoe factory and a wholesale house 
under the style of Harsh & Chapline 
Shoe Co. 


MINNEAPOLIS 


Buying Quiet Now— 
Buyers Are Waiting for the Convention 
in January 


downtown street the other 
day wearing four buckle 
arctics—with all buckles unfurled 
and flapping clumsily in the wintry 


. WOMAN walked along a 


breezes. She was the object of great 
curiosity from both men and women 
—the women staring as if they had 
never seen overshoes worn loose be- 
fore. 
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The four buckle arctic has been al- 
most the sole cause of one of the best 
months of footwear business Minne- 
apolis has seen in a long time. But 
it is not being worn with buckles 
loose, as was the fad last year. 

The overshoe and rubber business, 
however, which owed its boom to a 
flurry of snow and cold weather, has 
become quiet again in the past ten 
days, since there has been no more 
snow. 

As for other lines of footwear— 
two extremes—satin evening slippers, 
mostly black, but with some silver and 
gold effects in evidence, and the most 
popular priced grade of men’s, wom- 
en’s and children’s boots and shoes 
(prices ranging around $2.50 to $5) 
seem to be enjoying the best business. 

Retailers generally, of course, do 
not look for any considerable volume 
of business until well after the first 
of the year. 

The oxford for men’s winter wear 
has been definitely established, espe- 
cially among the better dressed young 
men. As a result wool and silk and 
wool socks have steadily gained in 
popularity, as have the same ma- 
terials in women’s hose. 

The wholesale rubber branches 
have been absolutely swamped with 
rush orders on rubbers ‘and over- 
shoes. The retailers have apparently 
been carrying very small stocks of 
this kind of merchandise, and the 
cold spell—which lasted nearly a 
month—caught many of them unpre- 
pared. The first two weeks ex- 
hausted the stocks of the local 
branches, and big shipments have 
been coming in every day from 
branches in other parts of the coun- 
try, to help fill the demand in a rush. 
The regular black, four buckle arctic 
is the big seller, although women are 
showing their preference for novelties 
by buying the heather brown over- 
shoes in increasing numbers. 

Retail business generally is quiet 
right now. There will be practically 
no buying until after the January 
convention in Chicago. 

The owner of one store, which 
carries ladies’ high grade footwear 
exclusively, made a plea for colors, 
in the spring and summer models. 
“We need something different, some- 
thing that is new without question, to 
tempt our customers next year. We 
(and all the other stores, too) have 
been showing and selling old styles 
and models, trying to clear out our 
stock, and if the styles for next year 
are not a very noticeable departure 
from the current fashion, it will be 
hard to convince them that they are 
new. Colors in the new models would, 
I am convinced, stimulate spring 
business.” 

The Sheemen’s Bowling League, 
made up of teams from many of the 
retail shoe stores, has been enlarged 
this year to admit clerks and em- 
ployes from other retail establish- 
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ments in the city. The standing is 
now: 

Team Won Lost 
OS PE err 19 8 
Ws Be BDOMMRBi sc cciccs 18 9 
Pra ee 17 10 
TTT Creer 17 10 
RCT Cree 16 11 
eer 13 14 
eer rrr ee 14 13 
DEED kiacnss-wara-e wearers 12 15 
| errr 11 16 
G. BR. Binney... ..isscs 6 21 
pO ere 5 22 


The Atkinson team has the record 
for single game, with a team total of 
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946. The high three game team total 
record of 2642 is held by the bowlers 
from the Model. Swanson of the 
Douglas team has the highest in- 
dividual score for three games—648, 
and Gall of the Atkinson aggregation 
stumped them all by rolling 245 in 
one game. 

John <A. Sederberg, the oldest 
actove shoe retailer in Minneapolis, 
died Nov. 4. Mr. Sederberg has been 
in the retail shoe business in Minne- 
apolis for forty-two years, and all 
that time within a few doors of the 
present location, 1305 Washington 
Avenue, South. 


CHICAGO 
General Business Conditions 


Business and Commercial Activities in and 
Around the City of Chicago Are 
Difficult to Analyze 


quite materially within the 

last thirty days. More men are 
being employed in the steel mills 
of South Chicago, Gary and Ham- 
mond than for a number of months 
back. Railroads have placed sizable 
orders for rolling stock and other 
equipment, of which the Chicago dis- 
trict has received its proportionate 
share. This has lessened unemploy- 
ment to a considerable extent and the 
increased payroll is having its in- 
fluence in the stores of these outlying 
districts and is being reflected some- 
what in the stores of the loop dis- 
trict of the city. 

The Western Electric Company is 
employing more men than ever be- 
fore in its history. This condition 
prevails largely because of the fact 
that during the war telephone com- 
panies curtailed development and ex- 
tensions as far as possible. With the 
decline in the price of copper and 
other materials and the increased de- 
mand for telephones the large tele- 
phone companies and many small ones 
are now making needed extensions. 
A fairly large percentage of the out- 
put of the Western Electric Company 
is going to foreign countries. 

The production in men’s factories 
is largely in the fancier patterns in 
what might well be designated as 
young men’s styles. 

There is, however, a decided in- 
crease in production on the straighter 
lasts and more conservative types of 
footwear. Shoe merchants have fre- 
quently remarked about the number 
of young men who are asking for the 
straighter lasts, and also for the lasts 
on the type of the old custom last. 

Chicago shoe factories are running 
practically full time and several of 
them are running to capacity. There 
has been no change in wage scales 
and little change in the price of 


S suite production has increased 


leather; consequently, shoe prices re- 
main fairly stable. 

The situation in the building trades 
industries is much more encouraging. 
A Citizens’ Committee was recently 
formed which is backing up the Judge 
Landis awards made some months 
ago fixing the price and working con- 
ditions of the various building trades 
groups. 

The result of this committee’s work 
has been to give capital more con- 
fidence in investments in both resi- 
dence and business property. 


In the Wholesale District 


Business in the wholesale district 
has not been the most gratifying. 
Small orders for immediate shipment 
continue to make up a fair volume of 
business, but sizable orders are rather 
scarce. Wholesalers are buying with 
the anticipation that merchants will 
place business for spring delivery 
during the National Convention and 
soon after the first of the year. 
Traveling men report stocks of de- 
sirable merchandise to be below nor- 
mal. At the same time, the average 
merchant has quantities of unsalable 
footwear that has been allowed to ac- 
cumulate and remain on the shelves 
because the merchants are not will- 
ing to part with it at prices which 
the public is willing to pay. 

It is expected that January sales 
will be prevalent in shoe _ stores 
throughout the country and that 
quantities of this undesirable mer- 
chandise will be unloaded which will 
in turn create a demand for new, 
seasonable merchandise. 


Collections Rather Disappointing 


Credit men in the Chicago whole- 
sale shoe district are not over happy 
in the way collections are coming in 
from retail merchants. In some sec- 
tions of the country, where snow and 
rough weather have produced un- 
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usually good business, merchants are 
paying their bills in a satisfactory 
manner. From other districts, both 
agricultural and industrial, collec- 
tions are far below the average at 
this time of the year and are causing 
some uneasiness in the creuit depart- 
ment of the wholesale houses. 


Holiday Appearance in Retail District 


Chicago retail stores are all dressed 
up like a Christmas tree. Merchants 
have apparently gone farther than 
ever before in dressing up their stores 
to give them a holiday atmosphere. 
The large department stores are 
tastefully decorated and merchandise 
is displayed in the most attractive 
manner. 

In the footwear sections many new 
and attractive patterns have been 
added for holiday selling. The most 
of these are for afternoon and eve- 
ning dress occasions. Patents and 
satins are the leading materials and 
new strap effects predominate in the 
pattern. 

Many of the new patterns, how- 
ever, have goring in the side, deco- 
rated with cutouts above the vamp 
line in the front. These usually are 
made with medium short foreparts 
and carry Spanish Louis heels 14/8 
and 15/8 in height. 

Metal cloths, both plain and bro- 
caded, are among the more popular 
sellers, although black satin more or 
less profusely beaded is held in high 
favor. Patents and patent in combi- 
nation with other materials in 
Colonial effects with rhinestone trim- 
mings are selling well for evening 
occasions, especially where the dress 
material is of black shiny material. 

Combinations of satin and silver 
cloth and of satin and gold cloth have 
proven exceedingly popular among 
opera devotees and theatergoers. 


Superintendents and Foremen Give 
Dance 


The Association of Chicago Shoe 
Factory Superintendents and Fore- 
men is a live wire organization. In 
its activities it includes both business 
and social features. 

Its business sessions are devoted 
largely to the discussion of shoe con- 
struction and materials and the pro- 
mulgation of ways and means by 
which better shoes can be produced 
in the Chicago market. 

In a social way the association pro- 
motes dances, dinners and picnics in 
order to get a more friendly feeling 
established among the membership. 

One of the big social features will 
be a dance at the North Side Turner 
Hall on Clark Street, near Chicago 
Avenue, the evening of Saturday, 
Jan. 7. 

M. T. Moran of the J. P. Smith Shoe 
Company, chairman of the entertain- 
ment committee, is arranging the 
affair, which will be quite elaborate 
in its appointments. Dress may be 
either formal or informal at the 
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option of the visitor. Music will be 
furnished by Puenner’s Orchestra. 


Shoe Travelers Nominate Officers 


At the regular December meeting 
of the Chicago Shoe Travelers’ Asso- 
ciation officers were nominated pre- 
ceding the election which will take 
place at the last meeting of the year. 
The following officers were nominated 
in- accordance with the constitution, 
which provides that two nominations 
shall be made for each office. 

President—George E. Harrison and 
John Rodder. 

Vice-President—Harry Modlin and 
Charles Evans. 

Secretary—James Henrahan and 
Charles Heilbrun. 

Directors (three to be elected)— 
Frank Nietchke, George Harris, Joe 
Kaliski, T. B. Rhodes, Ralph Stadeker 
and Frank Lepine. 

During the year the Chicago Shoe 
Travelers’ Association has lost four 
members by death. At the recent 
meeting letters were read from the 
widows of these deceased travelers 
expressing their appreciation of the 
kind offices of members of the Asso- 
ciation during the illness and death 
of the husbands. 
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Some years ago the Chicago Shoe 
Travelers’ Association provided an in- 
surance fund and upon the death of 
a member the family of the deceased 
is immediately given $200. Three of 
the letters expressed appreciation for 
the $200, which came to them as a 
surprise, right at the time when it 
was particularly needed to take care 
of expenses which are necessarily in- 
curred at a time of this kind. 

A letter was read at the meeting 
stating that the National Headquar- 
ters of the Shoe Travelers was co- 
operating with the Chicago Associ- 
ation in obtaining a special reduced 
rate for the National Convention to 
be held in Philadelphia, Jan. 16, 17 
and 18. 


New Shoe Office in Security Building 


J. Wurnser, representing Gust, 
Louenstein, of Milwaukee, manufac- 
turers of men’s and women’s McKay 
slippers in felt and leather, and also 
O. A. Adams Shoe Co., of Belleville, 
Ill., making men’s, boys’ and youths’ 
McKay and Goodyear stitched shoes, 
has opened an office at 603 Security 
Building. Mr. Wurnser was formerly 
with the Stonefield-Evans Shoe Co., 
Rockford, IIl. 


LOS ANGELES 


Business Rather Quiet 
Customers “Shopping Around” 


rather quiet and at this time 

practically every shoe store 
in town is featuring bargains in 
shoes. $5.85 and $7.50 are the prices 
most prominently featured and most 
of the stores advertise some good 
values at these prices. People are 
doing a lot of window shopping and 
the streets are crowded, but the warm 
weather and the fact that it is mid- 
season is not conducive to very good 
business. The general remark of the 
merchant is, “We can’t complain.” 
Everyone expects business to be a 
little more brisk just before the holi- 
days, because, as one merchant ex- 
pressed it, “a lot of people shop 
around until the last minute then de- 
cide on slippers for gifts.” Hose and 
accessories are selling pretty well. 
The stores generally reflect the holi- 
day spirit in their displays. 

New Emerson Shoe Store Open for 
Business. Silk Hose Given Away 
on Opening Day 

On Nov. 19 Los Angeles’ latest 
shoe store, featuring Emerson shoes 
for women, was formally opened by 
Mandel Bros., who have been selling 
Emerson shoes for men for the past 
five or six years, having in that time 
established five stores in Los Angeles 
featuring this shoe exclusively. The 
new store carries women’s, men’s, 
boys’ and children’s shoes, making it 
a family shoe store. 


T= last few weeks have been 


This store is located on Broadway, 
near Eighth, across the street from 
Van Degrift’s. The interior is very 
beautifully arranged, with walnut 
woodwork and blue rugs and hang- 
ings. The floor space is considerably 
larger than the other Emerson stores 
and the shelves are all built low 
enough so that every shoe box can be 
easily reached from the floor. The 
store is not yet completed and a cigar 
store at one side is going to evacuate, 
giving them more space and a street 
entrance to the basement, where the 
boys’ department is located, and 
where the offices will be when the 
place is finished. The boys’ depart- 
ment will be an attractive place for 
the boys. The walls will be paneled 
with pictures of athletic people and 
actors in outdoor settings. An at- 
tractive feature about the store is the 
deep carpets, instead of rugs here 
and there. 

On the opening day a pair of silk 
hose was given away with every pair 
of shoes sold and the doors had to be 
closed several times to accommodate 
the crowds. The store is doing well 
and has received a lot of admiring 
comment. Mr. Dave Bromberger is 
manager. 


Expanding Business Forces Robinson’s 
Shoe Department to Enlarge 
Mr. Heartt, who has the shoe de- 
partment at J. W. Robinson’s, says 
they must enlarge their quarters. 
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This shoe department is less than a 
year old and has already been en- 
larged once. Mr. Heartt was previ- 
ously with Wetherby-Kayser’s, and 
also with the Children’s Shoe Store 
of this city. He has devoted a great 
deal of attention to the children’s sec- 
tion, children’s shoes being a hobby 
with him, as he thinks the children 
should be given more attention than 
their parents, being the future trade 
builders. They carry shoes for chil- 
dren from AAA to DD. Mr. Heartt 
says in women’s shoes patent and kid 
straps are having most of the call, 
with beaded satins good. 


New Black Velvet Pumps at the Col- 
lege Boot Shops 


The College Boot Shops are show- 
ing some black velvet pumps with 
short vamp and Louis heel just re- 
ceived. 


New “Comfort Shoe” Store 


A new shoe store which opened last 
week with good prospects for the 
“comfort shoe” trade is that of Leo 
Feder, on South Grand Avenue. Mr. 
Feder is from New York and while 
on a visit here recently became so 
pleased with local conditions that he 
became a resident and opened up with 
a line of orthoepedic and comfort 
shoes for men and women. He is 
starting with a modest little store, but 
his prospects look good, and he is a 
thorough shoe man. He has made an 
extensive study of the human foot 
and was for ten years with the 
Coward Shoe Company. 


*“How to Run a Store” 


“How to Run a Store” is the title of 
a book of much interest to the retail 
shoe merchant. It begins with the 
distribution system and a comparison 
of retail systems; then the question 
of location, the kind of trade to seek, 
and the stock to carry, followed by a 
talk on turn over, salesmanship, ad- 
vertising, window displays, keeping 
goods in condition, speeding up sales, 
the choice of equipment, expense, 
keeping accounts, the granting of 
credit, and other items equally prac- 
tical. The author of this book is 
Harold Whitehead, head of the de- 
partment of sales relations, College 
of Business Administration, Boston 
University. It contains 250 pages 
and is published by the Thomas Y. 
Crowell Co., New York. 


Shoe Shipments Ahead 


Brockton shipments of shoes for 
November were 51,275 cases as com- 
pared with 23,977 cases of November 
of the previous year. The total ship- 
ments for 1920 to date were 542,096 
cases as against 537,078 cases for 11 
months of 1920. 
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CINCINNATI 


Manufacturers Announce Booth 
Numbers 
Goloshes Being Accepted as a Fad Here 


T a recent meeting of the 
A Cincinnati Shoe Manufac- 
turers that will have their 
lines on display at the forthcoming 
national convention, Chicago, the 
booths allotted to this market—twen- 
ty-four in all—were selected by the 
thirteen exhibitors from this city. 
Practically every exhibitor here en- 
gaged more than one booth. 
The following is a list of the ex- 
hibitors and their booth numbers as 
they are arranged in the Coliseum: 


Julian & Kokenge Co. and Lape- 


Ee ere 125-126-127 
The P. Sullivan Co.......... 128-129 
Krippendorf Dittmann Co... .130-131 
Krohn-Fechheimer Co. ...... 132-133 
Val Duttenhofer Sons Co....134-135 
FROmba-TIGGNGS Ce. .occ ccc ccccss 136 
Sachs Shoe Manufacturing Co.137-138 
Duttenhofer-Stevens Co. ..... 139-140 
Charles Meis Shoe Co....... 141-142 
Sam B. Wolf Shoe Mfg. Co...... 143 
Feder, Gregg Shoe Co........... 144 
TE NE Ge ciccwcracisaae 145-146 
The Robert Wise Co......... 147-148 


The Roth Shoe Manufacturing Co. 
will display at the Palmer House. 

A number of these exhibitors will 
have their styles displayed in the Cor- 
rect Costume Revue, which is to be 
staged on the 700-ft. boardwalk, with 
two shows each day for four days. 


Opening of Daniels Shoe Store Post- 
poned—Rollmans Acquire Lease 


The opening of Cincinnati’s largest 
new retail shoe establishment, name- 
ly, the Daniels Shoe Co., which is to 
be located at 15 and 17 West Fifth 
Street, will be postponed for possibly 
twelve months. This comes as a re- 
sult of late developments involving 
negotiations on the part of the Roll- 
man Sons Co., large department store, 
for the Daniels shoe store site, which 
is to be used as an annex while the 
new Rollman _ building is _ being 
erected. The Rollmans will spend 
$200,000 in establishing the temporary 
quarters. The new home of this large 
department store, Fifth and Vine 
streets, is to be twelve stories high. 


The new larger quarters wili insure 
their shoe department considerably 
more room with improved facilities. 


Special Trains to Chicago 

Henry Hagemann, secretary of the 
Ohio Valley Retail Shoe Dealers’ As- 
sociation, is receiving an unusually 
large number of reservations for the 
special train to the National Conven- 
tion at Chicago, from retailers and 
various other members of the shoe 
trade in Ohio, West Virginia and In- 
diana. Special sections will leave 
Wheeling, W. Va.; Cincinnati, Colum- 
bus, Cleveland and Toledo on Satur- 
day night, Jan. 7. Mr. Hagemann 
states that he expects a larger dele- 
gation from the Ohio Valley Associa- 
tion this year than that which at- 
tended the Milwaukee gathering last 
year. 

The Johnston Building, in which 
Henry Hagemann has his offices, is in 
the process of being torn down. It, 
therefore, becomes necessary for him 
to move his offices by the first of the 
year. There is a possibility that he 
will move the secretarial offices to 
Columbus. In case this move does 
take place he will also conduct his 
National Underwriters’ Insurance af- 
fairs from that point. 


Goloshes Expected to Be 
Good Sellers 


Heretofore the golosh that is so fre- 
quently seen in the cities north of 
this point, has been a footcovering 
virtually unknown in these parts even 
in the mid-winter seasons. But since 
the wearing of this type of overshoe 
has become more or less a fad in some 
centers, there has been quite a notice- 
able tendency toward its general ac- 
ceptance by the flappers of this city. 
Retailers here are beginning to place 
a few in stock, for it is the belief of 
many of them that the golosh will 
become very popular as soon as severe 
winter weather has gotten under way 
in this vicinity. 


DENVER 
General Business Conditions Improve 


Retail Business Getting Better Say Denver 
Shoe Merchants—F ontius Company 
Will Erect $140,000 Building 


in the Denver district con- 


& ENERAL business conditions 
tinue to improve as the year 


1921 nears its close, although the 
changes from month to month are 
very slight. Flour production during 
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the past month was maintained at 
from 82.5 per cent to 90.5 per cent 
capacity, with an increase of 52.8 per 
cent in output over the output of a 
year ago. Cattle receipts were 29.4 
per cent larger than in September 
and 10.4 per cent above receipts for 
October. Meat packing operations 
are reported as above normal for this 
period of the year. Building oper- 
ations reached the high mark of the 
year in October with an increase of 
74.3 per cent for this section. The 
unemployment situation is improving, 
although it has received set-backs on 
account of the completion of sea- 
sonal work. 


New Shoe Store to Be Built 


One of the most important real 
estate transactions to be made in 
Denver for several months was an- 
nounced this week by Harry E. 
Fontius of the Fontius Shoe Company, 
who has leased the five-lot corner at 
Sixteenth and Welton streets—520 to 
5388 Sixteenth Street— for twenty 
years, on which to erect a three-story 
building. The construction of the new 
building will not begin for at least 
a year and a half, however, Mr. 
Fontius announced. The property 
was leased from the Cheesman estate. 
The new building will cost $140,000 
and will be one of the finest retail 
shoe stores in the United States. 
The Fontius company will stay in its 
present location in the Symes Build- 
ing for at least two years, as its 
present lease there does not expire 
for that length of time. The present 
tenants of the building at Sixteenth 
and Welton streets, which will even- 
tually make way for the new build- 
ing, will also, in all probability, re- 
main where they are for at least a 
year and a half. The property at 
Sixteenth and Welton streets has a 
frontage of 125 feet in Sixteenth 
Street and 100 feet in Welton Street. 
Much interest has attached to the 
negotiations of the Fontius company 
for this corner, which has been pend- 
ing for some time. 


Shoe Men Report Business Good 


Shoe merchants of Denver state 
that business is good at this time, 
with improvement noted from week 
to week. December opened with a 
snow storm and cold weather, which 
has increased the sale of boots. Ox- 
fords are also being sold to the women 
of Denver who are making use of the 
oxford and woolen stocking combina- 
tion this winter. Denver shoe mer- 
chants are doing a lot of good news- 
paper advertising at present, which 
is serving to speed up business in the 
shoe line. 


Johnston Getting Ready to Move 


A visit to the Johnston Shoe Store 
in this city by the Denver representa- 
tive of the Boot & SHOE RECORDER 
found R. H. Johnston, proprietor of 
the store, busy with a store decorator. 
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The two were making plans for the 
arrangement of the new Johnston 
store which will be thrown open to 
the public about the first of the year 
at 607 Sixteenth Street. “We’re go- 
ing to have something new in the way 
of display windows insofar as Den- 
ver is concerned,” said Mr. Johnston. 
“They will be reflection proof. Our 
store, when finished, will be one of 
the best shoe stores in this part of 
the country—just wait and see.” Mr. 
Johnston reports business good at 
this time. 
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Brief News Notes 

A drive has been in progress of 
late to raise funds for the Federated 
Charities of Denver. J. R. Fleming, 
manager of the shoe department of 
the Denver Dry Goods Company, is 
one of the active workers in the cam- 
paign. 

Max Sanders, manager of the 
Popular Price Shoe Store, Trinidad, 
Col., has returned from a business 
trip to Pueblo, Col. 


If You Get Any Indorsed Checks 
Read This 


NE of my clients has just sus- 

tained a misfortune which 
may point a moral to some reader 
hereof. Certainly the situation pre- 
sented is liable to occur to almost 
anybody, and it may be useful to know 
what to do and what not to do if it 
does occur. 

My client sold some merchandise to 
A. A was not in too good financial 
repute and when he proposed to pay 
for the merchandise with a check (it 
was a cash purchase) the seller in- 
sisted on having an indorser. Where- 
upon the check was made to and in- 
dorsed by the buyer’s father, whose 
financial responsibility was  un- 
doubted. 

This was on Sept. 24. The check 
was drawn on a Philadelphia bank 
and my client, feeling perfectly safe 
with the check, bearing the father’s 
indorsement, delayed in depositing it 
until Sept. 30. The fact was his 
bookkeeper was ill and he had to do 
the bank running himself. He is kept 
pretty busy in his office and instead 
of making daily deposits, as his book- 
keeper did when there, he saved up 
until he had a larger deposit every 
few days. 


Delay Absolved Indorser 


When he presented the check on 
Sept. 30, the receiving teller told him 
that the maker of it had meanwhile 
failed. “Well, I was lucky to get a 
good indorsement on it, wasn’t I?” he 
said in great glee. But when he made 
demand on the father for payment, as 
indorser, he received a reply from the 
father’s lawyer, taking the position 
that the delay in presenting the check 
had absolved the indorser, leaving my 
client to whatever he could get out 
of the bankrupt estate of the maker 
of the check. 

At this stage the client brought the 
matter to me. In endeavoring to find 
sc.ue “epe for him in the law books, T 
accumulated some good law for the 
readers of these articles, but no hope 
at all for the client. It is indeed the 
law that delay in the presentation of 
a check indorsed by a third party re- 
leases the indorser if the maker of 


the check goes broke meanwhile, even 
though the indorser has sustained no 
loss by the delay. 


Prompt Action Essential 


The law is nowhere more strict 
than in the matter of presenting an 
indorsed check for payment. If you 
are in the same town as the bank 
where the check is drawn, the thing is 
easy—you should present it no later 
than the next day, and it is even bet- 
ter to deposit it in your own bank the 
same day. Of course, it is not neces- 
sary to go in person with the check 
to the bank where it was drawn; you 
follow the usual course and deposit it 
in your own bank, and the bank does 
the rest. If it doesn’t do it promptly 
it is liable to you if anything happens. 

If you are in another town than the 
one where the check is payable, the 
check should be forwarded by mail on 
the day after it was received, if that 
is at all convenient or practicable. If 
not, then on the day after, and it 
must be actually presented to the 
bank on which it is drawn at the 
latest on the day after it gets to the 
town. where payable. 

The only safe course with any 
indorsed check, if the indorsement is 
valuable, is to deposit it in your own 
bank on the same day it is received. 


Delay Brings Law Suit 


In one of the cases which I turned 
up, and which I found was regarded 
as a leading case, a check was given 
by A to B in payment of a debt A 
owed to B, then indorsed by B over to 
C in payment of a debt B owed to C. 
The check was promptly deposited by 
C, and presented by C’s bank to A’s 
bank for payment. It was _ not 
properly drawn, however, and was re- 
turned, though A had sufficient funds 
on deposit then to pay it. Delay en- 
sued in returning it, and by the time 
it got back A had failed. C then sued 
B, the indorser, but B defended on the 
ground that the delay in presentation 
let him out. The court said it did. 
Read this from the decision: 

Applying the rule to the facts of 
this case we find that there is a daily 
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mail running from plaintiff’s place of 
residence to Ravenswood, the place of 
payment of the check, leaving 
plaintiff’s (holder of the check) place 
of residence between 1 and 2 o’clock in 
the afternoon, and arriving at Ravens- 
wood (where the check was payable) 
about an hour later. This being so, 
it was his duty to forward this check 
to Ravenswood for presentation to the 
bank on which it was drawn not later 
than the mail leaving his post office 
on the afternoon of Monday, the 2d 
day of December (the check was 
dated Nov. 30). It further appears 
that this train would have reached 
Ravenswood between 2 and 3 o’clock, 
so it may be said that it could not 
have been conveniently presented for 
payment on that date, but it was the 
plaintiff’s duty to have it presented 
during business hours on the next 
day. His failure to have it presented 
for payment to the bank on which it 
was drawn, and demand payment 
thereof, within the time above indi- 
cated, was a failure on his part to 
exercise due diligence in the collec- 
tion of said check. He did not pre- 
sent it within a reasonable time. 

It is always good business to de- 
posit any check the same day as re- 
ceived, whether it bears an indorse- 
ment or not, but it is particularly 
necessary to deposit an indorsed check 
the same day. Where delay occurs, 
the maker of the check is never re- 
leased unless he has suffered damage 
by the delay, but the indorser is re- 
leased whether he has suffered dam- 
age or not. 

(Copyright, December, 1921, by 
Elton J. Buckley, 643 Land Title 
Building, Philadelphia, Pa.) 


Labor Supply Inadequate 


Most of the boot and shoe factories 
in Milwaukee have complaint to 
register in respect to the inadequacy 
of the labor supply. Some factories 
are operating at capacity, while others 
are unable to use all of their facilities 
because of the shortage of competent 
workers. The Edmunds Shoe Co., for 
instance, is producing 3300 pairs a 
day, compared with about 1500 pairs 
on Jan. 1, and it is stated that the 
output would be even larger if the 
proper amount of help could be 
secured. The factory is keeping sold 
up about forty-five days ahead. 


Tannery Building Indefinite 


The American Hide & Leather Co. 
has a large crew at work raising and 
removing the ruins of the Milwaukee 
tannery at 658 Commerce Street. It 
is stated, however, that it still is in- 
definite when a new plant is to be 
built, although indications are that 
work will start early in 1922. 
Intimations have been made that the 
investment will be about $500,000. 
The original plant was valued at 
more than $1,250,000 and is a total 
loss. 
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Count Them As Your Customers 


There is more to our recent peak somebody’s customers. How many 
production of 406,276 Goodyear of them are you stocked to supply? 
Wingfoot Heels in one day than just Onan average day we make 190,000 
a record of so many heels produced. _ pairs of Goodyear Wingfoot Heels. 
Think ofthe morethan 200,000 men, Nearly 500 representative manufac- 
women and children who will buy _ turers of good shoes use them. More 
these heels and the shoes equipped people walk on Goodyear Wingfoot 
with them. These 200,000 people are Rubber Heelsthan onany other kind. 


Ww 


Have you seen the new Neolin Wingfoot Sports Bottom? Its reception 
has been instantaneous. The one sports bottom with a toe button. 
All buttons are where they belong. If you haven’t seen it—see it. 
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Daniel P. Morse Retires 


Well-known Head of Morse & Rogers Has Record of Thirty-seven] 
Years Active Leadership 


NNOUNCEMENT 
A has been made in 
New York by 
Daniel P. Morse of Morse 
& Rogers, that he is retir- 
ing from the active leader- 
ship of the company. 

Mr. Morse, hewever, be- 
cause of his many business 
connections and_ strong 
sentiment for Morse & 
Rogers, will make his 
headquarters at the com- 
pany’s Office. 

Mr. Morse went into 
business for himself Aug. 
1, 1884, in the first floor 
loft at 134 Duane Street. 
On Jan. 1, 1885, he took 
in as a partner, Frank E. 
Rogers, and the concern 
became Morse & Rogers. 
In the spring of the same 
year Chester C. Corbin 
joined the firm as a spe- 
cial partner and the busi- 
ness was moved to the 
first floor and basement at 
131-133 Duane Street. In 
1886 the business took the 
first floor, basement and 
sub-cellar at 134-136 
Duane Street. In this lo- 
cation the business grew 
until it occupied the en- 
tire building at 134-36-38-40 and two floors in 142- 
144 Duane Street. 


A Record of Unusual Growth 


In March, 1911, the new twelve-story building at 
Duane and Hudson Streets was completed and occu- 
pied, and the building with the five-story building 
running through to Reade Street comprises the pres- 
ent quarters of the business. 

When Mr. Morse opened up in the “jobbing” busi- 
ness his friends told him that the days of the shoe 
jobber were numbered, but they apparently were mis- 
taken. From the very beginning Mr. Morse believed 
in and pursued the policy of the lowest possible 
profit and it was his firm that led in the “Bill Price” 
method of distributing shoes to the retail trade. 
The business grew very rapidly, both through its 
own energies and through the purchase of Morse & 
Rogers of the following shoe wholesalers: 

S. N. Powers, New York; J. Irving Benedict & 
Son, New York; Ball & Lester, New York; Wallace 
Elliott & Co., New York; Thomas E. Greocen, New 
York; Dunn & Baker, Trenton, N. J.; Creamer & 
Goodman, New York; Mogovern & Thompson Bros., 
New York; Powell Bros. Shoe Co., New York; Cutler 
& Porter, Springfield, Mass.; Clark Hutchinson Co., 





DANIEL P. MORSE 


New York; Kellers Evers 
Co., New York. When 
W. H. McElwain began 
manufacturing shoes in 
1903, Mr. Morse was his 
first large customer, and 
these two men became fast 
personal and business 
friends. 


Original Name Restored 


In 1913 the Morse & 
Rogers business was 
merged with the W. H. 
McElwain Co. Later other 
distributing houses were 
added to this organization, 
but Morse & Rogers al- 
ways remained the largest. 
A few years after the 
merger the word McEl- 
wain was added to the firm 
name and this style was 
used until this summer, 
when upon the merger of 
the W. H. McElwain Co. 
with the International 
Shoe Co. the old name of 
Morse & Rogers was again 
adopted. 

Many years ago Mr. 
Morse decided that he 
would take his play as 
seriously as his work, and 
his remarkable health and 
young appearance are due in a great part to his love 
of and indulgence in golf and out-of-door sports. 
He always believed in developing young men who 
could take responsibility in the business, and it is 
because of this policy and his own success that he 
can retire while still an active man. The business 
will be conducted by its four younger executives who 
have for a number of years been in charge of the 
different departments. 

They are Charles W. Terhune, merchandiser, who 
entered the business in 1885; Frank S. Flagg, who 
came the same year; Henry F. Vincent, sales head, 
who entered the business in 1906, and Emerson H. 
Carroll, general superintendent, who joined the com- 
pany in 1913. Morse & Rogers will continue as the 
New York branch of the International Shoe Co., 
distributing shoes made in the McElwain and Inter- 
national factories. 

Mr. Morse is a director in the Irving National 
Bank; president of the Morse & Burt Co.; member, 
Advisory Board of Brooklyn Banking Department, 
Title Guarantee & Trust Co.; president of the Flush- 
ing Bay Building Corp.; director of Merchant’s Asso- 
ciation, New York, and member of the Chamber of 
Commerce of State of New York. ‘ 
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cAny shoe is a better shoe 
with US’ Spring-Step Heels 


The Responsibility is Ours— 
We Accept It 


OES it not stand to reason that the oldest 

and largest rubber manufacturer in the 
world—with its own rubber plantations, its 
own laboratories and technical staff, its own 
factories, its own distributing organization — 
can and will keep a much closer check on the 
compounding, manufacture, and distribution 
of its product than is possible with a product 
not so efficiently controlled either in its manu- 
facture or its distribution? 

Is it not reasonable to assume that with all our 
vast facilities for doing the thing right we will do 
it right, if for no other reason than that our success 
as manufacturers and distributors of a high class 
product bearing our first quality trade-mark is de- 
pendent upon the confidence and good will of those 
we seek to serve? 


United ies Rubber Company See our exhibit at 
vention and Expo- 
sition, January 9, 


p p IN Sore fF 10,11, and 12,1922 


Rubber Goll 
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Attractive Windows Sell Rubbers 


There Are Still Some Retail Merchants Who Have Not Been 
Aroused to Importance of Effective Displays. 
A Unique Fixture—Rubber Heel 


Attractive window display is one of 
the most efficient methods of stimulat- 
ing the rubber shoe business of the 
retail shoe merchant, and likewise 
advertises that the retail shoe store 
has a complete stock of rubber and 
canvas footwear. The appearance of 
the rubber and canvas shoe display 
is a good advertisement for and a 
true indication of the type of the store 
behind the window. Quite a number 
of retail shoe merchants fully appre- 
ciate this fact, as one may learn from 
a cross-country trip to take a peek 
at the windows of shoe stores. The 
progressive stores are the ones who 
never forget that they must make 
known, through exterior display, the 
fact that rubber and canvas shoes are 
every day to be found inside the store. 

One large rubber footwear company 
has produced a clever metal display 
fixture which can be used to form the 
central unit of an attractive window 
display on rubber and canvas foot- 
wear specialties. The display fixture 
is in very attractive colors, simple in 
construction, and has space for four 
shoes, the idea being to group other 
shoes around the central unit. An il- 
lustration of the idea accompanies 
this article. 

While a good many retail shoe 
merchants have appreciated the pos- 
sibilities of stimulating business on 
rubber and canvas footwear by at- 
tractively displaying them in the 
window or on top of display counters 
within the store, there are still some 
who should be awakened. 


Attractive Cartons Help 


Such specialties as the new form- 
fitting, four-buckle women’s jersey 
gaiter, the men’s Everett slipper, the 
child’s rubber boot, women’s one- 
strap house shoe, etc., can be very 
well displayed to good advantage in 
this way. Some of these items are 


attractively cartoned, which also aids, 


in making an attractive display. 
These specialties can be pushed in 
every store, and the way to increase 
the business of the store is by hav- 
ing it become known to the consumer 
that the store is headquarters for this 
type of footwear, as well as for the 
regular lines of leather footwear. 
The manufacture and sale of rubber 
and canvas footwear specialties has 
increased very rapidly within the last 
few years, and the merchant who real- 
izes the value of the business that can 
be secured on such items will be able 


Demand—New Cushion Heel 


to develop an increasing business by 
featuring in every way possible the 
display and sale of such goods in his 
store. 


The Rubber Heel Demand 


It is estimated that rubber heels 
have acquired so widespread a vogue 
that approximately three-quarters of 
men’s shoes now in process of making 
are equipped with rubber heels before 
leaving the factory. 

Makers of women’s shoes are us- 
ing at the present time a great many 

















A metal display fixture which facili- 
tates artistic window trims 


wooden heels, which do not readily 
lend themselves to rubber heel appli- 
cation, but should the range of 
women’s heel styles in another season 
swing over to an increased use of 
the leather heel, the rubber heel would 
undoubtedly be very extensively used 
among manufacturers of women’s 
shoes. 

It has been estimated that Akron 
factories produced more than 100,- 
000,000 pairs of rubber heels last 
year. There are about 200 different 
brands of heels now on the market. 
Four manufacturers are producing 
about 150,000 pairs a day and sev- 
eral more are producing 50,000 pairs 
daily. 

One should not overlook the chain 
store as a place where rubber heels 
are sold. Boyd’s list contains more 
than 3000 names in the five and ten- 
cent class and several hundred more 
which retail goods up to 25 cents in 
price. 


Heel Statistics 


In a survey of heel sales in a Bos- 
ton suburb, it was found that the local 


five and ten-cent stores ordered dur- 
ing the period of Jan. 3 to Jan. 17 
twenty-two gross pairs of rubber 
heels, and at the same rate this store 
would use 6366 pairs a year, or about 
twenty-one pairs a day, considering 
300 days in the chain store year. 
This multiplied by 3200, the number 
of chain stores in the country, gives 
the total daily consumption of 67,- 
500 pairs daily. 

Tho total estimated demand for 
rubber heels is as follows: 


Pairs Days 
per day per yr. 
Shoe manufacturing 
CRBGB soicciarncsieveca 919,803 250 
Shoe fiindings, job- 
MRS acsisiziaautines-< 1,922,004 300 
Chain store demand. 67,200 300 


Total daily demand.2,909,007 pairs 


This figures a total yearly volume 
of about 600,000,000 pairs. The entire 
rubber heel production, as stated by 
the United States Census Bureau, 
was 126,572,000 pairs, valued at $14,- 
238,000. The demand, therefore, at 
present greatly exceeds the supply. 


New Cushion Heel 


A new type of rubber heel, whose 
particular feature is a pair of small 
knobs at the back and base of the 
heel to insure safety and comfort in 
walking, has been recently offered to 
the trade. These knobs are molded 
as an integral part of the heel and 
above them are two hollows which act 
as air spaces to produce resiliency. 
The knobs, with their “give and take” 
are said also to furnish double wear, 
the heels being made of the best qual- 
ity rubber. These new articles come 
in all sizes for men’s and women’s 
shoes. 


English Sports Shoes 


The McAfee golf shoe is made with 
a specially constructed sole and heel. 
Ajrubber sole and heel lift with in- 
tegrally formed rubber studs are 
inserted between the bottom of the 


‘shoe and the outer sole and the top 


part and bottom lift of the heel, 
which are perforated to accommodate 
the rubber studs. This permits the 
shoe to be worn in the clubhouse with- 
out marking hardwood floors and also 
provides an excellent grip on the golf 


(Continued on page 89) 
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A 
[STYLE INDICATOR } 














The Style-Officer Commands You 
GO WHITE! 


Swing ‘round the corner into the ““Whitest White’ Season, to the 
swift moving traffic of seasonable sales. 
DON’T STAL.L — GO CONFIDENTLY 


G. LEVOR & CO., Inc. 


Tanners of Cabrettas 


GLOVERSVILLE, N. Y. Sr. LOUIS 
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Demand for Best Grades Is Moderate 


More Activity Reported, However, in Grades of Leather 
Suitable for Heavy Footwear; Hides and Skins 


suitable for heavy footwear 

of the type sold mostly to 
wholesalers report more activity, 
the fine shoe trade not being so active. 
There is only a moderate call for the 
better grades of sole and upper 
leather. Another very noticeable fea- 
ture in the industry to-day is that 
business is spotty. Some shoe fac- 
tories are fairly busy where others, 
making similar lines of goods, are run- 
ning at small capacity, and this is not 
confined to any one section of the 
country. The general volume of 
leather business is probably not as 
good as it was two months ago. At 
the same time, the aggregate of busi- 
ness is satisfactory when compared 
with the extremely dull trading of a 
year ago. There certainly has been 
a distinct gain which, in itself, lends 
encouragement. 

An outstanding feature of the situ- 
ation is that with hides and skins 
showing an advance over a few 
months ago, there appears little pros- 
pect of securing cheaper leather. On 
the other hand, sole leather is firmer 
than it was some weeks ago, with 
advances here and there, and upper 
ieather tanners are inclined to firm- 
ness, especially as the bargain lots 
become fewer. The stability of the 
market is much more pronounced than 
it was last winter, and leather buyers 
have a greater feeling of security in 
purchasing leather that they are not 
going to pay a price which a few 
weeks or months hence will be above 
the market at that time. 

Even in this situation, shoe manu- 
facturers are buying very close to 
their needs. The tendency is to make 
datings as short as possible and buy 
supplies as close to the time of using 
them as can be conveniently negoti- 
ated. Some of the larger operators 
and users of leather, however, are 
purchasing far enough ahead to in- 
sure regular deliveries. 


Calf Leather Situation 


The calfskin market is rather quiet. 
Purchasers are not inclined to lay in 
large stocks ahead without larger 
orders for shoes on hand. There is no 
special opposition to price for calf 
leather and there has been little 
change in the past few weeks. Top 
grades of calf heavy weight full-grain 
colors are offered by the leading 
tanners at 50 to 52 cents per foot. 
There may be some choice leather a 
little higher. On the other hand, some 
No. 1 leather is quoted at 45 to 48 


- ANNERS making leather 


Selling at an Advance 


cents. Light and medium weight calf- 
skin bring 32 to 35 cents for the top 
grades. Other selections, grade down, 
according to the quality, 35 to 40 
cents. In some of the cheaper grades 
calf leather ranges from 22 to 32 cents 
per foot. Blacks are usually quoted 
from two to five cents under colors. 
The call is good for Scotch grain, with 
prices approximately the same as for 
top grades of colors and smooth 
finished calf. There is a little easing 
up in the call for suede finished 
leathers, with prices for the choice 
selections ranging from 60 to 70 cents 
per foot. There are also good grades 
running from 50 to 60 cents, with 
medium selections downard, according 
to quality. There is not so much call 
for snuffed leathers of late. 


Side Leather in Fair Call 


The market for side leathers shows 
little change in the past few weeks. 
The leading grades range from 20 to 
28 cents per foot, with some of the best 


finishes quoted from 28 to 30 cents for 
full-grain colors. There are also 
cheaper selections offered at below 
20 cents, with considerably many job 
lots of snuffed leather and colors sell- 
ing from 10 to 20 cents. Blacks range 
a little lower than colors. There has 
not been so good an opportunity in 
some years to trade in side leather 
as at the present time, and shoe 
manufacturers are taking advantage 
of it. There is a fair call for the 
heavy waterproof leathers listed at 26 
to 28 cents, and these include elk, 
veals, kips and similar leathers. The 
top grades of buck, while less active, 
are quoted at from 40 to 50 cents. 
Medium and lower selections bring 
considerably less, according to quality. 


Patent Leather Less Active 


The trading in patent is not quite 
as active as a few weeks ago. There 
is still a fair business reported and 
also some extra business. The top 


(Continued on page 89) 








Comparative Leather and Hide Prices 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade ......... $0.32 a $0.35 $1.40 a $1.50 $0.60 a $0.70 
Calf, smooth, colored, top grade. .28a _ .30 1.40a 1.50 50a .52 
Calf, smooth, black, top grade.. .26a  .28 1.30a 1.40 45a .48 
Side leathers, colors, top grade.. .18a .22 -75a 1.00 22a .28 
Side leather, black, top grade... .16a .20 65a .90 20a .26 
White buck, top grade ......... 28a _ .80 90a 1.00 35a .40 
pe a errs 24a .26 65a  .70 22a .24 
Kid, colors, best fancy .......... 35a .40 1.40 a 1.65 80a .90 
Kid, colors, top grade .......... 338 35 1.35a 1.60 60a .75 
Kid, black, top grade .......... 28a .30 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 25a = .50 
Hise, MOGIUM, DIMER ....5600060 268 22 60a 1.00 25a .40 
Ee eer er 06a .12 20a .36 ose cae 
Chrome patent sides ........... 25a .30 85a 1.05 35a 45 
Sole Leather (price per pound) 
Ce er rrr oe 22a 383 56a .58 IRS. 20 
_ RES Pare aera a a MOE iss 40a .50 
Ee ae ree 38a .39 92a .95 55a .58 
No. 1 oak bends, shoe mfys.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use.... ...a .48 1.15a 1.25 70a .80 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather,‘ harness, etc. ........ co 2% 52a .55 ...a 16% 
Heavy Texas steers, for sole 

EE. 4:n60kis sahewee tee ace st 2 wt .-.a .16% 
Light native cows, for side upper 

Rea eer ere meee i why 138%a_ ~«.14 
Branded cows, for light sole 

RAE Arner re ae eh ee ae 05 @ ~~ ABH 
No. 1 buffs for heavy upper and 

rer en eran ry ice, 18 45a .50 07a .08 
No. 1 Chicago City calfskins for 

BMG CAM WANE 66. .ccccsces soc > 2% 80a 1.02% 15a .19 
Kips for upper leather ......... 0 16% 65a .80 10a «18 
B. A. hides, for hemlock sole 

| ae PS Oe Se oe & 680 42a .46 14%a =—«15 
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DOUBLE-WEAR 
















THIS IS THE HEEL 


to have on the shoes you sell 
for the pleasing first impression 
created by its trim appearance 
—for the spring it puts in the 
wearer's step—for the extra 
service it gives before showing 
signs of wear—for the way it 
“stays put,” maintaining a per- 
manently tight joint. 





"= Note the eight Nailing ar- 
improvement. in Little | 

Gents’, Youths’ and Boys’ 
You can specify DRYDEN 
DOUBLE-WEAR_ Rubber 
Heels with the utmost confi- 
dence as to appearance and 


service. 





The quality is supreme—and 

they cost no more than ordi- \ os 

nary rubber heels. } . 
p 


Dryden Rubber Company 


Chicago 
Boston — Detroit — St. Louis 


IN EVERY PAIR” eS : a a Men’s : 
| 8 OS 
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(Continued from page 85) 
course. The McAfee golf shoe is made 
entirely by hand and extra studs can 
be obtained when needed. 





Rubber Quotations 
Para—Up-river, Ib, 23%@.. 





Up-river, coarse 15 @.. 
~~ i" oer 21%@.. 
Island, coarse as eats a fs havex “@.. 
aucho, ball, upper....... 13%@.. 
Caucho, ball, lower...... 4 - 
ERE ea R @11% 
Plantation—First latex, crepe 20 ee 
Brown crepe, thin, clean... 17%@ 
Brown crepe, rolled ....... 17%@ 
MMANOT— NG. 1 onc cccccccccs 9 
Oe eaareabaaweeramieie <a 18%@ 

oO. Cos ccccccosovesece . 18 
Smoked ribbed sheets...... 204%@.. 
*Centrals—Corinto ......... - @12% 
SRE aE @12% 

*Mexican scrap .......... @11 
TERPS, WEE «on iccccccce @12 
mo re eee @26 
*Balata, block, Trinidad... .. @56% 
*Balata, block, Colombian. .. @44 
*Balata, Panama ........ -- @42 
eo ee @68 

* Nominal. 
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Scrap Rubber 


With the end of the year close at 
hand, no decided improvement in 
trade is held to be immediately likely, 
notwithstanding the improvement in 
the situation, from the viewpoint of 
both sellers and reclaimers, that has 
been caused by the advances in crude 
rubber. 


Boots and shoes............ 34%@ 3% 
Aretios, trimme@ ........; 2%@.. 

Arctics, untrimmed ........ @.. 

Enmer tubes, NNO. 2...0.0.2000- - @ 38% 
Inner tubes, No. 2.......... - @ 2% 
Hose, steam, fire .......... %@ A 
Tires—Automobile ......... 4@ % 


(Continued from page 87) 


selections of patent sides are offered 
from 40 to 42 cents, No. 2 grades 35 
to 88 cents, and No. 3 from 25 to 30 
cents per foot. The best selections of 
patent colt bring from 70 to 80 cents. 
The medium grades are quoted at 50 
to 65 cents per foot. 
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Glazed Kid Call Improved 


There is some improvement in the 
call for glazed kid, particularly for 
the larger skins. There has also been 
a considerable amount of glazed kid 
taken for export. Tanners of better 
grades state that there is a fair call 
for the best selections of colors, rang- 
ing from 70 to 80 cents per foot. Some 
choice leather brings even more. The 
range is very wide, but good medium 
grades bring from 35 to 50 cents per 
foot. 


Sole Leather 


The tanners do not report a very 
large volume of sole leather business, 
although deliveries are becoming more 
regular, Heavy weights still have the 
call in oak leather and prices are 
quoted on the basis of 50 to 55 cents 
per pound for heavy weight oak steer 
backs. 








Flood-Wrecked 
Store Has a 
Rapid 


‘‘Come-Back’’ 





AERO A gn 


plete 





broke 


tives, 


When Pueblo, Colo., was swept by the ter- 
rible flood of last June, 
completely 
city was the general store of White & Davis. 
Trapped by the first rush of water, which 
through the i 

dows, Charles Allen, one of the store execu- 
led his 
seen in the rear. 
one man who could not 

was rescued by lowering 
the ceiling. Others caught in the street out- 
side were also pulled to a place of safety. 
The view above shows the wrecked interior 
as it looked June 5. 
think of rehabilitation, but 
ployed, new furniture ordered and the com- 
restoration, 


one of the most 


wrecked establishments in_ the 


heavy plate glass win- 


men to safety up the stairs 
Securing a length of hose, 
reach tne stairway 
the hose through 


It took nerve to even 
men were em- 
at the left, was achieved 
by Aug. 31 
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FABRIC 


IN STYLE IN STOCK 


NOVELTIES 


We have now ready to mail an at- 
tractive looseleaf catalogue of our 
distinctive line. [Illustrations of 





: . é : relti B-830— 

timely styles (fabric novelties) Black silk finished ‘buttons, 1a 
B-700— Black Satin Tarn One put up in a neat, practical form for bay a a = “32 S 
its cone anaeae bien tae ready reference. Send us your B-720—As above except with 
LXV heel, A to D........ $3.35 name if not already on our mailing 16/8 Halt LXV Heel, A to O, 
B-705—As above except with list 2% Gercccccccccccees $3.50 
Baby LXV heel .......... $3.35 . 





See our complete line of Fabric 
Novelties, Booth a» am - 
CONVENTION, Chicago, Jan. 9, 10, 
11, 12. 











Terms 2% 10 days net 30 








gg cee Wteet, Sass 28 - a 
Strap, hinestone buttons, -800—White Satin One rap, 
full LXV heel, A, B, C, D. 2% HAVERHILL, MASS. Pearl buttons, 14/8 “ye Jun- 
OM haces censacccgnde oes $3.50 ior heel, B, C, D, 2% to 8.83.50 





REPCO—+the enamel your patrons demand 


Repco is a popular, easy-selling brand It keeps their shoes looking trim 
of heel and edge enamel. and new and stylish. 

Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
It is easily applied—a brush with gray, champagne and Havana brown. 


Your customers like it because 


every bottle. For sale by shoe findings jobbers. 
It clings evenly to the surface—it Make sure of a prompt delivery: or- 
does not rub off. der some Repco today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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Gallun’s New Color 


RAMBLER 
RED 


(No. 12) 






SPECIFY IT IN YOUR ORDERS FOR SPRING 


This new color of Gallun’s that the trade is talking 
about is a pure, deep red, dark yet possessing a won- 


derful richness and lustre. 







Rambler Red will be found in those two famous 
leathers — Aztec and Viking Calf which are made 


smooth finished for this particular new color. 









You can’t help but like Rambler Red! 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, INC. 


H. A. ELY, Manager 11 EAST ST., BOSTON, MASS. 
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“LONG ’ PROFIT BUILDERS 
IN STOCK 


1301 Last 


Wos. Mahog, Calf Imt. Sq. Brogue 

Ox., 9/8 R. H., Welt., B. C, I 

Wide. Price 

Wos. Nut Brown Calf Imt, Sq. Brozgue Ox., 

9/8 R. H., B, C and D wide. Price. .83.00 

Wos. Mahog. Calf Ox., Folded Perf, Tip., 

9/8 R. H., Welt, C and D wide. Price, 
$2.85 

Sizes: 3/7, 3/8, 4/7 and 4/8, 


1301 Last 


. Nut Brown Veal Pol., R. 
Perf. on Vamp and Eyelet 
$2.7 


B'ack Kid Polish. ° 

+. Mahog. Veal Polish, 
Wos. Mahog. Veal Polish, 
R. H., Welt 
Wos. Brown Kid Polish, 
R. H., Welt 
Sizes on G. G., 2 > €¢ and D wide, 

on Wos. 3/7 “and 3/8 C and D wide. 


“Long” Profit Builders are al- 
ways accurately keyed in Style. 
Always made from Quality ma- 
terials, and always ready for im- 
mediate shipment from each of 
our distributing houses. 


An interesting exhibit of “Long” 
Values will be given at the N.S. R. A. 
Convention, Chicago, January 9, 10, 
II and 12, 1922. The complete assort- 
ment will be on display at Booth 336, 
in charge of Long representatives who 
will extend the glad hand. Your time 
will be well spent in visiting the Long 
Don’t forget the number, and 
be assured that your visit will be in- 
teresting and profitable. 


booth 


1301 Last 


Wos, Mahog. Calf Imt. Ball St. 
-. Welt 


Ox., 9/8 R. H 

D wide 4 
Wos. Mahog. Calf Ball Strap Oxford, 
R. H., Welt, C and D wide 
Wos. Nut Brown Calf Ball Strap Ox., 
C and D wide, 13/8 R. H 
Wos. Mahog. Calf Oxford, Folded Tip, 13/8 
R. H., C and D wide $2.85 
Wos. Brown Kid Oxford, Imt. 
H., C and D wide 

Sizes: 3/8, 4/8, 3, 


246 Last 


Men’s Mahog. Calf Bal, 246 Last, 

R. H., Welt, Perf. on Vamp and 

Eyelet Row. i 

Men’s Mahog. Veal Bal, 246 Last, 

Welt. Price 

Men’s Mahog. Veal Bal, ; Straight 

English Last, Perf. on Vv amp and Eyelet Row. 

Price $2.85 

Men’s Gun Metal Bal, 246 Last, Lea. Heel. 

Price $2.75 
Sizes: 6/9 and 6/10, C and D wide. 


LONG SHOE COMPANY 


45 South Wells St., Chicago, IIl. 


129 Duane St., New York, N. Y. 
2333 Washington St., Boston, Mass. 


CUMMINGS SHOE COMPANY 


436 Fourth Ave., Pittsburgh, Pa. 
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Meet the National Officers 


Thomas A. Delany, Secretary, With Office at Room 706, 
183 Essex Street, Boston Is in the Ring 


In the ring this week we present 
Thomas A. Delany, the popular sec- 
retary of the N.S. T. A., who is ever- 
lastingly “on the job,” and who has 
been “on the job,” with a glowing 
record of real accomplishments to 
his credit since the early days of 
shoe traveler organization. “Tom,” 
who is also president of the Boston 
Shoe Travelers Association, is a char- 
ter member of that organization; he 
was also one of the prime movers in 
the establishment of the national as- 
sociation. He has the reputation of 
never lying down on any work which 
he starts. He is of an energetic 
temperament and rapid-fire action is 
second nature to him. 


A Born Diplomat 


He is a born diplomat, of forceful 
character, yet most likable, and a 
genuine good fellow. He has made 
friends by the thousands on account 
of the fact that it is his greatest 
pleasure to be of service. No mis- 
sion in behalf of a friend is too dif- 
ficult for him to undertake, and this 
applies particularly to his good work 
in securing positions for brother 
travelers. T. A. D. knows the shoe 
selling game—he has studied every 
phase of it—from a long road ex- 
perience. He knows human nature, 
having taught school in his younger 
days; and yet with all of his experi- 
ence he is still a young man. 


A “Punch-Hitter” Speaker 


As a speaker he has been the 
“punch-hitter” at the many conven- 
tions he has attended, and his wit 
and solid talk have kept him very busy 
covering meetings of the shoe trade 
throughout the country. His unani- 
mous election as secretary of the Na- 
tional is testimony that his valuable 
work was recognized, and that he has 


merited the confidence displayed in 
him by the boys is being demonstrated 
by him. 

When “T. A.D.” took inventory of 
the important moves which should be 





(Photo by White) 


Harry Smith, president of Smith Shoe 
Co., who will spend nart of his time on 
the road 


made by him in behalf of fellow shoe 
travelers, Interchangeable Mileage 
loomed up prominently; reduced rail- 
road rates’ were, he felt, another big 
need. He therefore went about the 
tasks with a persistency which has 
won for him much commendation— 
every part of the country has been 
aroused and all hands are working 
“full steam ahead” to accomplish re- 
sults. 

Through his efforts a closer bond of 
frieneship and a clearer understanding 


ope: TRL 


aire 
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ana Sg 


-has been established between manu- 


facturer and salesman. ‘“Co-opera- 
tion accomplishes more than antag- 
onism” is one of “Tom’s” mottoes. 


Establishes Reference Bureau 


A reference bureau was another 
dire need, so “T.A.D.” has been 
building up this bureau until it has 


-reached that point where manufactur- 


ers have come to realize the value of 
securing experienced salesmen and the 
settlement of difficulties through the 
National Secretary’s office. He 
vouches for every man whom he re- 
commends, and not only vouches for 
them but follows them up to see that 
they maintain the high standard 
which the National expects of its 
members. 

Not only has he been a true friend 
and counsellor to brother salesmen, 
but he has also prevented many in- 
justices to the manufacturer. In fact, 
he is acknowledged as the arbiter be- 
tween salesman and manufacturer. 
His knowledge of the salesman’s side 
of the case, and the fairness of his 
decisions has been brought about by 
his many years of road experience. 
Tom began his road career about the 
time that the T. D. Barry Co. effected 
a sales organization; he was one of 
the first travelers to call on the re- 
tail trade of the country for this 
house; he has covered practically 
every part of the United States and 
Canada, and has made good with 
the best and biggest of shoe buyers. 


A Star Debater 


What Tom’s hobbies are we do not 
know, but we have observed that he 
takes a real delight in helping the 
other fellow; after which, give him a 
book, and he is happy until the “wee 
sma’ hours.” This reading material 
which he devours nightly is safely 
stored away in his subconscious mind 
and comes forth at his command in 
sections, either literally or freely, as 
just the right color to his eloquence 
in debate. And “Tom” really shines 
at debating an important question; 





94 BOOT AND SHOE RECORDER December 17, 1921 


ELELEEEEELELESELELEEEL EEE EEL EEELEELELELELEEEL ELE LEE EEEEELEEES 


Immediate Delivery Goods 
Made Right—Priced Right and Are Right 


hs 


ae on ted ete bet 





No. 785. Price $3.25 


Black Scotch Blucher Oxford, Wing 
Tip, Goodyear Welt, Princess Last, 
11/8 Rubber Heel. 


No. 787. Same in Brown 
AA to D 





No. 784. Price $4.10 
Cocoa Calf Blucher Oxford, tL 
White Fair Stitching, Goodyear Welt, 
Princess Last, 11/8 Rubber Heel. 

AA to D 


i, oa i ae in /, 





No. 896 
Price $4.75 





Nine Inch Black Kid Lace 
Kid Tip, Goodyear Welt, 11/8 Heel, 
Princess Last, A to E. 
No. 897—Same style in Brown Kid. 





Price $5.50 

No. 782. Price $4.00 4 

Patent Three Buckle Strap, Imitation 
Tip, Goodyear Welt, Princess Last, No. 745.. Price $3.85 t 
11/8 Heel. Patent Oxford, Tip, Goodyear Welt, ] 
AA to D White Fair Stitch, 7/8 Rubber Heel, ‘ 
No. 439. Same in Black Kid. Price Sport Last. : 
$3.75 AA to D t 
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THOMSON-CROOKER SHOE CO. 


Cc. H. SULLIVAN, Sec. 
P. HOWARD TARR, Asst. Treas. and Credit Mgr. 


18 STATION ST. 
BOSTON MASS. 


LEEEEEEEEEEELEEEEEEEEELELEEEEEELEE EERE EEE EEE EEE EE EEE EEE EEE ERE 


Cc. R. THOMSON, Pres. J. M. THOMSON, Treas. 
BUFORD H. JONES, Vice-Pres. and Sales Mgr. 
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for he is a student of affairs, both 
national and international, and knows 
the right arguments. 
A Jolly Good Fellow 

But why speak further about the 
man whose face is in the ring? There 
is only one “Tom” Delany to the shoe 
boys, and “he is a jolly good fellow.” 
The latch string is always on the out- 
side at the office of the National Sec- 
retary, Room 706, 183 Essex Street, 
Boston. 


Boston Travelers Meet Today 
Annual Get-Together Held for Elec- 
tion of Officers 

The annual meeting and election 
of the Boston Shoe Travelers’ Asso- 
ciation is called for to-day, Dec. 1”, 
at 12.30. It will be held at the Bos- 
ton Shoe Trades Club, 24 High Street. 
Considerable important business is 
being transacted, among which is the 
election of officers for 1922. 

At this meeting will be appointed 
the delegates to the Convention of 











J. B. Schwartz, who assists 

L. H. Revare at the New 

York office covering Eastern 

territory for the Ezacelsior 
Shoe Co. 








the National Shoe Travelers’ Associa- 
tion, which is to be held at Philadel- 
phia, Jan. 16, 17 and 18. A discus- 
sion of several resolutions which are 
to be brought to the attention of the 
National body will take place. 


Warrant, a New Feature 


The warrant issued by the secre- 
tary of the National Association, is to 
be read at this meeting. This war- 
rant is a new feature of the associa- 
tion’s work and contains a very com- 
plete outline of the business to be 
transacted at the National Convention, 
providing for’ ample time and oppor- 
tunity for each affiliated association 
to discuss and pass on the many is- 
sues of National importance. 

The report of the various commit- 
tees of the Boston Shoe Trevelers’ 
Association are to be read and plans 


made for a vigorous and interesting 
winter season. 


Vice-Presidential Candidates 


On account of the keen interest 
which Boston travelers are taking in 
the coming national meeting and in 
the election of officers, an unusually 
large attendance at Philadelphia is 
predicted. There is a strong candi- 
date in the field for first vice-presi- 
dent presented by the New York Shoe 
Travelers’ Association, one John D. 











Weber of Cincin- 


Frank J. 
nati, who is being boosted 


for the _ vice-presidency of 


the N.S.T.A 








Baxter, of New York, who is univers- 
ally ‘known from his past activities 
in shoe association work. 

Cincinnati has come out strongly 
for F. J. Weber, of Cincinnati, who is 
also favorably known from the ef- 
ficiency which he has shown in past 
work. 

L. D. Ream, of Des Moines, who 
was candidate last year for the office, 
is proposed by the Des Moines asso- 
ciation, and the Pittsburgh associa- 
tion at its last election indorsed the 
candidacy of John J. Whalen, of 
Brockton, Mass., for the vice-presi- 
dency of the National. With these 
above mentioned men, and whoever 
else may be nominated from the floor 
in Philadelphia, there will be no lack 
of excitement at the coming meeting. 


At to-day’s meeting of the 
B.S.T.A. a collation was served. 


The National secretary, who is also 
president of the Boston bunch, wield- 
ed the gavel wisely and well. 


Wisconsin Elects Officers 


“Shoe prices have reached rock bot- 
tom,” said Frank Larkin, secretary of 
the Freeman Shoe Co. and newly 
elected president of the Wisconsin 
Shoe Travelers’ Association, at the 
association’s recent banquet in the 
Plankinton Hotel, Milwaukee. 

Mr. Larkin explained that prices 
can go no lower because the wages of 


the shoemakers have been reduced 
only 15 to 20 per cent, while taxes and 
overhead expenses are higher than 
ever before. Neither, he states, has 
the price of high grade leather been 
reduced greatly. 

“Kid leathers are mostly imported,” 
continued Mr. Larkin, “and transpor- 
tation charges are still as high as 
ever. The demand for high grade calf 
skin is so far beyond the supply that 
they can go no lower.” 

The only shoe leathers that have 
been materially lowered in price, ac- 
cording to Mr. Larkin, are the heav- 
ier, coarser hides, and the price of 
shoes made from such leather has 
been reduced as far as possible. 


Brouwer Urges Co-operation 


S. J. Brouwer, who was guest of 
honor at the banquet, gave a short 
talk in which he urged co-operation 
between the manufacturers, retail 
merchants and the salesmen of the 


west. 
The association officers for next 











‘ Graves, who travels 
Illinois and Southern Indiana 
for the Excelsior Shoe Co. 


HH. D. 








year were named as follows: Frank 
Larkin, for president; J. Leuenberger, 
vice-president, and Max M. Tenscher, 
secretary and treasurer. Arthur M. 
Schilling is retiring president. 


Walk-Over Sales Report 


“Most of the salesmen are now well 
through their fall trips,” says Walk- 
Over “Factory Prints” of Dec. 2. It 
has been a tough trip for every one 
of them, and they have had to fight for 
everything, as dealers are diffident 
about future buying these days. 

“In the medium and smaller sized 
towns the buying has been good in 
both men’s and women’s. In the larg- 
er cities the buying has been more 
conservative but always with the idea 
that if conditions warrant there will 
be follow-up buying, much of it di- 
rect, through the next four months. 
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Tn USrrect D O dg ST) 


FOR ALL OCCASIONS 
In Stock 


LAST CALL FOR THE HOLIDAYS 


Christmas and New Years will soon be here and 
you MUST have some smart footwear for these 
occasions. 





No. X482—Code ‘‘MANDY.’’ Silver Cloth 
Isabel, One Strap, 12/8 Louis Heel, Widths 
BA 00 GC. Peie8...ccccce te¢sneced 25 
At once delivery, Carried at Newburypo 





No. X492—Code ‘‘THERESA.” Silver 
Cloth Isabel, One Strap, 17/8 Louis Heel, 
Widths AA to C. Price............ 6.25 
At once delivery. Carried at San Francisco 
and Boston. 
No. X495—Code ‘‘VALERIE.’’ Imported 
Silver Cloth Margaret, One Strap, 17/8 Louis 
Heel, Widths AA to C. Price...... $5.50 
At once delivery. Carried at New York only 


on 
No. X485—Code ‘‘TRACY.”’ Silver Cloth 
Isabel, One Strap, 14/8 Louis Heel, Widths 
mh Th GH, TR 6sacdscscecasaced 6.50 
At once delivery. Carried at New York only. 





No. X551—Code “‘DORA.”’ Imported Silver 

Cloth Thetis, pearl muttons, 17/8 Spanish 

Iouis Heel, Widths AA to CC. Price.. 75 

At once delivery. Carried at New York 
and Newburyport. 


No. X552—Code ‘“‘F ANN Y."’ Imported 
Silver Cloth Isabel, with Center Strap, pearl 
buttons, 17/8 Spanish Louis heel, Widths AA 
i Se, Ge éceencndevebsednceséens 84.75 
At once delivery. Carried at New York only. 


See our exhibit, Booth No. 75, 





N.S. R. A. Convention and Ex- 
— J 9-10-11-12 No. X511—Code Ky Oe ~y’ Vamp 
sition. anua “1LU-Li-lZ, Margaret, Silver and d brocad uarter 
= 5 ry ‘and Strap, 17/8 Louis Heel, Widths AA to 
©, WRRED csrccscvcocévccovcseacons $6.00 
At once delivery. Carried at Montgomery 
only. 


No, X558-—-Code ‘“‘BEVERLY.” Imported 

Silver and Gold Brocaded Isabel, One Strap, 

17/8 Spanish Louis Heel, Widths A to C. 

DEG caghantoeebudeuto 4A tmeeake aes $5.50 

At once delivery. Carried at Newburyport 
nly. 





No. X431—Code ‘“‘ESTHER.”’ Black Satin 
Margaret, One Strap, Jet Beaded Vamp and 
Strap, 17/8 Louis Heel, Widths AA to 





cent eer UMM ashawstic tice uc cose panes eee $5.75 No. X432—Code “CHARLOTTE.” Black 
No, X456—Code “KATE."’ Dull Kid Mary ‘ vane A Satin Margaret, One Strap, Jet Beaded on 
Jet Beaded Strap and Vamp, 14/8 Louis At once delivery. Carried at Newburyport. Vamp and Strap, 12/8 Louis Heel, Widths 
Heel, Widths AA to D. Price...... “~—_ Montgomery, Kansas City, San Francisco and AA to D. Price.. : 25 
At once delivery. Carried at San Francisco, Chicago, At once delivery. Carried at “Montgome ; 
A a , 7. ontgomery, 
Kansas City, Newburyport, Boston and Kansas City, San Francisco, estes ons 
Newburyport. 


Montgomery. 


mn ||| 1 \Yathan D. Dodge Shoe Co 


Newburyport, Mass. 
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Special Warning 
'S! | To Jobbers and Retailers 


We will not hesitate to take legal action against any jobber or retailer who 
offers for sale any article which infringes on our patent. 


Do not make any mistake regarding this. The law holds all who sell or offer 
for sale an infringing article equally liable with the manufacturer of same. 





Guaranteed protection will not protect you in this particular case as you have 
been specially warned and cannot plead ignorance. 


Guaranteed protection by the manufacturer who infringes on another man’s 
patent is a joke. Does not the fact that he disregards the right of others make 
him unworthy of belief. 


All shoes made under our patent are stamped on the sole “Patented March 


16th, 1920.” 


“Content with what we have, we seek nothing 


that is another’s."—PRESIDENT HARDING. 








The Awakening Conscience of 20th Century Civilization condemns 
and holds up to public scorn all those who take or attempt to take that 
hae which is another’s. 

18.00 BEWARE OF INFRINGEMENTS 


omery 











RAMSEY’S PATENTED PLAY SHOES 


“The Only Completed Stitchdown” 


7 HEY CANNOT RI 


“IT’S IN THE MAKING” 
= DOUBLE GOODYEAR ‘Wc? WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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ar “H and E” sania 


ON C E Chicago Conven- 


tion, January 9- 
12, Booth 74, in 
DELIVERIES NOVEL IES gigs 


THE BEST BET FOR 
A QUICK TURNOVER 




















































No. 137—Gun Metal Calf Shirley Three Strap, Center 
a eo Cuban Heel, AA, 4-8; A, 3-8; B, 2 4a 


No. 136—Silver Cloth ‘‘Vincent”’ One Strap, 16/8 Louis gy PEST Rr He errret 
ee, Waele BA, Os Be U8 Oe cc cecee UMD No. tan tieck Patent Leather Shirley Three Strap, Brass 
sosstetenececeeteeterseners Center Buckles, Cuben ses ee la ae 

TICC. correc cceserecessscessseesesssesecs 





“Every Shoe a 
Business Builder”’ 





No. 131—Black Patent Leather Three Stra 

Suede Saddle, Junior — Heel, Diamond e Seaiein on 

Vamp. AA, 4-8; A, 3-8: B, 2%-8; O, 2-8. Price...$6.00 

No. 132—Black Suede Three Strap with Black 

Leather Saddle, Diamond Perforation a Vamp, ~~ Ry 
87.00 


Eieel. Sines ae above. Price.......cccccccccccccce No. 13S8S—Squirrel Gray Suede Vogue One Strap, Full 
Louis Heel. AA, 4-8; A, 3-8; B, 2%-8; C, 2-8. Price, 
86. 50 


Deliveries January 10th to 15th. 
No, 139—Same as above with Junior Louis Heel. Price, 
$6.50 


Deliveries January 10th to 15th. 





These styles are the most in demand. Each one will 
be found a producer of profitable trade for you. To 
omit any one of these models from your stock would 
be a mistake. We suggest an assorted order today. 
The very best materials and workmanship are clearly 





No. 130—Black Satin C. S. One Strap, like above. 


DE Sainiddencdedmasdisden codgdesdatacauneceuuel $5.25 ; 
RS 420—biack Kia C8, One strap Perforated Strap revealed in these values. Buy what the other fellow 
ar ges es dot are NOM aaa; doesn’t have. Order early—now. 


Hopkins AND ELus HAVERHILL, Mass. 














December 17, 1921 BOOT AND SHOE RECORDER 98a 


Cotte To 


lome Run Shoes 


" SOMETHING NEW 


—and millions to hear about it! 


The “Babe Ruth Home Run Shoe for Boys 
to sell at $4.50 a pair 


21 












ERE’S a proposition that is going to take the country by 

storm and you want to be one of the first to cash in on it. 
The “Babe” Ruth Home Run Shoe for Boys. Retails at $4.50. 
A big national advertising campaign is behind it. One news- 
paper smash after another in all progressive communities. 
Attractive displays—a magic name—everything to whip up 
demand and profit for you. 


Shoes as Hefty as Ruth’s Swing 


“Babe” Ruth Home Run Shoes are 100% leather—100% service 
producers—100% handsome. A Rosenwasser Bros. product. 
Built for a boy that likes to browse around the woods, kick a 
football, skate and coast. For little shavers as well as big also 


Boy Scouts. 


A 6 Oo. 5 Ga 


cA Startling Feature 


In addition to a better boy’s shoe, we offer this unique 
and thrifty feature. Parents can mail shoes back to our 

eat factories when in need of repair and we will resole 
and heel and reshape them for $1.00. In other words 


the wearer gets two pairs for $5.50. Nothing like it. 












BECOME A “BABE” RUTH DEALER NOW 


Get the Franchise in your community now for this sure fire suc- 
cess. Writeusfor fulldetailsatonce. Anopportunity of alifetime. 








CASE ASSORTMENT—Two 1’s, two 1¥2’s, two 2’s, three 2Yo’s, 
three 3’s, three 3Y/2’s, three 4’s, two 4¥/2’s, two 5’s, two 5's. 


THE ‘PRODUCT—CA Strong mahogany or gun metal grain leather 
shoe built with extra heavy solid leather sole, solid leather heel, 
and constructed by shoemakers of years of experience. 


MANUFACTURED BY 


“BABE” RUTH HOME RUN SHOES 


Dealers’ Price $3.00 per pair. ‘ROSENWASSER BROTHERS, Inc., Long Island City,N.Y. 


Packed 24 assorted pairs to the cage. 
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In Stock Now! 











OUR 
“WINNER” 
LACE 
Make It Yours 
Why? 


It beats them all for 
Quality at the Price 


“ARCH FORM” 


Children’s Turn, 
First Step 


For the Little Folks 








: og prowrsberes 1.05 
the merchant who is pre- 499 Patent” Button, dull 


pared with a complete Om cag ln this iiniies. 
sortment of “Arch Form Beaver brown top... 1.05 


Tubular 
Pat. 226, Clinco Conical Metal Tip, 


a2 ; No. Sizes 1-4 
ont Made of Finest Grade ate gy eee 
"ad “MERCERIZED YARN” 81 Brown Patent " 
! de 83 =. —?— P+ spss 20 
ne “ . ” rown n A) 
> Perfect Tips ai tea, brows eer 1.20 
pe? n Calf Button.... 1.20 
0 Pat. 430, Fabric Tip, Tubular 600 k Kid B coo 
$. wee. 367, Fabric Tip, English Round 610 | al Kid Button... 1:08 
7A . 609 White Kid Button... 1.05 
A - Pat. 330, Clinco Conical Metal Tip, Increased business comes to 616 Patent Button, white ° 
f 


Round 
Pat. 544, Corrugated Metal Tip, 


ubular 
Pat. 526, Corrugated Metal Tip, . Terms: 3 per cent 10 daye; 
, 8 First Step Turns. net 80 


Real Values— 
Buy by Comparison 
Send for sample dozen or sample pair. 
Co-Operative Shoe Co. 
Juvenile Footwear 
309 Main Street, Cincinnati, O. 


In Bulk for Manufacturing 
Trade or Boxed and Banded 
for Jobbers and Retail Trade. 


Send for price list list and samples, stating 
whether wanted in Bulk or Boxed and 
Banded. 


W. K. CHANDLER, Inc. 


Manufacturers and Sole Agents 
Chandler's Shoe Novelties 











= 
| Made to 

















L 





Order 











SPRING-STEP 
Rubber Hee/s 
ATTACHEO 





Boys’ Mahogany Russia Bal, Goodyear 
Welt, Wing Tip, French Last. Snappy 
and Serviceable. 





You'll find this, and other Ensign models, 
co-leaders with the most active numbers of 
your stock. They are mainstays in all-the- 
year-round sales. 


THE ENSIGN SHOE CO. 


BELFAST, MAINE s 





Shoe ir Ep 
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Changes in Business 


Current Events in Failures, Suspensions and Activi- 
ties in the Shoe and Leather Trade 


FAILURES 


Boston—Consumers Co-operative Inde- 
pendent Workmen’s Circle of America, 
Inc., shoes, etc., reported petitioned 
into bankruptcy. 

Haverhill, Mass.—Waning & Co., Inc., 
shoe manufacturers, reported assigned 
to Frederick H. Tilton and Edward 
R. Hale. 

Wareham, Mass.—Everett H. Lamb, 
shoes, reported petitioned into bank- 
ruptcy. 

Brockton, Mass.—Burk & Peters, shoe 
jobbers, reported petitioned-into bank- 
ruptcy, by three creditors, the claims 
amounting to $4926.80. One of the 
largest creditors is a local shoe manu- 
facturing concern. Shoe manufactur- 
ers in other cities are on the list of 
ereditors. Reported I. N. Rubin ap- 
pointed receiver. 

Canton, Mass.—Piymouth Rubber Com- 
pany, rubber heel and sole manufac- 
turers, reported the trustees in bank- 
ruptcy have sent out a notice to cred- 
itors to the effect that they have re- 


to pay each unsecured creditor 40c 
on the dollar and recommend that 
this offer be accepted. 

Revere, Mass.—B. A. Lazarus Co., shoes, 
reported C. J. Goldman appointed re- 
ceiver. 

Worcester, Mass.—Waluk Bros. & Siel- 
awa, Inc., shoes, etc., reported peti- 
tioned into bankruptcy. 

Haverhill, Mass.—Boilard & Bailey, top- 
lift manufacturers, reported assignee, 
Clifton G. Ellis, sent out a notice to 
creditors, outlining the financial sit- 
uation of the concern as follows:— 
Assets, Merchandise, $3,959.26; Ma- 
chinery and Equipment, $2,332.26; Out- 
standing Personal Notes, $4,400.00; 
Good Accounts Receivable, $1,400.00; 
Doubtful Accounts Receivable, $300.00. 
Total, $12,391.76; the liabilities are in 
the neighborhood of $37,000 

Bridgeport, Conn.—Julius J. Ruby, shoes, 
reported filed a voluntary petition, 
listing liabilities $11,462; assets $4,088. 

Augusta, Ga.—F. G. Mertins, shoes, etc., 
reported involuntary petition filed. 

Hoopeston, 1l.—Williams Shoe Store, C. 
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M. Williams, Proprietor, shoes, re- 
ported voluntary petition listing assets 
$9,767; liabilities $15,350. 

Iowa City, Ia.—C. A. Johanson (Collegiate 
Bootery), shoes, reported in bank- 
ruptcy. 

Gary, Ind.—United Shoe Market Co., also 
at Chicago, shoes, reported involun- 
tary petition filed, liabilities estimated 
$40,000; assets about $15,000. 

Quincy, IllL—B. & S. Shoe Co., shoes, re- 
ported in financial difficulty; offering 
25 per cent settlement. Liabilities 
reported about $25,000; stock $8,000. 

Washington, Ill.—R. M. Harper, shoes 
and repairing, reported assignment. 

Louisville, Ga.—The Ramsey Co., shoes, 
etec., reported involuntary petition 
filed. 

Midville, Ga.—R. W. Murphee, shoes, etc., 
reported petitioned into bankruptcy. 

Wrens, Ga.—Smith & Smith, shoes, etc., 
reported petitioned into bankruptcy. 

Huntington, L. I.—Nathan Wiener (Palace 
Shoe Repairing Co.), shoes, etc., re- 
ported involuntary petition filed. 

Preston, Md.—Thomas L. Trice, Jr., shoes, 
etc., reported made deed of trust to 
Harvey L. Cooper and T. Pliny Fisher. 
Liabilities are estimated at $18,000 and 
nominal assets about $9,000. 

Detroit, Mich.—I. Muraff, shoes, etc., re- 
ported petitioned into bankruptcy. 
Hattiesburg, Miss.— Morris Covensky, 
shoes, etc., reported petitioned into 

bankruptcy. 

Newton, N. J.—Veribest Shoe Mfg. Co., 
shoe manufacturers, reported peti- 
tioned into bankruptcy. 











ceived an offer for the assets sufficient 











(Continued from page 55) 
course, be subject to final review by the Commis- 
sion. One of the outstanding features of this in- 
quiry is the opinion among business men, retail mer- 
chants, wholesalers and manufacturers, that indus- 
try and commerce will derive certain benefits through 
its effect on the public mind. The opinion prevails 
that the findings of the Commission will do much 
toward lowering distribution costs through various 
legislative measures, primarily affecting railroad 
and water rates on commodities. : 

Chairman Sidney Anderson, in an interview with 
the Boot and Shoe Recorder this week, stated that 
the Commission was pleased to note the unmistak- 
able evidences of co-operation on the part of retail 
shoe merchants. He declared that the investiga- 
tion would disclose many facts relating to distribu- 
tion costs of which the average citizen has little 
conception or ever manifests any interest as to 
these influences on retailers’ prices. The Commis- 
sion originally proposed to issue a report on Dis- 
tribution during this month, but the inquiry has been 
broadened to such an extent that it will be impossi- 
ble to compile and authenticate the data for several 
weeks. 

“To show retail merchants, manufacturers and 
others that we are in no sense a persecutory organi- 
zation of the Government we have approached or- 
ganizations in the trade and non-members of trade 
groups for the purpose of conducting an impartial 
inquiry,” said Mr. Anderson. ‘We have found that 
after laying our cards on the table, so to speak, the 
response to our suggestion has been almost instan- 
taneous. We are not confining our study to a few 
merchants but spreading out to embrace representa- 
tive localities. We have a real task at hand.” 


A. H. Geuting Head of Shoemen 


Several names were suggested for membership on 
the committee for retail dry goods merchants. After 


inquiry as to the relations of the men to the dry 
goods trade, the following committee was named by 
Chairman Anderson: . Richard H. Webber of De- 
troit, chairman; Carlos B. Clark of Hudson Co., De- 
troit; Jesse Isador Straus of New York; D. F. Kelly, 
Chicago; Maurice Wrigley of Boston; Herbert J. Tily 
of Philadelphia; Lew Hahn of New. York, and Har- 
old F. Young of Washington, D.C. They are charged 
with the responsibility of having the data gathered 
before Jan. 1, but the questionnaires are to be re- 
turned directly to the Commission and not the com- 
mittee. 

The retail clothiers committee has ‘Charles E. Wry 
of Chicago as chairman; Ansel M. Frankel of Des 
Moines. Ia.; Andreas O. Burkhardt of Cincinnati; 
Fred Voiland of Topeka, Kan.; Sol Schloss of In- 
dianapolis and Harry Block (residence not given by 
Commission). A..H. Geuting of Philadelphia is 
chairman of the retail shoe committee. 


Facts To Be Ascertained 


The questionnaire requires brand, grade, quality or 
material and the average cost and selling prices for 
1913 and for the months of January and July in the 
years of 1916, 1917, 1918 and 1919 and the months 
of January, April, July, August and September, Oc- 
tober and November of 1920; January to November, 
1921, excepting months of February and October. 
They want to know the general average amount of 
stock carried at cost and the average by months if 
possible. Likewise, the Commission requires data 
of the cost of doing business from 19138 to 1921, in- 
clusive. This information must include the amount, 
per cent gross sales, average amount of stock car- 
ried, gross sales per year and income tax paid. The 
“cost price” in all cases should be the actual cost 
of the goods delivered at the store and not include 
any addition for selling cost or overhead. 

Chairman Anderson has advised the retail mer- 
chants that the information contained in the ques- 
tionnaire will be treated as confidential. 
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(Continuued from page 68) 


they are reducing the number of pairs per person 
and so limiting the opportunity of the merchant for 
profit per pair. Actually some of the heavy soled 
grained upper and Haig last oxfords and boots are 
so substantially built that, like cord tires, they have 
a life of usefulness greatly in excess of the light- 
weight footwear which for generations before char- 
acterized this part of the country. How does this 
observation link up with the statistics of shoemak- 
ing—is it a case of fewer pairs of men’s and women’s 
welt shoes because of the increased usefulness of 
the shoes plus the economical streak in the public 
mind to make shoes last longer. 

The potentialities of this section of the country 
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are unlimited. The Southwest is crying for more 
people to settle down on its farming lands. A mil- 
lion people could be put in part of Texas and the 
welcome would be sincere. Even to-day you can 
ride for hours and not see a human being. Who 
can say that this great country of ours has seen its 
best days and greatest prosperity—the unbounded 
fields of the Southwest give unlimited opportunity! 
When you have a bit of the blues hop a train and 
look over the Southwest, and then consider that 
progress and prosperity in any one section of the 
country affects favorably the rest of the country. 
The interlinked wealth and opportunity of the whole 
nation will become more and more apparent to the 
people during the year to come. 
Arthur D. Anderson. 

















New Dodge Sales Manager 
The Nathan D. Dodge Shoe Co. of Newburyport, 


Mass., announces the appointment as sales manager 


of Arthur R. Moore, one of the best-known executives 
in the shoe field. Mr. Moore was connected for 





ARTHUR R. MOORE 
Sales Manager of Nathan D. Dodge 
Shoe Co. 


nine years with the Peters Shoe Co. of St. Louis, 
during seven of which he acted as manager of the 
promotion department. He has also had three years’ 
experience as assistant sales and advertising man- 
ager of Nathaniel Fisher & Co., New York City, and 
as sales manager of a Cincinnati firm for two years. 





Texas Convention to Be Held February 
13-15 
The eleventh annual convention of the Texas 
Shoe Retailers’ Association and Southwestern 
Shoe Travelers’ Association will be held at the 
Texas Hotel, Fort Worth, Tex., on Feb. 13, 14 
and 15, 1922. 











TANNER NOW IS STYLIST 


A Popular Calf Leather Originated for Style Foot- 
wear 


Among the attractive leathers which have been 
brought out this fall one which is attracting unusual 


attention is the Rambler Red, a very pure, deep 


rich red, smooth finished calf made by A. F. Gallun 


& Sons Co. of Milwaukee. 


SOLES 
forKnitted 
Slippers 


are generally 


preferred by all 
women because 
they are the 
BEST in ap- 
pearance, the 
BEST made, 
the BEST 
value, and are 


“So Easy To Sew To” 


They have genuine leather backs and either 
long lamb’s wool or soft quilted satin tops as 
desired. 


Immediate orders will insure prompt shipment. 


THE WILEY, BICKFORD, SWEET CO. 
Hartford, Conn. Worcester, Mass. 
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Business Spotty But Holiday Buying Helps 


Retail Trade 


Dollars and Cents Volume Probably Not Equal to That 
of 1920 But Volume in Goods May Run Ahead 


—Major Industries Improving 


industrial and commercial 

conditions is noted by the 
Department of Commerce at Wash- 
ington in its monthly survey. The 
production of iron, steel and textiles 
has increased. Prices are more nearly 
stable, bank reserves are higher, loans 
have been decreased and interest rates 
are lower. Business in New England, 
however, points out the Boston Her- 
ald, is spotty, as it is in the rest of 
the country. 

“The textiles furnish the brightest 
spot. The Federal employment sur- 
vey of New England, just completed, 
shows that worsted spindles are now 
operating at about 92.2 per cent of 
capacity, and that textile mills in gen- 
eral are doing the greatest business 


CC ONTINUED improvement in 


since the. beginning of the post-war 
slump. 

Cotton Textile at 80 Per Cent 

“Woolen spindles are on a 79.1 per 
cent basis. Cotton textiles, as a 
whole, are operating at 80 per cent 
capacity. The building industry in 
New England is improving, lumber 
and paper industries are gaining. 
The shoe industry is quiet.” 

Increased activity in the retailing 
end of the field is reported by Boot 
AND SHOE RECORDER staff correspond- 
ents. The same condition is noted by 
Bradstreet’s, which, in its-report cov- 
ering the week ended Dec. 10, rightly 
ascribes it to the stimulus of holiday 
buying “and the recurrence of sea- 
sonal weather in northern, eastern 
and western areas, against which is to 


BOSTON 


Christmas Business at Full Swing 


The Rush Is On—Holiday Trims, Both 
Exterior and Interior Make Strong 
Buying Appeal 


swing. Retail shoe merchants 
and heads of shoe depart- 
ments are now in the midst of the 
holiday whirl. They do not have time 
to tell one how much they are ahead 
of this week last year—they simply 
point to the busy scene within the 
store and say, “Judge for yourself— 
we have not had a chance to figure up 
profits as yet.” This year, more than 
ever before, are practical gifts sold. 
Slippers in every variety are the top 
notch favorites. Many stores have 
special sections devoted to them. Skat- 
ing shoes, equipped with skates, ap- 
pear in the windows, and the ever 
popular wool hosiery for men and 
women are shown beside oxfords in 
grain leathers. Many of the stores 
are showing a full line of snowshoes 
and skis. Shoe store windows fairly 
scintillate with buying suggestions. 
Christmas bells and wreaths accentu- 
ate the sparkle, and with their warm 
glow also stimulate sales. 
The shoe stores are not keeping open 
any extra hours during the holidays, 
but the shoe departments are ex- 


C HRISTMAS business is at full 


tending their hours for the last week 
before Christmas until 6 and 6.30 p. m. 


What Is Selling 


Children’s shoes and stockings are 
selling well for gifts. For the baby 
there is a wide assortment of dainty 
creations, from a bootee made of lace 
to the eider down “bunnie” foot warm- 
ers. And a factor which helps their 
sale is reduction in price, as children’s 
shoes, according to an authority, have 
come down in price about 20 to 25 per 
cent since last year. 

Riding boots are offered as a gift 
suggestion by some of the Boston 
shops. 

A very attractive boot is being ad- 
vertised by Jones, Peterson & Newhall 
Co. This is made with right and left 
leg. 

A men’s winter weight oxford at $8 
is being featured at the Henry H. 
Tuttle Co. This shoe comes in Scotch 
grain, Norwegian calf, Russia and 
black calf, all widths and sizes. Some 
very attractive hosiery patterns for 
men and women are featured in the 
window. 


be noted a further seasonal quieting 
down of business of jobbers and 
wholesalers, who, approaching the in- 
ventory period, are indisposed to as- 
sume new commitments pending this.’ 


Department Store Trade Fair 


Even in matters of retail buying, 
however, there are irregularities vis- 
ible. Large department stores adver- 
tising freely find distribution better 
than do small retail merchants in gen- 
eral, who return rather less satisfac- 
tory reports. As a whole, holiday 
trade in money value does not seem 
as yet to measure up to that of a year 
ago, though if price differences are 
considered the discrepancies in volume 
are not serious, if, indeed, an actual 
gain is not possible. 


At Thayer McNeil, a special in a 
woman’s winter oxford is featured at 
$9. Beside these oxfords in window 
display are placed spats and heather 
hosiery. 

The Walk-Over Stores, Tremont 
and Washington streets, have very 
artistic window trims—spats, evening 
slippers, house slippers of all sorts, 
and shoe ornaments are well displayed 
in their holiday setting. 

A Russian pump for street wear 
is being featured by Fletcher & Co., 
Ltd., exclusive women’s shop with 
store in the thoroughfare of the Lit- 
tle Building. The pump is a two 
strap and is made of the very best 
imported Russia calf; it carries a 
Cuban heel and medium pointed toe 
with slight perforation on cap. It is 
priced at $14.40, including war tax. 


Vacating Store 
Carman’s, a specialty shoe shop, at 
126 Tremont Street, is selling women’s 
low shoes and boots at $3.85. The 
lease of this store has been sold and 
they are forced to vacate. 


First Round Table Celebrates 

The members of the first class of 
the Boston Retail Shoe Salesmen’s 
Institute held a banquet at Hotel 
Avery on Thursday evening, Decem- 
ber 8. The speaker of the evening 
was the Rev. William H. Van Allen, 
who took for his subject “The Path 
of Industrial Peace.” Vescal selections 
by Miss Mae C. Morgan, of the office 
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Childs 1 
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BAY STATE 
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force of French, Shriner & Urner, 
were rendered. The accompanist was 
Miss Helen M. Brady, of the Editorial 
Department of the BooT AND SHOE 
RECORDER; an orchestra rendered in- 
strumental selections. Arthur Evans, 
President of the Institute was pre- 
sented with a black traveling leather 
bag. This came as a real surprise. 


Artistic Children’s Department 

The children’s shoe department of 
William Filene’s Sons Co. presided 
over by Louise Reeves, is resplendent 
in its Christmas finery. Everything 
in slippers for the kiddies is carried 
in a cross section of a house, the 
counters being arranged between the 
gable ends of a gray house, with 
bright red chimney and green blinds; 
an interior case represents a home, 
with white muslin curtained windows 
looped back with red ribbon. A 
Christmas tree, covered with tinsel 
occupies one corner of the case and 
a little boy and little girl, who have 
evidently just jumped out of bed on 
Christmas morning are holding up 
their most-prized gift, a doll and a 
rubber boot, which they have just 
extracted from some stockings hung 
over the big fireplace. 

Christmas leggings were well dis- 
played here; as were also some 
dainties for the baby. A little tatting 
infant’s shoe, in the lace meshes of 
which light blue or pink ribbon was 
inserted, was very charming; as well 
as some hand crocheted effects. Hand- 
made flannel bootees, with silk em- 
broidery in exquisite shades, came all 
the way from the homes of two Cali- 
fornia women. Beaded moccasins, fur 
trimmed, felts and lambskin slippers, 
were well arranged. 

In the women’s shoe department of 
this store, F. W. Holters, Manager, 


has on display a full line of gift. 


slippers in felts and quilted satins. 
Mr. Holters reports that his depart- 
ment had just received a big ship- 
ment of French shoes and that a 
patent stitched effect was a big seller 
in a two strap, at instep and ankle— 
this shoe carried a Louis heel. Another 
big number is a black suede, with 
smart cross strap effect, piped in 
white. “Grain leather oxfords in 
black and tan at $9.00 and $9.50 are 
good sellers to wear with wool hose,” 
said Mr. Holters. 


Kiddies’ Spring Styles 

Some pretty models for the little 
folks have recently been installed in 
the children’s shoe department of 
Jordan Marsh & Co. by J. A. Manning, 
buyer and manager. One number is 
a tan Norwegian boot, which has a 
very new type of wing tip; a little 
“Jazz” number in patent in soft toe 
is also a brand new number; as well 
as a patent two strap, buckle fastened 
with little black tongue, over the in- 
step. For Christmas, a dainty number 
is a fawn ooze with old rose, green, 
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or blue cut outs in vamp in fan 
shape. 

While the RECORDER representative 
was looking at the new models, a 
telegram was received from Caribou, 
Maine, asking for two pairs of 5% 
AA growing girls’ shoes. “These,” 
said the manager, “will leave the store 
within an hour and will be in Caribou 
tomorrow morning.” 

Some little black rubber boots with 
pointed red flannel tops, lined with 
white, and a white star in the center 
of the red top, were among the models 
in children’s rubber boot offerings. 





J. A. MANNING, 


The New Buyer and Manager of the Chil- 
dren’s Shoe Department, Jordan Marsh Co. 


New England Wholesalers Meet 

The thirty-first annual meeting of 
the New England Shoe Wholesalers’ 
Association was held at Young’s 
Hotel, Boston, Wednesday, December 
14, at one o'clock, Juncheon being 
served prior to the business session. 

President Edwin P. Holmes pre- 
sided, and in addition to the presen- 
tation of annual reports of officers 
and committees, and election of offi- 
cers, there were informal talks on the 
business situation by President Her- 
bert T. Drake, of the New England 
Shoe and Leather Association, and one 
or two other prominent trade leaders. 


Office Location Changed 
The Boston office of the Western 
Felt Works of Chicago has been 
moved to 636 Rice Building, 10 High 
Street. 


Steele Visits Boston 

For the past few days J. O. Steele, 
who is the General Manager of the 
All America and Signet Shoe Stores 
in the South, has been in the market 
and while here made his headquarters 
at the offices of Rice & Hutchins, Inc. 
Mr. Steele is known to the trade as 
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one of the sunniest representatives 
of the “Sunny South.” His expres- 
sion of business conditions as they are 
related to his own stores is interest- 
ing and significant: “Our business is 
in nice shape and we are doing well 
because we are down to a rock bot- 
tom basis.” 


Round Table Talks 

A series of retail sales promotion 
round table talks have been inaugu- 
rated in the All America and Signet 
Shoe Stores. A few days ago the 
Boston group of the All America 
stores held the initial meeting and the 
retail salesmen were addressed by 
Harold Smith of Rice & Hutchins 
Sales Department and by George 
Jones of the All America stores. 


Crooker Sends Message 

Harry W. Crooker, the Boston shoe 
manufacturer who is making a tour 
of the world, writes to Secretary 
Thomas F. Anderson of the New Eng- 
land Shoe and Leather Association 
from Hongkong, stating that on the 
fifth day out of Vancouver the “Em- 
press of Asia” on which he and his 
family were passengers was for 
eighteen hours in a Pacific Ocean 
typhoon. Mr. Crooker further says 
that business conditions in China and 
Japan are at present very unpro- 
pitious. 


Retail Salesmen’s Meeting 

The Boston Retail Shoe Salesmen’s 
Association, Inc., held a meeting on 
December 12, at 6.30 p.m. This was 
a real “get together.” There was an 
attractive musical entertainment, and 
the men were inspired and instructed 
by two live-wire travelefs—selected 
by National Secretary, Thomas A. 
Delany. The two knights of the grip 
were Frank Fanning who sells 
Ashuelot shoes and Bert Puffer who 
travels for Smaltz-Goodwin. Both of 
these men talked on scientific selling 
and gave the boys some worth-while 
information. 

The salesmen were further enter- 
tained by E. W. Stockwell, M. D., who 
took for his subject “The Human 
Foot.” Dr. Stockwell is a firm be- 
liever in the Dr. Post system of caring 
for fallen arches and other foot ail- 
ments. The subject of a national as- 
sociation was discussed. 


First Round Table Ends 

At the Boston Shoe Trades Club on 
Monday evening, December 5, an open 
meeting took place of the first class 
of the Boston Retail Shoe Salesmen 
Institute, and those who are contem- 
plating joining the second class which 
started December 7. The salesmen 
and merchants met to talk over the 
benefits to be derived from the course 
of study in scientific selling presented. 
Many indorsements were voiced from 
merchants and salesmen who had 
completed the first course. One sales- 
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man said that he had sold shoes for 
thirty-one years and had never re- 
alized how much good could be 
obtained from such a course. Fred 
Small, buyer of the shoe department 
at Gilchrist’s, said that a salesman, 
through the course given by the In- 
stitute, could learn by a short method, 
what had previously taken salesmen 
years to learn. In his talk, he stressed 
the importance of not only fitting the 
feet and “head”, but the heart, of 
the customer. 


Toohy Returns from Abroad 

Maurice J. Toohy of P. C. Toohy & 
Sons, the Brattle Street, Cambridge, 
custom shoemaker, has returned home 
from several weeks trip abroad, where 
he purchased special shoe machinery 
and laid in a line of British shoes 
made by Church & Co., England. 

These are made of Norwegian grain 
calfskin and constitute some exclu- 
sive goods in foot-wear. 

The firm has recently installed a 
hosiery department and is contem- 
plating launching out into the sale 
of exclusive foreign articles of 
clothing for gentlemen’s use—for 
which there is such a heavy demand 
among the Harvard students. 

Among the purchases by Mr. 
Toohy while abroad were a stock of 
men’s and women’s wool moccasins 
and slippers, and some special all-sole 
moccasins for outdoors. 


National Wholesalers Meet January 17 
The Twenty-third annual conven- 
tion of the National Shoe Wholesalers 
Association will be held at the Copley- 
Plaza Hotel, Boston, Tuesday, Jan- 
uary 17, 1922, at 1.30 p. m. An in- 
formal dinner will be served at the 
hotel at 7.00 p. m. tickets for which 
are now being secured from the Sec- 
retary, Louis M. Taylor, 320 Broad- 
way, New York, at $5.00 per cover. 
The executive committee will meet at 
10 a.m. The Secretary has written 
a strong letter of appeal for a good 
attendance at this convention. 

An excerpt is, as follows: “There 
is no need of pointing out the desir- 
ability of common counsel in times 
like these; and it is to the interest of 
every wholesaler and manufacturer, 
who is a member of this association, 
to attend the annual meeting, assist 
in the deliberations, and gain the 
benefits to be secured from personal 
contact with other members. Those 
who were at the convention last year 
will recall that the business was 
handled with despatch and that the 
discussions were interesting and help- 
ful. Speakers at the dinner were the 
best for many years and the present 
plans of the officers call for an equally 
good program this year.” 


George Knapp Visits Boston 


George A. Knapp, Official Secretary 
of the National Leather and Shoe 
Finders’ Association was the guest of 
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WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 








Lower Priced 
than the Best, 
Better Quality 
than the Rest! 
Gend for Catalogue 
MAID-RITE FELT SLIPPER C©O., 


ne. 
35 York St., Brooklyn, N. Y. 















E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 


Facto 
Haverhill, 5. 
Boston Office 
Rice Bldg. Room 406 








FERN & POOR CO., Inc. 
Manufacturers 
Women’s Turn 
Cemforts 
Boots & Slippers” 
for the wholesale trade 











Turn Novelties 














Phillips-Cram Corp. 
Makers of 

Women’s Turn 
Slippers 

276 River St, Haverhill, Mase, 


Bosten Office « 
207 Eesex Street 











Where to Buy 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 











INFORMATION f.22: 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Women’s Shoes 











BROOKLYN, 











Howard & Foster Co. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 


Brockton, Mass. 











p= Harding Shoe Co., Inc.om 


Makers of Women’s Turn Shoes Specializ- 
ing in High Grade Novelties 





NEW YORK BOSTON 
D. F. Mellen 215 Wssex St. 
Bernard L. Durgin 
Factory 
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: WOMAN’ N's FINE TURNS and NOVELTIES : 


We are now situated in our big, new factory, 
and production is “hitting on high.’’ The : 
high-quality standard wil! be better main- 


tained than ever before. 


TESSIER & BOWDOIN 
172 pom St. Haverhill, Mass. 
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the Boston Master Shoe Repairers 
Association on the evening of Decem- 
ber 14. Mr. Knapp met as lively a 
group of repairers as there are any- 
where in the country. And the 
sponsors of the Boston Association in 
turn feel that Mr. Knapp’s visit did 
much toward encouraging and creat- 
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ing a better feeling among their 
members. 

Mr. Knapp talked on “Dollars and 
How to Make Them in the Shoe Re- 
pairing Industry.” W. E. Thayer, 
Secretary of the Finders’ Association, 
gave a talk. During the meeting a 
flashlight of the group was taken. 


TAMPA 


Oxfords Are Worn Exclusively 
Max H. Blumberg Talks About Leathers, 
Heels, Satins and Sport Shoes in 
Combinations 


HERE will be no sale of 

l women’s boots in Tampa this 
winter. On that point Tampa 

retail shoe merchants have made 
up their minds. They find elderly 
women, who wore boots even as re- 
cently as last winter, and who per- 
haps wore comfort shoes the greater 
part of the time for the reason that 
they were indoors, taking to oxfords 
for all wear and discarding the com- 


fort shoes and the boots. 


“Of the oxfords, calfskin and vici 
kid are about equally popular. 
Patents are good,” says Max H. Blum- 
berg, proprietor of the Boston Shoe 
Company at 1113 Franklin Street, 
“and suedes in black and grey are 
good. The Baby Louis heel is hold- 
ing strong. The sale of satins, how- 
ever, has declined.” 

The holiday season, when dress 
shoes are bought almost exclusively, 
Mr. Blumberg thinks, may bolster up 
the sale of satins. Sport oxfords in 
black and white and other combina- 
tions are not as popular as they were 
for a short time in Tampa and Mr. 
Blumberg fears that unless spring 
revives their popularity they will 
pass. 


Mild Weather Prevails 

With the exception of a two-day 
break the past week, while the New 
England States were under a coat 
of ice and snow, Tampa weather has 
been uniformly summer-like. An in- 
centive to buying has been missing 
and two days of cool weather were 
not enough to start the public off pre- 
paring for what little cool weather 
may be expected to constitute a sub- 
tropical winter. Department stores 
profit first when cool weather comes, 
says one exclusive shoe merchant in 
Tampa, for buyers go to the depart- 


. ment stores to be fitted out in heavier 
‘ underwear, heavier hosiery, probably 


suits and bed clothing, and they buy 
shoes while they’re at it. 





Winter Business a Gamble 

Winter business is more or less of 
a gamble with all Tampa merchants. 
They must buy, of course, some 
months in advance. When they buy 
they make a guess at the season to 


follow. If they buy heavily they are 
betting rather heavily that cool 
weather will come from a month to 
a month and a half before Christmas. 
Once through the Christmas holidays 
and into the new year with comfort- 
able old clothes, the average buyer 
believes he or she can continue to 
wear old clothes another month or 
so and do away with the cost of win- 
ter clothing partially at least. How- 
ever, the Tampa merchant has a sea- 
son of ten months in which to dispose 
of his spring and summer goods. 





No Radical Style Change 

Retail shoe merchants are perhaps 
not nearly so much affected by a late 
winter as are merchants in men’s 
and women’s ready-to-wear clothing, 
but practically every Tampa _ shoe 
merchant is ready to admit that his 
present season would vastly improve 
with more seasonable weather. Busi- 
ness men are not suffering for want 
of business, however, and the shoe 
merchants claim that unless there 
comes a radical change in shoe styles, 
shoes being bought and placed on sale 
now will be precisely the shoes which 
will be sold to spring and summer 
trade. They look for no radical 
change in styles. They do expect to 
brighten up their stocks in the spring 
with the white shoes, which are ever 
popular in this section. 


First Fashion Week 


Through the Merchants’ Associ- 
ation of Tampa southern Florida’s 
first Fashion Week began Monday, 
Dec. 5, and continued to Saturday, 
Dec. 10. The night of Dec. 6 was set 
aside for “Window Shoppers.” Wed- 
nesday night there were band con- 
certs on the streets before the various 
Tampa stores and on that night 
judges inspected window displays 
which resulted in the awarding of 
prize ribbons. Thursday night was 
“Open Night,” and on that night 
there was a display of fashions on 
living models in the stores, a promen- 
ade on Franklin Street with prizes 
for the best dressed man and the best 
dressed woman. Friday night was 
“Rest Up” night, and Saturday shop- 
ping night. 
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PROVIDENCE 


The Weather and Business 
Merchants Report Heavy Sales on Rubber 
Footwear—High Boots Moving Well— 
Wool Hosiery in Demand 


ITH no sunshine during the 

last week of November, due 
to the heavy fall of snow, sleet and 
continual rain, Rhode Island began 
its twelfth-month with a _ decided 
rise in temperature and a revival 
from the grip of the storm. Dur- 
ing the week most all of the retail 
shoe merchants reported heavy sales 
on rubber footwear with an im- 
proved activity in high boots, both 
men’s and women’s. The outstanding 
feature of the hosiery market is the 
demand for wool lines. Novelties are 
also selling in an active way. Buy- 
ers are not willing to pay the extreme- 
ly high price quoted on certain lines 
of full-fashioned goods, since they are 
of the opinion that, after the first of 
the year, a lower price level will be 
effected. Low end goods are dormant. 


Unemployment at Low Mark 

Regarding the Rhode Island indus- 
trial situation, conditions show little 
change over the preceding two weeks, 
although there seems to be no weaken- 
ing, with several plants in various 
lines stating rush orders ahead. Un- 
employment at present is undoubtedly 
at its lowest in many months, al- 
though a large percentage are seek- 
ing jobs. Many permits for house 
building were granted the past month, 
being mostly for the double and three- 
decker types. Lumber in general is 
said to show a 40 per cent reduction 
over 1920, with several mills taking 
advantage of same by planning ad- 
ditional erections. A spirit of optim- 
ism prevails with manufacturer and 
merchant alike proclaiming that with 
the spring of 1922 business normalcy 
will come into its own. It is re- 
ported that several of the larger fac- 
tories have landed big orders in 
divers lines. At Woonsocket, R. I., 
the Alice Rubber Mills, one of the 
largest in the country, is operating on 
nearly normal schedule. 


Northrup Has Prize Trim 
During the recent Dr. Scholl’s Foot 
Appliance window-trim contest, Ben- 


jamin E. Northup, trimmer at the F. 
E. Ballou Co., won a beautiful solid 
bronze medal with his name inscribed 
on same. This was designated as 
Prize No. 11 and was for the best 
national trim in towns over 10,000. 


Holiday Business Good 


Many Rhode Island shoe merchants 
reported progress on holiday sales. 
Purchases on boxed hosiery, house 
slippers and moccasins have been very 
active. Merchants are of the opin- 
ion that the public will defer heaviest 
buying until the last minute, one or 
two days before the 25th. Thanks- 
giving trade buying here lagged. 


Men’s Shoes at $5.00 

At Lynd & Murphy’s shoe depart- 
ment—oldest Pawtucket women’s and 
men’s apparel store, a $5 offering of 
men’s genuine calfskin shoes was held 
recently. This was a successful sale. 
It was advertised in the local Times 
as the “Best shoe value in town.” 
Manager John Murphy, of the depart- 
ment, states that business is holding 
its own. 


A $6.50 Sale 

The Regal Shoe Store, at West- 
minster Street, is holding a $6.50 sale 
on the season’s latest styles of men’s 
high-grade shoes. The Pall-Mall is 
featured. “The sale to date has proved 
big beyond expectations,” states Man- 
ager M. Casterlin. 


Early Closing the Rule 

Early closing, it is said, will be the 
rule in the downtown retail stores dur- 
ing the holiday shopping rush. This 
is in accordance with a decision of 
the executive committee of the retail 
merchants’ division of the Chamber 
of Commerce. The stores will close 
at 6 o’clock, with the exception of 
Saturday, Dec. 24, Wednesday, Dec. 
21, and Friday, Dec. 23, when they 
will remain open until 9 o’clock. 


HAVERHILL. 


Haverhill Will Exhibit at Chicago 


List of Houses Presented—Some Will 
Display Lines at Hotels and Sample 
Offices 


AVERHILL shoe manufac- 
turers are making active 
preparations for showing 
their lines of footwear at the Style 


Show in Chicago Jan. 9-12. Several 
additions lately have been made to 
the list of Haverhill exhibitors. The 
list at the present time stands as fo!- 
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IL Men’s Shoes 














HERBERT P.GLEASON. GEORGE 0.0LEASON. 
THE 
JOHNSON RPHY 
OFFICE AND FACTORY new rom eee 
—— eae waar ST, 








THE 


== BROS .SHOE (6 


FINE 





BROCKTON 


SHOEMAKERS 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 














ABOVE ALL 


“FOR MEN WHO CARE 

TO DRESS WELL” 

A Sample Order for 

a Pair or a Dozen 

Will Start You Right. 
T. D. BARRY CO. 
BROCKTON, MASS. 














Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N.Y. 














(p) MAPACARD COMPANY 











MAKERS 


ovvsssssecsvece BROCKTON ‘irseesersssneness 











104 


wr to Buy 
Men’s Shoes 


PULLMAN TRAVELING SurrEs 
better"than ever in Quality and fit 


Originatorzownery of Trade Mork Pullman’ 

























Colorr Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 


3W1I9® St. New York 
_—_——_ 








BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 

REECE SHOE COMPANY 

Columbus, Nebraska, U. S. A. 


























CHE eal ot a 
Go og h 0 c Boor & & SHOE 








Stock Dept. 5 mA 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 











Goodwill | Shoes 
Men's and Boys’ ys’ Nailed and Welt 


Boston Sales Office, 15 High St. 


ARTHUR WILLIAMS SHOE CO. 
Holliston, Mass. 

















Where to Buy 


Boys’ Shoes 














AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 
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lows: C. K. Fox, Inc., Hazen B. 
Goodrich & Co., Hannahsons Shoe 
Co., Hopkins & Ellis, Richard Shoe 
Company, Emery & Marshall Com- 
pany, Kimball & Sherman Company. 

These concerns will show the latest 
developments in the lines of wom- 
en’s footwear with which they are 
identified, booths being in charge of 
members of the concerns, assisted by 
salesmen. Several Haverhill houses 
not exhibiting at the show will be 
represented at Chicago hotels or 
sample offices with their full lines. 
Haverhill manufacturers intend to 
take advantage of all legitimate op- 
portunities to secure their share of 
the spring buying, which will be de- 
veloped in Chicago early in January. 


New Line of Turns and Welts 


Emery & Marshall Company, one 
of Haverhill’s largest manufacturers 
of women’s turn and welt footwear, 
have taken over the Granite State 
Shoe Company, which in the future 
will be known as Factory B of 
Emery & Marshall Company. In 
this connection it is of interest to 
note that the concern is producing a 
line of women’s turns and welts to 
retail at $5 a pair. This is in re- 
sponse to the insistent demand at the 
present time for popular priced foot- 
wear. The new line is of the same 
excellent standard as that made 
under the E. & M. name and will 
carry half Louis and military heels. 
This $5 line includes both turns and 
welts in oxfords and strap patterns. 
Materials are patent, tan, calf, etc., 
also a full line of white and sport 
footwear, the latter in various com- 
binations. Vice-President C. L. Marks 
of the concern is calling on his trade 
in the large cities of the Middle and 
Southern States with new samples 
of the E. & M. $5 line. 





Cc. L. Marks, Vice-President of 
Emery & Marshall Co. 
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Machinery Inventor Dead 

James Busfield, president of the 
Busfield Machine Co., the largest cor- 
poration of its kind in Haverhill, died 
recently at the age of 74 years. Mr. 
Busfield was for a half century iden- 
tified with the business of which he 
was the head. He was a skilled shoe 
machinist and his work was regarded 
as of the highest quality. He built 
up a substantial business, but on ac- 
count of failing health was obliged to 
retire from active work during the 
past few years. 


Snappy Porto Rican Shoes 

“Latin Americans,” said a Haver- 
hill shoe manufacturer, “are fond of 
showy footwear. Here are two sam- 
ples of women’s pumps which we are 
making up for a customer in Porto 
Rico. The uppers of one pair are 
composed of red and black kid, strips 
of leather having been plaited before 
being backed, giving a red and black 
checkerboard effect. The other pair 
is of the same construction, the com- 
bination being black and yellow. These 
samples are made according to in- 
structions from the customer, and 
represent considerable labor cost in 
putting the materials together. They 
would attract attention anywhere 
and are particularly suited to the 
tastes of Porto Rican women.” 


Novelties in Stock 

One of Haverhill’s newest concerns 
is the Davidson Shoe Mfg. Co., which 
is making a line of women’s low cut 
satin and velvet novelties in turns 
and imitation turn of various pat- 
terns. These are carried in stock, 
the leaders being black satin and 
black velvet one straps. They are 
well suited for merchants’ holiday 
business in stylish, low priced foot- 
Wear. 


Selling Shoe Ornaments 

G. Herman Pulsifer, of Dalrymple- 
Pulsifer, Inc., Haverhill manufac- 
turers of shoe ornaments, is making 
an extended trip through the West 
and Northwest via Canada to the Pa- 
cific Coast, showing the latest novel- 
ties in the Dalrymple-Pulsifer line of 
shoe ornaments. Mr. Pulsifer reports 
good business. 


Bagley with Lewis 

Myron W. Bagley, formerly de- 
signer and assistant sales manager 
of John H. Cross, Inc., of Haverhill, 
has severed his connection with John 
H. Cross, Inc., and is now connected 
with H. E. Lewis, Inc., manufacturers 
of fine turn shoes, in the same capac- 
ity. Mr. Bagley has been connected 
with the Haverhill shoe industry for 
the past eight years, and served two 
years in the U. S. Navy during the 
world war. He is, furthermore, 
widely known throughout Haverhill 
as assistant to “Bill” Broderick, 
coach of the H. H. S. football team. 
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BROOKLYN 


Spring Sample Making Moving Slowly 
Manufacturers Prefer October or Novem- 


ber for N. S. R. A. Style Show Date— 
Patents and Black Satins Popular 


PRING is still a long way off in 

the calculations of the manu- 
facturers here. At the beginning 
of the month most of them had not 
begun to make up the samples to be 
shown at the Chicago style show. In 
connection with the convention and 
the show, sentiment against holding 
it in January is growing. The Brook- 
lyn manufacturers, in the main, 
would prefer to have the style show 
held in October or November, and it 
is possible that a movement to change 
the date may be begun. In this some 
of the leading New York retail mer- 
chants concur. 


Strap and Cut-Out Sandals 

Patent leather and black satin are 
still the favored materials in shoes 
that are going through the Brooklyn 
factories now. Late orders show 
some tendency toward plainer ef- 
fects, but the strapped models, re- 
duced almost exclusively to one or 
two strap designs, still hold the lead. 
Some of the at-once business is for 
the deeply cut out sandals, particu- 
larly in patent leather and black sat- 
in. This type of sandal also is going 
well in brocaded metal cloths for 
evening wear. 


LYNN 


A Style Talk Including Heels 


Novelty Boot Patterns Appear—Gore 
Tongue Pumps and Other New 
Shoes for Springtime 


6¢6C¢X ANBORN, of Lynn, Inc.,” 

are making patterns of nov- 
elty boots, the patterns providing 
for trimmings on quarters, as well 
as on vamps, and the boots to be 
made up after Jan. 1. 

Gore tongue pumps also are among 
the new patterns. Gores of elastic 
webbing are set under, or beside, the 
tongue. They fit into the throat of 
the pump, and they help to make it lie 
flat on the side, and cling at the heel. 

Whether tongue pumps, or buckle 
pumps, are coming back in the spring 
is a question. A number of Lynn de- 
signers swear by one strap pumps, 
the straps to be broad, and to fasten 
with fancy buttons. 

Fancy straps are on the Bresna- 
han & MacLaughlin garden party 
shoes, there being front straps, as 
well as instep straps. 

A one strap walking pump is in the 
Harney, Tracey, Crehan line. It has 
a square wing tip, or a shield tip, and 
a low heel. It is made of Russia calf 
leather. 

Regarding heels, there is a wide 
difference of opinion among Lynn de- 
signers, for Mr. Stevens, of Good- 
win’s, insists that low heel shoes are 
here to stay, while Mr. Taylor, of Mc- 
Nichol-Taylor, Inc., predicts that 
Louis heels are coming back. 


Novelties Are Reviving 


During the year now closing Lynn 
has been to the peak of the novelty 
trade, and down to the bed rock of 


staples, and now some of its leading 
shoe men are predicting a swing back 
to novelties. 

Mr. Hyde, of the Watson Shoe Co., 
is showing the smartest sport shoes 
ever, both wintry oxfords and golf 
style shoes. 

A dozen or so Lynners will display 
new types of shoes, especially sport 
shoes, at the Chicago convention. 
Glimpses of shoes prepared for exhi- 
bition at Chicago shows that there 
will be variety and novelty in abun- 
dance in Lynn shoes for 1922. 


Slippers and House Oxfords 


That many merchants will keep 
right on selling men’s slippers after 
Christmas is the prediction of Mr. 
Shrigley, of Merrill, Porter & Co., for 
his firm continues to book orders for 
slippers. 

Also this firm has a house oxford 
with a non-slip sole. The leather has 
a suede like bottom, and it will not 
slip even on the most slippery waxed 
floors. The upper is of the foxed ox- 
ford pattern, and it is cut from plump 
kid leather. It has a skeleton leather 
lining. 


Health Shoes Sell Well 


“*Health is wealth’ in footwear as 
well as in every thing else,” remarks 
Mr. Colton, manager of the stock de- 
partment of William Clark & Co. 
“For,” he continued, “our sales of 
‘Rest Cure’ shoes are totaling high, 
and we are putting additional orders 
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Where toBuy 


Children’s Shoes 








1“ The BEP FOOTWEAR CO, 


© WMarnifactirers of 


‘| INDIAN MOCCASINS, BOOT SOCKS 
'| FOOT COMFORT ond SLUMBER SLIPPERS 


Samples or Catalog? 


'| FACTORY 1, OSWEGO. N-Y. | 








Soft Soles and Moccasins 


Ask your Jobber for our 
Seeds. We DO NOT sel) 


the retail trade. 
Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 














‘Bonita: Shoe * Baby 


TURNS and SOFT SOLES 


‘In Stock 


Send. er Cota 


A.H.MartinG 


Mekers ROCHESTER NY 











“ELAM”? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 








SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—aAll 
leather moccasins, soft 






line of Ladies’ Pump 
Straps. 


NU BABY SHOE CoO., East Lynn, Mass. 














Ready to Ship 
Infants’, Children’ 
Misses’ and Y: 
Women’s Shoes. 


CONSOLIDATED 
SHOE CO. 





Lancaster, Pa. 














IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 

i 

S. Sent Prepaid 

Cont CMESTERCNCY. 
R N.Y. 
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Where to Buy 


Standard Shoe Materials 





























MAX H. BERGER 
Manufacturer of CUT Soles 


From the Best Tannaged Leather 
Men’s outer soles and Grained inner soles 
Men’s grain counters 
Men’s and women’s underlifts 
MAX. H. BERGER 
12 Everett St. Brockton, Mass. 











ee 4 
New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 

Wood Heel 
Machinery 
93 Essex Street 
Haverhill . . Mass. 
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Boggs & Cobb, Inc., Boston, Mass. 3 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 
Formerly Walpole Shoe Supply Co 





T. W. "GODSOE, — 
Ww. G. DON ALD, Vice-Pres. : 
F. E. JONES, Treas. = 


F. E. JONES COMPANY | 
FANCY 


conan | MAT KID 


95 fom Street, manson 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
Creese & Cook Co. S503" Hox 


Tanneries at Daenversport 
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into the factory, so that we will al- 
ways have on hand a complete run 
of widths and sizes. 


Golden Era Ahead 


That there is a golden era ahead of 
shoes is the prediction of one shoe 
man, who does not care to be quoted 
personally. He has lately been on a 
trip about the country sizing up trade 
prospects. “I am convinced,” said he, 
“that there are more people than ever 
who appreciate good footwear and 
have the means to buy it. It am ex- 
pecting a continued development of 
the art of shoe making.” 


Suede Pumps for Easter 


Suede pumps, black, gray and 
brown, are among Easter samples 
from the Mitchell-Count factory. 





No Lacing Hooks 


Not a single lacing hook could be 
found on a pair of women’s shoes, 
made in Lynn, after a day’s search 
among the shops. Even the 9-in. 
boots have eyelets to the tops. Lac- 
ing hooks disappeared from the Lynn 
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market when skirts were long, be- 
cause skirts caught in the hooks and 
tore. But there is no danger of skirts 
these days catching in hooks. 


$20 for Pair of Lasts 


The sum of $20 was paid for one 
pair of lasts in Lynn the other day. 
They were made on a custom order. 
That is enough money to buy ten 
pairs of ordinary lasts. 

The custom last trade, by the way, 
has sagged. One firm had during the 
year only one order, from a retail 
merchant, for a pair of custom lasts. 

So many widths and sizes are 
stocked in the modern stores that al- 
most every foot can be fitted from 
the stock. So there is very little need 
of making custom lasts. 


Used Tractors to Make Shoes 


The “Lady Constance” factory of 
J. J. Grover’s Sons was crippled the 
other day when a severe storm broke 
down the wires that provide electric 
power for the shop. But Col. Durkee, 
manager of the shop, went out and 
purchased a couple of tractors, belted 
them to the shafting, and started the 
shop going again. 


ROCHESTER 


R. A. T.S. S. Have Resumed Meetings 


Boosting N.S. R. A. Chicago Convention. 
A List of Exhibitors 


N Tuesday, Dec. 6, the regu- 

lar weekly meetings of the 

Rochester Association of Traveling 

Shoe Salesmen was resumed. As has 

been the custom since the R. A. T.S. S. 

was organized, the meetings were held 
at the Powers Hotel. 

As there will be no Rochester Style 
Show this winter, the members who 
formerly sponsored this show have put 
their shoulders to the wheel and are 
making every effort to boost the Na- 
tional Convention. 

Rochester plans to make a big noise 
at Chicago and plans are already 
under way for making the Rochester 
Section at Chicago the livest spot in 
the Coliseum. 

The following Rochester firms will 
display their lines at the N. S. R. A. 
convention: Burrows Shoe Co.; Car- 
penter Shoe Co.; Carfagno Shoe Co.; 
Dugan & Hudson Co.; C. P. Ford & 
Co.; Imperial Children’s Shoe Corp.; 
Joy, Clark & Nier, Inc.; Leach Shoe 
Co.; The Menihan Co.; Moore-Shafer 
Shoe Mfg. Co., Brockport; E. P. Reed 
& Co,; Sherwood Shoe Co.; Utz & 
Dunn; Wilson Turn Shoe Co. 





November Business Discussed 

The last week in November found 
the retail shoe business much slower 
than during the early part of the 
month. Practically every store visited 


by the RECORDER representative re- 
ported that the first weeks of Novem- 
ber had been good, but that there was 
practically “nothing doing” during the 
last week of the month. 

In an effort to stimulate business 
and clean up stocks before the holidays 
and inventory time, many merchants 


‘ offered shoes at bargain prices, but, 


due to there having been sales in one 
store or another practically all fall, 
these offerings did not move as fast 
as they should. 

Gould, Lee & Webster offered three 
styles at the special price of $6.15. 
Included in the sale were two strap 
satin dress pumps, one strap patent 
dress pump, a two-tone tan winged 
tip winter oxford, and twelve styles 
of pumps and oxfords in broken sizes. 

The August Schreiner Co. conducted 
a “No profit sale’ in which every 
article in the store, including rubbers, 
was marked at the manufacturer’s 
price plus 15 per cent for overhead. 

Brinks, Emerson store, offered 5000 
pairs of men’s shoes at the following 
prices of $5.95, $6.95, $7.95, and $8.95. 

E. D. Edwards & Son offered 
women’s strap effects, both pumps and 
oxfords, at $4.95. 


Sibley Employees Dance 

Employees of the Sibley, Lindsay & 
Curr Co. and their friends to the num- 
ber of about 800 held a dance in the 
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auditorium of Masonic Temple. The 
firm was represented by Kenneth 
Townson and many heads of depart- 
ments were in attendance. A novelty 
orchestra of ten pieces furnished 
music. 

Decorations of Christmas bells, 
Japanese rope with long streamers of 
smilax, suspended from chandeliers, 
made the hall especially attractive. 





Manufacturers and merchants who have 
endeavored to reproduce shoes from pho- 
tographs without success will be inter- 
ested in the results obtained by the Utz & 
Dunn Co., who have illustrated shoes in 
their new style catalog by photography 
rather than by wash drawings. The above 
cut taken from the Utz & Dunn catalog 
shows how successfully shoes can be re- 
produced by photography. The cut was 
made from an original photograph of both 
shoe and background and contains very 
little re-touching. 

In addition to this new catalog, the 
Utz & Dunn Co. has recently gotten out 
a service book for Utz & Dunn merchants 
which is also beautifully illustrated. 


E. Dudley Pierce, display manager 
of the store, was in charge of the deco- 
rations as well as being chairman of 
the general committee on arrange- 
ments, which consisted of the follow- 
ing: George Felts, O. Krug, E. D. 
Ottman, C. Cleveland, William Bevan, 
F. S. Austin, Miss Puckridge, Miss 
Neel, Miss Sheridan, Miss Stephany, 
Miss Quinn, Miss Sage, George G. 
Morehouse, Charles Royle, E. C. 
Baker, E. S. Todd, C. J. McCracken, 
George Herrick and H. M. Brown. 


Economic Conditions Improved 


That economic conditions in Roches- 
ter are improving is indicated, Rail- 
way Commissioner Charles R. Barnes 
believes, by the increased business of 
the street car lines for the last half of 
November, as compared with the same 
period last year. The volume of street 
railway business, he says, rises and 
falHs with industrial conditions and is 
an accurate barometer of the amount 
of money in the people’s pockets. 

The people paid in car fares $14,- 
435.26 one day recently, according to 
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the report made to the commissioner’s 
office, exceeding the business of the 
corresponding day last year by 
$318.26. The daily business since Nov. 
15 shows a like increase over that of 
the same period of last year, and the 
increase of travel between the rush 
hours of business and in the evening 
proves, Mr. Barnes says, that the 
families of workers are doing more 
traveling, because they have more 
money to spend in the stores and for 
pleasure. 


Marshall Dunham Dead 


Marshall Dunham, who conducted a 
hide and leather store at 103 West 
Water Street, Elmira, for forty-seven 
years, died Nov. 28, aged 87 years. 
Mr. Dunham sold his property and re- 
tired from business July 28 last. He 
was born in Oswego county, this State. 
He came to Chemung county in 1860 
and engaged in the hide tanning busi- 
ness at Chemung. In 1874 Mr. Dun- 
ham came to this city and was em- 
ployed in the A. B. Bullard hide and 
leather stores for a few years. 

When Mr. Dunham first came to 
Elmira the store building he sold last 
July was the only brick building west 
of the Erie railroad tracks in this city. 
Directly opposite the store, where now 
are located modern retail stores, was 
located a foundry. 

Mr. Dunham was a road salesman 
for a Boston leather company for a 
time and he then went into the store 
which he occupied so long with A. B. 
Bullard. Mr. Bullard had control of 
the leather business and Mr. Dunham 
had control of the hide business. Later 
Mr. Bullard sold out his business to 
Mr. Dunham. 

During Mr. Dunham’s 60 years of 
business activity he had not been ab- 
sent from his store more than one 
week in that period because of illness 
and he never took a vacation. The de- 
ceased is survived by his widow and 
an adopted daughter, Mrs. Guy Gris- 
wold. 


Morgan Buys Canfield Shoe 
Store 


Canfield, Ohio.—The Canfield Shoe 
Store of Canfield, Ohio, has been sold 
to Edward Morgan of Youngstown, 
Ohio. 

The former proprietor, J. I. Man- 
chester, is succeeded by a young 
man who twenty-three years ago com- 
menced his study of shoe merchandis- 
ing as a retail store salesman; for a 
number of years he was a member of 
the sales staff of the Lustig Shoe 
Store, Youngstown, Ohio. 

Mr. Morgan is well known in and 
around Canfield and is highly recom- 
mended by Mr. Manchester. He took 
possession of his new property Dec. 1. 
The name of the store is not affected 
by the change in owners. 


107 











| Where toBuy 


Engraving and Printing 

















COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 














[ SS LUNIVERSITY & | 
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183 Enaex St Boston 
7: Bertie St Brocktor 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








1000 Sales Letters 
All ready to mail 
3c Each 


F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 











Where to Buy 


Miscellaneous 





















“SILVERITE” 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool In- 
sole—*‘A Service Trade Builder.” Send for 
our complete catalog of Shoe Findings. 
The Silverite Co., Mfrs.,81 High St., Boston 











Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 7 
» _ Boston, Mass., U. S. A. Z 
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Where to Buy 


Shoe Ornaments “| 











SHOE ORNAMENTS 


For Particular People 
Beaded Buckles 
Straps—Rhinest Orna t 


EDW. E. KAHN CO. 


310 Fulton St., Brooklyn, N. Y. 











RHINESTONE SHOE BUTTONS 
IN BIGGEST DEMAND NOW 
Can be attached by machine. 

Write for samples. 


NOYES MFG. CO. 


Manufacturers of Buckles and 
Shoe Ornaments in Large ot 
63 Fulton St. New York, 











» SHOE BUCKLES 


DETACHABLE STRAPS 


re SHOE BEADING 
seaoeo METAL HARNESS BUCKLES 
FASHION ORNAMENT CO. 


ee ee ee BROOKLYN NY 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. 1. 








Office—148-152 Duane Street 

NEW YORK, N. Y. 

SHOE BUOKLES, STRAPS AND 

EVERYTHING IN SHOE OR- 

NAMENTATION, INCLU DING 
BEADING 























Se 
\CEES BEADING WORKS 
WALNUT STS., PHILADELPHIA 


W.E.ELLIS COMPANY 


HAVERHILL , 
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NEW YORK 


Retail Situation is Unchanged 


Some Retail Shoe Firms Running Sales— 
Cammeyers Held One in Fifth Ave- 
nue Store November 12 


retail situation here. The 

trade is suffering from a 
plethora of sales, which has unset- 
tled prices considerably, and which 
has thrown a great amount of uncer- 
tainty into the minds of consumers. 
A few of the stores have held off run- 
ning sales until the present. One of 
these is the Cammeyer organization, 
which began a sale in its Thirty-fourth 
Street store on Dec. 5, offering former 
$8 to $12 shoes in a wide variety of 
models at $6.95. In introducing this 
sale through the mail and in news- 
paper advertising the company said 
“Our shoes this season, as in all pre- 
vious ones, have been rightly priced. 
We have not had to resort to price re- 
ductions to sell ‘Standard of Merit’ 
shoes. At the end of each season, 
however, it has been our custom to 
liquidate our stock so that we may 
begin the next with new and up-to- 
date styles. This year we are giving 
the women of New York the advan- 
tage of these price reductions a little 
earlier than usual.” Cammeyer’s also 
began a reduction sale in their Fifth 
Avenue establishment on Nov. 12. 


I ITTLE change is shown in the 


Women Are “Shopping” 


That the many reduction sales have 
lost their drawing power with the 
public is the firm conviction of one 
shoe merchant who has “clocked” most 
of the recent sales in town. “The 
sales,” he said, “draw a fair crowd 
on the first day, but after that the 
activity slumps sharply. I have made 
up my mind that people are buying 
shoes only when they need them and 
are not to be urged into buying merely 
because a bargain is offered. I know 
that women especially are ‘shopping’ 
around when they need shoes, and then 
buy at the store where they have seen 
the best value for their money.” 


Men’s Business Improves 


One of the new turns the trade has 
taken is the better business in men’s 
shoes. Right now, in early December, 
according to most reports the men’s 
business is outstripping the women’s, 
in proportion. The children’s business 
also has picked up considerably, but 
this is normal at this time of the year. 


Boots Are Selling 


Colder weather has stimulated the 
demand for boots to some extent. 
Plain welt models are demanded ex- 
clusively. Black kid and brown calf 
and kid are the leaders in demand. 


Contrasting tops receive little call, ac- 
cording to the retailers. 


Low Shoes Favorites 


Low shoes are still selling strong, 
with the one and two-strap models 
leading. Turns are not moving as 
well as welts. 


Annual Blyn Entertainment 


The twelfth annual entertainment 
and ball of the Blyn Employee’s As- 
sociation will be held on Jan. 17 at 
the Hotel Astor. This mutual benefit 
organization was formed about twelve 
years ago among the I. Blyn & Sons 
employees. With the amalgamation 
of the Rambler Shoe Co.’s stores with 
the Blyn stores, the association has 
reached a large membership. 


Golden in Bush Terminal 


Arthur C. Golden, for the past 
twelve years representative of Uts & 
Dunn, is now with the Gregory & 
Read Co. of Lynn, with an office in 
the Bush Terminal Sales Building. 


Office Removed 


The office of the Dugan & Hudson 
Co. has been removed from the Bush 
Terminal Sales Co. to Duane Street. 

















A SAFE STYLE 


Combinations of patent with 
lighter colored uppers are always 
good in children’s shoes. This 
model comes ° white kid and gray 
and fawn buck. From the line of 
H. Malkin’s Sons, 120 W. Broad- 
way, New York Cit y. 


Join Retail Association 


The following firms applied for 
membership in the Retail Shoe Deal- 
ers’ Association of Greater New York 
last month: 

Lewis Slipper Shop, Joseph P. Mar- 
cell, 2453 Broadway; J. Sommers, 35 
West Fiftieth Street; Vogel Bros., 
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Louis Vogel, 8 West Fiftieth Street; 
Klein & Bernstein, 166 West Forty- 
sixth Street; M. K. Dun, Inc., 51 West 
Thirty-ninth Street; E. Scheyer & 
Son, M. Bernard Scheyer, 1441 Broad- 
way; Albert Harris, 482 Columbus 
Avenue; Harry Z. Darvas, 329 Wash- 
ington Street, Brooklyn; M. Davis, 52 
Smith Street, Brooklyn; Arthur New- 
man, 3825 Third Avenue; W. F. Jant- 
zen, 2686 Broadway; Mack Schenck, 
835 Eighth Avenue; Queen Quality 
Boot Shop, Kenneth Kernan, 32 West 
Thirty-fourth Street; Oppenheim Col- 
lins & Co., J. J. Holden; J. Siegel- 
man’s Bootery, J. Ehrich, 49 Avenue 
B; Forbes Shoe Co., 6 West Broad- 
way; Henri Boot Shop, Henry Yusen, 
49 West Forty-ninth Street; Charles 
Spitzer, 647 Steinway Avenue, As- 
toria, L. I. 





THE J. & T. COUSINS 


Remodel Retail Shoe Store which won 
first prize for the structural beauty 


Signet Folks Make Merry 


On Saturday evening, Nov. 26, the 
employee’s of the various stores of the 
Signet Shoe Co., and who are organ- 
ized under the name of The Signet 
Association, held their first reception 
and dance. The occasion was attended 
by a good many of the wholesalers’ 
representatives and in all the attend- 
ance exceeded 300. There was a con- 
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cert program and the guests were 
welcomed by W. W. Wilson, general 
manager of the Signet Shoe Store 
System. 

The reception committee was 
headed by Miss Helen Farrell, as- 
sisted by Miss Margie Farrell and 
the following members of her com- 
mittee: The Misses Ruland, Rome and 
Mrs. Railey, and Messrs. Coyle, Pos- 
ner, Masterson, Brown, Nestor, Dun- 
don, Petrie, Cohen, Stillwell and Cor- 
rigan. The executive officers of the 
association are as follows: Hughey 
Park, chairman; Stephen George, 
president; Arthur Ploessel, first vice- 
president; William Roberts, second 
vice-president; Hughey Park, treas- 
urer; John J. Devinney, secretary; 
Edward Ploessel, corresponding sec- 
retary, and Wm. Thornton, financial 
secretary. 


Hosiery Men Return 


Joseph H. Emery and George E. 
Beers, president and treasurer of 
Emery & Beers Co., Inc., are back in 
this city after five weeks in London 
and Paris, where they have been ob- 
serving and investigating European 
trade conditions. 





OBVERSE OF PRIZE MEDAL 
Awarded J. &€ T. Cousins for best altered 
building on Fifth Avenue, New York 


New Incorporation 


The firm of A. Hoffenberg & Son 
has been incorporated under the laws 
of the State of New York, with a 
paid in capital of $75,000 and an au- 
thorized capital of $100,000, to trade 
as A. Hoffenberg & Son, Inc. 

Emanuel H. Spiegel, who formerly 
represented Berkovitz, Goldsmith & 
Spiegel, tanners, in their Boston of- 
fice, is now financially interested and 
actively engaged in the new corpora- 
tion. 

The above company is plannirg to 
double its present capacity to about 
4000 pairs of shoes, sandals and leg- 
gings daily. 


Shoe Firm is Honored 

J. & T. Cousins Wins Medal for Most 

Artistic Fifth Avenue Remodeled 

Building 

The policy’ started several years 
ago by the Fifth Avenue Association 
of New York of rewarding efforts to 
improve the structural beauty of the 


(Continued on page 124) 
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Where to Buy 


Ballet Slippers 




















HARD TOE BALLETS 


In stock. All colors. All sizes. Latest and best. 
Outwears six pairs other makes. 

$2.50 Black Kid 
Black Kid ballets soft and semi-hard toe. Women’s 
1.75, $1.60 and $1.50 grades. Misses’ 5c. less. 
than misses. All sizes. In Stock. 
JOHN E. McNAMARA, Haverhill, Mass. 











326 MONROE ST 
CHICAGO 
WS SUMNER SMITH 











Ballet Slippers 


nd sTOCK 


No. 1. $1.98) 
coat we: ot, fl 3 
Ballet, ei ae; 
ie ae $1.65; 2-7, $1. 
ye say gama neoed 
564 Atlantic Ave. 











GYMNASIUM SHOES 


Black Kid... .$1.10 per pair 
BALLET SLIPPERS 
Black Glazed Kid 
Women’s, $1.60 Misses’, $1.50 
Child’s, $1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 

















Where toBuy 


Men’s Shoes 











[UNION SHOE CO. | 


BROCKTON MASS. 




















$1.35 
Men’s Hylo 


Stocked —F Oxford, 
Brown Navy 
Blue. Pa 611. A 
complete line of 
Send for Catalog. Comfort Slippers. 
FREEMAN-THOMPSON SHOE CO. 
Manufacturers Felt ‘‘Comforets”’ 
St. Paul, Minn. 











my 








CRAIG - REED & EMERSON INC = | 


OCKTON MASS 
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Up-to-the-Minute Styles in Stock 


Order 
To-Day 








SIZES 
4 8B. 214-8 
—— 8 C 212-8 
D 24-8 





Terms: Net 30 Days 





No. B419—All Brown Kid 
**Wide-Ankle”’ Boot, Imitation 
ected Tip, 14/8 Military Heel with 
No, B412—All Brown Kid, Imi- - Rubber Top Lift, Welt. Pees . 
tation Tip, 14/8 Heel, ‘Welt, Cl k & N I 8 
PRICE ooeeeeessereessseee $6.35 Joy, ar ler, nc, No. B418—All Black Kid ‘‘Wide- 
No. B414—All Black Kid, Imi- Ankle’ Boot, Euetien Tip, 14/8 
tation Tip, 14/8 Heel, Welt. Military Heel; th Ru r Top 
ger ease $5.50 Rochester, N. Y. Lift, Welt. Price $5.65 


WOO cccccccscec cc OO SSS SS CTT @Lt—“‘(‘OCOCéSSCéCé@” ls 2 Gucavnea 











EVERYBODY THAT WEARS SHOES, WANTS LACES 
WITH TIPS THAT CAN’T PULL OFF 


Supply Your Customers with 


““HUBTIP” pte seer SHOE LACES 


fe 1S no metal in the lips of “HUBTIP” Shoe Laces, tansequently, 
remiain aiways a permanent viack. Never Shp. 
Made of fast cotor braid, wili wear twice as long as ordinary laces 





TIPS NEVER 
PULL OFF, FRAY OUT, WEAR TINNY OR CATCH IN HOSIERY 


Made of Fast Color Braid from TIP to TIP 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces,$2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro: Laces, 3.30 72 in. per gro. Laces, 4,10 


Either Black, Brown or Russet 
Assorted Cabinets Supplied. Order from Your Jobber Today 


FRANK W.WHITCHER CO., Mfrs., Boston and Chicago, U.S.A. 
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Those BE. C. Skuffers 


. Spring Styles 


Successful retail shoe merchants 
base much of their business on 


rapid turn-over. E. C. Skuffers 
turn quickly because they bring 
repeat sales. The demand: “An- 
other pair of those E. C. Skuffers” 
reacts every time favorably to the 
merchant. 


Brown Lotus Barefoot Sandal. 


Kacks, Infant's, Child's, 
Miss’s and Growing Girl's. 





Brown Lotus Outing Oxford. 


Infant’s, Child’s, Miss’s and 
Growing Girl's. 
Made in all leathers. 


Men's Brown Lotus Ventil- 
ated Oxford, also made in 
Gun Metal. Sizes 6-12. 


Brown Lotus Blucher Oxford. F 
Women’s Brown Lotus 
Infant's, Child’s, Miss’s and Outing Oxford. 
Growing Girl's. Sizes 214-7. 


Made in all leathers. 





Made ip ae Teen. Made in all leathers. 


If you are interested in increasing your turn-over, if you desire to 
build up regular patronage, ask your local wholesaler to submit samples 
and quotations. Shoes carried in stock by progressive wholesalers in 


all sections of the country. 


ENGLE-CONE SHOE COMPANY 


BOSTON OFFICE, 215 ESSEX ST. EAST BOSTON, MASS., U. S. A. 
“We Shoe the Entire Family” 
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Satin Strap Shoes—In Stock 
Lot No. 1780. Lot No. 1782 Lot No. 1783 





WAS 








Lot 1781. Ladies’ Black Satin One Strap, Medium Toe Last, Hand Turn 
Sole, Covered Full Junior Louis Heel. 36 pair cases. 0 
8 & - aa re rr eee $3.0 
Lot 1782. Same Shoe Three Straps 36 pair cases. 
Sines ii, BGS, OF, OB... .. 5... ow conn cn nee nsee: $3.30 
Lot 1783. Same Shoe Two Strap 36 pair cases. Sizes 214-6, 212-7, 3-7. . $3. 1 5 


We Will Sell These Shoes in 12 Pair Lots, but Only Regular Runs of Sizes as Quoted. 











tem IR. E. McDonald Company — «c= 
aaiainatianat 118-124 Lincoln St., Boston, 1d, Mass. — 
SATISFACTION Note:—If they bear the 





This is a humdinger 


A Real Waterproof Shoe 
for School Wear 
Storm Blucher—Choc- 
olate Elk uppers, solid 
oak outsole, waterproof 


slipsole. A REPAIR- 
ABLE STITCHDOWN 
Sizes eee $1.90 
8%-11. .$2.15 
11%-2. .$2.40 
The two larger 
runs have outside 
heels. 





trade-mark bottom stamp, 


One of our big buyers writes the fol- 
lowing to us: 


“Just received your goods. 
They are all right. 
Enclosed find check.” 





we repair them for your 
customers at cost. 


You too can get shoes that are all right, 
if you buy COMMUNITY STITCH- 
DOWNS. 


Money is tight. Nowadays the buyer 
will take as much time for payment of 
bills as he can. Here the satisfaction is 
expressed by the payment immediately, 
for the goods received. 





Our intention is to ship only the right 
kind of goods. Otherwise, we would not 
advertise. 





NOTE: Community Stitchdowns are repairable. We, 


or our distributors repair them at cost. A little gent’s drei ion 
mahogany, tan and 
black. Lined and with 
heel, from 814 to 1314 


$1.90 


Write for samples 


The Community Shoe 
Mfg. Co., Inc. 


351 Classon Ave. Brooklyn, N. Y. 
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THERE’S| 
A REASON | 
























. The Shop of C. A. Shuart Company, 
Seattle, Wash. 







LACOSTE COO CT 














a of 
gore e 30% yoo 30% e 
son mes eer tn ae Se Why Exclusive Shops 
poe" 06? 92% ,y00 © od we ore : om , i 

= “a OB rood FF cwite ooh sue Like the above buy only 
= ov oot on 6 Ie s' 0 ope va ¢ ce a) va oe 
= oo at vy0 > pethh com? non * asset Jove ™ 
= pasts Oe aaa conte, oe Sa a UN AMERICAN 
= oF Se OOP 5 48 Oe OF Tory Mote By gute ounthd we 
= Tot i Mn SO cot aUeh Tee COG nis OP so0stly une ~ 
= sie at ag Tees 12S Wage OO gotten OF ener Interlocking 
= see aus vie Le sisueueet pat? Kot See -— <o nr a 
= on : 
= ce = on 0, ae SN we as Shoe Store Chairs 
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The above letter, which is typical of many we have received, mentions a few points of superiority 
of these chairs over other types of seating, namely, their attractive appearance and durable con- 







struction. 

If you desire to equip your shop with seating that will invite patronage because of their comfort, 
economize space, because of their interlocking construction and outlast any other type of seating 
made—investigate the merits of American Interlocking Chairs. 


We maintain an Architectural Department who will be glad to lay out your shop for you to the 
best advantage upon request. 


AMERICAN SEATING COMPANY 
General Offices 1016 Lytton Building CHICAGO 
> New York Office: Room 601, 119 W. 40th Street 
Xe 
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Convince Yourself 


of the value of these shoes by 
ordering a sample pair or case 
lot. 


IN STOCK 


Order Shipped Day Received 








Ko Ko Ivory Veal Calf Bal, ‘‘Rock Oak’’ 





. 679 
Sole, Grain Innersole, Leather Counter, Custom 
Trimmings, Straus. naan. In Stock, AA/A to C/D. 
The Price is $4.6 
No. 67S—Same Shoe in Blucher Pattern, Premier 
Last. In Stock, A/B to D/E. $4.65. 


"Clinton Shoe Mfg.Co._ 


Clinton, Iowa 












































‘\ 


oe N” “Three Piece Strap 
and Buckle” Easily 
Attached. 

Once on Carries Style—Quality and Satisfaction. 








Tailor-Made 


Pattern 27-28-30 
Our 
Adjustable 


Juvenile Shoes 


Buckle St 4 
Are invaluable to. the Factory Stock Service 
Shoe Dealer for chang- 


27) ~=Priced 4 

Yee deen al H. H. FREELAND 
Manufacturer 

Established 1806 ROCHESTER, N. Y. 








Catalog on request 


Pattern R-473 
A salesman in every State 


NOW Is the Time to A sb Pumps, Theos and Two 
elet Ties, 
By CONV ERTING Into 
Quick Selling Three-Strap Buckle Models 
We Will Convert aie for You At Reasonable 
Price. 
Send Sample Pair for Treatment and be Convinced. 


W. K. CHANDLER, Ince. 


(Chandler Shoe Novelties) 


125 SUMMER ST. BOSTON, MASS. 
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BOSTON NEW YORK CHICAGO 
| 183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 


IN STOCK 


| No, 534—Bruate Last. No. 4 Nor- 

| wegian Brogue Bal, Square Wing, 
Rawhide Double Sole, Stitched Heel. 
A—7T to 11; B—6 to 11; C and 
D—5 to 11, 


Price $6.65 


Ne. 424—As above in Black Nor- 


| Price $6.65 | 


| 


l 






























No. 544—Buddy Last. Brown 

| Norway College Bal, Rawhide Double | 
| Sole. A—7 to 11; B—6 to 11; 

| Cc and D—5 to 11. 


| Price $5.65 


Pea aan eae? 
; a 
HH = 
* 4 éf 
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No. 434—Same as above in Black 
Norway. 


Price $5.65 


No. SSS—Brute Last. No. 4 

Norwegian Brogue Oxford, Square | 

Wing, Rawhide Double Sole, Stitched 

Heel. A—7 to 11; B—6 to 11; 
| C and D—5 to 11 


Price $6.15 


No. 487—As above in Black Nor- 
wegian, 


Price $6.15 


No. G84—As above in Black Cor- | 


dovan, 
Price $6.35 


























No, 372—Patent C. 8. Oxford, Fen- | 
way Last, Flexible Sole. AA—6% | 
to 11; A and B—6 to 11; C and | 
5 
1 






i. 467—As above in Black Ivory | 
Calf. 


| 
Price $5.25 | 
| 






No, 230—Women’s Patent Colt Ox- | 
ford (Dance Last), Imitation Turn, 
Flexible Sole. A—4 to 8; B, C 
and D—2¥% to 8. | 


Price $5.00 


No, 234—Stroller Last. Women’s 
P. C. Oxford, 10/8 Heel. A—4 to 
8; B, C and D—2% to 8. 


Price $5.00 


THE DALTON COMPANY, Inc. | 


Makers of Fine Shoes 


BROCKTON MASSACHUSETTS 
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“NATURE'S ge COMFORT” 


HIGH QUALITY BLACK GLAZED KID 
TURN COMFORT SHOES .- IN -STOCK 


Finest Workmanship—Extra Heavy Turn Soles 










































No. 51 No. 55 
In Stock Shoes That You In Stock 
6% in. Common Sense Can Depend On 6% inch seamless pol- 
whole quarter Bal 2%- —<_— = ish, 2%-9—C, D and 
9—D and E....$2. Order from this Oe Sep cesecsean $3.25 
Rubber Heel Suan L Rubber Heel 
No. 51—$2.90 SEE US AT THE \ ‘CHICAGO CONVENTION 4 





Last 10 















No. 56 
In Stock | 
6% inch plain toe 
on 7. whole quarter ish 
No. 84 2%-9—C, D, E.$3.10 
3 gg ang No.5 Rubber Heel 
8 inch imitation tip NO. 
whole quarter polish In Stock 5 B. J _ = 
2%-9—A to E..$4.15 One Strap Sandal, ime as above, in 
Same shoe in cheaper| = °°" ‘punher Heel . cheaper grade. . #2. 
onde aoe 83.90 Rubber Heel Rubber Heel 
No. 202 








3 Weeks Delivery 
Same as Above, Cheaper 








GONOS 4<446seraned 10 
Rubber Heel 
Terms 5%—10 - - 2%—30 
NATHAN-MORPHY & CO., Inc. 
No. 4.15 MANUFACTURERS No. y 
> Se LEWISTON MAINE re 








(BAC CORK INSOLES 


for MEN and WOMEN 


NEW line of durable sheet-cork insoles, reason- 
ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 


or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


UNITED SHOE MACHINERY CORPORATION - - 
J. K. KRIEG COMPANY, NEW YORK 
UNITED SHOE REPAIRING MACHINE Co. 
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The spring season will see a 
large and active demand for 


SPORT 
& RECREATION 
SHOES 


Kinnickinnic Veal Sides have for years been recognized as the 
premier upper leather for athletic and sport footwear on account of 


its special tannage, producing 


ELASTICITY MELLOWNESS 


FINENESS OF GRAIN UNIFORM SHADES 
LONG WEAR 















Ask for our color cards showing cuttings of this leather attractively 


displayed. 


MARK 





FRED RUEPING LEATHERCO. 
FOND DU LAC, WIS.,ULS.A. 


FRED RUEPING 


LEATHER COMPANY 


Established 1854 FOND DU LAC, WISCONSIN 


BRANCHES: 
Cincinnati Milwaukee St. Louis 
Chicago San Francisco Montreal 
Northampton, England 





Buyers’ Easy Reference Directory 


OU A DU UT EU (CG 
HOTEL 


OPPOSITE SOUTH STATION G% x EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


is so conveniently located, and the service is so uniformly satisfactory, that it 
of tradesmen, who visit the Boston 
























The “Essex” 
has become popular with an ever inereasing number 
market at regular intervals throughout the year. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 


L®SCCSVSSSSPTTHSVSSS*STFESALERCSLS“L“SGA|SEGZGALOES 




































WANNALANCIT MOCCASINS 


Waterproof out - of - 
door moccasins , for 
snow shoeing, hunting, 
the camp, ete. Also 
for in - door. 
wear. Com- 
plete lines 
for men, 
women and 


ae a 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 

Make your stock of 
vENnTiLATIONS children’s shoes 








complete by sending 
PATENTED pony ter taiee. children 
Phone Brockton 2133 —plain or 
for immediate action. fancy. 
Prompt shipment of large orders as well as small. Con- 
BURKLEY tinuous service. Factory running to capacity. Interesting 
SHOE CO. catalégs and price list sent at your request. 
1156 No. Main St. J. S. TURNER MANUFACTURING CO. 
Retails, $2, $3.50 Brockton, Mass. 133 Middle Street Lowell, Mass., U. S. A. 














No. 3298 Fern Dish. 
natural _— prepared 
with willow ware 
basket, complete, 
$1.00. 


Ask for my ILLUS- 
TRATED CATALOGUE 
No. 32 containing illus. 
trations in colors of 
Everlasting Decorative 
Flowers, Plants, Vines, 
Garlands, Hanging 
Baskets, etc., MAIL- 
ED FREE FOR THE 
ASKING. 


FRANK 
NETSCHERT 
61 Barclay St. 
NEW YORK, N.Y. 


Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf — 
Russia Calf — 


Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 

















BLOODED-STOCK FOREIGN BUSINESS 


Your overseas customer prefers to do business his 


f buyi a horse and he was just a horse you A 
iin ‘lew 0 take for granted the things the owner said, way. If he does not read English, he should be 
and then wait for experience to show if he had spoken the written to in his own language. Make it easy for 
truth. him to understand your message. 

i b ht horse of blooded-stock that had a ‘ - ‘ 7 

. BY a would not need to take the man's word for it. Our business is to translate English into French, 
Fie digree would show his ancestry and race and give you and vice versa. Not only letters, but catalogs, bro- 
an idea of the animal's capacity for speed and endurance. chures, pamphlets, ete. 

3 in buyi advertising space. Some publica- - “ 
ane i ‘Gust . hoses” and you  B- to take their cir- Write the Editor, The Export Recorder, 207 South 

St., Boston, for his opinion of our work. 


culation statement with a pinch of salt. 

statement ta ‘the pedigree that ‘tlle you what to expect tn D’AVESNE TRANSLATION BUREAU 
an e e 

aclanei 755 Boylston Street Boston, Mass. 
































= 
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andal 
pefort s: Oxfords 


GUARANTEED NON-RIP STITCHDOWNS 


Before placing your orders for Barefoot Sandals and Play Oxfords 
(Now made in our 


be sure to see our samples and get our prices. 


Factory No. 2, which is devoted exclusively to fine stitchdown footwear.) 


Our sandals and oxfords have long enjoyed a reputation for -high- 
est quality. Goodyear stitched; no tacks or nails; guaranteed not 
to rip; smooth on inside; made of solid leather throughout on Full 
Standard Measurement Footform lasts; whole and half sizes; C, D 
and E widths. Built for sturdy wear and maximum comfort. 


FINE QUALITY MERCHANDISE AT POULAR PRICES. 
WRITE FOR SAMPLES AND PRICES TODAY. 


WAUSAU WISCONSIN 


Ta TET 
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MAPPY LEATHER FOOTWEAR 
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Griffin Suede Liquid " 
= x q Griffin Quick Cleaning 
2 Dressing 
= This dressing, which is suplied in Fluid 
= hee oe ee 6s eiteie. tien: thei Griffin Lotion Cream 
= ning a restoring suede roper article for cleaning 
shops to their original color. It Satin Footwear. Non-infammable, In white, black, light tan, Havana 
through the leather, leaves no stainless, dries quickly and is —? a. oe ee Few 
odor and positively does not lay effective. Removes spots from oan pane Bape kid ee Con- 
Griffin Suede Powd bottles with Tampico brush ° —*Pats. Gross, $22.50; do., $2.00. tains no injurious acids. It ts 
riiin Suede rowder Gian $22 00 to the leather what cold cream is 
In the pad bottom tin. Cleans ee ee 1:90 to the skin. 8 oz. size, $21.00 
and eee — = > ee a rit ee ee : gross; $2.00 dozen, 
stantly. e pa s a utely 
effective. In white, chamois, We particularly recommend white 
oes fheld —. ed a FOUR LEADERS IN A LINE OF SHOE or black lotion eream for black 
champagne, ivory, ght, m um, 
dark and gray castor, light olive, DRESSINGS THAT HAS NO PEER gatent leather chess. 
seal and nigger brown, light 








medium and dark gray, black. 
$20.20 Gross; $1.88 Dos. There are no better or better known dressings for all shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 


67-69 MURRAY STREET NEW YORK, U. S. A. 
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Fellowship Among Shoe | 
at and Leather Men | 


ELLOWSHIP plays an important part i 
in making your visit at the Hotel Claridge i} 
a success. 














A common bond between people is respons- 
ible for good fellowship. 

Shoe and leather men have made the Claridge 
their New York headquarters. Jf he’s a 
shoeman you will find him at the Claridge. 
That is why you feel at home there. 








The gaiety of Longacre Square 
plus the dignity of the Claridge 


HOTEL. CLARIDGE 


BROADWAY at 44th. STREET 











Keith’s Konqueror 7 “Igulleltin— 


dn Slock Styles (or gall Selling are 

now ready. “Theyre focppine and 

there’e enough of them for moot catio= 

factory choice. “We eugqgest you 

dend for Llustrated folder. ty eT ee 


1 inch Heel, % Rubber, Campus 1 inch Heel, % Rubber, ee 
Model, ‘Widths we to D. Model. Widths AA to D. 


Price $6.25 Price $6.25 


“The “Preston “13. Keith Shoe Co. 


UA. Yog 299 “Bradway, “Room 415 
"Brockton, “Hines, : “Boston, 207 Easex Street 
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Goodrich Men’s Slippers 


IN STOCK 


We are affording the trade an unusual opportunity to obtain, without delay, rapid retailing 
styles from this famous line. 


HAVANA BROWN KID, OPERA 
BATTLESHIP GREY KID, OPERA 
ON 20 AND 5 LAST 


BROWN GLACE GOAT, BRIGHTON, ON NO. 6 LAST 
20 LAST AND 5 LAST—SIZES 6/2-11, C WIDTH; 6-11. D WIDTH 


$3.50 Net and Not Less Than 12 pr. Lots 





See our exhibit at the Chicago Cenvention, Jan. 9-12, Booth 82 


Goodrich & Co. 











Haverhill, Mass. 
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REAL 
IN-STOCK WEAR 


Now! 
No. 711—Men’s 16 in. Brown “aT A PRICE”’ 


Retan Bilucher, Goodyear Welt 
with Full Quarters, Box Toe, Full 
Double Sole. 

$5.40 


Also in 10 in., 12 in. and 18 in. . 
Helghte tn Watts Build for peace- 
NAILED SHOES 


Study, the Prices and©x-| time prosperity by 
LA CROS a 
handling 


SE 
CLINCHED NAILED 
BOOTS 








No. 707—Same stock and 
pattern as No. 711, 8 in. 








WIN 58.000 Gese0ceesees $3.10 
No. 706—Same as No. 
Tad, Be Gh. Bsccéccss 3.50 
No. 714—S N L C 
711, 12-in. «eaten 4.00 a - rOSse 
ao oe eee > 
’ n. ) ery . é Service Shoes 





La Crosse - Wisconsin 


La Crosse Boot & Shoe Mfg. Co. 
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| Dayton fasts 


Style~Quality ~Service 


Style is the first factor in the sale of footwear. The 
style leadership of Dayton Lasts is long established. 
Beyond question Dayton Lasts show originality and 
have real character. Alert shoe manufacturers have 
found it possible to cover the full range of shoe require- 
ments with a smaller number of Dayton Lasts than 
would be needed of any others. 











Quality in lasts is dependent upon both material and 
method of making. The perfect modeling of Dayton 
Lasts from carefully treated flawless wood involves 
processes and equipment that have no duplicate out- 
side the Dayton Last Works. 


Service that you can bank on adds to the satisfaction 
of buying Dayton Lasts. You get what you want 
when you want it. 








The Dayton Last 
Exhibit will be one 
of the biggest things 
at the biggest trade 
show ever  held— 
Eleventh Annual 
Convention, N. S. R. 
A., Chicago, Jan. 9- 
12. Mark down the 
location—Booth 429, 
Armory. 

















Coliseum<Chicago 


Dayton Last Works 


Dayton, Ohio | 


q "At It Since 1829” P 
2 OSS-22 = H 
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Display Your Rubber Footwear 
Increase Your Business 


The Economic Case Sells 
Heavy Rubber Footwear— 
by displaying them proper- 
ly. Read the testimonial let- 
ter received from Foster & 
Chapin, of Greenfield, 





Mass. 

Gentlemen—We appreciate the Eco- 
nomic Boot and Shoe Rack very much 
and would not do without it. We keep 
it filled all seasons. Has been in use 
for three years and is in perfect con- 
dition now. 

FOSTER & CHAPIN, Greenfield, Mass, 
The Economic Case has capacity for about ten cases of Men’s 


Boots Combinations, Perfections and other heavy goods. Four- 
teen styles sized out and displayed in forty inches of floor space. 
Revolves without friction. Folds compactly for storage. 


Write for Prices. 


Batavia Specialty Company 


Batavia, New York 














Over a Half 
Million and 
Still Going 

Strong 






Are you getting your 
share? 


Already the Jung Arch Brace is giving comfort and support— 
properly applied—to over a quarter million people. The demand 
is stronger than ever. Repair shops, retail stores, foot specialists 
make quick profits on it. Retail price $1.00. 


Let us send you OUR TRIAL OFFER. 


THE JUNG ARCH BRACE CO. 
Jung Building 
CINCINNATI, OHIO 


ARCH BRACES 
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No. 6827 


“TWINKLE” 


STRAP 


PENDANT 


A NEW “DALCO” CREATION 


A most effective ornament for milady’s 
shoes. Helps sales. Plumps profits. The 
glistening spear ornaments are attached 
to a decorated collar. Converts the plain 
strap into a beautiful feature of the shoe. 
Speed up YOUR sales the “Dalco” way. 


Many other novelties to be shown in following 
“Recorders.” Look for them. Better still, order 
samples now and have your ornament line up to 
the minute. 


Dalrymple-Pulsifer Co. 
HAVERHILL, MASS. 


MAKERS OF SHOE ORNAMENTS FOR WORLD TRADE 
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(Continued from page 109) 


avenue district by presenting medals 
and diplomas for the most artistic 
new and altered structures within the 
year, has developed considerable 
competition among architects, build- 
ers and those who are owners of the 
new or altered buildings. 

This year the shoe trade captured 
one of the medals, that for the best 
altered building. The medal and di- 
ploma for this went to J. & T. 
Cousins, the prominent shoe manu- 
facturers of Brooklyn, for the artis- 
tic alteration of the five-story build- 
ing at 17 West Fifty-seventh Street, 
where the latest Cousins retail store 
was established this year. 

The committee on architectural 
harmony, which decided on _ the 
awards this year, consisted of Doug- 
las L. Elliman, the real estate broker, 
chairman; F. B. Conover and John 
Sloan as lay members and Robert D. 
Kohn, John Cross and Leon Gillette, 
representing the New York chapter of 
the American Institute of Architects 
as professional members. Numerous 
buildings were under consideration, 
and it is reported unofficially that an- 
ether shoe firm came near winning 
the medal for the best new building. 

The Cousins building was altered 
from plans by George A. Schonewald. 





Purchases Interest in Last Concern 


Louis B. Weston, for many years 
eonnected with the Mawhinney Last 
Company has resigned from that con- 
cern and purchased an interest in the 
business of Masterson Bros., last 
manufacturers of this city. Mr. 
Weston has had extended experience 
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FOR SALE 








FOR SALE 


For Immediate Delivery 


New Navy Shoes 


Purchased direct from U. 
S. Navy in original Govern- 
ment cases containing 25 
pair of one solid size to a 
case. Sizes 9 to 11, packed 
as follows: 


C D E EE F 


ee dal its 13 
mM ...1 1 Be 13 
aa 2 10 13 
101% 2 10 13 
11 2 10 18 


New Hob Nail Shoes 
In Original Government 
Cases, all sizes and widths. 


Write us for quotations 
offered at a fraction of 
their value. 


Star Trading Co. 


207 Sixth Ave., New York City 
Phone: Watkins 6418 

















as a last designer and will have charge 
of that department in his new affilia- 
tion. 


BROCKTON 


Increased Business at Factories 


Spring Orders Coming In—A Big 
Demand for Men’s Lower Priced 
Shoes 


OME improvement is evident in 

the production of footwear in 
Brockton factories. Spring orders 
are being received to an increased 
extent and more employees are finding 
work at the factories than for sev- 
eral months past. An improvement 
in the demand for men’s shoes is the 
feature of orders for the coming sea- 
son. The call for lower-priced footwear 
is being heard in Brockton as else- 
where, particularly in the men’s shoes. 
Some concerns are responding to this 
demand in order to obtain volume of 
business. One house which recently 
placed a new line of men’s medium 
grade shoes on the market, obtained 
several hundred new customers. Fac- 
tories making the lower priced lines 


are those which are doing the most 
business at present. 


Harvey F. Crawford Dead 


Harvey F. Crawford, formerly a 
member of Bouve-Crawford Company, 
shoe manufacturers, and later con- 
nected with other concerns in shoe 
and accessory lines, died December 2 
at his home in Brockton at the age 
of 70. Mr. Crawford had been in 
failing health for many months. He 
was born in Maine and came to 
Brockton 40 years ago. The Craw- 
ford shoe, with which his name was 
for many years identified, was one 
of the first named shoes on the 
market. Mr. Crawford commenced 
manufacturing shoes under the name 


MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


are made in a great many 

styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 


your store. Shipped sub- 
ject to approval and sat- 
isfaction guaran 

Write for our latest cat- 
aiog showing 18 styles 
of ladders as well as 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416 Ne. 10th St. 
ST. LOUIS, MO. 











WANTED TO PURCHASE 








ATTENTION OF 


Shoe Manufacturers and Jobbers 
We are soliciting ae of eral 
lines of footwear, and also make libera) 
cash oavoneee if necessary 
CANTOR & WOLPERT, INC., 
—Sanediaaaeaee: 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 


CASH PAID 


for shoe stores or surplus stocks of shoes or for 
other merchandise. Leases taken over. We will 
ive to i igate and make offer 











= % request. 
Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5163 











of Crawford & Gould, later Crawford 
& Eaton. In 1887 George F. Bouve, 
at that time a leather dealer in Bos- 
ton, became associated with Mr. Craw- 
ford in the production of the Bouve- 
Crawford line of men’s shoes. This 
concern operated over 30 retail stores 
in various cities. 

After retiring from the shoe bus- 
iness Mr. Crawford was associated 
with the Crawford Mfg. Co., making 
the Crawford rigid steel shoe shank. 
He was also identified with various 
inventions in shoe machinery and ap- 
pliances. He was one of Brockton’s 
oldest and most respected citizens and 
prominently identified with the busi- 
ness development of the city. 


Light Weight Leathers Popular 


One of Brockton’s leading shoe con- 
cerns has compiled approximate fig- 
ures regarding the leathers called for 
in the Spring orders thus far received. 
Kangaroo kid constitute 50 per cent 
of the orders, with the other 50 per 
cent divided between calf, grain, 
patent and Cordovan. The latter 
which has been so popular in men’s 
shoes for the past year, is a negligible 
quantity in the advance Spring orders 
of this house. 
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FOR SALE 


FOR RENT 








SHOE FACTORY FOR SALE 











This finely equipped shoe factory 
operated by CHAS. KEIGHLEY & 
SONS at VINELAND, N. J., for 
over 40 years, has 50,000 sq. ft. floor 
space in the main brick buildings 
and 30,000 sq. ft. In adjacent frame 
buildings not shown in the cut, 
Equipped with fire doors and auto- 
matic sprinklers. Has own electric 
power, light and water plant, paper 
carton, wood packing case plarts 
and machine shop. READY FOR IM- 
MEDIATE OPERATION. Equipped 
to make ladies’, misses’ and chil- 
dren’s welts and McKays, and 
men’s and boys’ welts. Made 1,000 
pairs daily army shoes during — 
war period. 700 ft. from P. R. 
freight station. 35 miles south oF 
Philadelphia, 30 miles from Atlan- 
tic City. Reason for selling, retir- 
ing from business. Price low, terms 
to suit purchaser. Inspection by 
appointment. Address Chas. 
Keighley, Vineland, N. J. 








FOR RENT—Half of a Shoe Store in city 

of 38,000 population, near Springfield 
—fine for Women’s or Men’s_ wear shop. 
Best location, good lease. Name your 
business and the rent you could pay in 
addressing C-979, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








MISCELLANEOUS 


WANTED—1000 pairs Munson Lasts with 
plated bottom as was used by 

Government for making Nail Bottom 

Trench Shoes. Address C-965, care Boot 

4 Shoe Recorder, 207 South St., Boston, 
ass. 








WANTED TO SELL 








1G BARGAIN—High Lace Shoe 
with full tongue, back strap, 
and waterproof wooden sole, sizes 
8-12 at 40¢ per pair, in case lots 
only. Order in time while the 
supply lasts. M. WEINBERG, 366 
Broadway, New York. Telephone 
Franklin 3760. 























MISCELLANEOUS 

“FISHER” 
Trade Mark 

& tS a 
HEEL and 
TER 
SUPPORT 
winest Wika Rat 
Sra aces Ge Bereiss, Byer 
pM be 5 wilheat lems. 

The New Improved 
* E. Ww.” 

SHOE STRETCHER 
Si eta 


Beston 
and 
Chicage 














WANTED TO BUY 


WANTED TO BUY RETAIL SHOE 
STORE, in city not under seventy- 
five thousand. Must have modern front. 
L. ZEIGLER, Fallowfield Ave., Charleroi, 
Pa. 











WANTED TO PURCHASE 


S HOES WANTED for sales in Bargain 
Basement, manufacturers floor goods 
or retail shoe stocks. Will pay cash for 
good salable goods. Address THE G. M. 
McKELVEY CO., Youngstown, Ohio. 














Comite STORE PROPERTY with or 
aan shoe stock. Established 14 

on a main street, (up town) in 
Philadelphia. Requires $5,000 cash. Ad- 
dress C-967, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


L FASE and FIXTURES of Women’s 
novelty shoe shop for sale. Harlem. 
Address K-542, care Boot & Shoe Re- 
corder, 127 Duane St., New York City. 


FOR SALE—A first class modern shoe 

store in Western Mass., near Spring- 
field. Population over 35,000. Good 
stock; five year lease; best location. 
Owner retiring for health reasons. Best 
of reference given. Address C-980, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 











a HOE STORE FOR SALE—High 

grade, profitable. Established 
25 years. Principals only. Reason 
for sale, death of owner. HAROLD 
S. BUDNER, Attorney. 














FOR RENT 


We quick and pay highest cash — 
for Fe and whelesle. stocks of shoes 0 
any other merchandise. 
bd no object. 
For 80 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WALKER, Proprietor 
610 tooacsdbanner. ner lyn 
Phone Stagg 1 














The NEW YORK EXPORT 


PURCHASING CORPORATION 


515-517 Broadway 
New York City, N. Y. 








WILL f Siow Sellers FOR 
BUY . Satire stocks } CASH 
= 


Fifteen styles. Satis- 

faction 

Lasts a Life-time. 

Write for catalogue. 
Daynite 

Furniture Mfg. Co. 


213 Chouteasu Trust 
Bldg., St. Louis, Mo. 











ASEMENT SHOE DEPARTMENT FOR 
RENT in the heart of Market Street, 
Newark, New Jersey. Address K-521, 
care Boot & Shoe Recorder, 127 Duane 
St., New York. 


FOR RENT—Office and stock room in 
heart of Duane Street shoe district. 
Space about 15 x 75 feet, elevator service, 
heat and light. Rent reasonable. Ad- 
dress K-543. care Boot & Shoe Recorder, 
127 Duane St., New York City. 





Send all replies to Boot & Shoe Recorder, 207 South St., 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
1 will pay value for your entire or surplus 
Leases * a short term to run taken 
over. Batablished 25 years. 
I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 











CASH PAID 


for entire shoe stocks or surplus stocks 0 
shoes or other morehansiee. Any quan mtg. 
Prompt attention given. 


CHAS. BLACHER 
166 Pulaski St. Brooklyn, N, Y. 
Phone Williamsburg 841 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


Write for THE CHICAGO 
ona’ Pree WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Iil. 











SHOE STORE 
CHAIRS 
SETTEES 


onl 


WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 















Boston, unless otherwise noted in advertisement 
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= 
CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
“Recorder” rates for space less than one-eighth OSITIONS WANTED—Four cents per word for each 
i 7 insertion. Minimum amount accepted, seventy-five 
page per issue: cents, For other ‘‘Want” advertisements, seven cents 
a per word for each insertion. Minimum amount accepted, 
Space 1 time 7times 13times 26times 652 times $1.25. Ads under this heading will be received up to 
; noon, on Friday of week preceding publication 7 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 : When advertisers fetire answers to come in care of this 
: office, twelve words must be allowed in ea vertise- 
2 in... 10.00 8.00 7.00 6.00 5.00 ment for. address. | When, advertisers desire replies for- 
j wa irect to their address, each word of the address 
8 - -+ 16.00 12.00 10.50 9.00 7.50 must be counted in the advertisement and paid for accord- 
4 in... 20.00 16.00 14.00 12.00 10.00 ingly. Answers to ads must be sent under letter postage. 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 



































































































































SEVERAL good _taretgortan are ey pin ae Ba 
open for experienced salesmen = e owing terr y o " 
capable of successfully placing a WANTEO—SEVERAL an Northern New England; Southern 
line of Ladies’ High Grade Turn WIRE SALESMEN! New England; New York State; 
Slippers. New Jersey; Baltimore; Washing- 
Want men of proven ability willing WONDERFUL OPPORTUNITY ton; Wilmington; St. Louis; Cin- 
to travel on straight commission FOR WIDE AWAKE SHOE cinnati; Minneapolis and El Paso. 
basis. Address C-676, care Boot SALESMAN, with successful road Address HANNAHSONS'- SHOE 
& Shoe Recorder, 207 South St., experience, to sell our combined CO., 35 Wingate St., Haverhill, 
Boston, Mass. lines:— Mass. 
(1) Ogden high erage. ore oe 
ANCE ‘ oe ; Skin Dress Shoes (6 lasts an 77 
tg — oS oewine leathers) at $5.35 and four of the W ANTED—Salesman visiting the jobbing 
territories is invited. Greater New York, same lasts and patterns and trade to carry as side line a line of 
New York, New Jersey, Eastern Pennsyl- leathers in Oxfords @ $5.00. Infants’ and Children’s Pennsylvania 
vania, Connecticut, Maryland, Delaware. (2) Red Fox line (4 biggest selling made turns, (twelve samples). Man 
The above territory has not been covered lasts selected from Ogden line) qualified, experienced and having right 
before, but on account of increasing de- in side leather at $3.50, to retail acquaintance desired. Commission basis. 
mands for Martha Washington shoes from @ $5.00. Address P-263, i420 Widener Bldg., 
this section, we are opening this terri- Immediate delivery on Ogden line. Philadelphia, Pa. 
tory the coming season. We are only New selling for 30, 60 and 90 days sees i . 5 = 
interested in real producers with proven delivery on Red Fox line. Some S ALESMAN — Experienced. Kentucky 
records. This is your opportunity to de- very desirable territories open in and Tennessee territory. Line: 
velop a virgin territory with a nationally states East and West of the Mis- Women’s Novelty Footwear, Comfort 
advertised line of women’s shoes. All re- sissippi River. Shoes, Felt Slippers, Children’s Shoes. 
plies will be treated in confidence. Ad- Add ith full rticulars and Give full details in first letter. All re- 
dress H. L. Kraus, care of F. Mayer h ome a if - hy owe plies confidential. Address C-977, care 
Boot & Shoe Co., 130 West 42nd Street, eee ae Zoot & Shoe Recorder, 207 South St., 
New York City. Boston, Mass. 
WANTED —Salesmen with a wide OGDEN SHOE COMPANY, WANTED—Salesman for, Ilinois, for 
acquaintance among the _ shoe Milwaukee, Wis. line of Growing Girls’, Misses’, and 
trade to carry a line of womens’ high Children’s medium priced McKays on 
= —_, Excellent opportunity for rey gee ee “oC — 
salesmen who have successful record. HALIFAX SHOE Co., Halifax, Pa. 
Apply by letter giving full details. Cor- WANTED—Good experienced shoe sales- 
respondence confidential. LOUNSBURY, men who have faith in own ability ANTED—Salesmen to sell leading line 
MATHEWSON & CO., South Norwalk, to handle line of high grade work shoes of Rochester Made Soft Sole Shoes. 
Conn. and hunting boots to retail trade on seven 10% commission. Address C-978, care 
per cent commission basis in following Boot & Shoe Recorder, 609 Powers Bldg., 
ANTED—Resident salesmen for the territories: Virginia and West Virginia, Rochester, N. Y. 
following cities: Cincinnati, Ohio; North Carolina, Georgia and Florida, 
Cleveland, Ohio; Detroit, Michigan; In- fe gy Ee Be 
dianapolis, Indiana; to handle a complete ° ° 
line of Juvenile Shoes carried in stock, first of month after shipments. Only LINE WANTED 
consisting of about 200 numbers. Refer- live - — Se 
ences must accompany the first letter or ness _wi o . 4 — |" 7 HD SALES EFFORTS of the soli 
the application will not be considered. 189 West Madison St., Chicago, Ill. leather, full vamp BISON BRAND 
Address | C-966, care Boot & Shoe Re- - Service Shoe Line will be extended con- 
corder, 207 South St., Boston, Mass. [VE WIRE SALESMEN—Line Infants’ nar Ay AE gh eg 
HREE or four experienced salesmen, * and Children’s ee eg - sore, SELLING PROFESSION IS THEREBY 
of proven ability, can secure first- poner iad 1-11. Stock proposition. 6% com- OFFERED TO SHOB SALESMEN OF 
class territories with us for opening mission. All _ territories. References. PROVEN ABILITY. The truth of this 
permanent agency accounts. Short line Address, C-937, care Boot & Shoe Re- statement can easily be verified by ad- 
of » Ray cae * * corder, 207 South St., Boston, Mass. dressing applications to the PORTAGE 
of popular-price welt, specialty for SHOE MFG. CO. of PORTAGE, WIS- 
women. Trade marked shoe, thoroughly CONSIN. 
aevertines in leading trade journals. ALESMEN a ae eo ned 
‘irst-class in-stock service. Commission territory for Simplex Shoes. plen " q 
basis. Expense drawing account to ex- proposition. New Milwaukee line of sag kms Two rr ee yo ee 
ceptionally satisfactory candidates only. childrens’ shoes. If you are a tight- f Nev Paes *  ienahen Pennsyl- 
References required. Applications strict- fisted, red blooded  go-getter, apply on ee me ae wa oro? 973, care 
ly confidential. THE COTTER SHOE SIMPLEX SHOE MFG. COMPANY, = yini@ ,COnmseccorder, 207 South St 
COo., 144 Broad Street, Lynn, Mass. Milwaukee, Wis. Boston, aa ° , 
SVERAL s 2} SALESMEN are ~ 
eee, ee ee NGLISH .LEATHER LEGGINS—Rep- §ALESMAN | thoroughly experienced, 
sylvania manufacturer making a complete resentative wanted calling on retail traveling the South, would take line 
up-to-date line of Growing Girls’, Misses’ and jobbing trades on Pacific Coast to of Ladies’ Shoes on commission. Prefer 
and Children’s Welt and McKay ‘shoes to carry a side line, small range of samples short snappy line of spanking good values. 
sell to the retail trade on commission. of English Leather Leggins. Address: Also a short line comfort shoes. Address 
Men to start about March ist, 1922 with BOND BROS. & CO., Importers, 310 Box 3105, Jacksonville, Fla. 
Fall line. Give reference, past experience, California St., San Francisco, Cal. 
and territory preferred. Address K-538, . oe a ’ ’ 
care Boot & Shoe Recorder, 127 Duane MEN’S OR WOMEN’S LINE 
St., New York City. IDELINE SALESMEN WANTED WANTED 
for well-known and prominent By experienced man who has been 
THE FOLLOWING TERRITORIES open Milwaukee line of Children’s, with one firm for 18 years. 
for your wide-awake-willing to work Misses’ and Growing Girls’ Good- Knows shoes and knows how to 
salesmen—Eastern Pennsylvania; Bastern year Welt. Western, Eastern and sell them. Up - to - the - minute 
New York; South Carolina: Florida; Southern territory now open. One merchandising experience and 
Southern Texas; Southern Illinois and or two Central States open. Ad- training. Best of references fur- 
Southern Missouri; Northern Iowa; dress C-976, care Boot & Shoe Re- nished. Address C-982, care Boot 
Southern Iowa and other not mentioned corder, 189 West Madison St., & Shoe Recorder, 207 South St., 
territories. EDMONDS SHOE COM- Chicago, Ill. Boston, Mass. 
PANY, Milwaukee, Wis. 
Send all replies to Boot & Shoe Recorder, 207 South St.. Boston. unless otherwise noted in advertisement 
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a BOOT AND SHOE RECORDER 
ED: Getting More Shoes Sold Right; not only “more” but “right”; sold for the 
bone Fig win nage 2 beg FH weare®, in the right fitting, for the right price, at the right profit. This 
“h is the great problem of the retail shoe merchants. The chief purpose of “The Boot an Shoe Recorder” 
ye is to help solve it: for this is the basic problem upon which depends the progress of the entire allied 
- industries relating to shoes and leather; their production and distribution. 
0 Annual Subscription in the United States, $5.00. Per copy, 25 cents. Canadian, $6.00. Foreign, $10.00 
8. No Subscription Accepted for Less Than One Year 
is 
a Inc. Member of the Root Newspaper Ass’n. Member of Audit Bureau of Oirculations. 
“ poe y A ere rye) "Shoe Recorder Pub, Co. Entered at the Post Office, New York, N.Y., as second class matter, 
8 
- ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 
os Cable Address BOOTRECO 
a PUBLISHED WEEKLY IN THD INTEREST 
A OF THE RETAIL.SHOE MERCHANT BY THB 
— LINE WANTED POSITION WANTED BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
— CAPITAL $150,000 
5 OFFICERS OF THE CORPORATION 
: CHILDREN’S LINE WANTED one oan sven "ae G. yetses, Postion - 
’ 5 
30 YEARS WITH ONE HOUSE SALES MANA RHUND, Treas. and Gen’l Mgr. 
; 3 GEORGE W. R. HILL, 1st Vice-Presi 
‘ 1 am looking for a line of Children’s NATIONALLY KNOWN HOUSE H. WALTER SCOTT. oa ‘inten 
and Misses’ shoes for New England IS LOOKING FOR NEW ARTHUR D. ANDERSON, Secretary 
trade. The firm with which | have CONNECTION SWAIN, eS Counsel 
been connected for 30 years is now ARTHUR D. ANDERSON, Editor 
in process of liquidation. | have The firm with which | have been E. 0. LOGAN 
— an established trade and can connected for 18 years is making OWEN A. THOMAS 
- furnish best of references. Address a radical change in their policy of dctnsiaien aoa IN M. HANEY 
a with full particulars, C-983, care merchandising. So | am desirous 
nia Boot & ogy 8 Recorder, 207. South of getting in touch with an ageree- PUBLISHER’S NOTICE 
_ ip SRR, San sive firm manufacturing men’s or SUBSCRIPTION—The subscription price of the 
- women’s shoes that is planning a — and —. wn J is poral a = 5 
sis. advance, whic’ ncludes postage in 
ig, campaign of expansion for 1922. United ‘States, Cuba, Hawaiian Islands, 
My sales experience should make Philippine Islands and Mexico. The price 
he me a valuable man for any con- A Canada is $6.00 a year including post- 
ky ELL KNOWN SALESMAN OPEN I i “TO GET MORE # 
16: Wee, ine ee te be personally = Sees > an FOREIGN SUBSCRIPTION—The price to all 
ort acquainted with a widely known sales- SHOES SOLD RIGHT. dress foreign countries except the above is $10.00 
Ps. man who is planning to sever connections C-985, care Boot & Shoe Recorder, = pawl oy Dag he atienens 
'e- with his present firm and is desirous of 207 South St., Boston, Mass. ING RA y % 
re securing representation for Greater New i oe” ‘ish a of Advertising 
oa York and New Jersey with a line of pag Benny = he en eee 
Men’s or Women’s better grade footwear. . ™ ge. 
—_ This salesman has a wide acquaintance 
a: among the better class buyers and has a OFFICES IN 
1 i c ele . z g 
yn ian unusual opportunity for some man. | § HOE EXPERT, eraduate foot specialist, BOSTON OFFICE: 207 South Street. 
Ss ufacturer who is desirous of doing in- successful practitioner of special foot ee to all de- 
tensive cultivation in this Greater New orthopedics, involving permanent foot cor- SS. — e addressed to 
=< York territory. Address C-990, care Boot rection, possessing scientific and thorough BROCKTON OFFICB: 204 Morai st. G 
18 & Shoe Recorder, 207 South St., Boston, practical knowledge of shoes and_ the Ww. R. Hill, allo pee nl Soe, eo. 








Mass. 





WANT A GOOD CHEAP LINE of 

snappy Women’s McKays or Welts for 
Ohio, or Western Pa. or Northern Ind. 
I am in touch with the class of trade 
who buy this grade of goods; have had 
12 years experience. Address, M. 315 E. 
Liberty St., Ashland, Ohio. 








POSITION WANTED 


C REDIT MAN and ACCOUNTANT— 

American, who has had full charge 
of accounts and credits in a shoe man- 
ufacturing concern, also income tax ex- 
perience, desires position requiring ability 
along these lines. Address C-988, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








OUNG MAN now employed as buyer 
and manager of shoe department 
desires connection with modern depart- 
ment store or exclusive shoe store. Well 
acquainted with the market and willing 
to work hard for a big future. Address 
C-986, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


FE, XPERIENCED BUYER, STORE MAN- 
AGER and WINDOW EXPERT de- 
sires to change to some progressive retail 
organization. 35 years of age, married. 
Will invest in established business. Ad- 
dress C-984, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


HOE BUYER and MANAGER — Will 
consider a change Jan. 1. More than 
twenty years experience in the retail 
game. Best of references. If interested, 
address C-981, care’ Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 








human foot, as well as exceptional busi- 
ness ability. Can construct and copyright 
special line of corrective footwear for 
manufacturer, jobber or retailer, or in- 
troduce same or existing line to _ the 
medical and allied professions, as well as 
to the trade and public by efficient and 
capable educational campaign. Unlimited 
field for this end of shoe game. Or can 
conduct regular or special shoe depart- 
ment, city or out-of-town. Will consider 
representing manufacturer’s special line. 
Possess executive ability. Have splendid 
personality and possess sterling character. 
Right man for big job. Let’s talk it 
over. Address K-527, care Boot & Shoe 
Recorder, 127 Duane St., New York. 





HOE BUYER and MANAGER. with 
twenty years experience, wishes to 
make change about Feb. 1st. Real live 
shoeman and efficient, capable manager. 
Pacific Coast States or near, preferred. 
Address C-987, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





HOE MAN having 15 years experience 
in wholesale and retail game, wants 
position as retail manager or in jobbing 
house where there is a_ chance _ for 
advancment. Will go anywhere in New 
England. Single: age 33. Can give the 
best of references. Address C-989, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


HELP WANTED 


MANAGER WANTED in_high-class 
men’s shoe store. Only those with 
years of executive experience, handling 
large volume of sales need apply. Resi- 
dent of New York preferred. Address 
K-541, care Boot & Shoe Recorder, 127 
Duane St., New York. 








CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. _ 

NEW YORK OFFICB: Room 101, Graham Bldg., 
127 Duane 8t. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADBLPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFIOB: 609 Powers Bldg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314. 

LYNN OFFICD: Fred A. Gannon. 

MILWAUKED OFFICD: Leonard S. Meyer, 
(B. C, Bowen, Manager), 405 Broadway. 
Telephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICH: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W., 1. Bngland. 

AUSTRALIAN OFFICE: 430 Lit. Collins 8t., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Sals- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otte 
Fuhrimann, Gerente. 

ome: Mr. H. Gomez, Corrales, 2A Havana, 

uba. 

JAPANESE OFFICE: 
Wagen, Manager. 
SPAIN: Gerente, Leoncio de Miguel, 

Librero Editor, 20 Fuencarral, Madrid. 


Yokohama. J. F. 


Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement 








128 


BOOT AND SHOE RECORDER 


December 17, 1921 





INDEX TO ADVERTISERS IN THIS 


ISSUE 





BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass................. 41 
Alden-Walker & Wilde, Inc., East Wey- 

mouth, Mass. 
Armstrong, D., & Co., Rochester, N. Y...... 23 





B. & P. Footwear Co., Inc., Oswego, N. Y. 105 
Bancroft-Walker Company, Boston................ 

Barry, T. D., Ce., Brockton, Mass................. 

Bates, A. J., Co., Webster, Mass............-.-.--+- 
Bay State Slipper Co., Haverhill, Mass........ 
Bleecker Shoe Co., New York City................ 
Blum Shoe Mfg. Co., Dansville, N. Y..........- 100 


Brockton Ce-eperative Shoe Co., Brock- 


og 104 





Brooks Shoe Mfg. Co., Phila., Pa.........--.....-- 109 
Burkley Shee Ce., Brockton, Mass.............-... 118 
Chipman-Harwood Co., Boston........-....------.-+--- 109 


Churchill & Alden Co. (Campello), Brock- 
ton, Mass. 4th Cover 


Clapp, Edwin, & Son, Inc., E. Weymouth, 








Mass. 103 
Clinton Shoe Co., Clinton, Iowa..............-...- 114 
Collins & Staples, Haverhill, Mass................- 100 
Community Shee Co., Inc., Brooklyn, N. Y. 112 
Consolidated Shoe Co., Lancaster, Pa............. 105 
Cooperative Shee Co., Cincinnati, 0O............. 124 


Craig-Reed & Emerson, Inc., Becton, | 











Mass. 09 
Cummings Shoe (o., Pi’‘ouurgh, Pa ............ 92 
Dalton Co., Brockton, Mass...............-.-----.-.---L15 
Divine & Youngel, New York “ity................ 25 
Dodge, N. D., Shoe Co., Newburyport, 

Mass. 96 
Duttenhofer, Val, & Sons, Cincinnati, O..... 85 
Duttenhofer-Stevens Co., Cincinnati, 0O......... 22 
Elam, F. S., Shoe Co., Rochester, N. Y...... 105 
Engel Cone Shoe Co., East Boston................ 111 
Ensign Shoe Co., Belfast, Me.........................124 


Felstiner-O’Connell Shoe Co., Inc., Haver- 
hill, Mass. 101 

Fern & Poor Co., Inc., Newburyport, 
Mass. 





101 





a ~esaed Rubber Co., The, Hudson, 
Mass 








8rd Cover 
Florsheim Shoe Co., Chicago, Ill 82 
Fox, Inc., Chas. K., Haverhill, Mass.............. 1 
Freeland, H. H., Rochester, N. Y. 114 








Freeman-Thompson Shoe Co., St. Paul, 
Minn. 10 





French, Shriner & Urner Co., Boston............ 45 


Goodger-Milow Shoe Co., Inc., Rochester, 
_ 10 








Goodrich, Hazen B., Co., Haverhill, Mass.....121 
Goodwin, E. J., Co., Haverhill, Mass. — 
Gregory & Read Co., Lynn, Massz................. o 2 
Gustim, M., New York City.................... 100, 104 
Hannahsons Shoe Co., Haverhill, Mass......... 90 
Harding Shee Co., Inc., Haverhill, Mass.....102 


Harrisburg Shoe Mfg. Co., Philadelphia, 
Se | atnamncscareasiees 30 
Harrison-Lockwood Co., Haverhill, Mass......101 
Herman, Joseph M., Shoe Co., Boston............ 12 
Hopkins & Ellis, Haverhill, Mass.................. 98 
Howard & Foster Co., Brockton, Maszs......... 102 





Johnston & Murphy, New York City.............. 103 
Joy, Clark & Nier Co., Rochester, N. Y......... 110 





Keith, Preston B., Shoe Co., Brockton, 




















Mass. 120 
La Crosse Boot & Shoe Mfg. Co., La 

Crosse, Wis 104, 121 
Lilly, Henry, New York City................... .-102 
Long Shoe Co., Framingham, Mass. 
Lund-Mauldin Co., St. Louis, Mo................ ss 
McDonald, R. E., Shoe Co., Boston................ 112 
McNamara, John E., Haverhill, Mass............. 109 
Maid-Rite Felt Slipper Co., Brooklyn, 

N. ¥. 101 
Marathon Shoe Co., Wausau, Wis.................. 119 
Marston & Tapley Co., Danvers, Mass. 
Martin, A. H., Co., Rochester, N. Y...... ...105 
Miller, I., & Sons, Inc., Brockton, Mass........ 11 
Nathan-Morphy & Co., Lewiston, Me............. 116 





Nettleton, A. E., Syracuse, N. Y........... 





Newcomb-Anderson Shoe Co., Rochester........105 
Nu-Baby Shoe Co., E. Lynn, Mass................. 105 
Old Colony Shoe Co., Brockton, Mass............. 10 
Olenick, I., New York City. 125 
Packard, M. A., Co., Brockton, Mass............. 103 


Phillips-Cram Corp., Haverhill, Mass.......... 101 
Posner, Dr. A., Shoes, Inc., New York City 7 


Ramsey, E. J., Co., Brooklyn, N. Y......... 21, 97 








Reece Shoe Co. 104 
Reed, E. P., & Co., Rochester, N. Y. 15 
Rice & Hutchins, Inc., Boston.......................... 50 


Salem Shoe Co., Salem, N. H.............2..0000.00.. 
Sargent, Donn D., Salem, Mass.............. a 
Shaft-Pierce Shoe Co., Faribault, Minn 
Smith, Wm. Sumner, Chi 
Stacy-Adams Co., Brockton, Mass................... 
Stetson Shoe Co., So. Weymouth, Mass 
Stonefield-Evans, Rockford, IIl....................... 
Strohbeck, Chas. W., Inc., Brooklyn, N. Y. 102 








Tessier & Bowdoin, Haverhill, Mass............... 102 
Thompson Bros. Shoe Co., Brockton, Mass. 108 
Thomson-Crooker Shoe Co., Boston................ 94 
Turner, J. S., Co., Lowell, Mass................... 118 
Union Shoe Co., Brockton, Mass..................... 109 


United States Rubber Co., New York City 
Front Cover, 84 


Weber Bros. Shoe Co., N. Adams, Mass...... 28 
Westcott-Whitmore Co., Syracuse, N. Y...... 100 
Whitman & Keith, Brockton, Mass................. 103 
Williams, Arthur A., Shoe Co., Heitisten, 
Rc 
Witherell, E. A. & M. C., Co., Haverhill, 
IN apakakshiekistatearessa 








FINDINGS AND SHOE STORE SUPPLIES 








American Seating Co., Chi ml 118 
Batavia Specialty Co., Batavia, N. Y.......... 123 
Chandler, W. K., Inc., Boston................ 114, 124 
Chicago Wire Chair Co., Chicago, Il............. 125 


Coultas Co., D. W., Providence, R. I 
Dalrymple-Pulsifer Co., Haverhill, Mass....... 123 
Daynite Furniture Co., St. Louis, Mo........... 125 
Elastic Tip Co., Boston 107 
Ellis, W. E., Co., Haverhill, Mass................. 108 
Emery & Beers Co., Inc., New York City 14 
Fashion Ornament Co., Brooklyn, N. Y......108 
Grand Rapids Show Case Co., Grand 
Rapids, Mich 

Hecht Fixture Co., Chi ll 125 
Jung Arch Brace Co., Cincinnati. 0O............ 

Kahn, Edw. E., Co., Brooklyn, N. Y.. 
Martine, M. B., Inc., New York City 

















Milbradt Mfg. Co., St. Louis, Mo.................... 
Milwaukee Chair Co., Milwaukee, Wis......... 
Netschert, Frank, New York City........-........ 





Noyes Mfg. Co., New York City..................... 
Onken, Oscar, Co., Cincinnati, 0O................. 
Parisian Beading Works Co., Philadelphia 108 
Rauh, S., & Co., New York City................-..- 29 
Silverite Co., The, Boston 107 





Tweedie Boot Top Co., St. Louis, Mo. 
4 2d Cover 


Whitcher, Frank W., Boston.................... 110, 126 
Wiley, Bickford, Sweet Co., Worcester, 
Mass. 98B 





MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 

Beckwith Mfg. Co., Boston 18 

Berger, Max H., Brockton, Mass..................... 106 

Dayton Last Co., Dayton, O 

Griffin Mfg. Co., Inc., New York City..._119 

New England Wood Heel Co., Haverhill, 
Mass. 106 














Rogers Fibre Co., Boston 49 
United Fast Color Eyelet Co., Boston......... 129 
United Last Co., Boston $1 





United Shoe Machinery Corp., Boston....90, 116 
Whittemore Bros. Corp., Boston. 
Wiechman Pattern Co., Cincinnati, O.-........ 





LEATHER AND OTHER MATERIALS 


Barnet, J. S., Co., Boston 38 
Barnet Leather Co., Boston and New York 
City 48 




















Beggs & Cobb, Inc., Boston 106 
Cedar Cliff Silk Co., New York City-......... 28 
Chamberlain, B. F., Boston......................-.0 106 
Creese & Cook Co., Boston 44, 106 
Dryden Rubber Co., Chicag 88 
Einstein, J., Inc 24 
Farnsworth-Hoyt Co., Boston 27 





Rueping, Fred, Leather Co., Fond du Lac, 
Wis. 117 


Gallun, A. F., & Sons Co., Milwaukee, Wis. 91 
Goodyear Tire & Rubber Co., Akron, O........ 82 
Green & Hickey Leather Co., Boston.... - 
Hunt-Rankin Leather Co., Boston................. 
Jones Co., F. E., Boston 











, Kaliman, Julius, Co., Boston......................... 47 


Lawrence, A. C., Leather Co., Boston......... 8-9 

Levor, G., & Co., New York City....... — 

New Castle Leather Co., New York City..... 40 

Pier & Vogel Leather Co., Milwaukee, a 
is. 





Schmidt, Carl E., & Co., Inc., Detroit, 
Mich. 33-3. 





Standard Kid Co., The, Boston................... 8 


MISCELLANEOUS 


Associated Business Papers, Inc., New York 
City 180 














Atlantic Printing Co., Boston 107 
Blacher, Chas., New York City....................-... 125 
a Purchasing Syndicate, Seociion, 
indinaen & Preg, Inc., Boston............. 102 
Cantor & Wolpert Co., Boston............. --- 125 


D’Avesne Translation Bureau, Boston..........118 
Dejonge, Louis, & Co., New York City............ 46 

















Hooper Printing Co., Boston 107 
Hotel Claridge, New York City........................ 120 
Hotel Essex, Boston 118 
Kalter Cerf. Mere. Co., Max, New York 
City 125 
National Shoe Retailers’ Association............ 43 
New York Export Purchasing Corporation, 
New York City 125 
Root Co., F. 8., Boston 107 
Tolman Print, Brockton, Mass....................---. 107 


107 





University Electrotype Foundry, Cambridge, 














December 17, 1921 BOOT AND SHOE RECORDER 


Diamond Brand Fast Color Eyelets are found 
most exclusively on the newest samples in 
the better grades of shoes. 


United Fast Color Eyelet Company 
Boston, Massachusetts 
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O sale or business transaction can 
take place without a “meeting of 
minds.” ‘Whether a block or a thou- 
sand miles separate buyer and seller, 
their minds must meet before goods 
can be sold or bought. 


In the old days, trading at a dis- 
tance was slow and cumbersome; the 
standards of merchandise, demand 
and price varied widely every hundred 
miles. Big, economical production 
was impossible. The world moved 
with a slow and halting pace. 


The contrast between that period 
and today demonstrates that civiliza- 
tion can advance only in proportion to 
our ability to disseminate thought and 
transport things. 


This principle is the foundation of 
our national unity. The United States 
is not merely a physical union, but a 
union of hearts and minds created by 
common ideals, uniformity of educa- 


The “E Pluribus Unum” 
of business 


tion, common habits, thoughts and 
purposes. 


This is made possible largely by uni- 
fying influences not possessed by the 
ancients—by our great, pulsating 
highways of intelligence—the daily, 
weekly and monthly publications. 


No more than three or four of the 
readers of this paper'may be in a single 
town, and the others similarly scat- 
tered over the country, but all read 
the same news, get the same ideas, 
learn of the same goods, and thus the 
group is integrated and bound to- 
gether by a common source of infor- 
mation. 


By establishing these great infor- 
mation routes between the members 
of the various trade and industrial 
groups, the Business Paper makes one 
market of the whole country for the 
seller, and gives to the buyer a nation- 
wide source of supply. 


LIST OF MEMBERS 


Each has subscribed to and is maintaining the highest standards of practice 
in its editorial and advertising service 
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American Architect & 
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